We help Asian talents develop their people skills so
that they can make a significant impact in the world



Presence in 12 countries

North Asia

Greater China

India

ASEAN



Sales Professionals
Corporate Leaders

people trained Educators & Principals




In the following four segments

Financial Healthcare Infocomm Educational
Services Pharmaceutical Technology Institutions




For Asia: US$100B

As of 2013, the corporate and government
spend on training was about US$306.9B, an
increase from US$291.7B in 2012.

Asia represents a third of the pie, amounting
to about US$100B and is growing aggressively
with the opening of China market’.

Data from trainingindustry.com



for people skills training in Asia

“The money you make in any endeavor is
determined only 12.5% by knowledge and
87.5% by your ability to deal with people”

Stamford Research Institute



1. Clients are spoilt for choices: they don’t have to choose you

2. Clients are increasingly distrustful of salespeople
3. Clients are harder to reach because of PDPA*

* Personal Data Protection Act



1. Attracting top talents to work for them

2. Developing top talents to drive business performance

3. Retaining top talents and win their loyalty



1. Engaging students to get them excited about learning

2. Engaging peers to solve problems

3. Engaging stakeholders beyond the classroom



What's missing in training today

1. Current programs are too theoretical

2. Current programs are not relevant to Asia

3. Current programs lack strong follow-up



Market Opportunity

Ine Market Demand




Our Unfair Advantage: Expertise
Frequently on TV, radio, papers
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1 Charismatic people create emotional con-

nections with others naturally. They put
others at ease with their sincerity, and attract
people with their confidence. They are adept at
making small talk and always leave the person
feelinglike a star after the conversation.

But what truly brings them closer to oth-
ersis their ability to establish common ground
quickly, knowing full well that people like
people whoare like themselves.

Have presence ’ .
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Our Unfair Advantage: Expertise

Review of Prime Minister Lee’s speech

SUBH b Te §

*l \& YR (e R O WM RS 1 ) G U DY A K 2, L

5.
S AR M50 7T 9000 A, LAY A5 el SRl 1A, WA
S MO IR OCA S, WEWT A RIS IS Y R0
FARWCR N NN 41774000,

[EL\ B4 LA

FRa BN 0 A5, O A 6 6 0 2
mfﬂfﬁxz’?' L 5 03 A AE S BiEMLBERBNTAEFE

100 5 A ) M A Ak K 2 B0 B, BMBEMEA. how O REAERA-REE AQRNH O REMMEAMRREAKRKGMN

ARCHMERED P IRWE W, omepmn ) gy aotepteqy B o MR CERBARG" M A O, B8, SWERGREMAKG
FOME I AT NG, 2046 43641

Vifl TIEA0 & M IAMIA . & qugs o0 5 i oty st R RHMT —EEMBATENOE T, BRTITRA-ERE,

B0 BN, RSO I A LR O SRHEHWNETZOBRY, R

A, _”iﬂk‘”"’l (2K, @kl —ik WO “ O ER @A O EXTRAMGANGHEALSS, B ERIHANSOE

M&hw RES R p  RUHR, WEBRR “gyont g HEREUE, GEESHRRENL SLrEERES-ENERNET,

o MEUARBNIE D . Rk ABRERHRE, FM. SREBERFGERABER

DA 1 T B S i el WORE, AR AE, e H N EAY _ s
RAEBLSNN, RRNARN KT, SRR, OASERLKANARRMERSE ETRARN. BRNRURAL
AR A" G e AW WA, WA x%mnmmmmm&,#ﬁmmaa #H,

SRR IFE BAB I B BN CEHERER3LE A Mo



Our Unfair Advantage: Expertise

Over 100 customizable programs

CONNECT

QUICKLY & EASILY
WITH OTHERS
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Our Unfair Advantage: Expertise
Supported by industry experts
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Our Unfair Advantage: Experience
Highly visible in key industries

Qur programs are licensed Our speakers are invited to Our products are
to 12 countries in Asia speak at prestigious distributed Asia-wide
industry events



Our Unfair Advantage: Experience

High retention and visible changes

Pre-training Accelerated Post-program
assessment learning coaching
Focused group Hands-on Learning
Interviews sessions resources
Mystery Industry Round-table

shopping case studies sessions



Our Unfair Advantage: Engagement
Post-program coaching sessions



Our Unfair Advantage: Engagement
Post-learning tools
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Our Unfair Advantage: Engagement

Educational products
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Our Unfair Advantage: Engagement
Online learning tools

Uploads from Eric Feng
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by Eric Feng » 19/64 videos

» Presentation Tip #1: Two simple but powerful ways
to get ready for your big presentation

l?‘ AlA Recruitment Conference 2014
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Charisma Conference 2013 Highlights

"Unlock Your Personal Charisma" Keynote for 5500
Leaders and Agents at Prudential Malaysia

“Unlock Your Personal Charisma" Keynote for 1000
pax for Manulife Singapore

"Winning The Game Of Life" Keynote to 1200 pax
for CWA in Kuala Lumpur, Malaysia

The 3 Essential Skills To Achieve Effortless
Success In Work & Life




"l am happy to inform that all our Senior Management present

were very impressed with your training presentation. Thank

you for a job well done. | also spoke to several of our Regional
heads and they gave us similar positive feedbacks.”

Michael Goh, General Manager,
Distribution Services & Support
AmBank Malaysia



"The trainer from Charisma Academy understands the current
technology trends well hence when it comes to teaching
communications in our industry, few people are as effective”

Rodrigo Becerra, Managing Director
Worldwide Government
Microsoft APAC



“While selling skills such as targeting and negotiation can be
learnt, the mastery of people is what differentiates
an average salesperson from a successful salesperson.
All salespeople need this program!”

Lee Kian Sieng
Head - Pharmaceutical Division
Sanofi Singapore, Malaysia & Brunei



“Charisma don't just help you
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Chief Executive Officer General Manager General Manager
AlIA Macau EMC Singapore Servier Singapore

| sanofi aventis |

Because health matters

General Manager Managing Director
Sanofi Bangkok Google APAC
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