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4D Sales Leadership Management
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Team Name Pfizer Sales Management Team
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Date of Formation September 2011
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Business Unit Pfizer Sales Department
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% Team Facilitator Pfizer Sales Manager
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Team Leader Kelvin Cheung
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Anthony Cheung Anthony Lau Benson Cheng  Christopher Cheng
Esther Ho Martin Yuen Nicholas Chan  Vincent Yim
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Talent acquisition and refention is @ common problem faced by many industries in Hong Kong. The competition amongst the pharmaceutical industry for skilled

individuals is no exception and Plizer Hong Kong also faces the same challenge. Therefore, refention of colleagues, especially sdles professionals is of primary
concem.
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Tradifienally, sales professionals were results driven and aggressively pursued sales targets as their primary goal. This model was also adopted by Pfizer Hong Kong,
however the executive leadership found that it adversely impacied their teams’ mofivation, job safisfaction and sense of belonging o the company.
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o  Qur unit has developed the "4D Sales leadership Managemert” fo enhance
colleagues' engagement with the company.
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Quality Improvement And Expericnce Sharing Convention
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A3l A [4DIYEEEEEE] HIE B EEB—&E @ Since infroduction of the “4D Scles Leadership Management” sirategy, a sfable
HETRESEEBETE - MiaBEHEAEREERL and highly mofivated sales feam has developed as reflected by the incredibly
TR o] FRBR R+ SRR R R 550% low tumnover rate. It was significantly less by 50% compared to the current

pharmaceutical industry rate.
o RBEETHSMENRE - B EEH2015F EIGI7%H)
WEE - e Colleague Engagement Score achieved an excepfionally high rate of 97% in

2015.

o BEAEMHAMENBRFAULBENE - #hELHER
FzXERBDALHNEENFRLATERNER . o The sales performance always exceeds ambitious fargefs in consecutive years

despite an increasingly competitive and demanding landscape.
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® Plizer Hong Kong achieved, and most importantly, retained market leadership
in the highly contesfed ethical pharmaceutical category.

® Plizer Hong Kong has maintained one of the highest local market share in all
Pfizer subsidiaries worldwide.
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Pfizer Engagement Survey 2015
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