7 « Tolent
‘v) at Work

Case Study:

How a Global Association Turned a Sporadic Presence
Into @ Scalable Regional Growth Engine

The Starting Point

A global professional association had long recognized the potential of the Middle East, but its
presence in the region remained fragmented and inconsistent. An undeveloped network of
training centers, brand standards varied, and business development was managed from the US
and India. Despite securing a major government agreement, a signal of clear regional appetite,

the association lacked the local infrastructure, partnerships, and strategy to convert opportunity
into sustained growth.

The Pre-Talent at Work Reality

Before Talent at Work, the association faced several recurring obstacles:

Unrecognized and undervalued brand

No structured partner ecosystem after years in the region

Delayed payments and a training center that failed to remit dues

Slow time-to-market due to remote BD and no local team

Misaligned programs, limited cultural fluency, and minimal brand visibility
No regional momentum despite clear institutional demand

Their challenge wasn’t a lack of market interest or potential; it was execution.

The Talent at Work Model: A Complete Regional Operating Arm

Talent at Work deployed its full license-to-operate model across key markets, including Saudi Arabia,
UAE, Qatar, and Oman. This included strategy, business development, marketing, partnership
development, customer success, and program delivery under the association’s own brand.

Key elements included:

A dedicated 7-person regional team driving end-to-end operations

A localized go-to-market strategy, adapted to cultural, regulatory, and pricing norms

Creation of a structured Accredited Education Partner network

Multiple MoUs with government entities and national HR bodies, expanding institutional access
Full CRM, reporting, and pipeline alignment for visibility and accountability

Talent at Work effectively became their regional office — delivering a full operational capacity

without the cost and risk of building one.
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The Transformation: From Fragmented to High-Performing

Year 1:
Stabilization & Foundation Building

Revenue generated, exceeding annual target by 18%

72% YoY growth of members in good standing

15 new corporate accounts, mostly in KSA and UAE

3 education partners signed across GCC and the Levant

2 government MoUs (UAE & Oman)

Participation in major HR conferences and leaders’ roundtables
MENA LinkedIn page followers tripled

This year established legitimacy, compliance, and credibility and rebuilt trust in the region.

Year 2-3:
Acceleration, Scale, and Market Leadership (2023-2024)

38% YoY revenue growth

30 new corporate accounts acquired in 2024

10 repeat clients, strengthening retention and lifetime value

2x the number of members in good standing

31% of total certifications earned were generated from the MENA region
230% in growth in course registrations from education partners

3 large contracts successfully delivered

Regional presence showcased globally with an in-person MENA delegation at the association’s
flagship event

The association evolved from a sporadic regional footprint to one of its fastest-growing

markets worldwide.
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Strategic Impact Delivered

Before Talent at Work

Organic, inconsistent presence

No local team

No education partner network

Limited brand control

Slow launch cycles

Compliance and payment risks

Low visibility and no institutional relationships

After Talent at Work

Full regional operating arm under their brand

Established ecosystem of partners, corporates, and government bodies
Predictable, diversified revenue streams

Strong certification pipeline

Consistent program delivery and customer experience

Immediate time-to-market with no recruitment lag

Clear KPIs, dashboards, and integrated reporting

Regional credibility recognized by government, enterprise, and HR associations

The association did not just find another partner; it was empowered by Talent at Work,

which led to a shift from opportunistic activities to a structured growth engine with
measurable results.

The Bottom Line

This case illustrates how a global association unlocked its full regional potential not by hiring local
staff or relying on fragmented agencies, but by partnering with an operating model built for
emerging markets. Talent at Work enabled fast execution, institutional access, cultural fluency, and
sustained revenue growth, transforming a promising market into a strategic success story.
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