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THE DISTINGUISHED SALESPERSON AWARD PROGRAMME

The Distinguished Salesperson Award Programme (DSA Programme), now in its 41st year in the
territory, is an international project intended to bring public recognition to outstanding sales personnel.

The Programme, originally launched in the United States in 1950, is organized annually in Hong Kong
under the sponsorship of the Sales and Marketing Executives Club of The Hong Kong Management
Association, in conjunction with Sales and Marketing International of New York. The Programme and
its awards are now being recognized worldwide by sales professionals as the standard of excellence
in selling.

The Programme's objectives are:

1. To give due recognition to successful salespersons for their achievements;
2. To help improve the quality of salesmanship; and
3. To build up the image of selling and marketing as a prestigious profession.

The Programme benefits companies in the following aspects:

1. It adds dignity and strength to individual companies' programmes of developing professional
salesmanship;

2. It effectively supplements a company's incentive scheme; and

3. It brings publicity to the participating companies.

The Programme offers support to salespersons:

1. It gives community-wide recognition to their sales efforts;

2. It addresses the salesperson's need for a sense of importance, fulfilment,and social recognition;
and

3. It motivates salespersons to keep up their outstanding sales efforts.

THE OUTSTANDING YOUNG SALESPERSON AWARD

The Outstanding Young Salesperson Award (OYSA) was first introduced in 1985. As part of the
Distinguished Salesperson Award Programme, OY SA gives recognition to the most promising young
salespersons. It represents the organizer's effort to give encouragement to up and coming potential
young salespersons under 25 years old.

More importantly, OYSA is organized with the belief that young people of this generation, better
educated and informed, will influence our society in a very significant way and they deserve unflattering
attention.

The Distinguished Salesperson Award (DSA) is judged independently by a group of high-standing
professionals spanning different fields. The theme for the 41st Distinguished Salesperson Award
2008-2009 is "Embrace Challenges, Create Your Sales Utopia".
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The Sales and Marketing Executives Club of Hong Kong was set up in 1966. It is affiliated to the Sales and Marketing
Executives International (SMEI) of the United States, and is one of the nine specialist clubs operating under the
auspices of The Hong Kong Management Association.

Industries / Feld which have Participated in Previous DSA Programmes

Airline FMCG Provider Public Utility
Banking Hotel Publishing

Beauty Salon Information Technology Real Estate
Catering Insurance Retail

Civil Service Motor Sales Telecommunication
Courier Service Pharmaceutical Trading

Judging Criteria

Judging Criteria for PAPER (20%)

Reference letter from company
25% whether nominee has a proven record of taking up responsibility
Nominee's background and work history

25% reasons for taking up a sales/marketing career

25% contribution to the advancement of the nominee's profession
15% nominee's opinion on the theme of the 41st DSA

10% ability in written presentation

Judging Criteria for INTERVIEW (80%)

20% ability to build customer relationship

20% product and market knowledge

30% ability to convince and to close sales

30% application of selling skills (effective selling)

* Each criterion carries a particular weighting. 65% is the passing mark for each criterion

Interview Structure (9 minutes)

Setup Time 1 minute
Sales Presentation 3 minutes
Question and Answer Session 3 minutes

Effective Selling 2 minutes




Rules and Conditions

1. Registration fee (non-refundable) for the Distinguished Salesperson Award (DSA) or the Outstanding Young
Salesperson Award (OYSA) is HK$1,700 for each nominee. The participation fee for the DSA and the OYSA is
HK$6,000. Under very special circumstances and with prior notice in writing sent to the HKMA four weeks before
the interview session to be held on 21 March 2009, the Organizing Committee may consider accepting the withdrawal
of a company's nomination and refunding the participation fee.

2. Awardees are obliged to attend press conferences, rehearsals or other activities that the organizer sees fit for
promotion of the Award.

3. False information submitted or failure to attend interviews may result in a nominee being disqualified.
4. The organizer reserves the right to refuse any nomination without disclosing the reasons.
Awarding Procedures

1. Each company can nominate five salespersons for the DSA or three salespersons for the DSA and two salespersons
for the OYSA. Those who are aged 25 or above will be eligible for the DSA and those below will be eligible for the
OYSA. Nominees for the DSA and the OYSA will have to fulfill the same requirements as stipulated below.

2. The nominee for the DSA/OYSA will be assessed in the following two ways:

a. Each DSA/OYSA nominee will have to write a short paper of not more than 500 words in English/Chinese on
his/her reasons for taking up a sales/marketing career, contribution to the advancement of his/her profession
and opinion on the theme of the 41st DSA "Embrace Challenges, Create Your Sales Utopia".

b. The DSA/OYSA nominee will then go through an 9-minute interview of two parts conducted by the Panel of
Judges. This interview is the most important part of the judging process. In the first part, the nominee will have
to give a three-minute sales presentation introducing his/her products or services, and answer in a three-minute
challenge session questions from the judges. In the second part, the nominee will have to conduct a two-minute
effective sales presentation.

3. The total score achieved by a nominee in the above two assessments will decide whether he/she will be successful
for the Award.

4. A Best Presentation Award for the DSA and the OYSA will be presented to the awardee who receives the highest
combined score for the two assessments.

Participating Procedures

1. Before 16 January 2009, please complete the Registration Form and return it together with the registration fee of
HK$1,700 for each participant to the HKMA. For enquiries, please call Ms Ellis Yeung or Ms Jeffie Chow of the
HKMA at 2826 0526 or 2826 0528.

2. Before 13 February 2009, each company is to submit a summary on the performance of each nominee, stating
why this particular salesperson is being nominated (report format will be provided by the organizer). The participation
fee (HK$6,000 for each DSA and OYSA nominee) is to be submitted at this stage.



3. Also before 13 February 2009, each nominee is to write a short paper as
stipulated in the Awarding Procedures above. The paper is to be submitted
together with one recent colour passport size photo of the nominee.

4. On 21 March 2009, nominees for DSA/OY SA will have to attend an interview
conducted by the Panel of Judges.

5. On 26 June 2009, all awardees will have to attend a Presentation Ceremony
to be held at the Hong Kong Convention and Exhibition Centre where awardees
will receive their trophies for the DSA and the OYSA.

Award Schedules

Briefing Session

Friday, 5 December 2008
Thursday, 11 December 2008

Deadline for Registration
Friday, 16 January 2009
Deadline for Submission of Paper
Friday, 13 February 2009
Presentation Skills Seminar
Tuesday, 17 February 2009
Interview Session

Saturday, 21 March 2009
Briefing Session for Awardees
Friday, 19 June 2009

Award Presentation Ceremony
Friday, 26 June 2009

Award Policies

* All information and documents supplied by Award entrants including entrant
identities and commentaries developed during the review of entries are to
be kept confidential and be used only for the judging of the Award.

*All Judges are required to declare in advance to the Award Secretariat any
cases or situations which may create any apparent or potential conflict of
interest. The Judge in question would be barred from reviewing the entries
concerned or handling in any manner the materials submitted by the award
entrant involved.



Testimonials

By participating in the Distinguished Salesperson Award Programme (DSA Programme), you will grasp the essence of
sales in the fast track. You will also showcase your profound market and product knowledge, tactful communication skills,
professional image and your ambition to be at the top of the sales industry.

Mrs Susanna Cheung

Head of Retail BankingAMH PFS
The Hongkong and Shanghai Banking Corporation Limited

In these times, companies are continually challenged to explore ways to maintain a competitive edge in service and product
differentiation. While products and services can easily be copied by competitors, the ability of sales and service staff to
add emotional value to each interaction is what can differentiate one company from the rest. "People” skills are critical for
personal and organization success.

The DSA Programme provides not only a platform for giving recognition to those who have excelled but also an opportunity
for sharing of best practices in the specialist skills area of sales and marketing. 1 am honoured to have served as a judge
in the past two years and in that time | have witnessed in the participants an impressive level of professionalism, a passion
for the job and the heart for serving the customers.

On behalf of the Hong Kong Association for Customer Service Excellence, | would like to compliment the Sales and Marketing
Executives Club of Hong Kong (SME) for contributing their time and relentless efforts in making these awards a success.

| appeal to all companies who share the same value on Customer Service Excellence to take the opportunity to recognize
their excellent staff by nominating them to participate in this meaningful event.

Ms Quince Chong

Chairman
Hong Kong Association for Customer Service Excellence

| have a great honour to be involved in the 40th DSA Programme which is one of the major annual events to promote and
recognize those outstanding sales and marketing personnel in Hong Kong and China.

| would also like to thank you the Sales and Marketing Executives Club of Hong Kong for their initiatives and effort in
organizing such a meaningful event for more than 40 years. Nowadays, DSA is a well-established programme which serves
as an excellent platform for all sales professionals to learn from others among all participants from different industries.

In ever-changing and fast-paced motor trade industry, DSA could definitely allow salesperson to gain additional exposure
in excelling their selling skills and equip themselves with updated knowledge spectrum. | would highly encourage all
salesperson in motor trade to participate the 41st DSA Programme.

Mr Michael Lee

Chairman
TheMotor TradersAssociation of Hong Kong




Testimonials

It is my great pleasure to have served on the Judging Panel of the 40th DSA Programme this year. The Programme was
well executed and it attracted a wide cross section of highly professional salespersons from Hong Kong and parts of China
to give all of us the opportunity to appreciate the hard work and persistence behind every highly successful salesperson.
The candidates proved themselves to be among the best in Hong Kong and parts of China and it was a delightful experience
interviewing them and picking the winners.

It is precisely this type of Award that distinguishes the best of the best from such a wide spectrum of professional salespersons
that enriches and enhances the quality and variety of our daily lives. Without them, superior products and services that
add value to our society would not be known and tried to give them the best coverage and exposure.

| strongly recommend that companies that strive on excellence and emphasize on the continuous training and upgrading
of their salespersons be invited through self-nominations to participate in the 41st DSA Programme to be held next year
in 2009. By being recognized for excellence through this Award Programme, they will be rewarding their superior salespersons
as well as their own companies for what they have invested in excellence.

Mr James Lu

Executive Director
Hong Kong HotelsAssociation

It is my honour to serve on the Judging Panel of the 40th DSA Programme, one of the most prestigious annual events of
the sales and marketing industry.

Nowadays, the sales markets are highly competitive and customer driven. Those engaged in the sales and marketing
profession have to be responsive to customers' needs and expectations in this competitive industry. Appreciation goes to
their tremendous efforts in building up a solid and long-term relationship with customers in the region and in the globe.

The annual DSA Programme organized by the Sales and Marketing Executives Club of the Hong Kong Management
Association aims at bringing public recognition to outstanding salespersons of their achievements. The Programme has
made a very significant contribution not only in building up an excellent reputation of sales and marketing as a prestigious
profession, but also enhancing the quality of salesmanship in Hong Kong.

| highly appreciate the Sales and Marketing Executives Club in organizing this Award Programme, which motivates the
potential sales talents to sharpen their competitive edge in serving customers as well as encourages the profession to
strive for continuous improvements.

Last but not least, | wish the Sales and Marketing Executives Club of the Hong Kong Management Association every success
in its 41st Distinguished Salesperson Award competition in 2009.

Mr Wong Kwok Lai

Past President
TheHong Kong I nstitution of Engineers

Selling is one of the most, if not the most important part of a business. No matter what service or products a company
offers her customers, the ability to sell and to close a deal is of vital importance. In this ever changing and competitive
business world, salespeople need as much selling technique to sell commaodities as to sell luxurious apartments. Consistently
improving one's selling skills contribute to the sustaining success of a business.

Hong Kong Management Association's 41st DSA Programme provides excellent opportunity for all participating companies
and their sales teams to try to do better in their own profession. This is the spirit on which Hong Kong people's competitiveness
is based. It was an interesting and fulfilling programme from which sales professionals gain valuable sales experience. It
was much appreciated that the Sales and Marketing Executive Club of the HKMA organized such a meaningful event for
Hong Kong, bringing positive impact and encouragement to our businesses.

Mr Clement Woo

National Immediate Past President
Junior Chamber International Hong Kong




We would like to submit nomination (s) for the 41st Distinguished Salesperson Award

(DSA) as well as nomination (s) for the Outstanding Young Salesperson Award
(OYSA). | understand that we have to abide by the Rules and Conditions of the Award.

Company Name :

Business Nature :

Address
Contact Person : Tel : Fax :
Title : Email :

A. Nomination(s) for DSA (Nominees must be born on or before 1 January 1984)

Nominee: Position & Department :
Nominee: Position & Department :
Nominee: Position & Department :
Nominee: Position & Department :
Nominee: Position & Department :

B. Nomination(s) for OYSA (Nominees must be born after 1 January 1984)

Nominee: Position & Department :
Nominee: Position & Department :
Authorized Signature: Date:

* Registration fee (non-refundable) for each nominee is HK$1,700, and the fee should be submitted together with
the registration form on/before 16 January 2009.

* Participation fee for each nominee is HK$6,000, and the fee should be paid on/before 13 February 2009.

Enclosed is our cheque (made payable to "The Hong Kong Management Association") in the amount of
HK$ being the registration fee for the 41st DSA Programme.

Please mail to: Ms Ellis Yeung or Ms Jeffie Chow. The Secretariat, Sales and Marketing Executives Club,
The Hong Kong Management Association at 14/F, Fairmont House, 8 Cotton Tree Drive, Central, Hong Kong.
(Tel: 2826 0526 / 2826 0528, Fax: 2868 4387)

Please Print
Name

Address :

(DSA-48006-2009-1-NL)
Participants are requested to complete this section if a receipt is required. Thank you for your attention and cooperation.




