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Customers want excellent service along with top quality products. They want compatible, honest relationships with their
sales professionals, and custom-made solutions to their problems. “SELLING WITH STYLES” workshop offers insights on
how to adapt a specific sales style to deliver what they want.

Objectives

In today’s competitive marketplace, success in selling is more challenging and requires a higher level of skill.
Selling with 'Styles' workshop equips participants sales professionals with a broad understanding of their
natural sales style, provides insights to the types of products they prefer to sell, how they handle sales
presentations, as well as how they close and service their accounts.

Outcomes

At the end of the workshop, participants will be able to:

¢ Know own selling style...

¢ Know the buying preferences of customers

e Understand customers' perceptions and how to create a positive image

¢ Gain insights on how to adapt a specific sales style to satisfy customers wants.

Methodology

Psychometric profiling, experiential activities and seminar (English speaker with viethamese translator)

Speaker

Mr. Ho-Meng Wai — LIFESKILLS INTELLIGENCE (Singapore)

e MBA, University of Leicester, UK; Bachelor of Business, Curtin University of Technology, WA

e Certified Professional Behavioural Analyst (CPBA); Certified Professional Values Analyst (CPVA)
e Postgraduate Diploma in E-Commerce and Marketing, Chartered Institute of Marketing, UK

e Diploma in Marketing, Chartered Institute of Marketing, UK; Certified Professional Marketer (Asia-Pacific), Asia Pacific Marketing Federation.
® |5 years of experience in regional marketing management and business development in Indo-China, Myanmar, Baltic States, Central Asia and the Russian

Federation
Time and venue
Date : Sunday, 21 September 2008
Time : 8:00 - 12:00 (including 20 minute break-time)
Venue :  Mekong Room - Chancery Saigon Hotel, 196 Nguyen Thi Minh Khai Street, District 3, HCM

Price (Learning materials & Light refreshments included)

$ 15 per person for registration before 18/09/2008
$ 19 per person for registration after 18/09/2008

Ogtion (when requested)

DISC (Sales version) personal report ($ 50 per report)

Registration details

For Individuals: AVIATION LANGUAGES & INFORMATICS CENTRE (A.L.I), 104 Nguyen Van Troi Street, Phu Nhuan
District, HoChiMinh City. Tel. 08-845 3787 Mobile: 09 77 88 00 37 (Ms. Van)

For personnel staff from companies or organizations: Reservation by TELEPHONE at 08-2739116 (Ms.NGUYET)
and 093 4| 54 888 (Mr.HOANG); or by FAX at 08-296 8565; or by EMAIL at hoang@lifeskills-intelligence.com
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Khéch hang luén mo wéc dich vu hoan héo gén lién véi nhiing sén phdm chét long t6t nhat. Ho muén xay dwng
méi quan hé tuong tac, chan thanh véi cdc “chuyén gia ban hang” va yéu thich nhiing gidi phép riéng déc biét cho
céc van dé clia ho. Hoi thdo “SELLING WITH STYLES” mang dén hiéu biét séu séc va ly thi vé viéc khdm pha
nhiing phong céch ban hang dé phuc vu va mang dén cho khéch hang nhikng gi ho mudn.

Thoi gian & dia diém

8:00 — 12:00, Chu Nhat, Ngay 21-09-2008

Mekong Room - Chancery Saigon Hotel, 196 Nguyén Thi Minh Khai, Quan 1, TPHCM

Trinh bay vién

Mr. Ho-Meng Wai — LIFESKILLS INTELLIGENCE (Singapore)

v' MBA, University of Leicester, UK; Bachelor of Business, Curtin University of Technology, WA

v' Certified Professional Behavioural Analyst (CPBA); Certified Professional Values Analyst (CPVA)

v' Postgraduate Diploma in E-Commerce and Marketing, Chartered Institute of Marketing, UK

v' Diploma in Marketing, Chartered Institute of Marketing, UK; Certified Professional Marketer (Asia-Pacific), Asia Pacific Marketing
Federation.

v' 10 years of experience in regional marketing management and business development in Indo-China, Myanmar, Baltic States, Central Asia
and the Russian Federation

Phwong phap "

v' St dung phuong phép do lwdng trac nghiém tam li DISC

v Cac hoat dong trai nghiém

v" Thao luan theo chuyé:n de )

(*) Ngén ngtr trinh bay bang tiéng Anh — dwoc phién dich sang tiéng Viét

Loi ich hoi thao

Sau budi héi thdo, ban sé :

Kham pha dwgc phong cach ban hang riéng ctia ban than

Hiéu duoc s& thich — hanh vi cia khach hang

Nhan thirc 16 rang quan diém ctia khach hang dé xay dwng hinh anh tich cwc va hiéu qua
Thau hiéu sy thich (rng cla tirng phong cach ban hang riéng biét nham thda man t6i da nhu cau
khach hang

ASANENEN

Chi phi (Gig da bao gom tai liéu hoc va thirc &n nhe gitra budi)
240.000 VND / 1 hoc vién - Néu dang Ky trwée ngay Ther 5, 18/09/2008
300.000 VND / 1 hoc vién - Néu déang ky sau ngay Thwr 5, 18/09/2008

Tuy chon theo yéu cau: Ban bao céo dic biét vé phong cach ban hang, str dung phuwong phap do
lwong trac nghiém tam li DISC sé dwoc thiét ke riéng theo yéu cau ($50 / 1 ban). Chung t6i chi cung
cap dich vu nay khi cé tong sé lwong dang ky toi thiéu la 20 ban.

Don vi t6 chire
Cong Ty Tri Thirc Toan Cau - GLOBAL KNOWLEDGE Co. ,Ltd (G.K.)
B96 Bach Bang, Phwédng 2, Quan Téan Binh, Thanh phd H6 Chi Minh
Tel. 08-273 9116  Fax. 08-296 8565 Hotline: 093 4154 888 (Mr. Hoang)

Ghi danh

Trung tdm Ngoai ngl Tin hoc Hoc vién Hang Khéng (A.L.I)
Toda nha C, tAng 1 (Ms. Van), 104 Nguyén Van Tréi, Q.Phi Nhuan
Tel. 08-845 3787  Hotline (ghi danh): 09 77 88 00 37 (Ms.Van) Email: hoang@lifeskills-intelligence.com
(**) Béi v&i doanh nghiép c6 nhu cau, cong ty G.K. sé ctr nhan vién dén tan doanh nghiép dé huéng dan ghi danh
- Dé biét thém théng tin xin goi: 093 4154 888 (Mr. Hoang)
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