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He was chosen!

他是被拣选 出来的！



人对了、事情就对了！



人要是行，，干一行行一行，
一行行行行行；
要是不行，干一行不行一行，
一行不行行行不行



提升价值、创造价值



TALENT SEARCH ECO SYSTEM



Talent Search Program

Establish the agreement 

together with the necessary 

contract documentation or 

financing support

ENGAGEMENT

Learn the speedy 

product knowledge, 

operation procedure & 

the relevant support

ENHANCEMENT

Get to know further on 

candidate concern & worry, 

character & market 

identification  

EXPLORATION

Invite to participate & 

experience the collaboration, 

team commitment & support  

EXPERIENCE

Special filtered candidates from 

introducer, manager or associate 

particular with bancassurance, 

mortgage banker, unit trust consultant, 

personal financial consultant 

background. To understand 

candidate’s intention & objective

ENCOUNTER

To deliver the minimum sales 

requirement or cases per month 

depends on the chosen entry approach  

EXPECTATION



Talent Search Program

Learn the speedy 

product knowledge, 

operation procedure & 

the relevant support

ENHANCEMENT

1. To attend Speedy Product Training

2. To get to know the Need Based Concept Approach

3. To learn the New Business Submission via non face to face & hard

copy submission

4. To attend morning meeting for

• Case study

• Role play

• Listen to real cases from peers

• Learn on extra knowledge & skills

• Sharing & Interaction among associates

5. SIT plan for activity management & improvement
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Flexible Entry Approach

You may start with Life or 

Loan or Funds approach FUNDS

Wealth accumulation

LOANS

Mortgage & SME Financing

LIFE

Need based approach

TAKAFUL

Need based approach
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On Boarding Training Program

1
• BOP – Be Our Partner (Business Opportunity Program)

2
• Orientation Program

• Agent e-Registration

3
• Product Training

• TBE / PCE Exam & Tuition

4
• OSTP – Ongoing Skills Training Program (5 Modules)

• Financial Principles / Methods / Tools / Concepts / Assignments

5
• Assessment
• On Field Job Sampling
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Flexible Entry Approach

You may start with Life or 

Loan or Funds approach FUNDS

Wealth accumulation

LOANS

Mortgage & SME Financing

LIFE

Need based approach

TAKAFUL

Need based approach



Disclaimer: This slide is strictly for internal training use only

Mortgage Planner Training Program

Mortgage Fast Start Program

1. Mortgage Loan
2. Generic & Technique (Products, 

Procedures & Practices)
3. Debt Cancellation (APA)
4. SME Property Biz Financing
5. Compliance
6. Assignment with 5 FHS 

(Financing Health Scan)

Jointly managed by GV & Panel 
Banks

SME GROW Program

1. Generic & Technique 
(Products, Procedures & 
Practices)

2. BAPA
3. Compliance

Note: Only for Planner who 
attended Module 1

Jointly managed by GV & 
Panel Banks

SME PLUS Program

1. Generic & Technique (Products/ 
Procedures/Practices)

2. Compliance
3. Pre-IPO Nurturing
4. Financial Standing Analysis 

Skill
5. Cross Selling into Protection & 

Funds

Note: Only for Planner who are Elite 
Loan Adviser & SME Focus Group
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Flexible Entry Approach

You may start with Life or 

Loan or Funds approach FUNDS

Wealth accumulation

LOANS

Mortgage & SME Financing

LIFE

Need based approach

TAKAFUL

Need based approach



Onboarding 
Recruitment 

Onboarding Trip: 300k pts Regional Trip 500k pts

Regional Trip x 2: 1.25m ptsInternational Trip: 2m ptsElite : Sales 3m

Premier : Sales 10m

Elite : Sales 3m

Sales: 100mil 
Inc: RM1.7m/yr
Passive: 430k/yr

Premier Adviser 
P.Sales: >RM10mil
Inc: RM160k/yr

Sales: 20mil 
Inc: RM350k/yr
Passive: 85k/yr

Sales: 30mil 
Inc: RM510k/yr
Passive:128k/yr

Sales: 50mil 
Inc: RM850k/yr
Passive: 215k/yr

Sales: 80mil 
Inc: RM1.3m/yr
Passive: 340k/yr

On Boarding ProgramA

Premier & Elite C

Premier Adviser : Sales 10m & above 

AVA Focus “3 Grooming Programs”

Trip FOCUS ProgramB



Open also to:

Rookies with UT code for 1 year
or less

N e w J o i n e r ( P r e - c o d e )
s u b m i t t i n g o r s u b m i t t e d
documents for CUTE Exam can
j o i n e i t h e r o n e o r b o t h
O n b o a r d i n g M o d u l e s :

English –

90 Days Program (12 sessions)

(every Tuesday 2.00pm – 3.30pm)

Mandarin –

Onboarding Group (12 sessions)

(every Saturday 2.00pm – 3.30pm)

Onboarding Modules
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COMPELTE ASSESSMENT AND ACHIEVE 300 K AUM   

12 TOPIC FOR LEAR 

EVERY WEEK SATURDAY 

TEAM MEETING EVERY WEEK FOLLOW THE 

GROUP 

(CASE STUDY / PRESENT MARKET UPDATE / 

ACTIVITY  REVIEW . 

PASS EXAM AND ACHIEVE 150K AUM-

FOR MOVING FOREWORD

LEARNING HOW TO PRESENT –

( SIPG / EPF …. )  EVERY THURSDAY NIGHT  

START THE REAL PRACTICE / CASE STUDY   

APPROACH FIND THE RIGHT CANDIDATE

( SAL / BANKER / SALES BACKGROUND )  

INVITE FOR JOIN

MARKET UPDATE THURSDAY X2 TIMES  

SATURDAY ON BOARDING X 2 TIMES 

2ND INTERVIEW FOR FINAL

( PRESENT SIPG +SIPI ) 

CONGRATULATIONS

BASE ON RECOMMEND 

3M AUM FOR JOINING PREMIER @ ELITE GROUP EVENT AHAM FOR CUNSALTANT LEARNING   

1

2

3

4

5

6

7

8

9

1011

12

MISSION COMPLETE
100 > DAYS TRAINING  
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Flexible Entry Approach

You may start with Life or 

Loan or Funds approach FUNDS

Wealth accumulation

LOANS

Mortgage & SME Financing

LIFE

Need based approach

TAKAFUL

Need based approach
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New Associate Training Program

1. On-Boarding Program

• Basic sales cycle

• Business sales planning

• Product Knowledge

• Need Based Training (OSTP)

• Healthcare Planning

• Family Income Protection

• Debt Cancellation

2. New Business Submission Procedure

3. Policy Servicing & Claim Procedure

4. Activities Management (ACT) – SIT Plan

5. Case study & role play

OUR SUPPORT : Performance Development Program
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Performance Development
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K
A
S
H

Knowledge

Attitude

Skills

Habits

Performance Development Program
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Performance Development

✓ Training Development
Train & Develop from one stage to another

▪ Business Associate

▪ Foreign Trip Qualifier Tier 1 or 2

▪ Excellent Adviser

▪ MDRT

✓ Grooming Development
Groom & Develop Agency Leaders from one stage to another

▪ Business Associate

▪ Assistant Sales Manager

▪ Business Development Manager

▪ Group Agency Manager
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BA

ASM

BDM

GAM

Business 
Associate

Foreign Trip 
Qualifier  
Tier 1 or 2 

Excellent 
Adviser 
FYP300K

MDRT    
Financial 
Practitioner 
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BASIC
▪ Basic Fundamental
▪ Approaching Skill
▪ Sales Planning
▪ Interactive ALPP / 

iLearn / iPOS / ACT / 
Sun Smart / Sun SAM

▪ Compliance

KSP – Kick Start 
Program

G&T – Generic & 
Technique

ACS – Approaching & 
Closing Skill

Cross
▪ Referral
▪ Customer service
▪ Cross Selling

GROW
• Alternative 

Approaching 
Skill

• Marketing 
Intelligent 
Workshop
• Competitors 

Plan analysis
• Time Value 

of Money

RFP
▪ Modules 1
▪ Module 2

PEAK
▪ Education Planning
▪ Retirement 

Planning
▪ Debt Cancellation
▪ Estate Planning

SCORE
▪ Business Debt 

Cancellation
▪ Key Management 

Program
▪ ERRP
▪ BVPT

RFP
▪ Balance Modules

Jump & Boost

▪ Why recruit?

▪ Recruitment Flow

▪ BOP

▪ Interview

▪ Career Identity

▪ Why promotion?

Drive & Lead

▪ Biz Planning

▪ TTT

▪ Joint Call

▪ Case Study /Role Play

▪ SIT Plan

Coach & Arm

▪ MBO

▪ 7 Habits

▪ BAMC

PMW / AMTC

Financial Associate Financial Entrepreneur

CDP ADP LDP
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Career Development 
Program (CDP)

❑ 起步生存之道
Kick start Module



Code TRAINING COURSES & EXECUTION TASKS Conducted by

Clinic / ACS / G&T / ACT GV & Principal Academy

BOP / AS / Business Sales Planning / Interview / Kick Start Program / Product Training / Joint Field Work / Case
study / Role Play / SIT Plan for Weekly Performance Review (Activities, Supervision, Coaching, Counselling) 

BU Leaders

ALPP / iLEARN / iPOS / Sun Smart / Sun SAM / e-Product Learning Business Associate

Business Associate Development Flow Chart – CDP Part 1
 

 

 

 

 

 

Activity Management / Supervision / Coaching / Counselling 

 

CPD Requirement (30 CPD) 

Critical Care Product 3 CPD 

Investment Link Product 3 CPD 

Medical & Health Product 3 CPD 

Protection & Saving Product 3 CPD 

G&T Training (Generic & Technique) 

1. Sales Submission 

2. Underwriting 

3. Policy Servicing 

4. Claim Procedure 

Job Sampling for the next 180 days 

Case Study / Role Play 

 

Activity Management 

 

Supervision / Coaching 

 

Sales Planning 

 

ACS (Approaching & Closing Skills) 

• Sales Cycle 

• Buying Behavior 

• Telephone Skill 

• Face to Face Meeting 

• Handling Objections (No Trust / No 

Hurry / No Need / No Money 

• Referral & FAQ  

Weekly & Monthly Performance 

Review (SIT Plan) 

Plan to be Financial Associate level by achieving ANP 150K 

 

Business Associate     

Planning to achieve Tier 1 or Tier 2
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Adviser Development 
Program (ADP)

❑ 健康发展之道

Steadily Growth Module



Code TRAINING COURSES & EXECUTION TASKS Conducted by

Grow & Cross / LEAD / PEAK / SCORE GV Academy

Business Sales Planning / Kick Start Program / Product Training / Joint Field Work / Case study / Role Play / SIT 
Plan for Weekly Performance Review (Activities, Supervision, Coaching, Counselling) 

BU Leaders

Activities Management / iEARN / e-Product Learning / RFP Business Associate

Business Associate Development Flow Chart – CDP Part 2 & ADP
 

                              

 

 

 

 

 

 

  

 

 

 

 

 

 

 

 

 

    

 

 

 

 

 

Excellent Adviser  

PEAK 

SCORE 

Business Sales Planning 

1. Market Resources Analysis 
2. Referral System 
3. Goal Management (MBO) 
4. Action Plan 

Activities Management 

Case Study 

 

SIT Plan  

 

Supervision & Coaching 

 

 Performance 

Management & Review 

RFP Modules  

Financial Practitioner 

Note:  To complete all the AIA & GV 

Training requirements 

Financial 
Practitioner -MDRT  

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Business 

Associate 

Business Sales 

Planning 

Performance Review 

Activities Management 

 

CROSS 

Training Requirements 

LEAD   

Plan to achieve                    

EA or MDRT Recognition 

• Additional Kick Start Program 

• Product Training 

• G&T Training 

o Underwriting 

o NB submission 

o Claim procedure 

o Customer Service 

• Check on AIA mandatory 

training & CPD requirements 

• Income Potential Analysis 

• Personal Sales Planning 

• Average Cases & Case Size Analysis 

• Action Plan  

Case Study &                         

Handling Challenges 

 

                              

 

 

 

 

 

 

  

 

 

 

 

 

 

 

 

 

    

 

 

 

 

 

Financial        

Associate 

GROW                   
(Alternative Approaching) 

GROW                 
(Market Intelligent) 

Business Sales Planning 

1. Target Marketing 
2. Client update program 
3. Goal Management (MBO) 
4. Action Plan 

Activities Management 

Case Study 

 

SIT Plan  

 

Supervision & Coaching 

 

 Performance 

Management & Review 

RFP Module 1 & 2 

Plan to achieve for EA or MDRT Recognition 
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Leadership Development 
Program (LDP)

❑ 持续成长之道

Sustainable Growth Module



Code TRAINING COURSES & EXECUTION TASKS Conducted by

Jump & Boost / Drive & Lead / Coach & Arm GV Academy

BOP / AS / Business Sales Planning / Interview / Product Training / Joint Field Work / Case study / Role Play / 
SIT Plan for Weekly Performance Review (Activities, Supervision, Coaching, Counselling) 

BU Leaders

Leader Job Sampling / Performance Management & Review Promoted Leader

Leadership Development Flow Chart – LDP 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Promoted 
ASM 

Business Sales 

Planning 

Promotion Interview 

Leader Job Sampling 

 

Jump & Boost 

Training Requirements Performance Review  

Plan for BDM 
Promotion  

• Check on AIA training 

requirements 

• Check on GV training 

requirements 

• Conduct Initial Interview 

• Conduct Kick Start Program 

• Closing 

• Income Potential Analysis 

• Personal Sales Planning 

• Group Sales Planning 

• Recruitment Planning 

• Basic Approaching Skill 

• Action Plan P50  Case Study &                         

Handling Challenges 

 

                              

 

 

 

 

 

 

  

 

 

 

 

 

 

 

 

 

    

 

 

 

 

 

 

 

Promoted                
BDM 

Drive & Lead 

Coach & Arm 

Business Sales Planning 

1. Income Potential Analysis 

2. Personal Sales Planning 

3. Group Sales Planning 

4. Recruitment Planning 

5. Action Plan 

Field Work Recruitment 

 

Case Study 

 

SIT Plan  

 

Supervision & Coaching 

 

 Performance 

Management & Review 

5 Years Business Planning 

Planning for GAM Promotion 

 

Note:  To complete all the AIA & GV 

Training requirements 

 

                              

 

 

 

 

 

 

  

 

 

 

 

 

 

 

 

 

    

 

 

 

 

 

 

 

Promoted                
GAM 

Profitable Management 
Workshop 

AMTC 

Business Sales Planning 

1. Re-visit to Vision & Mission 
2. Group Sales Planning 
3. Recruitment Planning 
4. Team Building 

Field Work Recruitment 

 

Case Study 

 

SIT Plan  

 

Supervision & Coaching 

 

 Performance 

Management & Review 

5 Years Business Planning 

Financial Entrepreneur 

Note:  To complete all the AIA & GV 

Training requirements 

Senior GAM 



Disclaimer: This slide is strictly for internal training use only

K

1. Sales 
Performance 
Requirement

2. Activities 
Performance 
Requirement 

CDP ADP LDP

Performance Development
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CASE SIZE
(MARKET)

NUMBER OF 
CASES

(ACTIVITY)

PRODUCTIVITY
(SKILL / 

KNOWLEDGE)

Case Size  X  No of Cases  =  SALES
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Name: _____________________              Date: _______________ 
 

           
 
 
 
 

CASE SIZE 

• Market of Prospect 

• Concept used 

AVERAGE CASES 
• Personal Emotion 

• Time Management 

Market of Prospect 
 

a. Mostly approach on which market of prospects? 

b. Why? 

c. How to make a difference or make a change? 

d. What do I need? 

e. My Action Plan… 

Concept Used 
 

a. What kind of Concept is used most frequently? 

b. Why? 

c. How to move to another concept? 

d. What do I need? 

e. My Action Plan… 

Personal Emotion 
a. Are you satisfied with your 

average cases?  

b. What’s the cause? 

c. How do I avoid it? 

d. What do I need? 

e. My Action Plan… 

REMARK 
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