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Training is our core business; we have developed 6 series of programs:
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Sales Competencies
Advancement
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Field Execution
Enhancement
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Leadership & Team
Management
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TRAINING-RELATED SERVICES
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Sales Force
Competency
Assessment
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Post-training
Follow-up
Tools & Plan
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Training System

Classroom
Evaluation
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Field Sales & In-store

Performance System
THEBIEN
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Establish
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Field Coaching
and Counselling
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Strengthen
Management Tools

RUYEETHE

Customised
Programmes
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THE TRAINER

Melissa Lee
Chief Consultant / Trainer

Second-generation leader of Vincent Compas (est.
1998), blending her father's footprint with modern
and strategic frameworks.

10+ years of cross-industry experience spanning Big 4
consulting, telecommunication innovation, and
regional operations, now channelled into practical,
results-driven training.

Conducted over 1,600 sessions of training workshops,
which consist of over 50,000 man-days of training.
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Sales Competencies do\f

Advancement Series

TRAINING VenEnzs  (O=
PROGRAMS
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VINCENTCOMpas BP1
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b ¥ \ s\ - Four questioning tactics POApEER] %
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coasd \ (/ - Transforming feature to advantage RERFRNALR
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N ¢« t - Leading customer to benefits 5| SEFA=E

hidden objections

AHERRRE (e (5 - Feature-Advantage-Benefit (FAB) BR-LR-HmEE A

selling skills

Essential Selling Skills ) PRy —

g - Effective sales approach BRHEFRR
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Sales Competencies
Advancement Series
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BP2
VINCENTCOMPAas 1 day
por g A: Advanced Selling Skills S HERIT
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i ~ - Numeric FAB selling PRSI HERE A
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icicie - Rules of sales argument HEINCHEREN
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e AR TR - Counteracting the unknown AR KIEN

- Median approach and common ground AR E AN H B T
Advanced Selling Skills - Introductive AIDA approach AIDATUIEN FE
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SALES COMPETENCIES SERIES, CODE BP2 VERSION 2024

Consultative SPIN approach SPINJER ) ZCHETHIR T



Sales Competencies
Advancement Series
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BP3
ENTCOMPAaS 1day
Restenegorcton auce Negotiation Skills #¥IH15
Pctical negliction fools
| - Essential negotiation attitude IERBIRF) O
9f1;;$§m;j - Mastering the trade-off matrix SR Z B
/v closing - Practical negotiation tools v TR
:iﬁfi: - Face-to-face negotiation A EIX
i - Tactics and counter-tactics AR 2 B AN
7 - FACT counter-tactics FACT AR
Commercial Negotiation Skills - Key negotiation strategies KPR F TR
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TRAINING

PROGRAMS
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PSS (BP1+ BP2)
2 days

Professional Selling Skill

A HEXRIS
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SNS (BP1 + BP3)
2 days

Selling & Negotiation Skills
HE MF TG

Sales Competencies (fo\o})

Advancement Series
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g & Negotiation Skills
IE: %2

ASNS (BP1 + BP2 + BP3)
3 days

Advanced Selling &
Negotiation Skills
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TRAINING
PROGRAMS
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Strengthening roles & mission

EAESHE

ltinerary plan & A .
customer record card [ R

TRREREFIEET

Ice-breaking skills
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Monitoring TA
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Functional Salesmanship Development

FIELD EXECUTION SERIES, CODE: FS1 VERSION 2020

Field Execution éo}@
Enhancement Series
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FET

1 day

Functional Salesmanship SEFR#HF

- Six major responsibilities TNNFEEERT

- Eight steps of sales call HEFFH/\ BB

- Practical itinerary planning LERATIZIT

- Effectively using customer record cards  BXEAEFIEETE
- Essential communication skills WEHYYEIE R TG

- Opening & closing statement Hi7 B MERIE

- Monitoring sales performance HEHE S

- Personal effectiveness management NS ESSE



Field Execution
Enhancement Series
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| oo Advanced Salesmanship SIEHET
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Advanced Salesmanship Development _ i 4“5:‘—:/‘1 ’F"—Wf
orgigipe Credit management Rl ETE
FIELD EXECUTION SERIES, CODE: FS2 VERSION 2020 - U ndersta nding Kpl System Tﬁﬁ/ﬁ&&%*ﬁ%urﬂt




TRAINING
PROGRAMS
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ENTCOmMpas

Scope of field sales
activities
THEZEEERE

ltinerary Plan

TR

Call index & analysis

FIER RS

In-store performance
criteria
Kinl 5T E

Audlifing &
improving
the ISP
AL B

Field Execution Skills
B MAT H

FIELD EXECUTION SERIES, CODE: FS3 VERSION 2020

FE3
1 day

Field Execution Skills m™izHiT/]

- Scope of field sales activities

- 4th generation of itinerary

- Recording call information

- Call index and analysis

- Understanding ISP criteria

- Working with call form

- Auditing in-store activities

- Improving in-store performance

Field Execution éo}@

Enhancement Series
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Enhancement Series

TRAINING THRITHRT
PROGRAMS

Field Execution éo}@

FE4
NTCOmpas 1day

T marketng Trade Marketing for Salespersons HE A G
MiHEET S RIEIR

prom@ignteciveres - Definition of trade marketing e BIE X
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sles promoto - Turning market vision into sales mission EM7BEFERHEEES
. bdff;fi - Pros and cons of each promotion FMERENNSD
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T - 8 tips of brand building RIS AN \ TR
oenconps: ) - Basic category management mINEEN]
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TRAINING
PROGRAMS
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VINCENTCOMPAE

Motivational theories and
motive

iR IR I8 Re EA L

Motivational tactics
for various situation

BIIER Z TR Fi%

Measuring team’'s
morale

MEMELES

Components and
aviors of leadership

WS FIHIRARFATT A

Matching with
leadership styles
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Motivating & Leading the Team
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TEAM MAMAGEMENT SERIES, CODE: SF1 VERSION 2020

SF1
1 day

Motivating & Leading the Team

Motivational probe and analysis

Major motivational theories

Measuring staff morale

Handling demotivators

Leadership analysis tool

Understanding employee style

Determining leadership potential
Adapting leadership styles

Leadership & Team 0O 0
Management Series
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TRAINING
PROGRAMS

VINCENTCOmpas

Chairing
regular meeting

EFFHI TS

Briefing &
follow-up skills

R R BR 4% TG

Daily management skills
BEEEHKI

Problem-solving
model
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People Development 2y
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Managing & Evaluating the Team
B 2 B AFAE B PR

TEAM MANAGEMENT SERIES, CODE: SF2 VERSION 2020

Strongly recommended
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SF2
2 days

Managing & Evaluating the Team

5B chairing meeting

Meeting planner and minutes
Praising and reprimanding skills
Problem-solving model

Praise sandwich technique
PART follow-up action

PRICE counselling model
Performance evaluation

Leadership & Team 0 0
Management Series
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Leadership & Team 0O 0
Management Series
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VIICENICOmpas SF3

Theseven sfeps of -l day
e Field Coaching Skills #hREFEIHILIG

Pre-call coaching
& in-store auditing

HERTH S R IEAiZE

re < - Seven steps of field coaching MEFL T E
,F,dmfgz - Pre-day preparation SRETLIF
( ;ﬂfﬁ% - Pre-coaching briefing and checking WA BRI E T
N 'lec*’?;néﬁi - Pre-call coaching and training HIE B S M i)l
\ ﬁm - Store check and auditing WaE JEREZIIF
Field Coaching Skills - On-the-spot coaching MHHITHS
wm%w&ﬂj - Post call discussion and conclusion PR EEIR A S
- Coaching forms & reports WS T ARIUNRIRE

New Revised Edition
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TRAINING
PROGRAMS
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VINCENTCOmMpas

People development
principle & theory
ARFEFEN RZIEIE

Training needs analysis

SRS

Effective training skills
BREIRIT
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(i W Post-training reinforcement
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>
training

i cffectiveness
EEZIAIER
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Training & Developing
B B A S

TEAM MANAGEMENT SERIES, CODE: SF4 VERSION 2024

New Program

HTIRAE

SF4
1 day

Training & Development

IR &
- Principle & BN I8
theory

- Pre-training
analysis

FYIFER DM

- Training skills &
methods

2135 7574

- Post-training
follow-up
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Leadership & Team 0O 0
Management Series
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VINCENTCOMPAS

am Management Skills
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TMS (SF1 + SF2)

3 days

Effective Team
Management Skills
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TRAINING
PROGRAMS

VINCENTCOmMPpAas

Establishing vision,
mission & objectives

HIERBE. E5FET

Transform strategies
into objectives

SEAL SRS ISR

Practical analysis
tools & methpds
AT EMAE

o Action plan &
2 Y detailed plan
TENTRIE
FA4R1T5A

X, Follow-up &
N i improvement cycle
= BRI 2 AR ER P it

Business Planning & Execution Skills
A 53t X 5 AT H T

SALES MANAGEMENT SERIES, CODE: SM1 VERSION 2024

SMI

1 day
Business Planning & Execution &5 #1T

Steps in business planning process
Transform strategies into objectives
SW.O.T. Analysis

Cause & effect analysis (Fishbone)
Developing key actions

L-matrix challenge

Action plan and detailed plan
DMAIC Improvement Cycle

Leadership & Team 0 0
Management Series
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exclinnerviews - Skills mapping & finding the right fit I EEMIE S IR E1E 1L
| ases - Express with structure and conviction — FKIEEMW . BIERA
- i*%%f;é - Authority under interview pressure EHIRE ST IR R
e - Assess company values THE LB HEN
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LR A e - Confidence to “think out loud” TP E
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TRAINING
PROGRAMS
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Mirror energy

HiREER

SAFE improvisation
LR

ALCHEM crisis
management
mHiARARE

Service
signature

RSHE

Customer Service DNA

EPRGFEAR

EEEEEEEEEEEEEEEEEEEEE

g

CSI
1 day

Customer Service DNA ZEFIRSZERE

3-Second rule to win trust
Mirror energy

Orchestrate without script
SAFE improvisation

ALCHEM turns crises into gold
Redirects without resistance
Create story-worthy moments
Service signature scales impact
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Customer Service
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Store Manager Series
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PROGRAMS
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AINCENTCOMPaAsS \

People development
principle & theory
ARFERNRIEIL

NTcompas VINCENTCO

Motivating & managing i
shop assistant’s morale Qualified standards

HHMREBERLTS for shop assisstants
i ¢ e HEAE AR

N4
D \\

Techniques for skills training = 4 Practical leadership
FIGEEIEFL R -— styles & skills
ARG KRG RIKXITT

Developing essential
working skills

e
Assessing store =

et ] Strengthen day-to-day On-the-job coaching
competency pcgagement AT IS

M5 B &EF1 y VO B MEAEIEER
’ § I . Face-to-face
Evaluation standards 5 Handling counseling

and tools working problems ¥ . 5
iR AT 4 SEBIER T (R I

N ; . STAR interviewing
Post-training o Coaching & techniques
follow-up actions ) counseling skills ERER
3 S 3 R
SRR 75 ESRBSHT .

Developing Highly Effective Team
373 % B H A

Train-the-trainer Selling Skills Coaching & Counseling Skills

48 Hg 3 IR AR

STORE CODE STI

16 F AT JE R

PRO E ST3

STI ST2 ST3
2 days 2 days 2 days

Train-the-trainer Developing Highly Coaching & Counseling
Selling Skills Effective Team Shop Assistants
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KEY CLIENTS 3

Consumer Products SHZE 5
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KEY CLIENTS 3
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Retail Chain Stores &EHEEE
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