Business Opportunity in the MENA Region

We invite Korean startups interested in expanding their businesses to
the MENA region. Discover new business opportunities and access
new markets in the dynamic MENA region.

The Middle East and North Africa (MENA) region is a diverse and
rapidly growing market comprising over 20 countries with unique
cultural, economic, and regulatory environments. This region includes
Saudi Arabia, the United Arab Emirates, Egypt, Qatar, and Morocco.

The MENA region is well-known for its abundant natural resources,
particularly oil and gas. It is also experiencing significant growth in
emerging technologies, healthcare, construction, and renewable energy
sectors, making it a gateway to the European and Central Asian markets.

Buhaisi Consulting International
Your Gateway to Success in the MENA Region

BizCreation Inc.
Your Partner in Korea



Introduction

Buhaisi Consulting International (BCI, www.bpc-egypt.com) is a premier
consultancy firm specializing in facilitating the expansion of Korean startups into
the Middle East and North Africa (MENA) region. Leveraging extensive market
expertise and strategic alliances, BCI provides end-to-end support to ensure a
smooth and successful market entry for Korean businesses in this dynamic and

rapidly growing region.

BizCreation Inc. (www.businessbridgekorea.com) is a team of professionals in
the Korean venture capital industry. Its strategic network includes domestic and
global venture capitalists, professional engineers in emerging industries, tech-
based startups, SME-supporting institutions, and financial/strategic investors.

The company is dedicated to promoting global collaboration by encouraging
international business partnerships, sharing investment and M&A opportunities,
and enhancing the value of venture capital funds and their portfolios.

Why Choose BCI?

Strategic Location

Based at the heart of the MENA region, BCI offers direct access to key markets,
ensuring your business is well-positioned to capitalize on regional opportunities.

Industry Expertise

With in-depth knowledge of various sectors, such as renewable energy,
healthcare, and food and beverage, BCI tailors strategies to align with local
market demands, increasing your chances of success.

Established Local Partnerships

BCTI’s strong relationships with local governments, businesses, and industry
leaders provide Korean startups with the crucial connections needed to thrive in
the MENA market.


http://www.bpc-egypt.com/
http://www.businessbridgekorea.com/

Services

Market Entry Strategy:

Development of customized market entry plans to align with your
business objectives.

Assisting with regulatory compliance and offering practical insights into
local markets.

Identifying and addressing key challenges and opportunities in the
MENA region.

Partnership Development:

Access to a vast network of potential partners across the MENA region.
Facilitation of joint ventures, collaborations, and strategic alliances.
Expert matchmaking with local companies to optimize business

synergy.

Pre-Marketing Tests:

Comprehensive reviews of industry landscapes and market conditions.
Pilot testing of products and services to assess market readiness and
consumer acceptance.

Data-driven feedback and strategic adjustments to fine-tune market
entry approaches.

Cultural Adaptation Support:

Insights into cultural nuances and consumer behavior specific to the
MENA region.

Development of localized marketing and branding strategies.
Training and workshops on effective communication and business
practices within the region.

Branch or Liaison Office

Supporting all the above missions for the inbound Startups to expand their
business successfully in the MENA market, and more requested, as a
branch or liaison office.



Success Stories

Case Study 1

Successful entry of a Korean skincare startup into Saudi Arabia, securing an
exclusive distribution agreement with a leading Saudi cosmetics wholesaler.

Case Study 2
Market entry success for a Korean medical device startup in Egypt, achieving a
strategic distribution partnership with a major biomedical engineering firm.

Please see the attached file for more detailed stories.

Target Sectors

Renewable Energy
Emphasizing Smart Grid Technologies and Energy Storage Solutions.

Healthcare & Pharmaceuticals
Specializing in Biologics and Biosimilars.

Food & Beverage
Targeting Health Foods and Halal-Certified Products.

Construction & Infrastructure
Focusing on Green Building and Urban Development.

Retail & E-Commerce
Enhancing cross-border e-commerce and retail innovation.



Call to Action

Seize the opportunities in the MENA region with BCI.

Contact us today to discover how we can empower your business to succeed in
this dynamic market.

You can also reach out to BizCreation directly for more information about BCI's
role in empowering Korean startups and the support provided by BizCreation.

Contact Us

Buhaisi Consulting International

Mohamed Buhaisi
Email: mohamedawad@bpc-egypt.com
Phone: +20-10-20-454-111

Website: www.bpc-egypt.com

BizCreation Inc.

Tae Soo YANG
Email: biz.bridge.korea@gmail.com

Mob: +82-10-9124-1960

Website: www.businessbridgekorea.com



http://www.bpc-egypt.com/
mailto:biz.bridge.korea@gmail.com
http://www.businessbridgekorea.com/

Business Culture in the MENA Region and the Role of BCI

Overview of the MENA Region

The Middle East and North Africa (MENA) region is a diverse and rapidly
growing market comprising over 20 countries with unique cultural, economic,
and regulatory environments. This region includes Saudi Arabia, the United Arab
Emirates, Egypt, Qatar, and Morocco. The MENA region is well-known for its
abundant natural resources, particularly oil and gas. It is also experiencing
significant growth in emerging technologies, healthcare, construction, and
renewable energy sectors, making it a gateway to the European and Central Asian
markets.

Critical Aspects of Business Culture in the MENA Region

Relationship-Oriented Business Practices: Building strong personal
relationships is crucial for successful business transactions in the MENA region.
Trust and mutual respect are often prioritized over formal agreements, and
business is typically conducted with partners who have been vetted through
established networks. Companies entering the market must invest time in
nurturing these relationships.

Importance of Hierarchy and Respect: Many MENA countries have
hierarchical business structures, concentrating decision-making at the top
management levels. Understanding and respecting this hierarchy is essential for
foreign companies engaging with local businesses.

Religious and Cultural Sensitivity: Islam plays a significant role in the daily
lives of many people in the MENA region. Understanding and respecting Islamic
practices, such as prayer times, fasting during Ramadan, and gender interactions,
is vital. Foreign companies must demonstrate cultural sensitivity in their
operations and marketing strategies.

Language and Communication: Arabic is the dominant language in the MENA
region, although English is widely spoken in business settings, particularly in the
Gulf Cooperation Council (GCC) countries. Effective communication often
requires localizing content and using professional translators who understand the
cultural nuances.

Legal and Regulatory Compliance: The legal frameworks in MENA countries
can vary significantly, with some countries following Sharia law and others
adhering to civil law systems. Navigating these legal complexities requires
specialized knowledge of local regulations and practices.



Challenges of Entering the MENA Market

Market Diversity: The MENA region is not a monolithic market; it comprises a
wide range of economies, each with its challenges and opportunities. Companies
need to tailor their strategies to fit the specific needs of each country within the
region.

Political and Economic Instability: Some MENA countries face political and
economic instability, which can pose risks to foreign businesses. Understanding
the geopolitical landscape and mitigating these risks is crucial for long-term
success.

Bureaucracy and Red Tape: Regulatory processes in the MENA region can be
complex and time-consuming. Foreign companies often encounter bureaucratic
hurdles when establishing a presence or expanding operations in the area.

Competition and Market Saturation: In some sectors, the MENA market is
highly competitive, with well-established local players and other international
companies vying for market share. Differentiating a brand and establishing a
foothold can be challenging.

Why a Specialized Gateway Like BCI is Critical

Local Expertise and Networks: BCI offers profound insights into the MENA
market, backed by years of experience and a robust network of local contacts.
This expertise is invaluable for companies navigating the region's complexities,
particularly in relationship-driven markets.

Cultural Mediation: BCI acts as a bridge between foreign companies and the
local business culture, ensuring that international businesses can adapt their
practices to fit the cultural and religious norms of the region. This cultural
mediation helps prevent missteps that could damage business relationships.

Regulatory Guidance and Compliance: BCI provides crucial support in
navigating the legal and regulatory landscape of the MENA region. This includes
assistance with local compliance, understanding Sharia law where applicable, and
managing the bureaucratic processes involved in setting up operations.

Risk Mitigation: BCI’s local knowledge helps companies better assess and
mitigate the risks associated with political and economic instability. BCI can also
provide strategic advice on market entry, assisting companies in choosing the
most stable and lucrative markets for their products and services.



Market Entry Strategies: BCI helps companies develop tailored market entry
strategies that account for the diverse economic environments within the MENA
region. This includes identifying key sectors, understanding consumer behavior,
and leveraging local partnerships for successful market penetration.

Conclusion

Entering the MENA market presents both significant opportunities and complex
challenges. Understanding the local business culture, respecting cultural and
religious practices, and navigating the legal landscape are essential for success.

BCI serves as a critical gateway for companies looking to enter this dynamic
region, offering the local expertise, cultural mediation, and regulatory guidance
necessary to overcome the challenges and seize the opportunities within the
MENA market.



Korean Company Success Story in the MENA Market

Below are two in-depth narratives of Korean companies that successfully entered
the MENA market.

The focus is on how BCI played a pivotal role in their success.

These stories illustrate how BCI’s comprehensive support and strategic guidance
can help Korean companies navigate the complexities of the MENA market,
ensuring a successful and sustainable expansion.

Skincare Company
Pioneering Innovation in the MENA Region

A leading skincare company sought to expand its footprint in the MENA region
but faced challenges in understanding the diverse market demands and navigating
complex regulatory environments. BCI became a strategic partner, providing in-
depth market research, regulatory guidance, and connections to key local
distributors.

BClI's expertise in market localization helped the company tailor its product
offerings to meet the specific needs of consumers in the region. For instance,
BCI’s insights into the popularity of Korean skincare products and Arabic
language support allowed the company to customize its products, resulting in a
significant increase in market share.

BCI also facilitated entry into vital regional markets by organizing high-profile
launch events and securing partnerships with leading retail chains. These efforts
positioned the company as a top brand in Saudi Arabia and Egypt, leading to a
25% increase in sales within the first year of collaboration with BCI.

Specialty Medical Device Company
Revolutionizing Orthopedic and Traumatology Sectors in the MENA Region

A medical device company specializing in orthopedics and traumatology products
aimed to penetrate the MENA market with advanced solutions.

The company needed to overcome challenges such as establishing a reliable
distribution network and complying with healthcare regulations in the UAE,
Saudi Arabia, and Egypt.



BClI played a crucial role by leveraging its extensive network and expertise in the
healthcare sector. BCI identified potential partnerships with government and
private hospitals that are interested in products such as spinal fusion systems and
knee surgery solutions.

BCTI’s deep understanding of the medical regulatory landscape in the UAE, Saudi
Arabia, and Egypt ensured the company’s products met all necessary compliance
standards, facilitating a smooth market entry.

Through targeted marketing campaigns and strategic alliances in the public and
private sectors brokered by BCI, the company secured significant contracts with
healthcare providers in the UAE, Saudi Arabia, and Egypt.

This led to the successful deployment of the company’s products in hospitals and
orthopedic clinics, significantly enhancing the company’s reputation and market
share in these countries.

Notification: Strictly Private and Confidential

Please note that, due to confidentiality agreements, we cannot disclose the names
of these companies until January 2026.



Letter of Reference and Support

https://www.fourth-state.com

Fourth State Medicine Ltd,

Longfield,
m Midhurst Road,

Fernhurst,
FOURTH STATE GU27 3HA.
T.E.Frame@FourthStateMedicine.co.uk
13" July 2021 Tel: +44 (0) 1428 641 405
Mohamed Buhaisi
No. 31, Road 6,
Maadi, Cairo,
Egypt

To whom it may concern,
RE: Letter of reference and support

Mohamed has been assisting Fourth State Medicine for the last three years on its commercialization journey and
exploratory work taking its products from the UK to international markets.

His understanding of the business culture in different countries, the market dynamics and climate in the Middle East
is exceptional and has provided valuable guidance and support across our journey to date. The main activities
undertaken in our projects range from market research, introduction to manufacturing and regulatory partners,
investor relations and fund raising.

In all these areas | have found Mohamed to be excellent and deliver the highest quality of service to us. | would
highly recommend him and his company.

Yours sincerely

~

Dr Thomas Frame,
CEO - Fourth State Medicine Ltd,

Fourth State Medicine Ltd is registered in England and Wales with registered number 08335942. Its registered office is Fourth State Medicine
Ltd, Longfield, Midhurst Road, Fernhurst, Haslemere, GU27 3HA. Our VAT number is 185 3043 12.
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