


INTRODUCTION
CEOs have a common complaint: managers and senior staff who know their jobs well can’t construct sound business 
cases to support their proposals.  This delays decisions, swells time costs and leads to lost opportunities.  Multiply 
this dozens of times in large businesses and it becomes clear why tight business presentations are a competitive 
advantage.

The solution?  Construct rock-solid business cases with a proprietary, well-tested,and easy to use method.  It’s called 
The Case-Maker™ - an innovative approach that takes your business proposals and high-stakes conversations to the 
next level. 

This method has been trained and coached to thousands of professionals across Asia, Europe and North America – in 
the financial centres of Wall St., London, Frankfurt, Shanghai, Hong Kong and Singapore.

LEARN HOW
You can develop one of the most critical skills that a business professional needs: the ability to put together 
presentations and cases that senior managers and business leaders find insightful and persuasive.  When their 
confidence in you rises and their respect for you goes up, your credibility inevitably grows. 

You can create robust business presentations that senior managers and corporate leaders appreciate.  Tight logic.
Business-think.Action-oriented.

WORKSHOP OBJECTIVES
By the end of this workshop, participants will be able to:
1. Learn how to make tight, logical and convincing arguments;
2. Conceptualise and structure informative and  persuasive cases;
3. Anticipate and prepare for tough questions systematically;
4. Visualise concepts and ideas in PowerPoint using conceptual diagrams;
5. Learn how to organise the presentation flow from start to end.

The Case MakerTM

Structure and Present Your Thinking Convincingly

WORKSHOP LEADER
SHARMINI SUTHAN
Sharmini holds a master’s in strategic management from Strathclyde Graduate Business School, 
Glasgow.  She heads the regional office of People Potential in Singapore.  For over twenty years, 
Sharmini has helped executives in  multinational organisations express their business cases better.  
With a candid style, she enjoys being able to  challenge executives to hone their thinking when 
in top-level negotiations or when facing the media.  She has  facilitated The Case Maker™ training 
programme across Asia, in London, and in New York City. 

Together with two colleagues, Sharmini is co-author of ‘Articulate: New Methods for Managers to 
Get Buy-In’ a book to give executives easy-to-use tools for more compelling communication at 
work and at home.  “You’ve been asked to re-do a presentation.  Your ideas have been thrown 
out.  You’ve been grilled before you could get to the meat of your presentation.  Congratulations!  
Learn the missing skill set, and watch your professional credibility rise.”

WORKSHOP CONTENT
Figure 1 shows the workshop structure:
•	 Analysing	the	topic,	message	and	situation;
•	 Structuring	the	argument	with	logical	patterns;
•	 Anticipating	tough	questions;
•	 Visualising	concepts	and	ideas;
•	 Presentation	flow.



WORKSHOP CONTENT IN DETAILS

Message Analysis
This helps participants focus on 3 elements:
1. The Key Question (regarding the topic) in the minds of the decision maker/s;
2. The Answer or Solution to that question;
3. The action you want the decision maker to take at the end of their case.

Situation Analysis
Participants analyse the data from two aspects:
1. The current situation of the issue being discussed;
2. The challenge/problem to be addressed; OR the goal to be achieved.

Circuit Test
This test enables participants to check if the various parts of the message and situation are linked to each other 
coherently.  Using the Yellow Circuit™, participants will be able to give decision makers the big picture in 60 
seconds – taking them from the Point A (current situation) to Point B (action).  Funnelling their ideas through this 
systematic process ensures that only relevant ideas and data are used.

Audience Analysis
This guides participants to examine the audience’s values, assumptions, obstacles, concerns and data-type 
preferences.  Such depth of analysis helps participants clarify their thinking and tighten their logical flow in the 
Yellow Circuit™ to suit specific audiences.

Structuring
Here, participants are given about 20 logical patterns to help structure their arguments.  They build three separate 
lines of arguments for each case and then test them for flaws and logical loop-holes.  From these three lines of 
argument, the strongest is selected for the case.

Anticipating Questions
Participants learn how to anticipate two categories of questions.  The first category is made up of questions that 
are topic-driven, i.e. directly related to the topic and its related issues.  The second category consists of questions 
that are audience-driven, i.e. arising from the values, assumptions and concerns of the audience.  Participants next 
learn to prepare for each question in a systematic manner – identifying its central theme, qualifying the question, 
clarifying one’s point of view, and crafting the response.

Visualising & Presenting 
Penultimately, participants transform thinking flow into presenting flow using The Case Maker™ template.  They 
work on making their Opening and Close strong, credible and action-driven.  Add the use of transitions (for flow, 
cohesion and understanding), and they will be ready to deliver a clear, insightful and persuasive presentation.  
Finally, visualising ideas.  PowerPoint™ has become the visualising tool of choice for many organisations.  
Building on this, The Case Maker™ software exports the contents of a presentation directly into separate slides in 
PowerPoint™.  This eliminates the need to re-type or copy and paste, thus saving precious preparation time.

DATE AND TIME
Thursday & Friday, 31 July & 1 August 2014
9:00 am - 5:00 pm

VENUE
Dr Kennedy Y H Wong Management Development Centre
The Hong Kong Management Association
1-6/F First Commercial Building
33-35 Leighton Road
Causeway Bay     HONG KONG       Tel:  2574 2238

FEES
(inclusive of complimentary lunch and workbook)
HKMA Members: HK$4,680      
Non-members: HK$4,980
Group Discount HK$200 per person (for companies that 
and two or more participants to the programme)

LANGUAGE MEDIUM
The programme will be conducted in English. 

METHODOLOGY AND MATERIALS
Methodology
1. Lots of practice and feedback on a core concept 
 – ‘The Yellow Circuit’.
2. Group work on three real business presentations.
3. Analyses of frames, arguments and questions.
4. Slide deck review, feedback and editing.

Manual 
1. The Case Maker™ template.
2. The Case Maker™ software.
3. Participant manual.



The Case MakerTM

AC-A6710-2014-1-FC 31 July & 1 August 2014
Fee: HKMA Members: HK$4,680 / Non-members: HK$4,980

Name (Mr/Ms):    
  (Surname)    (Other Names)
HKID Card No.:      HKMA Membership No.:

Position:

Company:

Address of Company:

Telephone No. (Office):     (Residence):    (Mobile):    

Fax No. (Office):       E-mail:

Correspondence Address:

Cheque Number:       Cheque Amount: HK$   

Name and Title of Nominator (Mr/Ms):

Nominator Email / Address:

Sponsorship Company-sponsored                Self-sponsored
Where did you FIRST learn about this programme?  

  Email              Newspaper/Magazine (please specify):       HKMA email
  Email promotion from other websites (please specify):      
  Website advertisement (Please specify):    
 HKMA Website (From where did you learn about, please specify):
 MTR Station Display (Please specify):                

 Exhibition   Education & Careers Expo (EEX)  Jobmarket Career & Education (EJEX)
  Others (Please specify): 

 This form together with a crossed cheque payable to The Hong Kong Management Association should be returned to:
 Executive Director, The Hong Kong Management Association, 16/F Tower B Southmark, 11 Yip Hing Street, Wong Chuk Hang, Hong Kong.
 Registration must be made on the Enrolment Form provided and returned to the Association before the programme  commencement date (Not less than 5 

days) with full fee.
 Acceptance is subject to the discretion of the Association.
 Applicants will be notified by telephone to confirm receipt of the application form and full programme fee. An official receipt will be sent to you  within 

two weeks.
 Applicants are expected to attend the course at the place and time specified in the brochure unless otherwise notified.
 When a programme is over-subscribed, additional classes may be started in some cases. Applicants may then be  notified of the new  time, dates and 

place of meetings when necessary.
 For ENROLMENT and ENQUIRIES please call 2774-8501 (Customer Service Department) during normal office hours or fax 2774-8503.  
 No refund will be made after payment, but participants can arrange to have their places substituted should they be unable to attend the programme by 

notifying the Association at least 2 days prior to programme commencement.
 Fax reservations are welcome but are subject to confirmation by payment in full within 10 days of the date the  reservation is made or 5 days prior to 

programme commencement, whichever is sooner.
 Applications, upon full payment, will be processed on a first-come first-served basis.
 When Typhoon Signal No.8 or above is in force during classes/examinations, all classes and examinations will be dismissed immediately. Replacement 

classes and remedial examinations will be arranged. When Black Rainstorm Warning is in force during classes/examinations, all classes and examinations 
will be held as scheduled.

 The HKMA reserves the right to make alterations regarding the details.  For course details, please contact Customer Services Department on 2774-8501 or 
Ms Cathy Shen on 2774-8536.  Website: www.hkma.org.hk   

 The HKMA supports the equal opportunities policy, without discriminating against any person on the grounds of gender, disability, family status or any 
other basis.

Note:
1. I shall comply with The Hong Kong Management Association (HKMA) Privacy Policy Statement, the Hong Kong Personal Data (Privacy) Ordinance (Cap.486) and 

other related regulations which will be changed from time to time. I declare that the data given in support of this application are, to the best of my knowledge, 
true, accurate and complete. I understand that the data will be used in the admission assessment process and that any misrepresentation, omission or misleading 
information given may disqualify my application for admission and enrolment in the programme.

2. I understand that, upon my registration in the programme, the data will become part of my student record and may be used and processed for all lawful purposes 
relating to my academic and/or non-academic activities in accordance with the established policy of the HKMA and the Hong Kong Personal Data (Privacy) Ordinance (Cap.486).

3. I expressly consent that the personal data will be used for the HKMA administrative, academic, research, statistical, alumni activities and prescribed purposes as allowed 
by HKMA and the laws of Hong Kong from time to time.

Declaration

I authorize the HKMA to use my data to keep me informed of any direct marketing information including training and  education programmes, awards and 
competitions, membership, alumni, promotional activities and other services and  activities that it may arrange. 

 Please tick the box to indicate your consent.   Please tick the box to indicate your objection.

Date: __________________________________________    Signature: _______________________________________________

Enrolment Form


