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KFH launches ‘It’s 
Worth Transferring 
your Salary’ campaign
KUWAIT: Kuwait
Finance House (KFH)
launched “It’s Worth
Transferring your
Salary” Campaign that
includes a plethora of
offers and discounts to
customers. 

With the new KFH
salary transfer, cus-
tomers can choose all or
any of these offers: 0
percent profit on select-
ed car brands up to KD 25,000 and payment peri-
od up to 5 years, Special discount from more than
10 car brands, Special offer on Tayseer cards with
credit limit up to KD 5000, Up to 50,000 miles
with “Oasis Club” Mastercard World, and a chance
to win 77 kg with Alrabeh Account. 

Group General Manager Retail Banking at KFH,
Khaled Yousif Alshamlan said that “It’s Worth
Transferring your Salary” campaign encompasses
all existing and new customers of the bank. He
added that customers can apply for all or any of
these offers based on their eligibility at the time of
application for the offer, indicating terms and con-
ditions apply.

Alshamlan pointed out that this campaign
comes as part of KFH’s keenness to offer the best
to its customers, while enhancing its products and
services that allow customers to avail them when
transferring their salaries to KFH. He explained that
customers are eligible to theses offers providing
that they are obligated to transfer salaries for peri-
od of the offer taken. He reiterated KFH’s continu-
ing endeavors to pay great attention to its cus-
tomers while rolling out unique products and serv-
ices that meet their requirements and aspirations.
This also contributes in distinguishing KFH among
pees and increases its market share. 

Cathay Pacific posts record 
loss, warns of long recovery

Airline posts $2.8bn loss last year as pandemic wipes out demand for travel
HONG KONG: Hong Kong carrier Cathay Pacific
said yesterday it suffered a record $2.8 billion loss
last year as the coronavirus pandemic wiped out
demand for travel-and the airline warned of a long
road to recovery ahead. Chairman Patrick Healy
described 2020 as the “most challenging” in the air-
line’s 70-year history and said much will now
depend on how effective and widespread global
vaccination programs are. 

“It is by no means clear how the pandemic and
its impact will develop over the coming months,”
he warned, saying the group expected passenger
traffic to remain “well below” half of pre-pandem-
ic levels throughout 2021. The company’s losses
were higher than estimates compiled by
Bloomberg News. 

Cathay racked up an attr ibutable loss of
HK$21.6 billion ($2.8 billion) for 2020, going
deeper into the red as the year wore on. Its sec-
ond half losses clocked in at HK$11.8 billion, up
from HK$9.9 billion in the first six months of the
year when the pandemic first emerged. 

Like all major airlines, Cathay Pacific has seen its
business evaporate during the coronavirus pandem-
ic but the Hong Kong carrier has had an especially
torrid year because it has no domestic market to fall
back on.  It also entered the pandemic in an already
vulnerable position. When the coronavirus first
emerged Hong Kog had fallen into recession and
Cathay Pacific in the red as months of huge and dis-
ruptive democracy protests in 2019 led to a plunge
in customers, especially from the lucrative mainland
Chinese market.

The airline also found itself punished by authori-
ties in Beijing because some of its employees joined

or voiced support for the protests.

First vaccinations 
As the pandemic spread, the airline went on a

cost-cutting spree, closing its Cathay Dragon sub-
sidiary, making about 8,500 redundancies and
slashing executive pay. With the help of a govern-
ment bailout it underwent a recapitalization in July
that raised HK$39 billion.  But passenger numbers
have been some 98 percent below pre-pandemic
levels since April and for much of last year the com-
pany was burning through cash at a rate of up to
HK$1.5 billion a month. By the time 2020 closed,
Cathay’s shares had fallen 29 percent for the year.

In Wednesday’s annual report, Cathay said it had
managed to reduce the cash burn towards the end
of the year but longer quarantine restrictions that
Hong Kong placed on all long-distance flight crew
in January was now cancelling out most of those
savings. Cathay said it would keep executive pay
slashed and ask staff to go on a third round of
unpaid leave-to which some 80 percent of employ-
ees have already signed up.

Its liquidity at the end of 2020 was HK$28.6 bil-
lion and Cathay also issued HK$6.74 billion in con-
vertible bonds in January to secure more funds.
Hong Kong managed to keep coronavirus infections
comparatively low by bringing in strict quarantine
measures for all arrivals early on in the pandemic.

Currently, most of those arriving in the city
must quarantine in a hotel for 21 days, one of the
longest mandatory quarantine periods in the
world. Outbound travel is almost non-existent. And
there is little sign of those measures being lifted
any time soon.

The first vaccinations began last month but so
far only 114,000 of the city’s 7.5 million population
have received a first dose, the vast majority China’s
Sinovac jab. Authorities say they hope to vaccinate

all residents by the end of the year.
Last week, the head of the city’s tourist board

warned it could be at least six months before resi-
dents would be able to travel again. — AFP

HONG KONG: A Cathay Pacific airlines passenger plane preparing to take off from the international airport in
Hong Kong. Hong Kong carrier Cathay Pacific said yesterday it suffered a $2.8 billion loss in 2020 as the coron-
avirus pandemic hammered its business. — AFP
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Markaz: SIG
Combibloc 
leads top GCC 
M&As in Q4 2020 
KUWAIT: SIG Combibloc claimed the top spot
among GCC mergers and acquisitions (M&A) trans-
actions during Q4 2020 as per a report recently
issued by the Investment Banking Department at
Kuwait Financial Centre “Markaz”. The report high-
lights the $571.0 million transaction through which
the Swiss packaging company will acquire a 50 per-
cent stake in SIG Combibloc Obeikan, a joint ven-
ture it established alongside Obeikan Investment
Group. Upon the successful closing of the transac-
tion, SIG Combibloc will retain full ownership of the
venture.

Gulf Insurance Group rounded in the second-
largest transaction with its announcement to
acquire AXA’s Gulf-based insurance operations for
a total consideration of $474.8 million. As part of
this transaction, the group will acquire the following
stakes from AXA S.A. and Yusuf Bin Ahmad Kanoo
Group AXA Gulf (100 percent), AXA Cooperative
Insurance Company (50 percent) and AXA Green
Crescent Insurance Company (28 percent). 

The third biggest transaction oversaw National
Central Cooling Company acquire 100 percent of
Saadiyat Cooling LLC and Saadiyat District
Cooling Sole Proprietorship for a total considera-
tion of $262.2 million. Collectively, these two com-
panies have the capacity to generate 88,000 refrig-
eration tons. Moreover, Saudi Telecom Company
announced the signing of an agreement with
Western Union Company to sell a 15 percent stake
in its wholly-owned subsidiary, Saudi Digital
Payments Company, for a total value of $200.0 mil-
lion. Lastly, Agthia Group has announced that it has
received an offer from General Holding Company
(“Senaat”) to combine its subsidiary, Al Foah
Company LLC (“Al Foah”), with Agthia Group. The
key terms state that Senaat will transfer Al Foah to
Agthia Group in exchange for the issuance of a
convertible instrument valued at $122.5 million.

GCC M&A growth
According to Markaz’s report, the total number

of GCC M&A transactions that closed during Q4
2020 increased by 200 percent, relative to Q4
2019, and 57 percent relative to Q3 2020. Apart
from Oman and Qatar, each of the remaining mar-
kets recorded a growth in the number of closed
transactions compared to the previous quarter.

Acquirers and targets
The majority of transactions closed during Q4

2020 and Q3 2020 were carried out by GCC
acquirers. Of the total number of closed transac-
tions during Q4 2020, GCC acquirers accounted
for 81 percent while foreign acquirers accounted
for 11 percent. The remaining 8 percent represents
transactions for which the buyer information was
not available. GCC acquirers also dominated the
market during the previous quarter as they
accounted for 65 percent of the total number of
closed transactions while foreign acquirers
accounted for 13 percent. Meanwhile, the remain-
ing 22 percent represents transactions for which
the buyer information was not available. 

Furthermore, GCC acquirers actively acquired
both local and international companies whereas
they shied away from acquiring regional compa-
nies, except for the UAE. Throughout Q4 2020,
GCC acquirers closed a total of 27 transactions
within their local markets, compared to 14 transac-
tions in Q3 2020, and 10 cross-border transactions,
which is slightly less than the number of cross-bor-
der transactions that closed in Q3 2020. 

It is worth noting that UAE and Bahraini buyers
accounted for 50 percent and 20 percent of the
cross-border activity (closed), respectively, fol-
lowed by Omani, Qatari and Saudi buyers, whom
accounted for the remainder of the transactions.
Lastly, Kuwaiti buyers did not close any cross-
border transaction.

Foreign buyers
The GCC market received a slightly greater lev-

el of interest from foreign buyers in Q4 2020 when
compared to the previous quarter. Throughout Q4
2020, foreign buyers closed four transactions,
whereas in Q3 2020, they completed three trans-
actions. The total remains far behind the level of
foreign activity recorded in Q4 2019. This is pri-

marily driven by the uncertainty hovering around
the GCC markets and the prevailing fear that was
onset due to the spread of the COVID-19 virus
and its underlying impact on oil prices. As most
GCC economies are dependent on oil and natural
gas, many foreign players were hesitant to invest in
the region without any outlook as to where the oil
and gas industry was headed. 

Moreover, the UAE continues to be one of the
most attractive markets relative to its peers, how-
ever this time around, Saudi Arabia proved to be a
competitive market as well after ending the previ-
ous quarter with zero transactions. Neither of the
remaining GCC countries recorded any closed for-
eign buyer deals throughout the quarter. It is
worth noting that neither Kuwait, Oman nor Qatar
have recorded any transactions throughout the
past three consecutive quarters.

Sectorial view
Further, the transactions that closed through-

out the quarter spanned across multiple sectors, a
trend that has persisted through the past few
quarters. With that being said, the sectors wit-
nessing the greatest level of activity throughout
Q4 2020 were the Consumer Discretionary,
Education, Financials and Industrials sectors.
Collectively, these four sectors accounted for
greater than 55 percent of the total closed trans-
actions throughout the quarter. In addition, the
Financials and Industrials sectors have been
among the sectors witnessing the greatest level
of activity throughout the past two consecutive
quarters.

Deals pipeline
By the end of Q4 2020, there was a total of 26

announced transactions in the pipeline, which is
slightly higher than Q3 2020, during which 23
transactions were announced. The majority of these
transactions involved Saudi and UAE targets, each
of whom accounted for 42 percent of the total
number of announced deals. The remaining trans-
actions primarily included Omani, Bahraini, and
Kuwaiti targets while Qatar announced no transac-
tions. Oman, Saudi Arabia and the UAE were the
only markets to witness a slight growth in activity,
whereas the remaining market recorded zero to
negative growth. 

How to speed up 
cybersecurity 
implementation 
in organizations
By Alexander Moiseev

It is often said that cybersecurity is a process,
not a result. But in business, it is regularly imple-
mented in pieces, or projects - each of which

has its own timeline, finite goal and results. The way
a company conducts such projects can actually
reveal where there is room for improvement in
terms of management and processes which, in the
end, will speed up cybersecurity implementation. 

In heavy industry, project implementation for
industrial control systems is not easy. In particular,
to install protection for computers which control an
electric turbine or an automobile conveyor, for
example, you need to consider numerous impacts.
This includes making sure that implementation does
not affect the production process, and that the pro-
tection will be built according to necessary stan-
dards and regulations.

Projects in these settings can take several years
in some instances. From speaking to a number of
our customers, I know that it can take up to two

years just to draw up project documentation and
purchase software. And while attacks are hitting
almost half of organizations in the industrial sector
and becoming increasingly sophisticated, it is
important for these companies to not let the
process take even longer. Below are some manage-
ment and process hints that should help avoid that. 

1. Assign clear responsibilities between 
departments

The speed of project realization highly depends
on project ownership and coordination between the
departments involved in the process. Therefore, it’s
important to determine which team is the project
driver, and which is involved in approval and imple-
mentation. For example, a project can be initiated by
an OT engineering team, while deployment is catered
for by the IT security department, or vice versa. 

2. Optimize approval processes
How quickly the project goes from decision to

implementation depends on management effective-
ness within the company. There is a concept in
computing systems called latency (or timing), which
determines the speed of the processor. It shows the
delays that occur when the processor executes a
command. The better the processes - such as stan-
dard development, project design and approval at
all levels, piloting, budgeting, and procurement - the
lower the latency. 

An unstructured approval process at all levels
can affect that latency. The more teams involved,

the more time needed to
get all required approvals.
This is one of the most
frequently cited obstacles
in industrial cybersecurity
projects, along with
delays in approval from a
top-management level, as
we found in a recent mar-
ket survey. 

3. Engage your C-level and speak to them
in their language

There are also occasions where the C-suite is
not properly involved in cybersecurity discussions,
and therefore don’t see any value investing in it. This
may be due to the fact that OT teams and manage-
ment speak different languages. OT practitioners
often use the wrong arguments and include too
many technical details when protecting a project.
Alternately, they say too little about the business
goals the project will solve, what risks it will elimi-
nate, and how much money it would ultimately save.

4. Align compliance with vital protection
demands 

Typically, a cybersecurity initiative comes from
the bottom up. However, there is also a reverse case
where management decides to invest in security, as
there is a demand to comply with regulatory
requirements. This trend was confirmed by market
research that we conducted last year. For more than

half of companies (55 percent), the main reason for
investing in information security for ICS was regu-
lation requirements.

Although such a project may be better than
nothing, it would be much more efficient to syn-
chronize the business request and the needs of IT
security. It is important to motivate OT, IT, informa-
tion security, the C-suite and the board for a dialog
and conjoined efforts. Experts from consulting firm
Oliver Wyman named such joint efforts as a funda-
mental culture shift which is necessary to close the
gap in industrial protection.

5. Enhance your team’s expertise
Another obstacle to implementing information

security projects is the lack of dedicated expertise.
Project development, implementation and operation,
and especially large complex projects such as
SIEM, require special processes and practices. In a
developing industry, these are not available to all
specialists and can hardly be created overnight. 

Therefore, along with the optimization of deci-
sion-making and approval processes, companies
need to constantly drive employee education.
Across both IT and OT, this means providing them
with the most up-to-date information about threats,
as well as conducting specialized training on solu-
tions. This will help departments better understand
each other’s priorities and areas of responsibility, to
communicate more effectively, and to then negotiate
faster during projects. Note: Alexander Moiseev is
Chief Business Officer at Kaspersky


