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This course has been designed to equip participants with knowledge on how to develop appropriate channel 
programs relevant to the respective markets. 
 
At the end of this course, YOU will be able to learn the following: 
 
·  A comprehensive working knowledge on how to train and motivate distributors to meet target markets 
·  Performance evaluation & management of distributors 
 
Understanding The 3Cs 
 
·  Understanding the Consumers – this explores cultural and superstitious beliefs that may be entwined 

with customers’ buying behaviour. How should the customers© need and want be addressed. This will also 
explore using the internet and understanding how trends can add value to understanding your consumers 

·  Understanding the Company – this explores how flexible the company is in working closely with the 
channels. This also explores the limitation within the company and how best to address concerns as a 
result of such limitations 

·  Understanding the Competition – this explores how much understanding and monitoring of the 
competition is done at the channel level as this warrant immediate response 

 
Channel Support 
 
·  Product support – this is critical as specifications and models may need to be localised to address local 

needs 
·  Promotion support – this provides product write-ups and media reviews that may be used by the channel 

partners. A & P support is necessary for product launch + any white paper and product testing report 
·  Pricing support – this explores margin versus market share 
 
Channel Management 
 
·  Training – product training is necessary to ensure a competent proactive sales force. It is vital to design 

and address the training needs of the channels 
·  Evaluation – measurement of set target 
·  Motivation – designing appropriate incentives that will drive channel sales to achieve target + market 

share 
 
Sales, Marketing, Distribution Managers/Directors and anyone who is actively engaged in distribution and 
channel management. 
 
Dr Donald Tan is an independent marketing & management consultant and currently sits on the advisory 
panels for Gerson Lehman, Primary Global Research and the Society of Industry Leaders. Previously, Donald 
held senior and management positions in the hi-tech industry for several MNCs, with responsibilities over Asia 
Pacific. 

 
Donald holds a doctorate in Marketing from the University of Western Australia. He also received his Master in 
Management Research and Bachelor of Business Administration (1st Class Honors) on company sponsorship 
and scholarship respectively. 
 
Donald commenced his career as a Marketing consultant for the Asia Pacific region and subsequently joined 
several multinationals companies including Siemens to look after sales, marketing and communication in Asia. 
His key experiences include sales and marketing planning, strategy formulation, brand building, corporate & 
marketing communication, trade shows and seminars and media & public relations. 
 
Donald speaks regularly at conferences and seminars globally and has been featured by media in Singapore, 
Australia, China, Taiwan, Japan and Hong Kong. 
 
During his tenure, Donald has received many awards and accolades for his contribution in the field of marketing 
and communications. He was the recipient of several coveted honors including “Outstanding Achievement in 
Marketing” by the American Marketing Association, “Most Creative Award” by Siemens, “Asia Pacific Vice-
President Award” by Tellabs and “All American Scholar Award” by United States Achievement Academy. 
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Training Centre 

 
Successful Channel Management  

�

� �

�

 8 & 9 Feb 2010      
�

� �

�

 6 & 7 May 2010      (9.00am to 5.00pm) 
S$780 (subject to 7% GST)                         Includes lunch & refreshments       

*Approved for SDF funding (for SMEs only)         
 Please indicate if you wish to apply   �  Yes    �  No      

Participant(s) Name Designation E-mail Contact No. 

1) 
   

2) 
   

3) 
                                                                            

4) 
   

Company:  

�  Member (MIS Membership No):  
�  Non-Member 

 
Billing Address: 

 

Contact Person:  Designation: 
 

Tel:  E-mail: 
 

How did you know about this course?  
(You may tick more than one) 

 

�  Brochure      �  Search Engines      �  MIS Website/i-marketer Portal      �  Events/Activities 

�  Print Ads (pls specify publication): ______________     �  E-mail Flyer (pls specify sender): ______________ 

�  Word-of-Mouth/Recommendation (pls specify): ______________     �  Others (pls specify): ______________   

Administrative Details 

Registration & Payment 

A place will be reserved for you upon receipt of your registration. After which 
an email confirming your reservation will be sent 2 weeks before course 
commences. Please make your payment either by Cheque or Giro (within 60 
days from course date) when you receive our invoice. All cheques should be 
crossed and made payable to “Marketing Institute of Singapore Training 
Centre” with the invoice no. indicated at the back of the cheque. GST is not 
applicable for registration from companies registered overseas. 

MIS Member Discount 

Corporate and Individual Members of MIS will be entitled to a 15% discount 
on all Executive Development Programmes. For membership enquiries, 
please email: membership@mis.org.sg. 

Group Discount 

A 5% discount for sending a group of 3 or more participants to the same 
course on the same date. 
 
Custom-Design Courses 
 

Courses can also be custom-designed to match your department or 
organisation’s specific learning requirements. Please contact us for further 
enquiries. Email: seminars@mis.org.sg or call 6327 7583/ 582/ 586. 

 

 

SDF Application 
 

SDF application must be sent in at least 2 DAYS BEFORE commencement 
of the course. To do so, companies have to register online with SDF at 
www.sdf.gov.sg before the start of the course. 
 
Please indicate on this registration form if you are going to apply for SDF so 
as to facilitate the administrative details for registration. In the event that 
application for SDF is not approved, the company will be liable to pay 
MISTC the balance amount of the course. 

Withdrawals 

There will be no cancellation fee if notice of withdrawal is given 14 days 
before commencement of course, after which a cancellation fee of 25% 
of the course fee will be levied. The full fee will be charged for 
withdrawal or no-show on the course commencement date. 
Replacements from the same company are allowed. 

Cancellation 

Marketing Institute of Singapore Training Centre reserves the right to 
change or cancel the training course due to unforeseen circumstances. 

Course Venue 
 

All courses will be held at MIS City Campus, Anson Centre, 51 Anson Road 
#03-53 Singapore 079904 unless otherwise stated. 
 

 
 
 

 
 

EXECUTIVE DEVELOPMENT PROGRAMMES 
Register online at www.mis.org.sg/seminars or fax form to 6327 9741                                                                                          

Register for 3 or more 
participants and enjoy 
5% discount! 
 


