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Dear Members and Friends of APSS,

Cancer, the dreaded "C" word. It has become such an epidemic in our
society that people are loath to even mention its name. Cancer is a
disease that can affect many different parts of the body. Some of these
diseases are more serious than others. It is not only the disease that
is painful but also the many way of treating it. The many faces of this
disease challenge an individual to show their fighting spirit and will to

live.

That is why APSS has decided to organise a prestigious conference

as part of its commitment to give back to the community: ‘Raise Your
Game 2010: The Turnaround is HERE!’ will be held on 1 March, and all
proceeds will go to Singapore CancerSociety. Every single thing - the
venue, speakers, book sales, volunteers, goodie bags, fabulous prizes
- are all contributed free or sponsored. Details are on last page of this
newsletter. Do play your part and sign up to Raise Your Game! Help us

in our aim to raise S$50,000!

We are getting feedback from the monthly meetings that people don’t
have enough time to network during the short breaks before and in
between the meetings. Therefore, we are holding a special Networking
Night at February’s meeting. Do come for a night of good connecting,
sharing and learning. Members will walk away with a free profile photo

taken by Zurina Bryant Photography!

Global Speakers Federation
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February’s Meeting will be held on

192, Pandan Loop, #04-10,
Pantech Business Hub,
Singapore 128381.
Tel: (+65) 67779843

Monday, 8th February 2010

Fax: (+65) 31257170
ROS Registration Number: 0259/2003
UEN: T03SS0138H




February’s Meeting : NETWORKING NIGHT

RE-ENERGIZE YOUR NETWORK FOR THE
YEAR OF THE TIGER!

The New Year is a great time to re-evaluate your networking strategy, catch up with old connec-
tions, and make lots of new ones. That’s why we’ve decided that our February APSS event will
be an open networking night. Pick up some great tips to improve your networking efforts, get
one-on-one feedback on your introduction and ‘pitch’, and for all you members who have been
meaning to get portraits taken for your business cards or website, we’ll have a professional
photographer on hand to take your picture for free! We challenge every member to bring some
friends along to this exciting evening so we can all meet new people and expand our networks.
This is a night you definitely won’t want to miss!

SESSION 1: POWER NETWORKING WITH SHARON CONNOLLY

? We’'ll start the evening with some brief, but effective tips on net-
- working tactics and how you can enhance your image. Find out
what you’re already doing well, and pick up some great point-
ers to make your networking even more effective. One of our
newest APSS Professional Members, Sharon Connolly will
share with you the best ways to:

Set networking objectives
Break in and out of conversations
Make the right impression
Follow up with important contacts

SESSION 2: SPEED NETWORKING WITH TIM WADE, KAREN LEONG &
PHOTOGRAPHY SESSION WITH ZURINA BRYANT

During this open networking session, chat with colleagues, enjoy the food, and apply the lessons
you learned from Sharon! Visit the speed networking tables where you can get feedback on your
introduction from ‘Pitch Doctors’ Tim Wade and Karen Leong. They’ll help you to polish your
pitch so you feel more confident introducing yourself and your services. Come looking your best
because members will have the added benefit of having their professional portrait taken by
Zurina Bryant Photography! Not yet an APSS member? Visit the registration table to sign up on
the spot!

SESSION 3: MAKING NETWORKING WORK' WITH ALL PRESENTERS

We’ll wrap up the evening with a panel discussion from all of our presenters. Get your questions
answered and set your networking goals for the Year of the Tiger!

Con’t next page
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YOUR NETWORKING TEAM:
Sharon Connolly

After running a successful IT training company for 15 years
Sharon Connolly made a rather interesting career change
to become an Image Consultant. Looking for ways to grow
her new business Sharon discovered networking, and
through this medium grew her business successfully to
become one of the UKs top image advisers including her
own make-over spot on a daytime TV show. In 2007
Sharon started her own networking group called
LadiesWhoLatte. LWL now boasts a membership of over 2000 business women with 30
energetic meetings every month. The first LWL event is due to run in Singapore in March.

Tim Wade

At PR Week in Indonesia, Herman Loo, manager of the events company
Vigor! Inc, said, “ Tim Wade was inspiring with great examples that | can
use in my marketing now.” Assisting clients like UOB, AIA, Microsoft and
' Yellow Pages, Tim Wade has helped over 15,000 people achieve
! success faster in the past 12 months. With 15 years in corporate
. leadership and business consulting, Tim Wade helps businesses and
individuals accelerate positive results. He does this by helping them
restructure their message to influence buyer psychology and open doors
for business growth. He’s looking forward to meeting you and working
with you on your pitch!

Karen Leong

Karen Leong is a speaker and facilitator who helps corporate executives
connect with confidence. To date, she has trained over 3,000 execu-
tives in Asia and unleashed people's potential as connectors. Karen
‘walks the talk' having successfully launched a fashion design business
specialising in unique headpieces for wedding boutiques. She was
featured as an innovative fashion entrepreneur in a televised Channel
U programme. A certified public accountant, Karen has a decade-long
corporate career spanning audit and consulting. Karen's articles on
connecting and networking are featured in The Straits Times and
Shanghai Networking News. As a connecting expert, she was inter-
viewed on Mediacorp radio 938FM on the art of networking.

Zurina Bryant Photography

=== ZUrina Bryant specialises in portrait and portfolio shoots. Her aim with every
shoot is to get that perfect shot of you — looking natural and comfortable
She is known for being easy to work with, for ensuring you have fun during
your photo shoots and for her photographic results. Zurina likes to have a
pre-shoot discussion to allow you to get to know her and vice versa. This
also allows both parties to brainstorm the look and feel of the shoot to come
For more information go to www.zurinabryant.com or email
zurina.bryant@zurinabryant.com

CONGRATULATIONS
to

Date:
Monday,
8th February 2010

Venue:

Sheraton Towers
Hotel (off Newton
MRT station)

Time:

7pm - 9.30pm
(Registration starts
at 6.30pm)

Light refreshments
will be served

All this value for :
Members: SGD $20

Member’s Guest: $30

Non-Members / Walk-
Ins: $40

(previous Ordinary Member) for obtaining her Professional Membership




Negotiating to Win For Speakers

Article by David Lim CSP

When buying (or selling), knowing some of the most common negotiation ‘powers’ will help you win at work. Sadly,
negotiating skills are one of the least emphasised at school, college or in the workplace. And yet they represent the
single most powerful force behind driving up the bottom line, or impacting your budget.

Here are some negotiating principles to help you surf your way to better conclusion. This article is aimed at helping
you look holistically at what great negotiators do, and how you can use this
information to improve your skills or staff processes

Principle #1:
Deal with people as though the relationship will be for life:

Where there is a gap (I call this the agreement gap) between what you want and
what another party wants, approach the negotiation from a perspective that the
relationship is for life. Even if you know you are unlikely to see the other party
ever again, adopting this principle changes your entire approach in the areas of
respect, cordiality and rapport-building processes.

Principle #2:
Recognise Feelings as Facts.

Take no personal offense if your initial offer is turned down. As long as both of
you are still talking , it means the other party still wants a solution, but maybe
not yours. Their style may be different from yours, but keep cool and do not be
offended by disparaging remarks about your offer.

When negotiating with staff over benefit, again appreciate that certain beliefs and feelings held by them may be so
strong, they appear as facts. Do not discount these feelings in a negotiation.

Principle #3:
Understand Your Own Negotiating Style, and Be Prepared to Adjust.

If you consider the basic five styles of negotiating agreement gaps (Win-Win, Win-Lose, Lose-Win, Lose-Lose,
Compromise), understand that your preferred style may place you at a disadvantage in a negotiation if the underlying
value of the transaction is at odds with your style. For example, if you adopt a Win-Win stance when you are clearly
in a stronger position, and that the product being negotiated for is not a commodity. Adopting a
Win-Lose style ‘may’ be more beneficial in the short term. Conversely, adopting a Win-Lose style
may seriously impact your progress if your partner on the other side of the table holds a proprietary
software tool that is
key to your organization’s success, and they have more choices than you.

As a whole, in the thick of haggling and negotiating, it’s key to get the bigger picture which
includes the potential length of the relationship, type of product and your own style of negotia-
tions.

The most common mistake content experts and speakers made is coming to a quick compromise
where, if time is abundant, a more productive outcome could be produced. For example, you charge
$3000 for a programme to improve your client skills. They want to pay $2000. Most people will
settle at $2500. But who suggested that? If they organization is familiar and confident that they will
deliver, time will allow you, for example to probe further to determine if they could book you on
a multiple engagement basis, thus justifying a volume discount. You might book 2 programmes,
one at $3000 (your full fee) and a second within 3 calendar months at $2000.
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If they cancel, and you do not think it worth pursuing legally, you still had your full fee from the first engagement.
Time allows your creative ways where both parties get more of the pie. There are about 30 tactics to get concessions,
but the best starting point is to ask for one when you are asked first. Too many speakers/consultants offer concessions
without a) being asked for one in the first place, b) make one without asking for one in return.

Principle #4:
Discover what Type of Power is Affecting the Negotiation

You are negotiating for a training package created by a content expert, and you begin to talk about price when a news
break announces that the expert’s book has made the bestseller list. Overnight, the anticipated price changes upwards.
The other side now has Legitimacy Power, allowing them to command higher prices. Are you willing to walk away?
If you can, you have more Risk Power, and thus a stronger position.

Some of these other “Powers” may include the two described above, as well as others like Expert Power. A
negotiation involving the finer points, or value of buying a franchise, for example, can be impacted If there is a
franchising expert also attending the meeting. Depending whose expert it is, he/she could evaluate
the quality of the offer made. Just make sure you have the expert on your side!

By David Lim CSP, The Asian Negotiator
http://www.theasiannegotiator.wordpress.com
email: david@everestmotivation.com
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We already have sold more than 70 seats for Raise Your Game: The Turnaround is HERE! benefit
for cancer victims. You can help us in 3 BIG WAYS to help us raise $50k for people stricken with
Cancer....that is, 1 in every 4 Singaporeans:

1. Send the EDM to all your contacts in Singapore and Malaysia (EDM -->
http://www.shirleytaylortraining.com/edm/apss ryg2010/edm.html)

2. Please put the banner on your Web site. Download the banner from
http://tinyurl.com/ryg-banner and link it to this page: http://www.shirleytaylortraining.com/apss
3. Come yourself! Sign up now and we'll see you Raise YOUR Game!

Do let us know if you send out the eDM to your database — we’ll put your logo up on the website!




