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Customized training

Also considered a catalyst for change
are the programs offered by Learning
Systems International (HK) Ltd. The tech-
niques and programs used by Learning
International are based on a solid re-
search foundation, and have been tested
and tried in companies all over the world.

They were initially developed and tested
in USA, and then in Canada as well. Part

of the reason for that was because of

Quebec. “We serviced Quebec and it
had a different culture, and that was the
start for our company in dealing with a
second language and a second culture,”
says Georges Driscoll, Group Managing
Director.

What has happened in Asia is along the
same lines. “Initially we imported in Eng-
lish, then we started doing translations,
now we're doing cultural adaptations,”
says Driscoll. The next stage includes
plans to develop local products in Asia
for eventual export world-wide.

Learning International has been helping
organizations excel by improving the
performance of their people. “Our com-
pany mandate is to help our clients deal
better with their clients,” says Driscoll,
“This could be in the area of sales, serv-
ice, or the internal client... the big issue
our clients face is how to service well
and do it profitably.”

The vehicle used to deliver this mandate
is training. In Hong Kong about two-
thirds of the work is related to sales
training and one-third to management
training.

Alfred Chan, General Manager of Sales
and Marketing at TownGas, has been
very pleased with the customized sales
skills training programmes, which were
launched in April 19, 1993. The pro-
grammes will ultimately cover 150 peo-
ple in the organization, including man-
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Learning International emphasizes client service.

agement, sales teams, and customer
sales and service staff. “For the long-
term, I believe that these training pro-
grammes have put us in a more com-
petitive position,” says Chan.

In the six years that Driscoll has been
in Hong Kong, he has found an increase
in the number of training and consulting
companies, and at the same time clients
have become wiser. “People have gotten
more sophisticated as to what works
and what doesn’t...it forces suppliers (of
training and consulting services) to be
more professional, adding more value,
developing long term relationships, and
making things work.”

One area of work he has been doing in
Hong Kong involves helping organiza-
tions achieve a balance between busi-
ness relationships and business issues.
"l find that the
Asians do a better
job than North
Americans of dealing
with the individual
on a personal level
in business en-
vironments, on the
other hand they're
not as good at get-
ting to certain busi-
ness issues...the ten-
dency of the work
we are doing here
seems to be getting

people who are

good at relationships to be more sensi-
tive to business issues."

Driscoll also finds that in Asia, particu-
larly in Hong Kong, people are incred-
ibly practical: "If they get a technique
that they see value in, they won't dis-
cuss it a great deal, they'll just put it to
use the next morning!" &
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