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• Construction Services + Project Finance  
• Technology Transfer 

• Competitive Bidding on Niche Market 
• System Integration and/or Innovation 

•  International Financial Institution Sponsorship 
•  Investment Partnership  

•  Decision Making 
•  Political Influence & Networking 

Globalization Forward 

Globalization Forward 



Governing Authority 

Resources – International Cooperation Development Fund 



World Trade Organization

: World Trade Organization Data 2013 

World Trade Organization



Resources - TAITRA 

Asian Pacific Economic Council, APEC 



Resources - NGO 
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Introducing AII Bank 
AIIB will focus on the development of 
infrastructure and other productive sectors in Asia,  

•  energy and power 
•  transportation and telecommunication 
•  rural infrastructure 
•  agriculture development 
•  urban development 
•  logistics  

Chief Negotiators’ Meetings (CNM) 
total 35, come from 11 countries, including secondees from 7 PFMs 
(Prospective Founding Members) 
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Business development used to be purely a 
reactive, internal process 

P1 - Planning

P3 - Persuading

P2 -
PositioningP4 - Performing

The
CSM

text

text
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Business development used to be purely a 
reactive, internal process 

RFP is OUT! 
Talk to Ourselves 
(do we need work?) 

Talk to Ourselves (do we 
have the skill set?) 

Talk to Ourselves (we do this 
better than anyone else!) Write the proposal Pray 
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The 4-P process is an expert system 
which simply lays out the steps 
experienced staff would follow 

Planning Performing Persuading Positioning 

text 

text 

    

The Sales Role 

What 
markets, 
what clients, 
what 
services 

Build 
relationships, 
identify 
opportunities, 
plan for 
procurements 

Figure out the 
winning 
strategy, 
propose and 
win  

Perform the 
work correctly, 
monitor client 
satisfaction 

35 

The 4-P process made business development 
more proactive and successful  

First we study 
markets 

We talk to our 
clients-often We position key staff

We propose in a 
structured process 

We celebrate 
our success-
often 
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Relationships are the key to sales success and the 
CSM leads that development 

Source: Professional Services 
Marketing, Miles & Assoc., 1989 
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Sales success chart 
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Relationships are the key to sales success and the 
CSM leads that development 

Source: Professional Services 
Marketing, Miles & Assoc., 1989 
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Relationships are the key to sales success and the 
CSM leads that development 

Source: Professional Services 
Marketing, Miles & Assoc., 1989 
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Relationships are the key to sales success and the 
CSM leads that development 

Source: Professional Services 
Marketing, Miles & Assoc., 1989 

Client Relationships 
Weak Strong 
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90-95 % 
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Sales success chart 

SO IT IS MOSTLY ABOUT RELATIONSHIPS 
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Opportunities & Threats 
 



Japan International Cooperation Agency, JICA  
Opportunities & Threats 
 

Opportunities & Threats 
 



Engineering Firm Ranking -  

Engineering Firm Ranking -  



Engineering Firm Ranking -  

Engineering Firm Ranking -  



Engineering Firm Ranking -  



Who are major Competitors 
ENR Rank 

Name Firm Type 
2012 2011 

1 1 AECOM Singapore Pte. Ltd. EA 

10 10 Parsons Brinkerhoff Pte. Ltd. EA 

17 19 Worley Parsons Pte. Ltd. EC 

51 55 T.Y.Lin International Pte. Ltd.  EA 

55 53 Arup Singapore Pte. Ltd. E 

Who are major Competitors 
Name Prequalified Past Experience with LTA 

Contract No.(Year)

AECOM Singapore Pte. Ltd. CS01, ME01 2104 (2011), 1661, 1662, 917QP, 
918QP(2010), C9151 (Maunsell 2008) 

Arup Singapore Pte. Ltd. CS01, ME03 2102, 2105, 2108 (2011), 9181A (2009), 
C9152 (2008) 

Parsons Brinkerhoff Pte. Ltd. CS01, ME01 2106 (2011), 1660 (2010), 9158B 
(2009), C4620 (2008) 

T.Y.Lin International Pte. Ltd.  CS01, ME01 2101, 2103 (2011), 9181B (2009) 

Tritech Consultants Pte. Ltd. CS01 9188B2 (2011), 921QP, 9161F, 
ER299QP (2010) 

ECAS-EJ Consultants Pte 
Ltd CS01 9188B1 (2011), 912AC, 913QP, 917AC 

(2010) 

BECA Carter Hollings & 
Ferner (S. E. Asia) Pte. Ltd. CS01, ME01 916QP (2010) 



Who may Team up with 
No. Name Qualified as Past Experience with LTA 

Contract No.(Year)

1 CPG Corporation Pte. Ltd. AR01, CS01, 
ME01, PM01 

RP181E (2011), 921A , 
9161D (2010), ER290 (2009) 
+consultant to contractors 

2 Worley Parsons Pte. Ltd. CS01, ME01, 
PM01 

915QP (2010) +MCE 
consultant to contractors 

3 Meinhardt Infrastructure Pte. Ltd. CS01, ME01 1663 (2010), 9181C (2009) 

4 Mott MacDonald Singapore Pte. 
Ltd. CS01, ME01 ER333 (2010)+consultants 

to contractors 

5 CKM Consultants Pte. Ltd. CS01, PM02 
937BQP, ER295QP (2011), 
ER303QP, RP179, 
ER342AC (2010) 

6 R. J. Croker Consultants Pte. Ltd. CS02 9188B3 (2011), 156QP 
ER309QP, ER339QP (2010) 

7 Lee & Lee Consultants Pte. Ltd CS01, PM02, 
QS03 VT275QP, ER311QP (2010) 

KTP  is qualified as CS01    has previous LTA project:  915AC(2010) 

What do Singaporean Firms need 



How Well They Pay Their Employees 

Resources: Singapore Year Book of Manpower Statistics 2011, Table B.3 

SSOC No. Occupation Basic Gross 

Manager 

13231 Building & Construction Project 
Manager 

5,068 5,402 

11201 Managing Director/CEO 17,661 19,018 

13292 Quality Assurance Manager 6,398 6,755 

12211 Sales & Marketing Manager 5,932 6,930 

13291 Engineering Service Manager 6,878 7,278 

Professionals 

2142 Civil Engineer 4,325 4,794 

21431 Environmental Engineer 4,006 4,420 

21651 Surveyor 4,199 5,307 

Technicians 
31001 Associate Civil & Structural Engineer 2,965 3,106 

3112 Civil Engineering Technician 2,861 3,215 

MONTHLY BASIC AND GROSS WAGES OF SELECTED OCCUPATIONS, JUNE 2010 

 
Viet Nam Economic and Cultural Office in Taipei 

 101 3  
 02-2503-6840 
 

ADB Viet Nam Resident Mission 
 Unit 701 - 706, Sun Red River Bldg., 23 Phan Chu Trinh St., 

Ha Noi, Viet Nam 
 84-4-3933-1374 84-4-3933-1373 
 Tomoyuki Kimura  Country Director 

World Bank Viet Nam Director's Office  
8th Floor, 63 Ly Thai To, Hanoi, Vietnam 
84-4-3934-6600 ext. 234 84-4-3934-6597 
Victoria Kwakwa (Ms.) Country Director 

Resources - 
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Taipei Economic and Cultural Office in Ha Noi 
5th Fl. HITC Bldg, 239 Xuan Thuy St., Cau Giay Dist., Ha Noi 
84-4-3768-9660 

ecohn@netnam.vn 

Taipei Economic and Cultural Office in Ha Noi 
5th Fl. HITC Bldg. 239 Xuan Thuy St., Cau Giay Dist. Ha Noi 
84-4-3833-5501 84-4-3833-5508 

tecohn@netnam.vn 

Taiwan External Trade Development Council, TAITRA 
8th Fl. No. 14 Vo Van Tan St., Ho Chi Minh City 
84-8-3930-1986 84-8-3930-1984 

timothy@taitra.org.tw 

Resources -
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CIMAS Engineering Co., Ltd.  

6th Fl., Charmvit Bldg., 117 Tran Duy Hung Rd., Cau Giay 
Dist., Ha Noi  
84-4-3833-5513 84-3833-7824 

 3192@ctci.com.tw ( - ) 

 THI Consultants Inc. 

(04)2202-7022   

 
CECI Engineering Consultants, Inc. 

http://www.ceci.com.tw/english/os_vietnam.aspx (track record) 

Resources -
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National Taiwan University 

 No. 1, Sec. 4, Roosevelt Road, Taipei, 10617 Taiwan 
02-3366-4360 0917-239-680 

 spingho@ntu.edu.tw 

 
National Taiwan University of Science and Technology 

 No.43, Sec. 4, Keelung Rd., Da'an Dist., Taipei City 106, 
Taiwan 

 (04)2202-7022  
  mikehwang@mail.ntust.edu.tw  

Resources -
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Sample Biography – Entry Level Case I 
TECHNICAL SKILLS 
•Project experience 
•Computer 
•Language 
•Personal 

 
EMPLOYMENT 
•Company Names 
•Job title 
•Responsibility 
•Chronicle order 

 
EDUCATION 
•Institution 
•Degree, program 
•Year graduated 

 
ACTIVITIES 
•Membership 
•Sports, leisure 
•Volunteer works 

 

Sample Biography – Entry Level Case I 
EMPLOYMENT 
•Project 
•Company name 
•Title 
•Detail job description 

 

EMPLOYMENT 
•Project 
•Company name 
•Title 
•Detail job description 

 

PERSONAL INFO 
•Contact information 
•Employment 
•Education
•Professional registration 
•Skill 
•Language 

 



Track Record shall consist of: 
� Project Basic Information 

• Starting and ending dates 
• Contract Values 
• Project Size and Location 
• Project Description (Type of Specialty) 
• Owner of the project 

� Project Feature 
• Successful Stories (schedule, cost, 

esthetics) 
• Unique Methods, equipment 
• Lessons learned 

� Project Outcome Illustration 
• Photos 
• Awards 

VALUE 

PROFILE 

CULTURE 

IMAGE 
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Myth No. 1 
� The Chance is so slim that it feels like winning a Lotto. 

Myth No. 2 
� Someone’s is always better than mine. 



Myth No. 3 
� I’ve got nothing to sell. 

Myth No. 4 
� My application is like a kite. – gone with the wind. 



Myth No. 5 
� All reviewers are animals. 

Myth No. 6 
� Committee members use machines to select. 



Myth No. 7 
� Color one is always better than a black/white. 

Myth No. 8 
� There is a huge money involved. 



Myth No. 9 

� Recommendation is nothing but a letter with a 
signature. 

� Creativity must sale. 

Myth No. 10 



A Winning Strategy Tip No. 1 
� Getting the most out of your qualification. 

A Winning Strategy Tip No. 2 
� Be positive, no complaint. 



A Winning Strategy Tip No. 3 

� Identifying Differentiators. 

A Winning Strategy Tip No. 4 
� Focus on what reviewers want and give what they look 

for. 



A Winning Strategy Tip No. 5 

� Do not hide your weakness, admit, accept and move on. 

A Winning Strategy Tip No. 6 
� Be yourself, speak from your heart. 



A Winning Strategy Tip No. 7 
� Be respectful while selling. 

A Winning Strategy Tip No. 8 
� Present in logical, orderly fashion. 



A Winning Strategy Tip No. 9 
� Leave room for improvement. 

A Winning Strategy Tip No. 10 
� Good things always come with time and effort. 



A Winning Strategy Final Advise 
� Where there is a will there is a way. 

TThank You  


