
The organizers of the Distinguished Salesperson Award Programme have done an excellent job in promoting
professionalism among sales and marketing executives.  The awardees represent the cream of the industries
and their talents and outstanding achievements are to be applauded.

Congratulations for a job well done.

Mr Allan Chiang
Chairman
Hong Kong Association for Customer Service Excellence

The Distinguished Salesperson Award Programme not just recognizes the contribution of sales and marketing
professionals, but also offers to all the participants a platform to learn and to advance forward.

Mr Winston Chow
Director
Hong Kong Jewellers' & Goldsmiths' Association Limited

This was the first year that I served as a panel judge in the Distinguished Salesperson Award Programme.
I was most impressed by the high standards of the awardees.  They all exhibited a high degree of professionalism
via their excellent product knowledge which was delivered in a creative way to meet customer needs.

HSBC has participated in the Distinguished Salesperson Award Programme for the past 19 years and has
achieved continuous success.  Our 5 Bank nominees participating in the Programme this year were all awarded
the prestigious DSA/OYSA title.

We support this Programme as it provides an excellent opportunity for Hong Kong's leading organizations
to share best practice and to benchmark the standards of their service and sales quality.  It also enables
salespersons to broaden their perspectives in the process, thereby benefiting themselves, their customers
and companies.

We wish The Hong Kong Management Association every success in organizing the 36th DSA competition in
2004 and look forward to participating in it.

Mrs Dorothy Sit
Senior Executive Deputy Head of Personal Financial Services
The Hongkong and Shanghai Banking Corporation Limited

The 35th Distinguished Salesperson Award has been a great success in achieving its objective of further
promoting professional salesmanship in the industry.

The quality of the participants in general, and not to mention those of the winners, left a strong impression
on me.  They have truly demonstrated top-notched salesmanship and total dedication to their profession.  In
addition, the commitment of the companies in supporting their salespersons in the contest had been equally
impressive.  Their efforts have certainly helped further establish Hong Kong's position as a world-class
service centre.

On behalf of the Hong Kong Computer Society, I congratulate the winners on their success, and the Organizing
Committee of the 35th DSA on organizing a very professional contest culminating in a spectacular award
presentation dinner.  I would also like to express my appreciation to the HKMA for its continuous pursuit in
promoting management excellence by organizing such meaningful projects like the DSA.

I look forward to an even more successful 36th DSA in the coming year.

Mr Peter Yan
Vice President
Hong Kong Computer Society
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PCCW, as one of Hong Kong's top IT&T companies, makes staff development part of its business and part
of its core commitment to both the community and the industry.

At the same time, The Hong Kong Management Association's annual Distinguished Salesperson Award is a
benchmark -- recognizing not only the achievements of the top sales professionals, but also a unique level of
competitiveness in a demanding market.

PCCW has been participating in the DSA Programme for a number of years because we recognize it as the
premier training arena for sales personnel. It serves to publicly endorse a growth and an attainment that is,
in the final analysis, both personal and professional. We believe this Award brings together the personal side
and the professional side of our people, rewarding them for the quality, integrity and hard work that they
have put into every aspect of their lives.

For the fifth year in a row, all our PCCW nominees have attained DSA's recognition and distinction. The
satisfaction and the sense of fulfillment enjoyed by our nominees are as much a credit to the DSA and HKMA
as they are to our team.

To cap the event this year, Account Manager Tina Lui also won the Best Presentation Award in the category
of Outstanding Young Salesperson. This top honour serves to prove that PCCW continues to lead the industry
with the strongest sales professionals and the best service in the market.

We look forward to participating next year and wish the HKMA continuous success in these esteemed Awards.

PCCW Limited
Company of Best Presentation Awardee
Outstanding Young Salesperson Award 2003

I was thrilled to participate in the 35th Distinguished Salesperson Award Programme. It represented a unique
opportunity for self-enrichment and for comparison of my own training and professional experience with
others in the field. Receiving the "Best Presentation Award" as part of the larger programme was, for me, a
totally unexpected surprise; but on the other hand, it surely will prove to be a tremendous bonus, spurring
me to greater efforts in the future.

The recognition I have gained really belongs to my Company: PCCW Limited. Their faith in, and generosity
towards, all of us has been a tremendous boost from the start. From the specially designed training
programmes to the thoughtful approach to traditional styles of sales and marketing, what PCCW provided
was not merely preparation for a competitive marketplace, but, more importantly, a whole new way to view
-- and to meet -- the challenges of building and maintaining commercial relationships.

The DSA Programme is not just about competition. Every participant is pushed to stretch, to develop, to
expand their strengths, and to share their experiences. The programme is a versatile, multifaceted tool that
builds morale and professionalism in an increasingly competitive market. My own development has been
aided immeasurably; I recommend without hesitation that anyone who is eligible should become involved
with the Programme. It will be a memorable and indispensable career experience.

Ms Tina Lui
PCCW Limited
Best Presentation Awardee
Outstanding Young Salesperson Award 2003

Achieving higher standards is always the goal at Bank of America (Asia).  Our participation in the Distinguished
Salesperson Award Programme (DSA) enables us to exchange experience with sales professionals from different
industries and motivates our staff to achieve the ultimate in sales professionalism.

Bank of America (Asia) is proud of the achievements of all our 13 award-winning nominees over the past 4
years, including two in the Outstanding Young Salesperson Award (OYSA) category and 11 in the Distinguished
Salesperson Award (DSA) category.  Among them, two have won the top honour - the Best Presentation
Award - in the Distinguished Salesperson Award category of the 33rd and 35th DSA respectively.  Their
achievement reaffirms our unwavering commitment towards quality service.

We would like to extend our gratitude to The Hong Kong Management Association and the Sales and Marketing
Executives Club for organizing the Distinguished Salesperson Award Programme, thereby making a great
contribution to the continuous upgrade of sales professionalism and service excellence in Hong Kong.  We
look forward to seeing more high quality salespersons joining the award programme and wish them every
success.

Bank of America (Asia)
Company of Best Presentation Awardee
Distinguished Salesperson Award 2003

I feel honoured to have won the "Best Presentation Award" in the 35th Distinguished Salesperson Award
Programme. This award is encouraging and meaningful to both my career and my personal life.

This great honour is not merely the result of my own endeavor, but also the result of the collective efforts of
my colleagues. I would like to express my gratitude to Bank of America (Asia) for providing solid support
and comprehensive training in enhancing my selling and presentation skills. Most important, the
encouragement and support from my managers and colleagues were a great boost to my confidence. All of
these have been invaluable towards my success.

The DSA Programme is the most unforgettable competition I have ever participated in.  It has not only
increased my self-confidence in dealing with challenges ahead, but also made me more positive and persevering
in overcoming difficulties in future. I highly recommend this Award Programme to all sales professionals
who wish to cultivate a higher level of salesmanship, and I sincerely wish all DSA Awardees great success in
their careers.

Ms Kathy Wong
Bank of America (Asia)
Best Presentation Awardee
Distinguished Salesperson Award 2003
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Registration Form

Registration Form
We would like to submit                                    nomination(s) for the 36th Distinguished Salesperson Award (DSA)

as well as nomination(s) for the Outstanding Young Salesperson Award (OYSA).

I understand that we have to abide by the Rules and Conditions of the Award.

Company Name:

Business Nature:

Address:

Contact Person: Tel: Fax:

Title: E-mail:

A. Nomination(s) for DSA (Nominees must be born on or before 1 January 1979)

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 1979)

Nominee: Position & Department:

Nominee: Position & Department:

Authorized Signature: Date:

• Registration fee (non-refundable) for the DSA and the OYSA is HK$1,700 per nominee should be submitted

together with the registration form on/before 9 January 2004.

• Participation fee for the DSA and the OYSA is HK$5,700 and HK$4,200 for each nominee respectively, and

should be paid on/before 6 February 2004.

Enclosed is our cheque (made payable to “The Hong Kong Management Association”) in the amount of

HK$                                               being the registration fee of the 36th DSA programme.

Please mail to: 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, Fax: 2868-4387)

Please Print
Name:

Address:

Participants are requested to complete this section if a receipt is required.  Thank you for your attention & cooperation.

Mr Henry Lam

President

The Institute of Financial Planners of Hong Kong
Limited

Mr Michael Lee

Chairman

The Motor Traders Association of Hong Kong

Mr George Lung

Chairman

The Outstanding Young Persons’ Association

Mr Victor Mok

Chairman

Hong Kong Association of Freight Forwarding
and Logistics Limited

Mr Alex Tang

President

Society of Hong Kong Real Estate Agents Limited

Mr Kelvin Wong

President

The Life Underwriter’s Association of Hong Kong
Limited

Mr Michael Wu

Chairman

Hong Kong Association of Travel Agents

Mr Kelly Yu

Chairman

Hong Kong International Courier Association

Panel of Judges

Professor Andrew Chan

Director, Executive MBA Programme

Faculty of Business Administration

The Chinese University of Hong Kong

Mr Allan Chiang

Chairman

Hong Kong Association for Customer
Service Excellence

Mr Winston Chow

Director

Hong Kong Jewellers’ & Goldsmiths’
Association Limited

Mr Tony Hau

Chairman

Internet and Telecom Association of Hong
Kong

Mrs Angela Keung

President

Direct Selling Association of Hong Kong
Limited

Mr Ko Chi Sum

CEO & Producer

Spring Time Group Limited

Mr Daniel Lai JP

President

Hong Kong Computer Society

36th Distinguished Salesperson Award The Organizer
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/Fields which have Participated in Previous DSA
Programmes

Airline Information Technology Real Estate

Banking Insurance Public Utility

Catering Motor Sales Publishing

Courier Service Office Supplies Retail

Civil Service Paging Telecommunication

Hotel Pharmaceutical Trading

Judging Criteria

Judging Criteria for PAPER (20%)

Reference letter from nominee’s 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 36th DSA — ‘Dedicated Professionalism’ E�� !F

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 (creative selling)

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

Organized annually by the Sales and Marketing Executives (SME) Club of The Hong Kong Management Association
(HKMA), the Distinguished Salesperson Award (DSA) is judged independently by a group of high-standing
professionals spanning different fields. The theme for 2003-2004 is ‘Dedicated Professionalism’ E�� !FK

36th Distinguished
Salesperson Award

Rules And Conditions
  1. Registration fee (non-refundable) for the Distinguished Salesperson Award (DSA) or the Outstanding Young

Salesperson Award (OYSA) is HK1,700 for each nominee. The participation fee for the DSA and the OYSA is
HK$5,700 and HK$4,200 respectively.  Under very special circumstances and with prior notice in writing sent
to the HKMA four weeks before the interview session to be held on 13 March 2004, 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 36th DSA 'Dedicated Professionalism'E�� !F.

  b. The DSA/OYSA nominee will then go through an 8-minute interview of 2 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 four-minute sales presentation introducing his/her products or services, and answer in a one-
minute challenge session questions from the judges.  In the second part, the nominee will have to conduct a
three-minute creative 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 9 January 2004, 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 Jennifer Au, Senior Executive
Officer of the HKMA, at 2826-0526.

  2. Before 6 February 2004, 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$5,700 for each DSA nominee and HK$4,200 for each OYSA nominee) is to be submitted
at this stage.

  3. Also before 6 February 2004, 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 13 March 2004, nominees for DSA/OYSA will have to attend an interview conducted by the Panel of
Judges.

  5. On 11 June 2004, 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 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 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.
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of HK$1,700 for each participant to the HKMA.  For enquiries, please call Ms Jennifer Au, Senior Executive
Officer of the HKMA, at 2826-0526.

  2. Before 6 February 2004, 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$5,700 for each DSA nominee and HK$4,200 for each OYSA nominee) is to be submitted
at this stage.

  3. Also before 6 February 2004, 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 13 March 2004, nominees for DSA/OYSA will have to attend an interview conducted by the Panel of
Judges.

  5. On 11 June 2004, 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 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 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.


