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Here we are, Mlmheglobal
pandemic of the century. The
virus has not gone away

ne yet
For the first time, people of

the world are united or forced
to observe the restrictions put
up by the governments and

h“l ST !I iﬂ

A::{n cﬁ"ly!lm uhnue
some m
to the b VOl

For those of us  see the

wish to put forward.
ot ae

:t Inn--ﬁlm

Sodllfphyl’lﬂil
will likely become a BT
prerequisite one1 nother

going forward.

The shift , using
drones, robots, virtual reali-
ty and tebmedichuw take
over. -

Vulnunhlll_ty-,lndtud
Home-Production and/
or Stockpile of Strategic
Resources: B

The pandemic exposes how
governments are still ill-pre-
pared for certain necessities in

~life during a worldwide crisis.

What will be intriguing is how
each nation strikes a balance
between natlonll bemtlty and
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Business:

Businesses will need to dllnk
hard and fast how to successfully
implement the perhaps long-
overdue digital transformation
internally ln,prder- to ‘qurﬂva
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norm as anything from macro to
micro scales can change,

But this difficult time is also a
time for the mental health pro-

Although remote working
is not novel, things such as
stalfl performance will need to
be motivated, measured, and

appraised very differently. fessions, spiritual or religious
Needless to say time will tell if  entities and the associated inno-
,canmanagechaosand vation to grow their respective
avoid the chaos itself. importance. -
and Supply Chain - Is Healing, But Will It Last?
- When the pm Amidst this crisis, one
Lh'i. jonal encouraging news is that the
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consumers have shifted
(or have been shifting) their
focus and the manner they
live and work to better man-
age themselves, and their pri-
orities. Social ‘which
is imposed in most countries,
has created a major shift in
behavioural tren
- As such, marketers need

10 tpcomiicr their marketing
strategies, umammd activities,
and they have
amidst but prudently during the pan-
ent “demic in urdor to come out
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sition-consumption-
patterns.

Such a cataclysmic event
is already a defining moment
which will have a profound effect
on how consumers behave and
interact for a long time.

Whatever the future holds,
Covid-19 has taught the busi-
ness world to never belittle

‘som as small as a virus,
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- Finding the
the Changing

Involuntary dﬂ*@ﬂ_lillg is
claiming its toll as swiftly as
the virus itself. Those who are
adaptable will shift service to
more resilient sectors. :

One thing for sure is that
digital workers will have once
again proven themselves to be
ever more desirable in times of
crisis.

~ One’s Loss Is Someone Else’s
Gain?
Do expect an increase in
merger and acquisition talks.
Those who are fundraising

community, the nation and even
the world can only qvercome this
pandemic if they put aside their
interests and operate as one uni-
fied force, a principle or value
which many business organisa-
the wealthy will inevita- tions need to be reminded of
bly get wealthier, all things and re-leamn.
considered. Note: This article is an
version of the full arti-
cle (Editorial) published in Asian
Journal of Business Research
(AJBR), Volume 10, Issue 1.
The full article can be found at
https://magscholar.com/asian-
journal-of-business-research/.

bargaining position.
At the end of the day,

‘Coping With Anxieties and

The entire crisis will be a trau-
matic to asubstantial
part of the world population.

Uncertainties become the

It is extremely clear that the
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