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Notes from the interventions by Mr Hunter and Mr Portelli during the first session of the Go 
Global course.  22.01.2020 

 
The following are some notes which we have taken of the content of the interventions made by the 
guests we invited from Aquabiotech Ltd and Guttenberg Press. We thought you would find them 
useful.  
 

Shane Hunter, Managing Director, AquaBioTech Group: 
 

1. Perseverance – Mr Hunter travelled to Singapore 5 times in 18 months, in order to develop 

the project for their client there. Relationship building requires trust and trust takes time to 
build;  
 

2. Organic growth – Businesses should start small, learn from the market and do the necessary 

investments so that they attain growth in an organic way. While there are cases of rapid 
international growth, most companies grow gradually based on serving clients well and 
executing projects successfully;  
 
 

3. Effective communication - Skype calls are simply not enough many times, even if 

technology makes them possible.  Personal contact remains important and this many times 
requires travel, which is costly not just financially but also in terms of time;  
 

4. Quality builds credibility – Companies should invest in quality certifications and develop 

formally-documented quality systems as these persuade clients that the company can be 
trusted;  
 

5. Benefits of being small – Mr Hunter’s company was awarded contracts because they could 

offer the agility and flexibility that well-established international competitors could not offer. 
Small is beautiful in this sense.  

 

 
Franco Portelli, Head of Business Development, Gutenberg Press: 
 

a. Demanding clients teach you valuable lessons – Mr Portelli’s company learned some 

good lessons from clients that were very demanding and that stretched their production and 
other capabilities to the limit;  

 

b. Agility and responsiveness – Clients many times need solutions fast and some of their 

work was won because they could turn around a project and deliver fast;  
 

c. Key attributes to develop – include a can-do attitude, multitasking, a genuine 

commitment to innovation in your industry and a genuine networking effort. The latter two 
are usually attained by travelling to trade shows and conferences;  
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d. Key actions to take – according to Mr Portelli are saying ‘no’ sometimes when the delivery 

of a project risks denting the reputation or cash flow, recruit and retain key people as service 
industries depend on good people, and get to know clients deeply;  

 

e. Regrets to avoid – Mr Portelli cautioned against entering too many markets at once, 

manage expectations, including those of superiors, and finding a balance between new clients 
and retaining and growing current clients.  

 
 

 
 
 
Feel free to provide us with feedback on the course or on any aspect of your 
internationalisation.  Note that through www.trademalta.org you can:  
 

- List your company on the Exporters’ Directory  
- Download reports on key sectors and countries  
- Learn the basics of exporting via the two eLearning courses  
- Get in touch with international companies via the Kompass database  
- Get access to trade statistics via the ITC market access database  
- Do a quick self-diagnosis of export readiness via the Gap Analysis quiz 
- Apply for all TradeMalta Assistance  

 
Thank you  
The TradeMalta team  

http://www.trademalta.org/

