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Our Products & Services must be linked with ideals and 
attitudes that are relevant to our customers, because the 
wishes and values of the customer often are decisive buying 
factors.  
 
Having the right skills is pertinent in delivering the desired 
brand experience to our customers. To do this, we must 
differentiate ourselves. 

SBIC Services Sdn Bhd  ( 596588 ς U ) 
11 ς B, Jalan SS21/60, Damansara Utama, Uptown, 47400 Petaling Jaya, Selangor Darul Ehsan, MALAYSIA 

Phone : 603 7725 8927  -  Fax: 603 7725 8937 -  Web Site: www.sbiconsult.com 
 



  

 

 

INTRODUCTION TO SBIC 
 
 
SBIC is a human resources development company that provides HRD and Information Technology 
consulting and soft skills training for public and private organizations. Since 1993, we have been serving 
a variety of industries ranging from financial services, travel and hospitality, IT and telecommunications, 
logistics, FMCG and large-scale retail chains. 
 
SBICôs headquarters is located in Kuala Lumpur, Malaysia with offices in Delhi, Doha & Barcelona. We 
have been privileged to work with over 2,000 organizations and 80,000 participants globally. 
 
Having consulted and managed a variety of HRD solutions for many organizations have enabled us to 
effectively understand the various problems that any company can encounter and hence provide them 
with effective and practical solutions for their daily challenges. All our solutions are ñtailoredò to the needs 
of our clients using proven methods, illustrative case studies and diagnostic tools. 
 
Striving for excellence, professional delivery and adaptation of global expertise to the local market is the 
hallmark of our philosophy.  
 

 
OUR VISION 
 
To be recognized as a one-stop human resource development center implementing excellence, 
professionalism and adapting global expertise to the local market. 
 

 
OUR MISSION 
 
To assist our customers to increase their manpowerôs skills in order to meet corporate goals thus 
achieving higher profitability & Corporate Positioning and ensuring enhancement of employees as 
corporate assets. 

 
 

OUR SERVICES 
 

1. Human Capital Development Consultancy & Customization 
2. Industry-Base Training Programme Development 
3. Seminars & Conferences 
4. Public Training Programmes 

 
 
 



  

 

 

OUR CLIENTS   
 

Financial Services 
Affin ACF Finance 
Affin Bank 
Bank of China 
Bank Islam 
HSBC 
Institut Bank-bank Malaysia 
Jardine Lloyd Thompson 
MAA 
Maybank 
OCBC Bank Bhd 
Southern Finance 
Tabung Haji 
Tahan Insurance Bhd 
Takaful Bank Pembangunan 
Islam 
Khazanah Nasional 
UOB 
 
Retail 
Avenue K 
Carrefour Malaysia 
Jaya Jusco 
Mid Valley City 
Suria KLCC 
The Gardens 
 
Telco & Communication 
Celcom 
Kedai Telekom 
Maxis 
Sapura Telecomm 
Telekom 
TM Net 
UniTouch 
Ericsson 
DiGi 
 
 

Manufacturing 
Canon Malaysia 
Dunlop Slazenger 
National Panasonic 
Paling Industries 
Ricoh Malaysia 
Samsung (M) Electronics 
Schneider Electric Malaysia 
Siemens (M) Sdn Bhd 
Silverstone Marketing 
United Automation 

 
Hospitality 
Grand Maya Hotel 
Hotel Midah 
Sheraton Imperial 
 
Engineering & Technology 
Mahkota Technologies 
 
Pharmaceutical 
Taisho Pharma 
 
Automobile 
Audi Malaysia 
Auto Dunia 
Citroen International 
Directional (M) Sdn Bhd 
Daimler Chrysler 
Lion Suzuki Motors 
UMW Toyota 
Perodua  
Volvo 
 
Logistics & Transportation 
Evergreen GPA Group 
Kuehne & Nagel 
Panalpina 
 
 

Information Technology 
Computer Associates 
Det Norske Veritas 
IBM 
MassTech Integrity 
Materialise Software 
Dell 
Comptel Communications 
MIMOS 
 
FMCG 
Nandos Chickenland 
Nineteen O One 
Colgate-Palmolives (M) Sdn 
Bhd 
 
Others 
Bolton Berhad 
Callbiz (M) Bhd 
Language House 
Royal Selangor Yacht Club 
 
Services 
Astro 
Bonus Link 
Innovas 
Manpower 
Tenaga Nasional Berhad 
SL + A 
Associations 
Asia Business Forum 
Pos Malaysia Berhad 
NSSDC 
 
Property & Construction 
Darby Park 
Gabungan Strategik 
Putra Perdana 

 



  

 

 

OUR GLOBAL CLIENTS 
 

 MEXICO 
Insurancia Mexicana 
Audi Center Mexico 
  

 UNITED KINGDOM 
Audi UK 
Schneider Electric UK 

 PARAGUAY 
National Tourism Board 
Audi Paraguay 

 AUSTRALIA 
Astre Automotive 
Maranello Imports 
Head Australia  
  

 BRAZIL 
Senna Import 
Weltec Consultoria 
Schneider Electric Brazil 

 HONG KONG 
Premium Motors 
Schneider Electric HK 
Clipsal HK United 

 NEW ZEALAND 
E.M.D. 
Schneider Electric NZ 
  

  INDONESIA 
Indomobil 
Schneider Electric Indonesia 

 CANARIES ISLAND 
Aeropuertos de las Canarias 
Domingo Alonso S.A. 

 BRUNEI 
Champion Motors 
  

 SRI LANKA 
Senok Trade 

 THAILAND 
Schneider Electric Thailand 

 PHILIPPINES 
Schneider Electric Philippines 
  

 ARGENTINA 
Audi Argentina 

 GERMANY 
Audi AG   

  POLAND 
Schneider Electric Poland 
  

 ROMANIA 
Schneider Electric Romania 

 ISRAEL 
Schneider Electric Israel 

 U.A.E. 
Schneider Electric U.A.E. 
  

 EGYPT 
Schneider Electric Egypt 

 CANADA 
Schneider Electric Canada 

 USA 
Schneider Electric USA 
  

 SPAIN 
Melia Hotels 

 IRELAND 
Latitude CC 

 SINGAPORE 
Motor Ultima 
Hewlett Packard 
Audi Asia Pacific 
Schneider Electric Singapore 
  

 CHINA 
BMW 
China National 
Citic Industrial Bank 
Bank of China 
HSBC 
Axa Insurance 
Kuehne & Nagel 
Peugeot 
Schneider Electric China 

 INDIA 
Marrybrown 
MGM Group 
Schneider Electric India 
Qualtran 
C&S India 
HCL 
Kuehne + Nagel India 
Moserbaer 
Indoasian 

 FRANCE 
Envol5.com 
Group Auchan Distribution 
France 2 
Union Des Assurances 
Relais et Chateaux 
Yves St Laurent Parfums 
Citroen 
Schneider Electric International 



  

 

 

OUR EXPERIENCE & PROGRAMME ROLL-OUT CAPACITY 
 

Client Training 
Location 

Scope of service Training 
Programme 

Target Group/ 
Participants 

Training 
Period & 
Duration 

No. Of 
Sessions 

Astro Kuala Lumpur Consultation, Customization, 
Training & Review 
(5 Phase) 

Developing Others 
Through Coaching 

Managers & Senior 
Executives 
(2 Groups) 

Year 2007 
 
3 Months 

10 

OCBC 
Bank 
Berhad 

Nation Wide Consultation, Customization, 
Training & Post Training 

Corporate Image & 
Brand Experience 
(Includes Hands-On 
Grooming) 

Front Liners Year 2007 ï 
2008 
 
9 Months 

9 

Pos 
Malaysia 
Berhad 

Nation Wide Consultation,  
Customization, Focus 
Group, Training & Quality 
Action Team Follow-Up 
Session 

Sales & Customer 
Service 

Front Liners & Post 
Masters 

Year 2007 ï 
2008 

80 

MIMOS 
Berhad 

Klang Valley Consultation, Customization, 
HBDI Profiling, Training & 
Post Training 

Team Dynamics, 
Problem Solving & 
Decision Making 
Workshop 

All employees Year 2008 to 
current 

15 

Volvo Klang Valley Consultation, Customization, 
Training & Post Training 

Product Knowledge, 
Acquisition, Sales and  
Individual Acquisition 
Activity 

All sales consultants Year 2007 ï 
2008 
 
8 Months 

10 

Carrefour Nation Wide Mystery Shopping, 
Consultation, Training, CS 
Campaign, Review 

Customer Service 
Training & Campaign 

All employees of 6 
branches 

2005 
 
2 ½ years 

30 

Kedai 
Telekom 

Klang Valley Mystery Shopping, 
Consultation 7 Follow-Up 
Sessions 

Customer Service 
Training,  
Train The Trainer -  
Selection Process & 
Training 

Front Liners 
 
12 Internal Trainers 

2005 
 
1 year 

24 

UMW 
Toyota 

Klang Valley Consultation, Customization,  
Training & Follow-Up 

Sales, Emotional 
Intelligence, Planning, 
Organizing & Delegation 
Skills 

Managers & Sales 
Consultants 

2005 10 

Kuehne & 
Nagel 
(Regional 
Contract) 

Asia Pacific Consultation, Customization 
& Training. 

Service Excellence, 
Leadership, Sales & 
Customer Service 

From Front Liners to 
Managers 

2007 ï 2008 
 
10 months 

10 

Schneider 
Electric 
(Global 
Contract) 

Global Consultation, Customization 
& Training 

Price Management Engineers in Sales 
Marketing & 
Finance 
Departments 

2005 ï 
Current 
 
4 years 

40 

 
 
 



  

 

 

CEO & LEAD CONSULTANTS PROFILE 

 
 

  
 
Dr. Jerome-Pierre BONNIFAY is a Human Resource and Training Consultant who has over 20 years of 
experience at middle and senior levels across most management functions with international 
organizations. He acquired a global approach in developing human resources as a primary asset for the 
competitive edge and long term growth of companies. His career has brought him to consult and manage 
HRD programs in a large number of companies over a broad range of industries. 
 
Dr. Jerome founded SBIC Sdn Bhd in 1999, as a Global Human Capital Consulting & Professional 
Training Organization based in Kuala Lumpur as a hub for his global operation, with offices in Barcelona, 
Delhi and Doha. 
 
Dr. Jerome holds a PHD in Psychology. He holds a BA in Law & Economics and an MBA in Human 
Resources. He is also a Certified HRDF Trainer. 
 
Dr. Jerome as a HBDIÊ and YABDIÊ certified practitioner has used the available techniques to enable 
us to understand precisely what our brain is wired for. He reinforces the idea that the first step is to know 
our individual blue print. Then only can we map out what we are really good at as appose to what others 
think we should do. 
 
Phrased as the "Global Authority of Emotional Intelligence" by India Times during his EI seminar in India, 
Dr. Jerome has earned a reputation of being a Global Authority and Evangelist of Emotional Intelligence. 
He received high accolades for his September 2008 India Times Strategy Summit on EI that was held in 
Indiaôs 4 major cities. 
 
 
 

Having the right skills is pertinent in delivering the desired brand 
experience to our customers. To do this, we must differentiate 
ourselves.  
 

We must keep in mind that happiness clears the mind of internal 
noise, freeing up space to think. More connections fire into logical and 
rational centres, hence we act in optimal productive state. 
 

Every human being is equipped with the most complex machine in the 
world, our brain. Composed of over 100 Billion parts, we can now 
understand precisely what our brain is wired for. But most of the time 
we use this machine according to the paradigms and preconceptions 
of others.   ï Dr. Jerome Pierre BONNIFAY ï 
  
www.jeromebonnifay.com 



  

 

 
 Dr. Jerome continues to enlighten thousand around the world on the subject that had come in vogue 
some 20 years ago. A concept he firmly believes should be deeply routed and incorporated in the 
framework of human capital development. EI will develop the in-depth power of individuals, enabling 
them to manage themselves in order to manage others. 
 
Dr. Jerome has been in the consulting industry on a worldwide basis providing companies with ñglocalò 
solutions. He has created a wide number of training modules within the soft skills range, from sales and 
marketing to management and supervisory skills, customer services excellence, emotional intelligence, 
negotiation and influencing skills, team building processes, etc. He has also built and implemented 
assessment centers, appraisal systems and training needs analysisôs processes. Beside in-house 
training programmes, Dr. Jerome has been actively conducting talks, workshops, and training for The 
Asia Business Forum as Speaker, Chairperson and Course Leader since 2003.  
 
Like any popular concept, EI has received its share of criticisms. Dr. Jerome remains focus on his quest 
to impart his knowledge on EI as it is the single element that can allow an individual to outshine and 
outperform his/her colleagues. He aspires to create a Global EI Forum which will serve as a platform for 
discussion and learning. Dr. Jeromeôs sharing on EI can be found on www.jeromebonnifay.com. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



  

 

 

OUR PARTNERõS PROFILE 
 

 
 
In his 15 years of running an agency, he has emerged as top agency manager several times; leading his 
team to be recognized as the best managed agency in the Company. He has also produced several 
Million Dollar Round Table (MDRT) members and promoted a number of agency managers from his 
team. 
 
Ganesan has also worked in the corporate sector and served in various senior positions including as 
General Manager, Corporate Marketing Division in a public listed company and as a Regional Sales & 
Marketing Director in an international company. 
 
Ganesan has conducted many professional training and coaching sessions; both locally and overseas, 
encompassing diverse areas, amongst which: Agency Management, Sales & Marketing, Client Retention, 
Motivation, Team Building and the like. He is also a certified Train the Trainer by Malaysian Institute of 
Management (MIM) and Pembangunan Sumber Manusia Berhad (PSMB / HRDF). 
 
Some of the companies Ganesan has provided successful training include: 
 
Bank Negara Malaysia 
Sunrise Berhad 
Insas Berhad 
FSBM Berhad Group of Companies 
 
 
As a passionate golfer, motorcycle and car enthusiast, Ganesan will share with you how you can do your 
very best at work and at the same time have a lot of fun. 
 
Being a dedicated father of 3 and a youth instructor, Ganesan spends much of his free time working with 
youths from his surrounding areas, helping them cope with the pressures from society and life, 
emphasising on character building and social etiquette. 

 
 

Keith Ganesan holds a MBA in Marketing and many other 
qualifications, including Chartered Financial Planner, 
AMTC, Editor of BAMC Module (MII) and Moderator for 
various insurance modules with MII and NAMLIFA. 
 
Ganesan has an excellent track record in building and 
training a very successful life Insurance agency. He 
managed 3 successful agencies located in Selangor, 

Negeri Sembilan and Perak.  

Awana Genting Berhad  
CIMB Wealth Advisory 
UCSI (Universiti College Sedaya International) 

UNITAR (Universiti Tuanku Abdul Razaz) 



  

 

 

PASSION FOR EMOTIONAL INTELLIGENCE (EI) & WHOLE BRAIN THINKING 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

 
 
 

 

 

 

CERTIFICATION 
 

¶ HBDI TM 
Herrmann Brain Dominance Indicator 
 

¶ YABDI TM 
Young Adults Brain Dominance Indicator 
 

¶ CREDO PERSONALITY PROFILING 
(CPP) 
 

 

 

 

 

EMOTIONAL INTELLIGENCE  
Dr. Jeromeôs Specialized EQ Series  
òOutwit Your Brainó 

 

Combining EQ with other programmes: 
 
EI and Social Skills  
EI in Communication 
EI in Customer Service 
EI in Negotiation 
EI in Teams 
EI in Sales 
Leading with EI 
Relationship Building Through EQ 
 

 

  

 

 

 



  

 

 

 

 

 

TRAINING PROGRAMMES 
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Core Selling Skills   *                         

Brand Manager Training   *                         

Trade Show Training   *                         

Acquisition Training   *                         

Sales Motivation Programme   *                         

Thinking On Your Feet In Negotiation   *                         

Sales Presentation   *                         

Show Room & Facilities Display 
Training   *                         

Changing Towards Sales Culture   *                         

Customer Relationship Selling   *                         

High Performance Sales Training   *                         

Becoming A Sales Superstar   *                         

Customer Tracking   *                         

Key Account Management    *                         

Tele - Marketing - Inbound ï 
Outbound                             

Analytical Thinking In Sales   *                         

8 Steps To Business Thinking In Sales   *                         

6 Steps To The Selling Process   *                         

Partner Selling & Consultative Selling   *                         

Short Cycle Selling   *                         

EI Sales   *                         

EI In Negotiation   *                         

Essentials Of Client Management & 
Client Retention   *                         

TNA SURVEY & TNA MATRIX 

Simplified TNA Survey 



  

 

 
 

 
TRAINING PROGRAMMES 
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(Marketing) 
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Fundamentals Of Marketing   *                         

Analyzing Marketing Operations   *                         
Developing Market Strategies   *                         

Shaping The Market Offering   *                         

Blue Ocean Strategy   *                         

Price Management   *                         

Product Launch   *                         

Market Segmentation   *                         

Industrial Sales & Marketing   *                         

TRAINING PROGRAMMES 
 

  

MANAGE MANAGE MANAGE  

SELF OTHERS BUSINESS 

COMPETENCY MATRIX                                                                
(HR Consultancy) 
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Training Needs Analysis   *                         

360 Appraisal System Development   *                         

Assessment Centers   *                         

Talent Management & Succession 
Planning   *                         

Selection Strategies & Techniques   *                         

Simplified TNA Survey 



  

 

 
 

TRAINING PROGRAMMES 
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SELF OTHERS BUSINESS 

COMPETENCY MATRIX                                                                
(Managing for Achievement) 
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Leading With EI   *                         

Effective Supervisory Skills   *                         

Leadership For High Performance   *                         

Developing Others Through Coaching   *                         

Quality Action Teams   *                         

TRAINING PROGRAMMES 
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SELF OTHERS BUSINESS 

COMPETENCY MATRIX                                                                
(Customer Service) 

TNA  
BY 
JPB 

In
te

g
ri

ty
 

E
m

o
ti
o

n
a

l 
M

a
tu

ri
ty

 

C
o
n
ti
n
u

o
u
s
 L

e
a
rn

in
g

 

R
e
s
u
lt
s
 O

ri
e

n
ta

ti
o

n
 

T
e
a
m

w
o
rk

 

C
o
a
c
h
 &

 D
e
v
e

lo
p
 O

th
e
rs

 

C
o
m

m
u
n

ic
a
ti
o
n

 

C
h
a
n

g
e
 M

a
n

a
g
e

m
e
n

t 

S
ta

k
e
h

o
ld

e
r 

M
a
n
a

g
e

m
e
n
t 

B
u
s
in

e
s
s
 A

c
u
m

e
n

 

S
tr

a
te

g
ic

 T
h

in
k
in

g
 

F
u
n
c
ti
o

n
a

l 
E

x
p

e
rt

is
e

 

Customer Service Excellence   *                         

Handling Difficult Customers   *                         

Managing Service Expectations   *                         

Measuring & Managing Customer Service   *                         

Customer Care For Front Liners   *                         

Customer Focused Strategy   *                         

Customer Centric Champaign   *                         

Call Centre Training   *                         

Call Centre Management   *                         

Mystery Shopping   *                         

Internal Customer Service   *                         

Simplified TNA Survey 



  

 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

TRAINING PROGRAMMES 
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SELF OTHERS BUSINESS 
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(Personal Development) 
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Corporate Attitude & Values   *                         

Communication & Interpersonal Skills                             

Exceptional Presentation Skill   *                         

Effective Business Writing                             

Choose Your Attitude: The Best Of Me   *                         

Corporate English & Communications                             

Business Communications                             

Hospitality English                             

Relationship Building Through EI   *                         

The Pyramid Principle (Barbara Minto)   *                         

Time & Workload Management   *                         

Grooming : Corporate Image & Brand 
Experience   *                         

Train The Trainer   *                         

Simplified TNA Survey 



  

 

 

PROCESS APPROACH & TRAINING METHODOLOGY 
 
The following process approach can be deployed to promote process training as appose to content 

training:  

 Initial consultations 

 Mystery Shopping 

 Focus Group Sessions (Interview or Questionnaire) 

 Assessments 

 

Experiential Learning style will take center stage in all our training programmes. Other learning styles 

include: 

 Interactive Discussions 

 Role Plays 

 Individual / Group Presentations 

 Individual / Group Action Plans 

 Corporate or industrial Case Studies 

 

OUR ASSOCIATE TRAINERS 
 

 
 
All SBIC's expert trainers are currently working in their fields - ensuring they have an up-to-date 
understanding of the issues they teach. 
 
They are approachable and flexible, particularly in tailoring their courses to suit your needs. 



  

 

 

CUSTOMIZED TRAINING PROGRAMMES 
 

THE OIL & GAS INDUSTRY 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 

VOCATIONAL 

CURRICULUM 

Å Critical Thinking & Analysis 
Å Crisis Management 
Å Decision Making & Problem Solving 
Å Communication & Interpersonal Skills 
Å Leading with Emotional Intelligence 
Å Managing for Achievement (Leadership Skills) 
Å Project Management Skills 
Å Teaming for Success (Team Dynamics) 
Å Professional Business Writing 

Å High Power Presentation Skills 

Soft Skills  

Industri
al 

Experien
ce  

Industrial 
Knowledge  Indu strial 

Experience  
Industr ial  
Knowledge  

TRAIN THE 

TRAINER 


