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Endearing People with Sincerity and Personal Touch
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18] Interviewer : Eiff Chee Hoong % Interviewee : Jack Lee

1. BARNTEEEC,
Tell me a little bit about yourself.
Z: HKRBLRE, <aiE2MNERZNER, THAMET FEER. SEARSEAV I REERESXITI.
| was born in Kota Kinabalu (KK). All along, | have been doing IT but | put my focus in advertising and promotion. After that, | went into TRUST FUND and worked as a financial analyst.

2. ZHIBHAHEZERAEXITUEBEZAT?
What type of experience do you have in sales and for how long?
E: REHBTILEESEMZIT .
| have 8 years experience in sales line.

3. HUMAFIEEMEMXMEIFHRMALRE.
Can you tell us how do you come into contact with MXM? Please share with us the process that you have undertaken to join MXM International.
Z: Mic52005F 7Lk, Al ERIEMXMBYEZIE, Sam TangNMBL4EHwINIR. tERFH R EARENTIARAREK. RIABRXTIFEEEN TARRBFEMHEREEOAKR, FRUAFEILIZIMAN. £33 AMRHTZE, HENEE
MXMGLFEREH B EEE TR A S ZEITRIRIE. RIZFSEPIBRICEORIHIR, HAME THRIEHRENAT . SEFREMAN, IRZE2005F98,
Basically, | can still remember in the year of July, 2005 while | was still in KK, my previous boss intfroduced MXM’s General Manager, Sam Tang to me. Sam actually related to me the market of the future prospects and this
One-Stop Healthcare Protection Membership Program. At that time, | actually agreed to the market potential of MXM International but frankly speaking | have no confidence in the short history of only eight years of the
company, so | did not join the company immediately. But after three months of follow up by them, | agreed to pay a visit to the MXM International Head office which located at Kuala Lumpur, so as to have an insight to
their various departments of the company. Coincidentally, at that time of my visit, the CEO of Pacific Insurance Bhd came over and delivered a speech. This led me to a better understanding of the various aspects of
this healthcare membership program. Finally, | have made up my mind to join the company on September, 2005.

4. FEMXMEIT2AKSIRIHA MmN
What interests you about MXM International? What aspects of MXM attracted you to join as an agent?
Z: MXMERBRRESAEEXTIFAUITIEEXERTSE, MHTINLERRERRM15%, FILTEERAKHTIFERA L. HRSMXMHWSAEREREEMEREENE—IRR, ZEZZ. XZRZITIW
A EN
There’s no competitor at all in MXM One-Stop Healthcare Protection Membership Program. In addition, at that time, the market share is only 15%, there’s a great market potential yet to be explored. | feel that this
healthcare membership is very complete and most important of all, | just have to do one time submission, but | get to enjoy life time commission.

5. BTNBBIT A RMERNATAR?
From the outset, did you encounter any obstacles and how do you overcome those barriers?
Z: RWIFBEFNFEAREX—ITEAHRE, BN LEMXMEETEHN—EL2F, BMHREMAMEREIAXANSABRERISELEE. R TRIASZKTIINEZHURKRETEERICEGAMARE,
7 P Th se BR A £ .
At first, | am not very familiar with MXM’s Healthcare Protection Membership Program. Besides that, MXM consider a new established company in the market at that time. It is indeed quite difficult to convince people to
buy the healthcare protection membership. But after some time, | have realized the importance of the market demand and with the sincerity that | want to share with others about this membership program, so | managed
to tackle all the problems that | have encountered.
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6. iFWH IREMXM S i# & HY AR K& g 1A A B R
Think of one of your most successful sales you've ever achieved. With that sale in mind, tell me about it and what you did to successfully achieve the sale.
Z: mtinIRMEEMAE—TAAAR TOINTSARE. URAEX—ITHEZLE, XELBETRENRR. REATHREMETH KR IRAERERIEMRXBIR.
My biggest achievement was | managed to sign up membership programs in my first month. With my new experiences in this line, this transcends my limitations of my capabilities. | was fully determined and exerted all
my efforts to achieve this goal in the shortest time.

7. FHARBHEHLARRENIERE.
Please tell us the process of how do you expand your team?
Z: WIFIBIFHEIVELNE LOHNERSD, FBFEFATIER. WITREBTES, FESMME THLE. FNEFIEHRAFAASHEG. BEEIHAAL, FEEK. #il. SAERXANALREZRHEX. SN, RERITOTH, kA
NEELRFE. HEl, SRERAHIZZEREER.
In my first three years, | focus on the development in East Malaysia and consequently, | developed the market in KK, Sandakan, and Tawau. In all of these places, | established my own team. From the forth year onwards,
| began to developed market in West Malaysia. Until now, my team in KL, JB, Malacca and Pahang has expanded. | have found the suitable candidates in every location to ensure the continuous grow of my team.
Presently, | focus my attention at Malay market.

8. (R EFEHRENBETIARMXMMRTR?
Why do you want to work for MXM International as a business partner and how will you add to its success?
Z: EARENTIALRK, mHNEEERE15%, EARMTEAKRT. XMNEMMEEEENBREZARE, IMAMEHELBEIERES, MOA—RRR, kAZEZ, REFEEEH AL BERIEXFERA.
There’s no limit to the Healthcare Protection market, the market growth is only 15%, the potential for expansion is very great indeed. Added that MXM have the most comprehensive package, those who buy the membership
scheme needs only to contribute a little but yet gain a lot of benefits. Everything is based on one time submission, but life time commission.

9.  mEYINEXTIEBNFEM
What are the best things that your business partners says about you?
E: RENBREHRE— N EERERMALAFEHMA. MEIAABRIMS AR ZESHAVERECHE.
My business partners reckon that | am a person full of responsibilities who can devote selflessly. But to me, | think that | am a person with strong interpersonal skills and have the ability to get along well with people.
Having the sincerity to share with others is most crucial.

10. & GnqAr i X (£ 35 K AL 3 (5] & 2
How do you deal with rejections?
E: REARTEED, RFTR, FEEL@AKE, LEBEFFEARBAMRKZIR. RIAANSEERRINAZE, RELTERIK.
| will calm myself down and stabilize myself first. After that | will find out what is the cause of the problem. Then | will control my sentiment and discuss the problem wisely. | believe that if we are able to sit down and
discuss with the other party, we will be able to solve all the problems through dialogues.

11. &) ig E B R ?
How do you set yourself goals?
Z: INBEBRENEMT A, ERZEMNHEEMT AT, REBRARMTETS, FEFHIGITHE, TIANTFHRIHREE.
| know very well what | want to achieve and what are the benefits that | can derive from my accomplishments. After setting the targets, | will follow by actions and review the progress constantly. Taking actions is very
important to me.

12. &f&, BREANEETFRBFIAE?
Any last comments/tips you would like to give to the new business partner?
Z: SEXZRME—2, TREZEMHERFEK, —FA=TH, ZFERIE KRR,
Treat this as your only endeavor. No matter how difficult the situation will be, you must persist. With the spirit of never giving up, you will be able to achieve progressively. Explore all your potentials.



