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BUSINESS OPPORTUNITIES

New Medical apparatus for locating blood vessels 
An inventor of a patented medical apparatus is  
looking for investor to develop the apparatus  
and to produce and commercialize the medical  
device for hospitals and labs. The medical apparatus used 
for blood sampling in pediatric and neonatal for various 
age groups: from neonatal to 7 years old children.  
It allows the medical and paramedical staff to take  
a blood sample with more safety than traditional 
scenarios.

New medical device promotes hair growth and stop 
hair loss in scalp without operations 
A machine that stimulate new vessels formation in scalp   
and face by changing the metabolic process inside the cells by 
a natural and safe mechanism, this process will stimulate the
cells to produce Vascular Endothelial 
Growth Factor (VEGF).
The new medical device generates new vessels 
and promotes hair growth for men and women with complete 
treatment and prevention for hair loss in scalp, anti-aging, 
Healthy face skin appearance, and decreased risk of skin 
melanoma in the face. The inventor is looking for investor to 
develop and test the device.

Innovative Security Gates to detect invasive Products
This invention is a gate that detects all sorts of invasive devices   
 that might be installed on vehicles, and takes all necessary 
 precautions in case of threat of damage. 
An inventor is looking for a manufacturer to manufacture  
his breakthrough patented invention that can detect any  
invasive products on vehicles. 
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BUSINESS OPPORTUNITIES

 

Anti-acute and chronic inflammation and ornament 
(Gel) relieving tooth ache 

The inventor is looking to sell the invention know- how  

for mouth wash acting as anti-acute and chronic 

Inflammation and ornament (Gel) relieving tooth ache 

formulated from garlic which act as anti-microbial and 

anti-inflammation and strong pain killer for tooth ache with  

competitive prices.

 

A Jacket that has a full alerting system for monitoring 
the elders Status 
A Jacket that has a full alerting system to help  

elders in various ways. It includes touch sensors 

for sitting properly, vibration board for relaxation, 

and temperature sensor for  monitoring the elders  

status. The inventor is looking for selling the patent.

New Generation Umbrella 
An entrepreneur is looking for a partner to fund his invention 

of new generation umbrellas. The Smart Umbrella will  

automatically track the sun and guarantee a pleasant shadow 

wherever the consumer is sitting. The umbrella will change 

its orientation during the day, and at the sunset the umbrella  

will go back to its parking position and will close its upper part.



 Business Opportunities | 4

BUSINESS OPPORTUNITIES

A well-known brand for men’s wear 

A well-known brand for men’s wear of high quality  

fabrics, distinguished colors and designs, is looking for  

a partner (Operators of Brands) in Fashion Business  

in Saudi Arabia.

Franchising a 4-star hotel 

A hotel management group in the UAE is looking 

 for franchisees in Libya, KSA, Qatar, Jordan  

and Oman to franchise a 4-star hotel.

A restaurant for fast traditional and healthy meals 

A Lebanese restaurant (eat-in and catering service), for 

fast, traditional and healthy meals is looking for  

franchisee who has experience in the Food and  

Beverage business in any of the following countries: 

Iraq, Kuwait, KSA, UAE and Oman.

Franchising a 5-star hotel 

An international Hotel management group is 

looking for franchisees in the Arab countries  

to franchise a 5-star Hotel.
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STARTUP WEEKEND CONFERENCE IN AMMAN

Dr. Abu-Ghazaleh calls on youth to create the future outbreak through knowledge  
AMMAN-In the presence of HE Dr. Talal Abu-Ghazaleh, Talal Abu-Ghazaleh Knowledge Forum (TAG-
Forum) hosted recently the activities of the Startup Weekend Conference. The Startup Weekend 
International Conference held periodically in more than 650 cities in 116 countries around the world.  
Around 80 young men and women participated in this event along with an up to 11 experienced 
trainers in the startups related topics including ideas, designs, implementation and marketing. 
Moreover, a number of Jordanian lawyers joined the event for the provision of legal consultations 
concerning the products that may take place as a result of entrepreneurs’ working on their 
enterprises and companies establishment. Startup Weekend takes place in the weekend to give the 
chance to students and workers to join the activities out of their official working hours in universities, 
companies and even schools.

In his keynote address, HE Dr. Abu-Ghazaleh called on youth to create the future outbreak through 
knowledge using knowledge technologies. In this respect, he referred to “Google,” the largest 
company around the world which is specialized in knowledge products trading as a company 
established by people as young as the participants. He also stressed that success may be achieved 
only by having eyes, hands and computers. 
“These initiatives help youth perfect their capabilities and give them the chance to express their 
opinions, discuss their enterprises and have these enterprises adapted by experts through team 
work under a comfortable environment that help bring out a final product of their thoughts,” he also 
added.
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SIGNING MOU WITH JUBILEE SCHOOL TO 
COMMERCIALIZE INNOVATION

AMMAN-Talal Abu-Ghazaleh University (TAGI-UNI) and Jubilee School signed a memorandum of 

understanding in the fields of training, consultancy, mutual awareness and youth creativity and 

innovation in a special ceremony held at Talal Abu- Ghazaleh Knowledge Forum. 

According to the agreement, TAG-Creation will work on supporting the school in the area of 

invention’s management, intellectual property protection, and training.

 

In addition, offering the necessary technical advice regarding the school’s inventions that are eligible 

for legal protection, its conditions, procedures and the consequences of actions on these inventions. 

This will also include consulting regarding registration and outlining parties legally qualified to own 

the inventions.

 

Furthermore, TAG-Creation will contribute in providing technical, practical and technological advice 

for students’ private projects and aiding the school with attracting investors to adopt some of the 

inventions.
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COOPERATION WITH RAS AL-KHAIMAH 
CHAMBER OF COMMERCE AND INDUSTRY IN 
SUPPORTING NATIONAL ECONOMY

RAS Al-KHAIMAH-HE Dr. Talal Abu-Ghazaleh met with president of Ras Al-Khaimah Chamber of 
Commerce and Industry, Mr. Yousef Obaid Al-Naime and discussed areas of cooperation between 
the Chamber and Talal Abu- Ghazaleh Organization (TAG-Org).
 
The two parties agreed to establish TAG-Org consulting centers at the Chamber to provide 
organizations, businessmen and entrepreneurs with the needed consulting services- including 
feasibility studies and financial, economic and managerial studies- in order to assist creative 
individuals and entrepreneurs in the development of their innovations to become successful 
business ventures.
 
In addition, they agreed to organize a conference at the Chamber on the future of global trade and 
the proposed paths that will enhance the competitive advantage of national organizations in Ras 
Al-Khaimah and the UAE.
 
Recently, Dr. Abu-Ghazaleh presented the World Trade Organization with a report about the future 
of international trade and the organization’s role from their team of experts in charge of outlining 
the future of international trade.
 
At the conclusion of their engagement, president of the Chamber of Commerce presented the 
Chamber’s Shield to Dr. Abu-Ghazaleh in appreciation of his efforts in developing the Arab and 
international economy.
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ARTICLE: BRAND COMMERCIALIZATION 
STRATEGIES FOR THE MIDDLE EAST AND 
NORTH AFRICA

Authors:  Renad Al-Noubani, Deema Abu-Zulekha and Charles Shaban, Eman Salameh (Editor)
Reference:  World Trademark Review Magazine, Issue 46 December/January 2014
 
Global brand owners are increasingly partnering with Middle East and North African 
companies in order to gain a foothold in these emerging markets. 
However, such arrangements present pitfalls as well as opportunities
Ten years ago, there was little awareness of IP laws in the Middle East – even in major industries such 
as pharmaceuticals. However, more recently the Middle East became more welcoming to foreign 
business, and thus began to place greater emphasis on the importance of IP protection. It is little 
surprise, then, that increasing numbers of US and European companies – including pharmaceutical 
companies, automobile manufacturers, fast-food restaurants and luxury goods manufacturers – are 
recognising the opportunities for growth in the Middle East and North Africa (MENA). This rise in 
commercial activity goes hand in hand with a need for increased protection against infringement 
and counterfeiting.  
Traders and businesspeople are being encouraged to protect their IP rights – including trademarks, 
patents, trade secrets and industrial designs – especially given that most MENA countries grant 
similar types of protection against all types of illegal use.

Looking after your marks
Rights holders should kick off the protection process with an official trademark search at the national 
trademark office and a market investigation to determine whether similar or identical trademarks or 
unregistered marks are being used in the market. To this end, rights holders that wish to protect 
and enforce their brands need a comprehensive understanding of various areas of technology, law, 
business and international commerce. 
Businesses that are interested in commercialising their brands in the Middle East should be aware 
that IP rights are protected by the judiciary – which plays a crucial role in combating infringement 
at both the civil and criminal levels. Based on international IPR agreements, trademark laws consider 
the following behaviours punishable by a fine, imprisonment or both: 
• Knowingly imitating or using a registered trademark without being licensed to do so by the rights 
holder, and in such a way as to cheat or confuse the consumer; and
• knowingly selling or offering for sale a product bearing a counterfeit trademark or a confusing 
similar mark.
With regard to border measures, Customs in most MENA countries is entitled to seize any suspected 
counterfeits and to inform the IP Protection Office, which usually then informs the rights holder or 
its legal representative.
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Brand commercialisation: licensing, franchising and agencies
Successful brand commercialisation needs a route map, with commercialisation as the final 
destination. However, some businesses prefer to delay commercialisation in order to avoid costly 
and risky actions in the early stages of the process.

Licensing 
In order to be enforceable against third parties, licence agreements must be registered with the 
competent authorities in the relevant country. However, mostly there are no specific laws governing 
licensing agreements. The latter are usually subject to the Civil Code, which also regulates the general 
rights and obligations of contractual relations and the general theory of contracts. 
 
Brand licences can benefit both parties. The licensor gains a new revenue stream, increased 
awareness of its brand and them ability to expand into new markets. Licensees also gain a new 
revenue stream and additionally benefit from the association with a well-known brand, which they 
can use to differentiate themselves from their competitors.
 
There are three main types of licence agreement, depending on the number of licensees within a 
certain jurisdiction:
• Exclusive license agreements;
• Non-exclusive license agreements; and
• Sole license agreements.

Franchising 
Franchising has become one of the best vehicles for fast, cost-effective business expansion 
and market penetration in the MENA region. It allows franchisors to overcome geographical 
and cultural barriers swiftly when introducing their products and services to new markets. 
Acquiring a franchise is also beneficial to the franchisee, giving it the opportunity to operate a 
successful formula comprising recognized products and services, brands and trademarks, methods 
of operation, regional/international advertising and ongoing assistance (know-how).

In addition, various elements of the franchisor’s system – in particular, marketing, pricing and 
operational procedures – can help reduce the risk of business failure when compared with the 
startup of a non-franchised business.

The element of business uniformity found in franchising can benefit both parties. Consumers tend 
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not to differentiate between legal entities (franchisor and franchisee), but rather see only the brand 
involved. Thus, the franchisee benefits from the global image and success of the franchise, while the 
franchisor benefits from the individual success of the franchisee’s operation, which will add value 
and goodwill to the brand and the whole franchise system.

International franchises – particularly of food services – have been on the rise in the MENA region 
for several years. In order to maintain the franchise’s goodwill and uniformity, franchisors exercise 
continuous control over the operations of their franchisees. A franchisee’s failure to operate the 
franchise within the standards and methods established by the franchisor may entitle the latter to 
withdraw the rights it has granted.
 
Three main elements intrinsically related to franchising are:
• The grant of a right to use a trademark in connection with the operation of a business;
• The transfer of know-how from one party to the other; and
• The requirement to operate a business under a specific system, and consequently a high level of 
assistance and control over the business operation.

In Saudi Arabia, franchising is governed by the Saudi rules of commercial agencies which cover 
commercial agencies, distribution and franchising. All franchise agreements between local parties 
and foreign suppliers must be registered with the Department of Commercial Agencies. In return, 
the department grants local parties an extremely privileged legal position, including:

• Maintaining the franchise agreement even if the franchisor does not wish to renew it;
• Refusing to enforce letters of non-renewal sent by franchisors to franchisees, even if such letters are 
in line with the terms and provisions of the agreement;
• Suspending any cancellation of the registration until the local franchisee accepts it in writing;
• Refusing to enforce any request for cancellation sent by the franchisor, even if the franchisee has 
committed non-curable breaches to the agreement; and	
• Blocking the registration of any new franchisee until the former franchisee’s registration is cancelled.

However, franchisors may not face this situation in other MENA countries, especially those countries 
where these kinds of agreements are not regulated under seperate laws.

A completely different set-up can be found in Kuwait, where the law does not require the registration 
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of neither the trademark licence nor the franchise relationship. In addition, there are no specific 
statutory provisions regulating franchises or trademark licences in Kuwait. This has led to a situation 
where many franchise or trademark licence agreements have been adjudicated by the courts in 
order to settle all related disputes.

Commercial agency
Agency agreements are another way to exploit trademarks commercially and are one of the most 
popular agreements, after licence agreements, in MENA countries.
 
An agency agreement allows one party, the agent, to sell and promote goods or services within 
a given geographical area for a fixed term on behalf of another party, the principal, in return for 
commission payments. For example, under the Saudi Arabian Commercial Agencies Act, the 
concept of ‘agency’ includes a conventional agency (representation and business promotion for 
compensation), a distribution and a franchise.
 
Under the act, the agent is obliged to register the agency agreement at the Ministry of Commerce 
Agencies Agreements Department. This is then checked by the department controllerto ensure that 
it does not breach any public policy of Saudi law.
 
The certificate of registration then states the term and territory of the agreement, the principal’s 
contact details and the agreement’s content (ie, type of services and description of goods). The 
registration process requires some specific agreements from the principal’s jurisdiction and an 
undertaking from the agent that it will hire Saudi nationals and that the entity is 100% Saudi-owned.
 
Regional differentiations
A trademark is protected in the countries where it is registered or used based on the legal regime 
of the country where it adopted first to file or first to use principles. Therefore, rights holders should 
give careful consideration as to which countries in the region they should register their marks in.
 
Rights holders must determine the countries that are important to their business. In general, it is 
recommended that rights holders register their marks in every country that they use or plan to use 
them.

It is also a good idea for rights holders to register in countries where they have licensed others to use 
the trademark. Basically, a trademark should be registered wherever the products associated with it 
are sold.
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Business partners
To date, strong brands have the capacity to create real and sustainable competitive advantage for 
their owners and to generate business by assuring long-term stability, reducing overall business risk, 
driving higher demand and market share, improving margins by commanding better prices and 
terms, and reducing capital requirements by minimising the cost of entering new categories.
 
To this end, developing partnerships among different stakeholders is essential to the success of 
any company. Working in partnership can help rights holders to access new markets, improve sales, 
attract prospective employees and share costs.
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CONTACT US

If you have any questions regarding business opportunities, please do not hesitate to contact us:

Talal Abu-Ghazaleh Knowledge and Wealth Creation (TAG-Creation)

AGIP Building, No. 26, Prince Shaker bin Zaid Street, Shmeisani, Amman - Jordan 

Telephone: +962 6 5100900 Ext.: 1647, 1601
Fax: +962 6 5100901

Email: tagcreation@tagcreation.com  
Website: tagcreation.com 




