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The Architect

18 100+ 9 4,000+ 20+

Age of first venture Businesses built Countries Employees Nationalities

Muhammed Madani is not a man who stumbled into success. He engineered it —
methodically, patiently, and with a clarity of purpose that most entrepreneurs only dream of.
His story begins not in a boardroom, but in his father's modest business, where a ten-year-old
boy began learning the vocabulary of commerce long before he could name it.

At eighteen, Muhammed Madani stepped out on his own and launched his first business. He
has never looked back. His philosophy is simple but uncompromising: never close a venture
until the objective is met. When markets shifted, he adapted his products. When supply
chains became costs, he integrated forward and backward. Today, he presides over more
than 100 companies across 9 countries, with a capital footprint exceeding m 2,500+ crores.

Muhammed Madani does not call himself a CEO, a Chairman, or a mogul. He calls himself
the first employee of every company he builds. This is not false modesty — it is a deliberate
philosophy of ownership, responsibility, and servant leadership that has defined his journey
from day one.

His first business partner still walks beside him. In a world where partnerships crumble over
ego and entitlement, Muhammed Madani has held that relationship for decades. When his
partner drifted toward an ‘owner’s mindset’ — sitting at the cash counter, watching rather than
working — Muhammed Madani quietly expanded his own responsibilities: procurement, sales,
operations, the full breadth of the business. He never complained. He led.

He is philosophically rooted in Vasudhaiva Kutumbakam — the ancient Indian wisdom that
the entire world is one family. This is not merely a spiritual belief for Muhammed Madani; it is
his operating system for business across cultures, continents, and communities.

- Start early, stay consistent — never exit before the objective is achieved
- Title means nothing. Responsibility means everything — be the first employee

- Vasudhaiva Kutumbakam: treat every market, every partner as family

- Preserve inherited assets — put them in trust and grow them for the next generation
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Lessons from Nature

Muhammed Madani is a keen and lifelong observer of the natural world. Long before he read
a business book, nature was his first teacher — and its lessons have proven more durable
than any MBA curriculum.

As a child, Muhammed Madani listened to a Malayalam folk song — EEEEEEEE®
mmmumnnnnn (Ottakangal vari variyaayi — the camels march in a line). While others heard
music, Muhammed Madani heard a management principle: even camels move in order, not
in chaos. Discipline, sequence, and structure — these are not human inventions. They are
nature’s design.

Even camels march in a line. Discipline is not imposed — it is
observed.

— Muhammed Madani, inspired by a childhood song

He also draws inspiration from migrating birds. When birds travel thousands of kilometres,
they fly in a deliberate V-formation — a leader at the front, the rest following in an
aerodynamic order that conserves energy for the entire flock. For Muhammed Madani, this is
the perfect model of business leadership: there is always a leader at the front, and the
formation only works when everyone trusts the structure. Life — and business — must
move in an order.

He also believes deeply in the principle of adaptability — and for this, he points to water.
Water has no fixed form. It can be ice, steam, warm, cold, still, or torrential — depending
entirely on the environment and pressure it faces. An entrepreneur must be exactly like
water: adaptable to any market, any condition, any challenge, without losing the essential
substance of who they are.

And from the natural laws of human incentive, Muhammed Madani draws yet another truth:
‘Incentivise effort through pleasure.” Reproduction is the purpose of certain biological
instincts — but pleasure is the incentive. In business, similarly, the goal may be profit, but the
incentive must be joy, fulfilment, and meaning. Build businesses that people want to work in.

Nature teaches order, discipline, and leadership — observe before you strategise

Be like water — adaptable in form, uncompromising in substance

Great teams have a leader at the front and a structure everyone trusts

Incentivise effort with meaning — not just money
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The Elephant & The Flock

Perhaps the most vivid and original business philosophy Muhammed Madani shares is his
stance on scale, ownership, and liquidity — illustrated through a deceptively simple contrast:
the elephant versus the flock of sheep.

| do not want to be an elephant. | want to own 1,000 sheep.

— Muhammed Madani

An elephant, Muhammed Madani explains, is magnificent. But consider the realities of
ownership: an elephant requires a full-time caretaker, demands enormous resources to feed,
is extremely difficult to manage, and nearly impossible to sell. When a potential buyer
appears, they hold all the negotiating power — because who else can afford an elephant?
And if the elephant dies, everything is gone in a single moment. A single-point, high-value,
illiguid asset is not wealth — it is a liability dressed in grandeur.

Now consider 1,000 sheep. The maintenance cost per unit is low. They reproduce naturally. If
twenty die, you still have 980. You can sell fifty without disrupting the rest. You can liquidate
partially in any market. You can convert them to cash, to product, to value — at any time, on
your terms. This is the power of distributed, moderate-equity ownership across multiple
businesses.

Muhammed Madani is emphatic: he does not pursue absolute ownership of a single large
company. Instead, he builds a diversified portfolio of strategic ownership positions across
multiple businesses. His equity stake is never fixed — it is determined by the company’s
business model, growth potential, capital requirements, management structure, and long-term
exit strategy. The objective is not to maximise ownership, but to optimise risk, influence,
scalability, and returns.

When a company grows large, Muhammed Madani deliberately reduces his stake. He
understands that size attracts enemies — internal politics, external competition, geopolitical
risk. Reduce the stake. Reduce the risk. Multiply the positions. The goal is not the biggest
company. The goal is the most resilient portfolio.

On dividends, Muhammed Madani is equally clear: never distribute more than 20% of profits
as dividends. The company comes first. Retained earnings fuel growth, resilience, and
opportunity. A founder who extracts aggressively is slowly eating the flock.
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Don't be an elephant — build a flock: distributed, liquid, scalable
The right stake in multiple businesses creates greater resilience than full ownership of a single company
As your company grows, reduce your stake to manage risk

Cap dividends at 20% — retain capital for growth, not personal extraction

The Court Builder

How does one man oversee more than 100 companies across 9 countries without losing his
mind — or his weekends? The answer lies in what Muhammed Madani calls the Court
Builder model of entrepreneurship.

His process is elegant: Find the court. Set the boundary. Write the rules. Appoint a referee.
Make the game attractive. Hand over the ball. Let them play. Then move on to build the next
court.

Muhammed Madani designs every business from day one around one central question: If |
am not here tomorrow, how will this company run? He does not wait until he is ready to
exit. He plans the succession, the systems, and the support structures from the very
beginning — who will lead, how they will be guided, what the decision-making framework
looks like, and what happens next. This is not pessimism. It is the highest form of business
architecture.

| find the court, set the rules, appoint the referee, make it attractive,
give the ball — and then I go build another court.

— Muhammed Madani

This is not delegation — it is system architecture. Muhammed Madani does not merely hand
off tasks; he builds the entire operating environment — the rules, the incentives, the
boundaries, and the accountability structures — before stepping back. The business runs
the court. Muhammed Madani builds the courts.

He is deeply inspired by the model of servant leadership — the style exemplified by leaders
like Satya Nadella of Microsoft. A servant leader does not sit at the top commanding. They
clear obstacles, build capability, and serve the growth of those around them. Muhammed
Madani sees himself in this mould.

The rule-setting philosophy extends to every domain. Muhammed Madani makes the
comparison deliberately: football works because of rules. Roads work because of traffic laws.
Governments function because of constitutions. Why should business be any different?
Every company he builds has documented governance, defined protocols, and clear systems
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— not because he is controlling, but because he intends the company to run perfectly without
him.

And on the question of exit — we are all here for an exit. The entrepreneur who pretends
otherwise is building a prison, not a business. Muhammed Madani holds a position that
separates the strategic entrepreneur from the sentimental one:

Entry is easy. Exit is the art. Plan your exit before you plan your entry.

— Muhammed Madani

He illustrates this with a charming old Gujarati tradition: in the days of travelling circuses in
Gujarat, entry was free — but you paid when you exited. The experience had to earn its price
before it was charged. Business, similarly, must be structured so that the exit is always clear,
always planned, and always profitable — for all parties involved.

Build the court, not just the business — systems over supervision
Design your succession from day one — not when you are ready to leave
Exit is the real skill — plan it before you plan the entry

Servant leadership: remove obstacles, build people, then step back

A business that cannot run without you is not a business — it's a job
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Equity Beyond Money

One of Muhammed Madani’'s most powerful challenges to conventional business thinking is
his redefinition of equity. In most businesses, equity is treated as money — who put in how
much cash. Muhammed Madani disagrees fundamentally. Equity, in his world, is the total
value you bring to a business. Imagine four partners: one brings capital, another brings
industry expertise, the third brings an existing client network, and the fourth brings
infrastructure and a management team. Each one is a shareholder. None of them need be
the same.

FORM OF EQUITY WHAT IT MEANS

Capital Financial investment into the business
Expertise & Skills Deep domain knowledge or professional skills
Experience Track record, judgement earned through years
Relationships Networks, client access, market reach
Infrastructure Physical assets, facilities, warehouse, fleet
Time & Effort Sweat equity — founding work without salary
Managerial Capacity Leadership, execution, ability to run operations
Knowledge Unique know-how, proprietary methods

This thinking liberates Muhammed Madani to partner with talented people who have no
capital. When he identifies a skilled person or a compelling opportunity, he does not simply
hand them money or make them a partner outright. Instead, he first ensures the person
receives a decent baseline salary or living allowance in line with industry standards —
so their personal needs are taken care of. Only then does he employ his brilliantly structured
mechanism: he converts his own dividend, profit share, or stock entitlement into a formal loan
to that person.

The logic is profound. When someone receives free money, they treat it differently than when
they receive a loan. A loan carries legal obligation, mental weight, and personal accountability.
The founder now has skin in the game — not just emotionally, but financially and legally. Their
self-esteem is tied to the success of the company. They work harder. They think more
carefully. They protect the business as if their own money is at stake — because it is.
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Muhammed Madani's Dividend-as-Loan Model

MADANI
INVESTS ~——————b

CAPITAL \ DIVIDEND
RECYCLED AS LOAN

Identifies skilled
A,

foundessmmman tUrNY
Funds reinvested COMPANY Returns given as
into next venture legal loan contract

PROFITS

Once the company becomes profitable and dividends begin flowing, the loan repayment
commences — as a contractual clause established from the beginning. When Muhammed
Madani recovers that capital, he deploys it again into the next opportunity, often in greater
amounts. The cycle perpetuates, compounding both financial returns and human development

simultaneously.

Equity is not just money — skills, infrastructure, time, expertise, and relationships all count

Give loans, not gifts — accountability transforms performance

Build the capital rotation engine: invest — dividends as loan - profit - recycle

Profit lies in complexity — where complexity is high, competition is low

Where entrepreneurs grow together.
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6 Geography Is Strategy

Muhammed Madani has built businesses in countries across the Middle East, Africa, and
South Asia. Each geography, he insists, is a completely different business. Even the same
product, sold in the same industry, behaves differently in Dubai than in Oman, differently in
Qatar than in Kerala, differently in Taliparamba than in Payyanur. Understanding the
business outside the business is the real competitive advantage.

Ancient people believed the earth was flat because they thought from
inside. You must step outside your business to truly see it.

— Muhammed Madani

Before any feasibility study, Muhammed Madani demands something most entrepreneurs skip
entirely: study the country’s history. Ten years of a nation’s past will reveal its patterns —
political cycles, economic vulnerabilities, natural disaster history, regulatory posture. He
believes every MBA programme should include history as a core module. If you know where a
country has been, you can anticipate where it is going.

He speaks from painful experience. When floods struck Qatar, Muhammed Madani lost
significant inventory. He approached his vendors with honesty and courage, requesting a
moratorium on payables and asking for fresh stock on trust. Some vendors understood the
situation and chose to support him through the crisis. Those relationships grew stronger,
creating long-term value for both parties. Others viewed the situation through a purely
short-term, transactional lens and declined to help.

For Muhammed Madani, the lesson was not about who helped and who did not. It was about
mindset. Businesses that understand mutual support, trust, and long-term partnership are
more likely to grow sustainably and weather difficult times together. Those driven only by
immediate gain often struggle to build the resilience required for long-term success.

The experience reinforced another vital principle: every physical business must deeply
understand the environment in which it operates. Flood risks, location elevation, historical
disaster patterns, and geopolitical factors are not peripheral concerns — they are
strategic considerations that can determine survival.

Muhammed Madani illustrates geographical intelligence with a masterclass in observation. A
Punjabi trader was delivering PTF tape to a store in Kerala. Muhammed Madani noticed:
Punjab has no sea port. China-manufactured products travelling via Punjab to Kerala carry
excessive logistics costs. He flew to China, purchased 40 lakh units in a single container,
landed in Kochi — a port city — applied private labelling, and priced the tape so competitively
that no north Indian supplier could match him. That single container sold out in one month
and built a m4 crore business. Today, that tape is found in every shop. The insight was not
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about the product — it was about geography, logistics, and port access.

He also emphasises the importance of deep market immersion. When entering a new city or
country, Muhammed Madani does not visit and leave. He stays. He observes. He studies
customers, cost structures, market trends, local culture, history, festivals, economic
conditions, taxation policy, language nuances, market dynamics, and geopolitical situations.
He asks: Is this a landlocked country? What is the port access? What are the seasonal buying
patterns? While ordinary entrepreneurs calculate accommodation costs and rush home after
their meeting, Muhammed Madani treats every visit as a field research expedition. That extra
time — those extra conversations — produce insights that no consultant’s report can replicate.

Study a country’s 10-year history before writing a feasibility study
Every market is different — even the same product behaves differently city to city
Geography = competitive advantage: understand ports, logistics, and elevation

Immerse yourself in a new market — don't visit, observe

Build What You Need

Muhammed Madani’'s expansion story is not one of random diversification. It is a story of
deliberate integration — backward and forward — driven by cost, control, and strategic
necessity.

He began with a household goods and crockery store. Then building materials and sanitary
ware. Each step was an extension of the customer relationship and the supply chain. When
he launched operations in Qatar, approximately 40% of his total costs went to logistics and
transportation. Most entrepreneurs would have accepted this as a fixed expense.
Muhammed Madani started a logistics company. The same logic followed him to Africa and
beyond: identify the highest-cost dependency, then own it.

When logistics was 40% of my cost in Qatar, | didn’t negotiate better
rates. | built the logistics company.

— Muhammed Madani

When capital was scarce and the logistics company was just an idea, Muhammed Madani
planned and his leadership team flew to Germany and Amsterdam, purchased second-hand
container trailers, shipped them to Doha, and used Islamic finance structures to fund the
expansion. He bought again — four more trailers, then more, reinvesting profits from each
cycle back into the fleet. The same philosophy applied: recover your capital, redeploy it, and
grow. He built from zero, one trailer at a time, until he had a fleet of 40. A company born out of
necessity became a profitable external service provider. This is backward integration at its
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most elegant: solve your own problem, then sell the solution to others.

Muhammed Madani’s first night-shift business taught him this integration instinct early. He
kept his store open at night and discovered that attendees from the nearby government
hospital mortuary would arrive after hours needing supplies. He stocked what they needed.
He did not find the customer — he read the environment and the environment brought
the customer to him.

Today, his portfolio spans coconut, bread, pickles, sanitary ware, logistics, and dozens of
other verticals — built from minimal starting capital into m100 crore-plus enterprises. The
lesson is not the diversity. The lesson is the deliberateness — each business feeds, supports,
or extends another.

Find your biggest cost or dependency — then build the company that solves it

Backward integration: own your supply chain; forward integration: own your customer
Every problem in your business is a potential new business

Observe the environment around your business — it reveals your next customer
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Faith, Ethics & First Costs

For Muhammed Madani, faith and business are not two separate domains. They are one
integrated system of values, and one of the most powerful expressions of this integration is his
treatment of Zakat — the Islamic principle of obligatory charitable giving.

In every company | build, Zakat is the first cost — before rent, before
salaries, before anything else.

— Muhammed Madani

Most businesses treat charity as a discretionary afterthought — something allocated from
surplus, if surplus exists. Muhammed Madani inverts this entirely. Zakat is not a line item at
the bottom of the P&L. It is the first allocation from every company, directed to a central
charity organisation with its own independent trustees who govern how the funds are spent.
This structure ensures the charitable commitment is not subject to business pressures,
personal moods, or board decisions.

But Muhammed Madani’s reading of Zakat goes deeper than compliance. He points out that
Zakat is only obligatory on those who possess wealth above a minimum threshold. This, he
argues, is Islam’s message to believers: the duty to create wealth is embedded in the duty
to give it. Creating wealth is not greed — it is responsibility. Zakat also functions as a
mechanism of economic liquidity: it discourages hoarding and encourages circulation. Zakat
promotes liquidity, not stock.

Muhammed Madani extends his ethical framework into everyday commercial practice. He
occasionally offers significant discounts or even provides products free of charge to customers
he observes are struggling — not as a business strategy, but as a moral one. And yet, his
businesses remain profitable. Generosity, he demonstrates, does not contradict profitability —
it often enables it through trust and loyalty.

He is similarly uncompromising on legal and regulatory compliance. In every country, in every
business, he pays taxes fully and follows the law completely. This is not reluctant compliance
— it is enthusiastic commitment. A business built on integrity needs no defence. It is its
own fortress.

Make Zakat the first cost, not the last — before rent, before anything

Creating wealth is a religious and moral responsibility, not just a personal goal

Zakat promotes liquidity in an economy — circulation over hoarding

Generosity and profitability are not opposites — integrity builds the deepest loyalty
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Partnership, Trust & Documentation

Muhammed Madani has built partnerships across cultures, continents, and crises. His
philosophy on partnership is both warm and precise — a rare combination that most
entrepreneurs fail to achieve. He believes deeply in the human side of business relationships,
while simultaneously insisting that every single commitment be documented, structured,
and legally sound.

He shares a story that captures this perfectly. During the civil war in the Democratic Republic
of Congo, his local partner arrived with a bundle of cash dollars — no formal request, no
document, just trust. The partner simply handed the money over. Muhammed Madani
received it with gratitude. And then, immediately, he opened his ledger, documented every
note, and formalised the transaction. When his partner questioned why — saying ‘With you,
no document is needed’ — Muhammed Madani replied: “What happens if | am not here?”

“What happens if | am not here?” The most important question a
business owner can ask.

— Muhammed Madani

This is the essence of Muhammed Madani’'s partnership philosophy: trust is the foundation,
documentation is the protection — not of the relationship, but of the relationship’s continuation
beyond the individuals who built it. A business documented correctly can survive its
founders. A business built on handshakes alone, cannot.

He is also deeply committed to keeping partners together — big and small, skilled and less
skilled, experienced and emerging. Partnerships are never equal in contribution, and that is
acceptable. What matters is that the rules are set in advance, the break-even trigger is
defined, and any shareholder who needs to exit can do so at a fair, pre-agreed valuation. No
one should be trapped in a business they wish to leave. No one should be surprised by the
terms when they do.

He draws from Islamic tradition here too — the principle of following the imam even when you
are uncertain of his decision. In partnership, there must be a leader. The partners may not be
equal in skill. But the commitment to the collective direction is what holds the enterprise
together. Collective movement beats individual brilliance.

Trust is the foundation — documentation is its protection and continuation

Define exit terms at the start — no one should be trapped or surprised

Keep all partners together — equality of outcome beats equality of input

Always ask: if | am not here tomorrow, what happens to this business?
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Systems, Legacy & Generational Thinking

Muhammed Madani thinks in timelines that most entrepreneurs do not. He does not build for
this quarter or this year. He builds for the next generation. This is not sentiment — it is
strategy.

He points to Europe, where companies hundreds of years old still operate, managed by the
fourth or fifth generation of the founding family. This is only possible because those
businesses were built to adapt, evolve, and transfer. They were not personal empires —
they were living institutions. Muhammed Madani asks every entrepreneur to ask themselves
one question: Will my children want to be involved in this business? If not, why not — and
what must | change?

Think about whether your children will join your business. If they
wouldn’t, you need to upgrade it.

— Muhammed Madani

Muhammed Madani sees business as a relay race, not a solo sprint. At some point, the
baton must be passed — to a capable child, a trusted partner, or the right professional. He
asks: ‘Would you hand your car keys to your son who has no driving licence and cannot drive?
Of course not — you would hire a professional driver. So why do we insist on handing
businesses to people who are not equipped to run them, simply because they share our
blood? A business is worth far more than a car.” The right person for the right seat. Always.

He applies the same logic to his own family assets. Whatever he inherited from his parents, he
has placed in trust — legally structured so that no individual can sell, dissipate, or remove it
from the family. The asset must grow and must pass to the next generation intact and
stronger. Preserving inherited wealth is not a financial decision. It is a moral one.

Muhammed Madani is also explicit about governance. A company must have documented
systems, protocols, and governance structures that allow it to function at full capacity whether
its founder is present or not. He invokes the analogy of the heart and brain: an entrepreneur
must work with the consistency of the heart and the clarity of the brain — without
pause, without rest from purpose, even as the body around them operates independently.

Build for generational transfer — institutions outlive individuals
Business is a relay — pass the baton to the right person, not just your bloodline

Protect inherited assets through trust structures — never let them erode

Your company must run fully without you — by design, not by luck
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The Inner Foundation

Beneath all the strategy, the structures, and the systems, Muhammed Madani holds a
conviction that surprises many who expect a man of his stature to speak only of markets and
margins. For Muhammed Madani, the inner world of the entrepreneur is the ultimate
business asset.

If you are mentally strong, everything becomes strong. If you are
mentally weak, everything becomes weak.

— Muhammed Madani

He is categorical: financial success must not be the first priority. Mental health, physical
wellbeing, social harmony, and personal happiness must come first. A person who builds
wealth at the cost of their peace has made a poor trade. Peace means prosperity. Peace
means profit. These are not contradictions — they are prerequisites.

He speaks of his own purpose evolution with humility and clarity. He began building
businesses for himself. Then for his family. Then for his village. Then his district. Then Kerala.
Then India. Then for social and economic development at a broader scale. The purpose
grew as the person grew. This is the natural trajectory of a conscious entrepreneur.

The employment ladder, as Muhammed Madani describes it, has five rungs: Employment -
Self-employment - Business — Entrepreneurship - Social Entrepreneurship. Each
rung creates more value for more people. The highest rung is not about personal wealth — it
is about systemic impact. This is where Muhammed Madani operates.

He emphasises that tangible things — money, land, a car, a home, assets — can be taken
away. Markets crash. Floods come. Governments change. But knowledge, wisdom, trust,
reliability, courage, experience, and skill cannot be confiscated. These are the only
assets that travel with you unconditionally. Build them relentlessly.

Muhammed Madani is emphatic on what success truly means. Success is not just financial.
It is mental, physical, social, and financial — in that order. Work on yourself first. Work on your
relationships and community next. Work on your contribution to society. The financial rewards
will naturally follow a person who is strong in all these dimensions. Money chased in isolation
is brittle. Wealth built on a foundation of inner strength is unshakeable.

He closes with a prayer that doubles as a mission statement: “l prayed to the Almighty: teach
me, and | will teach many.” Today, he mentors freely, shares openly, and holds nothing back.
His joy is not in accumulation — it is in multiplication. If anyone can take over what he does,
he says, he would be more than happy.
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Mental and spiritual strength is the foundation of all business strength

Peace is not the enemy of profit — it is its precondition

Let your purpose grow as you grow — from self, to family, to humanity

True success is mental, physical, social, and financial — work on the first three, and the fourth will follow

Knowledge, trust, and wisdom cannot be taken away — invest in them above all else

Words to Carry Forward

A curated collection of Muhammed Madani’'s most powerful principles from this session:
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“Entry is easy. Exit is the art.”

“Do not be an elephant. Own a flock.”

“I'am the first employee of every company | build.

“If you are right, the market will always be right.”

“What happens if | am not here?”

“Zakat is my first cost.”

“The known is a drop. The unknown is the ocean.”

“Peace means prosperity. Peace means profit.”

“Create the pitch, set the rules, give the ball — then
go build another pitch.”

“Complexity over competition.”

“Mutual support is not charity — it is survival
strategy.”

Plan your exit before you plan your entry. Know how
you'll leave before you decide to stay.

Liquidity and distribution beat scale and
concentration. 1,000 sheep outlast one elephant.

Titles are vanity. Responsibility is reality. Leadership
begins with showing up first.

Trust your fundamentals, not the noise. A sound
business finds its market — always.

The most important question every founder must
ask, every single day.

Before rent, before salaries, before anything else.
Faith leads, profit follows.

Stay curious. Stay humble. What you don’t know is
always larger than what you do.

Build your inner world before your business world. A
restless founder builds a restless company.

You are not the player. You are the architect. Build
the game, then move on.

Where complexity is high, competition is low and
profit is higher. Run toward what others avoid.

The vendors who stood with Muhammed Madani
during the Qatar flood survived. Those who didn’t
are gone.

Where entrepreneurs grow together.
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“Think about whether your children will join your
business. If they wouldn’t — upgrade it.”

“Be like water — change your form, never your
substance.”

“The right stake in multiple businesses beats full
ownership of one.”

“Creating wealth is not greed. It is responsibility.”

“Tangible things can be taken away. Wisdom
cannot.”

Build something worthy of the next generation. If it
isn’t, the problem isn’t the children.

Ice, steam, warm, cold — water adapts to every
environment without ceasing to be water. So must
you.

Distribution is not dilution — it is wisdom. Optimise
for resilience, not control.

Zakat is only owed by those who have. The duty to
give begins with the courage to build.

Money, land, a car, a home — all vulnerable. But
knowledge, trust, and wisdom travel with you
always.

- Discipline. Liquidity. Integrity. Adaptability. These are not business tactics — they are character traits.

- Build courts. Build systems. Build people. The business is just the result.

- From a village at 18 to 100+ companies across 9 countries — purpose compounds.
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Thank You, Muhammed Madani

For sharing a lifetime of wisdom with the TakeOff community.

| prayed to the Almighty: teach me, and | will
teach many.

— Muhammed Madani

TAKEOFF BUSINESS NETWORK
Where entrepreneurs grow together.

takeoffbusinessnetwork.com ¢ Business & Brew, June 2026
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