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Training For New Company Recruits

We painstakingly mould our new recrults into
“idea-making salesmen” over a long term train-
ing program that spans approximately 12
months. Here, under the supervision of senior
staff, they are trained in the fundamental ele-
ments of salesmanship and gain knowledge in
such areas as ink products, printing and cus-
tomer relations; all of which prepares them for
their future profession as salesmen.
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The Caliber Of Our Salesmanship

Currently we have approximately 90 sales staff.
All take the most out of a morning strategy
meeting held daily, making sales proposals for
their customers. While it is a fact that they visit
printing factories providing them with the latest
information, they also pick up fresh information
from the ‘front-line’ of the printing industry.
Here, worthwhile business interaction takes
place.
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Sales Promotion Of Our Core Product; UV Ink
At a regular meeting held monthly, aggressive
and energetic opinions are shared on future
methods of meeting new market changes, its
performance and how sales methods of fin-
ished ink products can be better improved.

In particular, feedback and proposals are
exchanged on our core product, UV ink, that
currently enjoys the top market share within
the ink industry.



