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Foster Identity & Strategic Direction for 2008/2009
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* With the re-engineering of the organisational
structure of YWL, our devoted and dedicated staff
further consolidated and developed services in
more creative and innovative manner in response
to market and social needs.
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Challenges & Opportunities
(BRI S AL IR FHIRTT

We are like a lion standing on the Barren Upland)

o )RS a &R ¢ Alignment of Direction &
geidaS Re-vamping

o b)EHEN * Re-positioning

. OEFFEC * Up-grading
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Mission

FEAE ) In the love of Christ
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We deliver our service in a caring,

professional and progressive spirit so that
the lives of those serving and being served

are mutually enriched.




2 ME1E Core Values

SRR | Progressiveness
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« “Progressiveness is the Core Values

=<

C.K. Yeung Worldwide Ltd. We endeavour
to developing new and progressive services

to meet the needs of the market
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Bible Verses

(HELEHREY$E4S ) The Prayer of Jabez
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Business Philosophy
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Motto
o BELLRHELEER « With Faith, We Serve
AR5 with Love and Care,
o WA EAETET  Light Up Our Lives,

Hope, and Walk
together
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VlSlOIl Prayer

* God, together we serve and grow, witness
the Gospel and experience Your love. May
You be satisfied. Amen.
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Y WL Leaning for Self-Advancement
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Formula
1a) 2171 # &

1b) RIHENT] + J578 — AR

2a) SKALZFTIE — BHREZEZIHRITAE
2b) BEHHEBHH — —E#RK
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Marketing & Sales Dept.

Sales Philosophy

Goal of Sales

Product Development

Sales Compensation

Sales Opportunity

Allocation of Account

Sales Training

Investment to Marketing Sales Staff
Practice of Sales

Facilities Development
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Message from Marketing & Sales

52 M [Fg]JEH Spiritual Care
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» Spiritual care 1s playing a key role.

“People have fast-paced lives, alienated human
relationship, distorted values, empty and lost are rooted in
the individual, as many have a sincere relationship with
God, the great creator. > ~
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Marketing & Sales Dept.

1.Sales Philosophy
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About our Company - /f’é id

* & ¥ History

J6 K. —  —— WU :
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http.//www.ckyeung.com/140.html
* XAt Corporate Culture
- LS E 3 S«

— Policy and not Politic
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Middle Business Man (1)
BHEFE TR
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Middle Business Man (2)
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Marketing & Sales Dept.
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Product Development
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* A) Marketing & Sales
— A1) Drama — Preparation for Career
— A2) Sales Hierarchy
— A3) Bonus and Commission
— A4) Compensation

— A5) TA{E 5% Practice

21
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Drama
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Marketing & Sales H1erarchy

« H{T4EFL Deputy Sales President

f— TN

\—'A-FA.
* H
~

. Sales Director

W

« 4X3H Sales Manager /

2 dSHE Product Manager

© EfE

- Sales Executive

- BHE{EEEE= &5 Million Dollar Club
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i Sales Hierarchy

. FE/{EEE< 5 Million Dollar Club
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“HKS$ 50K Bonus for Quarterly-NGP
Over 1Million
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A3) /H% Commission
<& i

Commission Over-riding

R | EBFR | HFE | BF
(T =SELEZFR Deputy Sales President 8|9 |2 1
BT I Sales Director 81 9| 2 1|1
%%/@%Eﬁ‘j KX Sales/Product Manager 81 9| 3 | 2
23 X (F Sales Executive el o | _ )
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A5) B K+5 Tens foraDay
1%

TSR HEBAE TR+ Ten Cold Calls

+EH = * Ten Correspondence

(B e Ten follow up

(I = & PEGE(E  Ten Quotations

+F/EEZTEE * Ten Orders (at least Ten

thousands dollars or Ten
Orders a day)
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C. K YEUNG WRLDW DE LIM TED
T, BEE QSR TIREY5401= Suite 5401, Central Plaza, No. 18 Harbour Road, HONG KONG
BEEETel : 2802 3322 {fEFacsimle: (852)2802 8988EE &EE-mnil:sales @kyeung. com
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A

2 Tens for

aDay

e

A 418 | BHAHE R FI R4S 1EVEAE T B EHE M EFRAE HEHRE K FEENEE | +TARETE
T
Name of Particulars Ten Cold Calls en Ten follow up Ten Quotations Ten Orders
Customers Correspondence
Bl AEEE | B A &' - N
. s N BRI R [iRE]EE
e | s m | EENEREARGE | +FARTR
. ) t least T
e.g. Introduction |e.g.Meeting, Tele _ e s L
.. |Quotations should be acturate |thousands
Contact Person |Telephone no Letter of thanks, |phone,Clarificati )
. - and concise dollars or Ten
Orders a day)
HALE:
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1.

Goals to achieve

Profit Growth (GP)

— a) GP$
_ b)GP%

2.

Long Team Repeat cycle of sales

— a) Service, Service & Service

3.

4.

New Account Development
» a) Referral
* b) Trade News
e ¢) Trade Directory, Trade Magazine, Newspaper, Web and others Media.
» d) Trade Organization Membership List
* ¢) Trade Function

Re-Activate sleeping account
 a) Periodically Print Sleeping Customers List
* b) Visit and find out the reasons.
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About our Company — {5l

 Morning Conference
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PART 2.

e Sales
 Good Sale = Good reward

* Opportunity orientated (full uses of
resources, finding new resources)
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Con’ tPART1.

Existing customer are most valuable.

1. To establish long turn relationship and
repeat cycle of sale (stead your production)

2.  Trust built

New customer needs to invest time in order to
develop relationship (Bonus)

Potential OLD ACCOUNT should be assigned
in order to build client base

31



PART 1.

Roles to Play

Sales:

Business relationship = long term

relationship.

1.  Fulfill customer needs

2. Contact customer often (each at least
once a week)

3. Face to Face to meet customer

32



Marketing & Sales Dept.

4 Sales Compensation

33



Marketing Staff Compensation

* Basic Salary

e Task Achievement
— Prospective Customer List
— Calling & Appointment
— Quotation & Sample
— Visiting
— No. of Sales Contract Made
— §$ of Sales Contract Made
— Identity Building & Attachment

34



Compensation

Select Bases

2 chance of change Base for this
whole life employment.

Base change period =>2 months

Bonus Amount (vary from personal
average GP) Part 1

8% on first 10% of GP Growth
10% on above 10% GP Growth

Supplemental Bonus

Continuously GP increase 10% or
above or the last highest

1. New account, deal close $1,000
for

$ 2,000 for , $3,000 for

2. $3,000

Based on Achievement of Desired
Results:

$2,000 bonus for recruiting and
successful placement of new sales
representative (worked at least 3-6
months)

35
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PART 1 (Hard to
measure)
Work over 3-6 months

High than market price by
10%

Bonus = 10-15% of average
GP or income

3-6 months production
average GP but not less than

PART 2 (Easy to measure)

Base salary low (45%
less than the market)
Bonus 10% of GP
(Maximum 50% of
GP)

Fixed Salary

Variable Salary

36



Compensation

Promotion
Compensation

1 | Recruitment and Mentoring Bonus

Level 1 (top

Condition level) Sale President 1%
1. Working for 6 months or above $2,000 hkd.
2.GP>=120,000
Level 2 Sale Director 2%
2 | New customer
Condition $500 hkd.
1. NGP >=100,000 Level 3 Sale Manager 3%
3 | Any Customer (New or Old) example
Level 4 Junior Sales 500-1,000
Condition NGP =17%
1. NGP 15% above 1/3 of 2%

4 | Marketing information
Research and develop useful marketing $500

information example: Forecast of Metal (Ni)

or Finding new customer database (TDC, alibaba)

37
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* Evaluation and comparison

* Team performance

 How to grow

* T
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Identity Building

BHE R AR 2 g4l |-
Every Staff Needs to Serve Committee as follow:-

135 Marketing

55 E=Sales

%% Finance

B Administration

{FAE A {RZ~ Filling & Security
B2 Staff Wellness & Health

40



Marketing & Sales Dept.

5 Sales Opportunity

41
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10 Minutes Morning Conference

TAEZHE R T
3_4%‘- E—I‘IE

- /N 3

)F AR IIIAJ‘
et B E

1 ) 22 H o] (AU B, B, 1 B i




Marketing & Sales Dept.

6 Allocation of Account

43



Marketing & Sales Dept.

7 Sales Training

44
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— 1 T38 ; (Vision and Mission) i 51 H & >

- 2 "X, (Time) ZHFH -

— 3 T3, (Space)&ZEfH] -

— 4 "% (Leadership)Z2 i ' BECERE . SHESH -
- 5 Tk, (Management of Organization, Network and Logistics)&4H
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Y WL Leaning for Self-Advancement
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Formula
1a) 2171 # &

1b) RIHENT] + J578 — AR

2a) SKALZFTIE — BHREZEZIHRITAE
2b) BEHHEBHH — —E#RK




Marketing & Sales Dept.

8 Investment to Marketing Sales Staff

49
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Identity Building

BHE R AR 2 g4l |-
Every Staff Needs to Serve Committee as follow:-

it% Marketing

55 E=Sales

%% Finance

B Administration

{FAE A {RZ~ Filling & Security
B2 Staff Wellness & Health

50



Hok 2 2
Statf Wellness & Health

=3 » Morning Exercise
TAERTZEF e Pre-work Warm Up
i B Ak S » Counseling Service

[HFHER R 24 - Psychological Wellness & Spiritual

51



Marketing & Sales Dept.

O Practice of Sales

52
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316L &3

316L-2B, 31601.-1.4435, 316L-PM,
316L-PXQ, 316L-Ultra

B4 : 2.0 to 10.0MM
41 : SOMM, 60MM ZF (HIFFAKRER)
#% : 1.0MM to 12.0MM

AR /I EER | BRtE

T 316 2BV A - WEREEEIIMIFlo. #EEk. B8, HiK.
JREE. EHfF. BEIERK. EF. BF. 78, EEFH®

/—‘—r/(b / fﬁ‘ “\\\\%
2724-5085 > 2802-3322

=D T Alex Leung 2184L . Daisy Lee 2RI . Doris Hui FF &4 .
Kenny Tsoi Z£8] Fy. Marcus Lui ={£{# . Ray So &REL{S.

Sing Ng %57f%. Winnie Wong #55k5%. Yuki Hui 3EZE
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Bt 316L2B

1) fkf 316L-2B,1.4435

5275 [EE5.02 10mm
2) K#t 316L-PM,316L PXQ,316L-Ultra 50%60mm
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Marketing & Sales Dept.

10 Facilities Development

57
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Facilities Development
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AL

B

RS

St R s

BT 155 E-Trading

E-Marketing Data Base
Intra-Net
Email

SMS

a) Customers Services Enhancing

b) Customers Relationship Management

c) IEA

* (International E-Trade Academy)
Service Development
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Building Up Individual Identity

* Every Staff Needs to Serve Committee as

follow:-
Sales ==&

Security {2~
o FilingSCPRERRE
Administration {7
Marketing 75 Financel4 I

o = T 184 Staff Wellness & Health
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(15t H$k Appendix Index

(—) ErEE Business Philosophy
(=) TAERKEEAFE Cost and Work Study
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8k (—) Appendix

2575 3
= T Y 3F
A BIEA], BIFAN c ABRM R A BITHE T AE -

BRI &, ROV T AL, BERAHAGS AL PR L KRBT
BBk, ARRZ o EAACERRT - o % F2 B IR(E b Fo R ), 4

LR AEEZMRLRGEEE) -
K7 HARER A — AT A,

RO EAIRSWHE
o NAETE

BRI K W ERLWEAE
b7 AR AR B — B A LA o SR R B R B A
FPRULEBURAH S RERD - ARFAATRS -
o KW BRAF, LA o FTH BT -

AHZELFER - BER BEEHE - BARE : ERXENETHES - R
B~ R~ AT ENF - ZXMBEP BT TR LCREROBTEY
MARAZZE - LA TWMARE, THARK, AN o
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8k (—) Appendix

B L R(E BB, BA bR HAEES, LB AER, AT AMA
A Z B fefol AARARAARETZERT FFBE4F - X ¥ F X0, I
FHHAR ~ mEA o

T o

ERERE T RAL— (P AERERARN) %A8) - FELBABREEK BT
BB R RE-HATHTER "SRR BARE 5 @LT) o FH LA
EGBAR  ABERZA, Bi THLHR, (BT RE), EERALEAREA L
BBk, B BHR Fe s R ARAT, BRI K 4L, RRHMAL -

BT LB E E e IF Y (knock the door), Bk P92 Hi@ 2 45 i &) Fv & B9 3HLE
BREHEE - BPATREGEATHREFEY, ETURARESTEK - E4)  XF(X
FRFT AP LSEBGER - AL R EE), AR —EEF -
RHLAFFEY EEME - BIAF (BRI - o ER KR EEIECE -
) o e " ELART EEAFH RER AR T /R R F M), &5 RFEHEE
BEE L | o REMHM FFHE -

T E L (B G ATAE) ~ B B &BEA (self understandings ) Fv ¥ F A ~ B &
A "R FEE” (insight) o "B HEXAEfe R FET BPIRERA TRIR-TRIT - R e
FoREAAE . "BREBENTRE REZNETRLAVGE CHBUARS A
(Formula to Success)(Simon Lam 2004) ° 38 fik 7 o 58 & AE 48 ] F A48 ] &Y o A8 5] F,
B—REE OIS D, RIMRE S KT, B - R BEHN T L& FRayEH], AR5 3
REDEE ERENAST, BE - T8 ~ BHBREROEFT, A AIRRTS 09 A%
RT RREEREFGE LT ABER, RGFIEH—Ea K -
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8k (—) Appendix

KNGS X B R LR 0L ESE Drama) °c 2EARELZLE P ATHER ° M A&
%—ﬁﬁi/\ BZHRAN, LA ARRMABEE TR - F MW ARARGAER R
Flie¥s - R ELH Tﬁ@ Q s BCHEPA AN fE D AES ﬁ%’]kﬁiéﬁﬁ

JeFu BAL ~ B R Bak o EAFRRIK AAARERAREE EARE - BFRIKA, &

TR S AR R mﬁa%&&ﬁﬁﬂz%% %%ﬂ&%ﬁwy%ﬁ@”
SETHBTTHRINMA - BEEREAT A E THIh &, REGIRAF gieiroy g -

fs 2 R -

o

o

BTSRRI AR EYIE o B AR AEE RN - B A TR RE e

5
HERRENER - FEIHPHE S

EHLABELE - PIPXRRBEEL - FWER, BARM - AARE “4TBF]
)= (open door policy), #HRIEAE “FEFIP7 (110 door policy)

o
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[f15% (=) Appendix

TAE R ARFZE Cost-and Work-Study- .

Name: Date: 8t Dec2007
JOB ITEM/TIME({ 4 Total Time Total No.<
1 2 3 54 6 78 9 10 11f 12( 13| 14|(mins) ¢ Date{(Mon)+<

Quotations 10e] 10| 110{ 1040110 10<|110f 1040 le) e o o @ o AS_Dg_nins«" 3o o ¢
Invoice« 10ef 10e) 1104 104 e @ @ el el e e e o @ 4fminse 4o e o

Cargo Receipte 10 10| 110) 104 Je |[ 1o o el el e a a a o f0minse 4o e o

P.O.¢ 200 25¢| e ol e o o ol el e o ) o o 45minse 2o ¥l o
Admine 30¢| 15| 13s{ N se 1020l e[| e [Te e e [0 Jiogminse [0 e [De

Other - FEH 10 e & e \«* @ @ el el e e e e a/ e e e e
Remark figsk« HOLEe o o e \Je e e e |e o o o 7 / o o o o

g S S T {EReESg. T
AR

FHEESEEES H TIEHSES FHEAHY F\Index' Daily-Job-List Daily-Job-List xls EHEY-
TEEFEZLE “Daily-Job-List-Dec07- 1st-week™,-etc.- «
752 F\Index Daily-Job-List\ B =448\ “Daily-Job-List-Dec07- Ist-week” -~ 10-Dec-2007.

£t t
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Goal
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Investment

-HE e ) 22
-HeEE 2R
-10% % 15%|[0] 3
- AR
ML -18%
HSBC-15%

ELN

Stock Accumulator
Plus Return

[ast Year Result
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End

B1E T2 =54

Contract with Staff

ESE =

YA J
&

HE

Code of Business Ethics

éE‘[/; ;A % zE\ [J Code of Conduct
yﬁi\\g;ﬁﬁu Code of Office

5 17 28 HH e [R5

Conflict of interest and Compliance

—_—a

—
==

-
—_—
|

Employees Handbook
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Form

BHEEHE Contract Return

FlZs BT ZE kR Conlflict of Interest and Compliance Form
Iz B ZE R 5 Conflict of Interest and Compliance Questionnaire
eI =S Code of Conduct Acknowledgment
EKEHEFWCE CargoReceive

P S B AR E R U

Code of Conduct Acknowledgment

PGV R

Declaration of Conflict of interest
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THE END









* We have strong responsibility to recruit staff who are not only
qualified but who are ready to continue the crucial business of
advance themselves. You should be proud of the
accomplishments and promise that led to your selection.

© RO SRRSO T s R
g%%m@mﬁ%ma% A L i
EACEEY [ o e i — (A w4 D
o T TN LR G

B I B, MR s e

* You have the chance to be part of a company with a glorious
history and an exciting present. We look to you to help us grow,
to grow with us, and to be part of a tradition that elevates us all.
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2008/2009H Bk 5 =]
Strategic Direction for 2008/2009

- MBS

Foster Identity




A5 5% fee

Service Development
- TE= R RS

Enhancing Customer Services

o IEA Net XX49



Hok 2 2
Statf Wellness & Health

=12 Morning Exercise

T AERI#EH Pre-work Warm Up

i LAl %5 Counseling Service

M A1 #2{Z Psychological & Spiritual
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About our Company - X1t

» X4t Corporate Culture
— Policy and not Politic



About our Company

e Advancement 4 &%t



About our Company — {Z 1]

o HUEZEEE = HAVEN OF HOPE

CHRISTIAN SERVICE

— Moto: With Faith, We Serve with Love and Care
Light up Hope, and Walk together

— F=tEEE Bible Verses




About our Company — {Z 1]

* Service Development

* Enhancing Customer Services
 IEA Net



Statt Wellness & Health

=1% Morning Exercise

TE{#H Pre-work

Z.5 Warm Up

A5 Counseling Service

- LR R AFE | Psychological & Spiritual
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About our Company — F%1ii

A

5T %%t E-System
5624 Intra-Net
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About our Company — &

e [Investment
— ELLN

— Stock Accumulator
e 10% Plus Return
e Last Year
« ML -18%
« HSBC —15%



Keep Inventory in Customer
Warehouse

« E.g. Mattel



