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Vincent Compas at a Glance
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Vincent Compas Sdn. Bhd. (formally known as Compas Management Consulting Sdn. 
Bhd.) was founded in 1998 by our Chief Consultant Mr. Vincent Lee.

Since then, Vincent Compas is strongly committed in developing Sales Organizations 
and Sales Force Competencies. Our scope of business includes 8 series and 24 sales 
USBJOJOH�QSPHSBNT�TQFDJmDBMMZ�EFTJHOFE�GPS�UIF�'.$(�FOWJSPONFOU
�TBMFT�GPSDF�MFBSOJOH�
and potential assessment, on-the-job coaching, post training follow up action and tools, 
mFME�TBMFT�BOE�JO�TUPSF�QFSGPSNBODF�TZTUFN
�GSPOUMJOF�NBOBHFNFOU
�USBJOJOH�QMBO�EFWFM-
opment, national sales and distributor conference etc.

Over the course of 14 years, we have 
extended our sales management system, 
models, techniques and theories to hun-
dreds of companies and thousands of 
salespeople. To date, we have assisted 
hundreds of salespeople to progress their 
career to senior management position. 
'PS�UIF�HSFBU�WBMVFT�BOE�CFOFmUT�HJWFO�UP�
our clients, today, our core business is 
generally made up of clients that have 
been with us for 5 to 10 years.

“
”

Vincent Compas 
Sales Management 
System is frequently 
copied by others, 
but hardly being 
surpassed.
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Trainer’s Introduction
ജࣁൄࢊ
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“
”

My vision is to increase 
sales force competency 
and professionalism in 
the FMCG industry.

- Vincent Lee

Through his solid and practical experience, 
he founded Vincent Compas Sdn. Bhd. in 
1998. Vincent has been awarded and recog-
nized by international institutions on deliver-
JOH�TQFDJmD�USBJOJOH�QSPHSBNT��BQQPJOUFE�CZ�
Danone Group to be their sales management 
and training consultant for their China opera-
UJPOT��USBJOJOH�QBSUOFS�XJUI�$BSMTCFSH�CSFXFSZ�
China for more than a decade.

With 30 years of sales, management and 
training experience, Vincent has developed 8 
series of 24 training programs. His unique 
and outstanding training methods are inspir-
ing and interesting, this enables participants 
to convert knowledge and tools to skills and 
habits. Vincent is regularly engaged by multi-
nationals in China, Hong Kong, Malaysia and 
Singapore as their sales management consul-
tant.

As at 2011, Vincent has conducted 1,913 
sessions of workshop and 50,134 man-days 
of training for hundreds of companies across 
"TJB�1BDJmD��5PEBZ
�7JODFOU�T�BDIJFWFNFOU�JO�
training consulting industry is well respected 
and recognized. He is truly the Guru and 
Master in the FMCG industry.
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10 Reasons for choosing Vincent Compas
࿑ᄻ໚೭ॉϪ֬ൌརয়Ⴕ
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1.  Master programmer and trainer� � � � � *-+������� � �

   Vincent Lee has trained 50,134 participants across Asia, America and Europe continents in the past 14 years. 
   And he has personally developed more than 95% of Vincent Compas training contents.
   超过百分之九十五的课程根据李光威老师的雄厚经验独立开发。李老师十四年来培育学生超过五万人，
   今天学员分布亚洲、美洲和欧洲三大陆。

2.  Specifically for FMCG environment�� �� ��$�&(
   Combined with his 30 years experience in modern trade, FMCG sales & management, training and 
   consultancy, he has developed QSPHSBNNFT�UIBU�BSF�TQFDJmDBMMZ�EFTJHOFE�GPS�UIF�'.$(�JOEVTUSZ�
   李老师结合本身三十年的卖场工作经验，快消品销售及管理，顾问和培训，开发和制定了快消行业所需
   的课程。

3.  Well-established and recognised� � � � %)�
��,��
   Our major business is supported by clients that have been with us for 5 to 10 years. 90% of clients repeat 
� � � QVSDIBTF�BGUFS�UIF�mSTU�TFTTJPO�
   我们主要的生意皆来之合作五至十年的客户，百分之九十的客户上过一堂课后都会重复采购。

4.  Series of programmes�� � � � � � � � � � � � � #������'�
   We have 8 series of 24 courses that can fully satisfy the major training needs of FMCG clients. Courses are 
   interrelated, hence no contradiction or confusion for the participants.
   我们拥有八大系列二十四门课，能够满足快消品客户的主要需求。课程之间连贯性强，不会相互矛盾或
   排斥给学员造成困扰。

5.  Working tools provided�� � � � � � � � � � � � !
��	����	-"�
   We have successfully developed a lot of working tools, tricks, methods and models for the participants to 
   transform knowledge into instinct and habits.
   我们研发了许多针对性的学习工具，能令学员通过工具、口诀、模式和方法，把知识转变成技巧和本能
   习惯。
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6.  Post-training action planner�� � � � � � � � � � � �-�+��
���
   2 – 3 weeks of action plan is provided after every course to enable the  organization to rehearse, check and 
   evaluate the participants.
   每堂课结束后都有两到三星期的跟进行动计划、表格和工具，方便企业对学员进行培训后复习、检查功
   课和考核。

7.  Programs updated every 2 to 3 years�� � �������*
   New modules, contents and teaching methods are updated every two to three years so that participants 
   can learn and absorb better. Participants are ensured of up-to-date knowledge and staying ahead of  
   competition.
   课程平均两三年以内都会纳入新元素，增强内容和修改授课方式，确保学员更容易掌握和吸收，使学员能与
   时俱进，跑在时代的前端。

8.  Manual published in bilingual� � � � � � � � � � �0/#21"�$�,')�
   Participants can understand the contents, learn, analyze and complete exercises easily. It maximises the 
   training outcome.
   㜳䇟ᆜ઎ᴪᴿ᭾䇚䇼䈴ぁ޻ᇯθ⨼䀙ф᷆࠼θᇂᡆ֒ ѐθ䗴ࡦฯ䇣ᴶཝ᭾᷒Ⱦ

9.  Workshop conducted in Mandarin�� � � � � /�%��
�� �
    & Cantonese
   Enable Chinese educated participants, or participants who communicate in Mandarin or Cantonese to 
   actively involve in discussion, assignment and role-play, increase their learning.
   ሯӄ਍ѣᮽᮏ㛨θᡌ㘻ԛ঄䈣ᡌᯯ䀶ڐ⭕ᝅⲺᆜ઎θ㜳ᴪᴿ᭾Ⲻ৸ф䇞䇰ૂ╊㓹θֵᆜҖⲺ᭾᷒ᨆॽࡦᴶ儎
� � �ູ⮂Ⱦ

10. Successful career development for �� � � &(!�3���	�.
    salespeople
   Through our training, we enrich participants career and develop many of them to be corporate leaders or 
   successful businessmen.
� � �䙐䗽ᮽἤᓭḅⲺฯ䇣θᆜ઎ⲺӁѐᗍԛᨆॽȾԀᰛ൞ԷѐԱ儎㚂㘻Ƚ൞୼⮂Ԅ୼㘻∊∊Ⲽᱥθᮦу㜒ᮦȾ



5 Stages of Sales Organization Development
཮൹ቍᆵنᅡ֬໻۸ؔࢯ
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Stages of 
Development
�o1�

Sales Force Development Process

aW1�5�"�

School leavers, new in the industry, self-learning, learn from 
mistakes, lead by improperly trained senior.
9bO��Lc�w*AZ���^td_�h@4"p[Ce�8
j�s��

Induction training, train by senior who has attended training, 
in-house program, internal workshops focus on sharing experience 
and successful stories.
LrCe�M)=�l\Ce%&75��B�0
�B�Ce�u
g.2���;$4f/>�

EOHBHF�FYUFSOBM�RVBMJmFE�USBJOFS
�NBJOMZ�GPDVT�PO�FTTFOUJBM�
knowledge and skills, management assist in post-training follow up.
\DvN8QV6�ug.2��qS$+F�khB�!:
yC
e%�3�

Engage professor from universities, mainly focus on strategies and 
case studies.
DG�d0V�ug.2�?$�;�

Send employees to universities, overseas studies, EMBA etc.
Yj�I�d�#\Nm��,XT����

Sales Force Position

aWr]

Training 
Providers
Ce( 

Part-time Workers, 
Merchandisers
<R��:'j

Frontline Salespersons
E`aWj

City Managers, Executives, 
Supervisors
�U4:�uK�u!

Province or Area Managers, 
Senior Managers
P)�Hi4:��)4:

Director, VP and Regional 
Positions
x-��x	��H�nJ
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6 Keys to Successful Sales Training
ӵ܆ाచ཮൹ந࿥֬੉ϣᄉԃ
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6U�Z*�1@�%

by client after training

ZL=(�%T6U

by Vincent Compas 
during training

Impart 
Knowledge
	G_A

Master
Tools
]M�&

Enhance 
Skills
\%!8

Post-training 
Follow-up
+��%

Conduct 
Evaluation
%T7�

Establish 
Instinct
#.�5

- In-house demo
- Field coaching
- Internal assessment
- KPI achievement

��4�C


���P�


��4�7�

���Q)�

- Exercise
- Homework
- Post-training test
- In-house role-play

��bX

���+

��6U�)E

��4�%TV/

- Role-play
- Discussion
- Case study
- Skills assessment

��$<V/

���`J0

���-�N

��!87�

- Tricks & models
- Formulas
- Mnemonics
- Forms & formats

��F� 3B

��"H�B

��,'

������B

- What is it
- Why doing it
- What to do
- How to do

��D?2

��K?2

��a?2

��[Wa

- Positive attitude
- Improved behavior
- Better personal habit
- New point of view

��^:SI

���>�;TK

��Y��;O�

��9R��

1
2
3
4
5
6



Training Programs
ந࿥ॢӸ

Functional 
Salesmanship
2D9<?

- Cultivating winning attitude

- Sales driving forces

- Personal performance management

- Sales target achievement tools

- Sales call practice

- Building call index

- Time & self management

Advanced 
Salesmanship
HE9<?

- Field sales management

- Increase market coverage

- Widen product distribution

- Conduct retail audit

- Successful in-store improvement

- Merchandising management 

 system

- Basic account management 

��+A�C=6
��<4.�%
���/B��#
��:
<&F�
� 
���G���I
���$��F5
��1���/�#

��3�><�#
��703���
��"��,-3)
���>(4��@
��
��*��
��	'�#;8
����!��#

Salesmanship Development Series   9<?;'

SD1
version 2012

SD2
version 2012

(Most fundamental and essential course)
ᴶะ⹶ૂᗻ䴶Ⲻ䈴ぁ

(Expected to release in April 2012)
人䇗ሼӄ2012ᒪ഑ᴾ᧞࠰

“
”

Knowledge 
and tools 
foster skills, 
follow-ups and 
evaluations 
refine instinct.

“
”

⸛䇼ᐛޭ
����㛨ᢶᐝθ
䐕䘑䇺զ
����⛲ᵢ㜳Ⱦ

- Vincent Lee
7



- Numeric FAB selling
- Tabulating complex sales approach
- Rules of sales argument
- Magnifying & contracting tactics
- Counteracting the unknown
- Median approach and common 
 ground
- Introductive AIDA approach
- Consultative SPIN approach

- Essential negotiation attitude
- Mastering the trade-off matrix
- Practical negotiation tools
- Face-to-face negotiation
- Tactics and counter-tactics
- FACT counter-tactics
- Key negotiation strategies
- Winning negotiation tactics

��>"DX)GP�
��5���[�P;�@
��P;�-�Z\
��'
�9A�,
���$Ja>
��UbK>��F
GP
- AIDA8G�:�
- SPIN亴䰤ᕅ᧞䬶⁗ᕅ

- Effective questioning
- Four questioning tactics
- Transforming feature to advantage
��-FBEJOH�DVTUPNFS�UP�CFOFmUT
��'FBUVSF�"EWBOUBHF�#FOFmU
 FAB selling skills
- Effective sales approach
- Objection handling skills

���QEL�2
��?cEL:�
��e�D
IX

��W�%�)V
��D
-X
-)VP;�
��YQP;�=
��	($!�2

��`3C1SB
��^MHR _
��7]C1�#
��.�.C1
��]<��]<
� FACT�]</8
����C1�,
��X6C1]<

BP2
version 2012

Commercial 
Negotiation 
Skills
4NC1�2

Advanced 
Selling 
Skills
��P;�2

Essential 
Selling 
Skills
P;�2

BP3
version 2012

BP1
version 2012

Sales Competencies Advancement Series   TN�0��O*

Strongly recommended
+dG�

No. 1 Seller
f�P&�
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��%FmOJOH�UIF�JO�TUPSF�DSJUFSJB
��&TUBCMJTIJOH�UIF�*41�TZTUFN
�� *O�TUPSF�EBUB�DPMMFDUJOH�BOE�BVEJUJOH�
� QSPDFTT
�� *41�SFQPSUT�BOE�EBUB�BOBMZTJT
��.POUIMZ�NBOBHFNFOU�SFWJFX
��4USBUFHJD�EJSFDUJPO�NBOBHFNFOU
�� *NQMFNFOUJOH�DPSSFDUJWF�BDUJPOT

��5SBEF�NBSLFUJOH�DPODFQU���UIFPSJFT
��&JHIU�TDPQFT�PG�USBEF�NBSLFUJOH
��1SPT���DPOT�PG����UZQFT�PG�
� QSPNPUJPOBM�BDUJWJUJFT
��4BMFT�QSPNPUJPO�NBOBHFNFOU
��.FBTVSJOH�QSPNPUJPO�FGGFDUJWFOFTT
�� *O�TUPSF�CSBOE�CVJMEJOH
��$SFBUF�DPOTVNFS�MPZBMUZ

��:@�;(U�Y"�M
��,3*41�;(UQK
���;J.H)"D!6

�� *41��"J.�O
��]�(U&�
���7�R�1
��9FG	�-W�

��1SBDUJDBM�JUJOFSBSZ�QMBO
��&TUBCMJTIJOH�UIF�'4.�TZTUFN
��4BMFT�DBMM�NBOBHFNFOU
��#VJMEJOH���BOBMZTJOH�DBMM�JOEJDFT
��$PMMFDUJOH�NBSLFU�JOGPSNBUJPO
��4USBUFHJD�NBOBHFNFOU�SFWJFX
��1SPGFTTJPOBM�mFME�TBMFT�PQFSBUJPOT

��FZW
+%
��,3'4.WS�1QK
����0$�1
��C3*�O��_J
��H)G	VP
���7(U�1
��bXWS^c

��GNL��<*18
��GNL��
�M
��E�a�S'��2[�
���S�1
��#4�S'��U 
���;>=,3
��,3T�A`��

CD2
WFSTJPO�����

Trade Marketing 
for Salesperson
SIB\
G	L�

In-store 
Performance 
Management
�;(U�1

Field 
Sales 
Management
WS�1

CD3
WFSTJPO�����

CD1
WFSTJPO�����

(5IJT�QSPHSBN�JT�VOEFS
SFWJTJPO�GPS�UIF�UJNF�CFJOH)
↚䈴ぁⴤࢃ൞䠃᯦ؤ䇘ѣ

(5IJT�QSPHSBN�JT�VOEFS
SFWJTJPO�GPS�UIF�UJNF�CFJOH)
↚䈴ぁⴤࢃ൞䠃᯦ؤ䇘ѣ

Channel Development Series   ?�/�Q5
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- Structuring account plan

- Target allocation

- Cost evolution and comparison

- Negotiating with key account

- Preparing trading terms

- Cannibalization strategy

- Category management approach

- Annual review and format

- �!����
- @��)�/
- �=:����
- >B	���92(
- A
&;3�
- ?=�.
�%
- *�� 0

- '�����/

- Growing with key accounts

- Establish key account management

 system

- Building relationship with key 

 account

- Assessing account’s potential

- >B	���5��
- ��� 76
- �!�-�7
- +���,"

TM2
version 2012

Planning & 
Negotiating 
with Key Account
B	��
���2(

Partnering with
Key Account

B	��
1<� 

TM1
version 2011

Modern Trade Management Series   8�4$� 7#

(This program is under
revision for the time being)
↚䈴ぁⴤࢃ൞䠃᯦ؤ䇘ѣ
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- Understanding distribution strategy
- Evolution of selling system
- Establishing distributors’ roles & 
 functions
- Checking distributor’s market
- Selecting and auditing distributors
- Four stages of distributor’s business

- Managing & motivating distributors
- Establishing wholesale network
- Distributor’s sales information 
 system
- Building partnership
- Providing value-added activities

- !��5�#
- 5,40�8�
- )	�5(�':=;
- ���5(�+��?
- /7�*��5(
- �5(92�-��


- ������5(
- � %�1$
- �5(5,��6340
- � ���4
- .�<>
2

TM3
version 2011

Developing & 
Managing 
Distributors
�����
�5(

Selecting & 
Auditing 
Distributors
/7�*�
�5(

TM4
version 2011

(This program is under
revision for the time being)
↚䈴ぁⴤࢃ൞䠃᯦ؤ䇘ѣ

(This program is under
revision for the time being)
↚䈴ぁⴤࢃ൞䠃᯦ؤ䇘ѣ

General Trade Management Series   �0&���4"

11



- Introduction skills
- Ice-breaking techniques
- Fundamental questioning skills
- FAB selling skills
- Sales argument tools and technique
- Skills assessment and standards

- Daily management techniques
- On-the-job coaching
- Follow-up of PG’s training
- Field observation and improvement
- Strengthen promoters roles and 
 functions
- Promoter management system
- Developing promoter team
- Monthly assessment

- $< 7
- 5�A�
- ��DI 7
- CS+GM 7
- MB�.�&�A�
-  74���\

��#F�B�RVBMJmFE�QSPNPUFS
- Standard work practices
- Three effective introductions
- Handling customers problem 
- Appropriate sales argument
- Merchandising management
- In-store performance improvement

- 	H���MV
- �\9��]
- :L>R$<A�
- "'(�1E0?
- @�MB�.
- �,�*
- �2�O�%

- 9��* 7
- %P�]Z

- �MN#3Q��%
- >�����%
- 6��M�J!;TYX
- �M�J�*KF
- 3U�M�J
- %P/W4�

PG2
version 2012

Promoters
Management
�MN#�*

Selling Skills 
for Promoters
�M8V
MB 7

Promoters 
Development 
Programme
�MN#
D=)


PG3
version 2010

PG1
version 2010

Promoters Management Series   �M8V�*K,

Strongly recommended
-[G$
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- Motivational probe and analysis
- Major motivational theories
- Measuring staff morale
- Handling demotivators
- Leadership analysis tool
- Understanding employees style
- Determining leadership potential
- Adapting leadership styles

- ��'&�	)
- 3.����
- ��2�"�
- �� -���/%
- ����	)��
- ��2��,
- !�����
- 01#����
�

Motivating & 
Leading 
Salespeople
�����
+$�(

SF1
version 2010

Sales Force Management Series   +$�(
�*�

13



- Consciousness and competence 
 matrix
- 4FWFO�TUFQT�PG�mFME�DPBDIJOH
- 'JFME�DPBDIJOH�GPSNT�BOE�SFQPSUT
- 13*$&�DPVOTFMJOH�NPEFM
- 4."35�HPBM�TFUUJOH�NPEFM
- 45"3�JOUFSSPHBUJWF�TLJMMT

- 4BMFT�USBJOJOH�TUSBUFHJD�EJSFDUJPO
- 5SBJOJOH�OFFET�BOBMZTJT
- 5SBJOJOH�UPPMT�EFWFMPQNFOU
- $MBTTSPPN�BTTFTTNFOU
- 1PUFOUJBM�SBUJOH���BOBMZTJT
- 1PTU�USBJOJOH�GPMMPX�VQ�BOE�
 reinforcement
- "TTFTTJOH�5�%�FGGPSU

- _I�;2)d
- H�f	?�j
- H��	�����
- #e�	8J
- (79�G�8J
- WX<P!C

- 5B cIBJSJOH�NFFUJOH
- .FFUJOH�QMBOOFS�BOE�NJOVUFT
- 1SBJTJOH�BOE�SFQSJNBOEJOH
- 1SBJTF�4BOEXJDI�UFDIOJRVF
- 1SPCMFN�TPMWJOH�NPEFM
- 1"35�GPMMPX�VQ�BDUJPO
- 1FSGPSNBODF�FWBMVBUJPO

- k��`
5B!C
- l�0���`"5
- 'Y�^�Ac
- �bFOg!C
- %+a��m:M8J
- PARTJ�'Y�
- $1�V-�

- UK=]�6�T
- =][D�R
- ,�=]�*
- .L>�
- \a@;>���R
- =]��' B�
- >�=]�Ea,�V�

SF3
version 2010

Training & 
Developing 
Salespeople
=] ,�
UK�Q

Coaching & 
Counseling 
Salespeople
f	 �	
UK�Q

Managing & 
Evaluating 
Salespeople
�/ >�
UK�Q

SF4
version: N/A Z
h

SF2
version 2010

(5IJT�QSPHSBN�JT�OPU�BWBJMBCMF�
GPS�UIF�UJNF�CFJOH

↚䈴ぁԃ൞ᔶਇѣ

Sales Force Management Series   UK�Q�/S3

Strongly recommended
4iN&

Strongly recommended
4iN&
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- The annual planning process

- Designing sales strategies

- The SWOT analysis & gap studies

- Key functioning areas

- The eight planning styles

- Key action & L-matrix

- Implementation & follow-up 

- Comprehensive KRA management

- Field sales and market data

- In-store performance criteria

- Credit control management

- Inventory monitoring & 

 management

- Promotion effectiveness

- Sales operations calculations

- 0���*�
- ��=5�,
- SWOT�;��%C"
- �?H/
- �K���3
- ��A
�L@#G
- IAE�!

- 1-L
D��9�(
- 2	A=�4�6$
- �.�>�9
- �:�&�(
- '��&��(
- �=>��7
- =5FM�7�

SM1
version 2010

Sales 
Management 
Ratio
=5�(
�7�3

Sales Planning & 
Execution
=5��
EIA

SM2
version: N/A B�J

Strongly recommended
+L8 

(This program is not available 
for the time being)
↚䈴ぁԃ൞ᔶਇѣ

Sales Management Series   =5�(<)
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Newly DevelopedC[T	Excellent Store Manager’s Series   )>��W7

- Motivating shop assistants
- Managing morale
- Assessing leadership
- Adapting your leadership style
- Charing regular meeting
- Providing and encouraging 
 feedback
- Problem solving model
- Evaluating shop assistants

- 4UBOEBSET�PG�RVBMJmFE�TIPQ�
 assistants
- Customer service skills
- Developing shop assistants
- On-the-job coaching
- Face-to-face counseling
- SMART counseling model
- STAR interviewing skills
- Personnel management system

- dZ$3�f
- �2HA
- �@8�6
- Ia=
8���
- h�5!
- Q�%�3�1
- (.<R&B
- @��f

- Fundamental questioning skills
- FAB selling skills
- Effective sales approach
- Objection handling skills
- Hybrid questioning techniques
- Numeric selling
- The AIDA & SPIN model
- Conduct sales bargain
- Post-training follow-up

- #�QU&B
- Pc4TY&B
- dZYK�L
- 
2/,&B
- "�QU�
- M-TY�
- ��G� _GTY
- *^O'�'
- ?`��*

- ���f
�i
- �V0�&B
- ?e�f
- X��jg�
- *^9N��
- +:��;G
- \]9J&B
- Df�2WS

ST2
version 2012

Coaching & 
Counseling
Shop Assistants
g�%��
�f

Managing Shop
Assistants
Fb�f�2

Selling Skills for
Shop Assistants
QE�f
YK&B

ST3
version 2012

ST1
version 2012
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Sales Force Development Path
཮൹ಭ჻ᆶ၃نᅡ੥ན๴
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General Trade Salespersons
║㟧㎾☤㮟㣣■⍙

Modern Trade Salespersons
㦆■㟜⿁㮟㣣■⍙

SD2 BP1SD1
BP3 TM2BP2
CD2 CD3CD1
TM4 TM1TM3
SF2 SF3SF1
PG2 PG1PG3
SM1 SM2SF4

Advanced Salesmanship
㽟㴣㟺㦪㫓

Essential Selling Skills
㦪㗕⭒㎉

Functional Salesmanship
㖯㱫㟺㦪㫓

Planning & Execution Skills
⭜⪆⭆㺖㨾

Sales Management Ratio
㦪㗕⤸⹻⤇㖷

Training & Developing SP
㈤㫡⭆⵺➂

Selling Skills for Promoters
╿㦪㑉㴗㦪㗕⭒㎉

Promoters Development
╿㦪㑉㴗㝗㔹

Promoters Management
╿㦪㑉㴗⤸⹻

Managing & Evaluating SP
⤸⹻⭆㋂⤜

Coaching & Counseling SP
㺚☠⭆⡆☠

Motivating & Leading SP
⬺⺆⭆⼸☠

Commercial Negotiation Skills
㔈㣣㜮㈔⭒㎉

Planning & Negotiating 
with KA

KA⭜⪆㲓㜮㈔

Advanced Selling Skills
⡽⭌㦪㗕⭒㎉

In-store Performance
♎ㅠ⬾㨕

Trade Marketing
㗊㣣㟺⤿

Field Sales Management
㨾㦪⤸⹻

Developing & Managing 
Distrubutors

ⲿ㦪㔈⵺➂⭆⤸⹻

Partnering with Key Account
KA㙣㱖⤸⹻

Selecting & Auditing Distributors
㝪㫍⭆㔯⧥ⲿ㦪㔈

Compulsory Salesmanship
�����

Sales Competencies
����

Channel Development

�	�

Trade Management
���


Sales Force Management
�����


Promoters Development
����	�

Sales Management
���




Key Clients 2007 – 2011
2007 – 2011ᇽးލቛࠋϻ

Other Key 
Customers
ఊ෷ᇞ׋ॡ߃

New Clients in 
2011

2011୔ྔ
ϻࠋቛލ

Leadership for Life

Top 5 Groups 
in 2011   

2011୔໻սލቛࠩ๽

Top 5 Individual 
Companies in 2011   
2011୔໻սލቛ֍໑

China

China

China

China

China

China

China

Guangzhou

Yunnan

Malaysia

Malaysia

Xinjiang

18



Vincent Compas Sdn. Bhd.
马来西亚文森康柏有限公司

Suite 8, GF-18, The Waterfront@Parkcity,
No.5, Persiaran Residen, Desa Parkcity, 
52200 Kuala Lumpur, Malaysia.

Website:
Email:

www.vincentcompas.com        
vincentcompas@hotmail.com

http://www.facebook.com/VincentCompasCompany


