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Executive Summary

Based on the background of global financial crisis, several companies were affected in the year 2008 and 2009. Not only some small companies but also many big companies experienced a downsize and had to recombine, such as General Motors Corporation, Freddie Mac, Merrill Lynch, Lehman Brothers Holdings Inc. In America, many large banks were forced to borrow money from the Government which has undermined the giant banking system and lead to a weaker currency and moreover taking into account that quiet a lot of countries such as Australia, Canada and euro zone countries.( source1) Maintain US Dollar in their safety budget stock the value of the currency’s amount got weaker as well United States Central Bank was also among them. Therefore, China’s various industries have also affected by this financial crisis.

Compared with America and other countries, the impact of the global financial crisis on China is not the largest. But America is still the strongest of the world. When we look at the training industry, Chinese employee training industry is far less developed than America. In my report, I use the Pacific insurance training program as an example to tell the (Chen Anzhi Training) and Chinese-style training (General difference between American-style training Chinese Training). And what is the core purpose for Chinese enterprise to have training program.

Chapter One Introduction

In the insurance industry of China, only a small proportion of the employees have gained formal professional education; most of them need further training by the industry. For more than twenty years, the industry has been continually paying great attention to on – job training, which preceded the occurrence of higher education for the industry. Government authorities, such as the CIRC (China Insurance Regulatory Commission), and its local bureaus, mainly sponsor the special or professional continuing training.

Since the beginning of the 1980s, the work force in the Chinese insurance industry has experienced speedy expansion. Many new employees, with no former experience in this area, are in great need of continuous education to improve their professional abilities, skills, and insights. Government and insurance employees association had set up short –term, on-job training projects, extending professional knowledge to new employees in the industry. Formal training centers have been established in Beijing, Shanghai, and other cities. Followed with rapid development of insurance business, Chinese insurance enterprises have already increased their investment on employee training. 
However, it has been noted that Chinese insurance industry still suffers from a low level of skilled employees. In addition, lack of effective management training is a major problem, which influences the business development. That is the basic motivation I wrote this research report. The Central research question and several research questions were mentioned in order to help readers to understand. 

1.1  The research questions Aims and Objectives
In 2008, for the sake of improving profits and competition in the China’s market among the financial crisis, China Pacific Insurance Co., Ltd, they cooperated with Chen Anzhi International Education and Training Institution to offer a training program especially for their employees. 

Why I am writing this research report?

I am very interested in having my own company and being success.  And I also think a successful company is buildup by many successful employees. Some people may ask what successful employee is. 

But one thing I can make sure that employee without training can not be success because they are losing customers everyday. Secondly, In China, the insurance industry is in the early stages of development. China’s insurance industry is not perfect in many places, even far less than the western developed countries. Because it is just getting started, China’s insurance industry has a special room for development and good prospects. Therefore, the insurance industry needs more talents of outstanding practitioners. Thirdly, the successful employee training of Pacific Insurance Company is a good example to other insurance companies and some developing company which needs more talents.

The Central Question for this research project is:

The training of Chen Anzhi International Education and Training Institution helps improve the performance of the Pacific Insurance Company. Why is this training very successful?

The Sub Questions are:

Over the past few years, how was the insurance industry?

In China’s insurance industry, were talents missing? 

Is employee training important to enterprises? Why?

In China’s insurance industry, what types of employees need to be training?

To a good enterprise, which areas should staff training focus on？

In order to rapidly improve companies’ performance, what kind of person can be chosen to train the staff?

Before training program, how was the performance of the China Pacific Insurance?

After training program, Is it bring better performance to the China Pacific Insurance?

What can be done even better during the training? And what activities can be improved in the further training?
1.2 Overview of the research 

In recent years, insurance employees training in China has obtained remarkable development. This research follows the general structure as presented here:
Chapter one outlines an introduction to the research topic, including background about which will be addressed through this research.

Chapter two describes which methodological decisions were made, and how the research process action. 

Chapter three presents the findings for Chen Anzhi case. 
Chapter four shows the internal and external analysis of Chen Anzhi case.
Chapter five gives a conclusion and recommendation from the research.
Chapter two Research methods

This chapter presets the process of actions taken within this research and the materials and methods used. 
Surveys are usually used for empirical research in the social sciences. During the period of two month holidays in Shanghai, I designed a self-administered survey named ‘Evaluation the effect of insurance employees training’ and put it on website, the purpose of the questionnaire is to evaluate the effective of insurance employee training in China Pacific Insurance Company. One of my friends works in China Pacific Insurance Company. He gave me much help to do the research.
Concerns about the financial resource, the author used a survey template from esurveyspro.com and create an online survey totally free. The totally online survey will be presented in Appendix A. To avoid somebody respond the online survey more than once, Message to be displayed when a somebody respond twice or respondent attempts to enter a survey that is closed (e.g. incorrect password after 3rd attempt, maximum responses exceeded, etc.)
All of participators of this survey are divided into three kinds of employees: once had taken part in ‘The Success of super-NAC course’; once had taken part in ‘The Super Success course’; or participators who had joined into both of these two courses. Totally the responses were 97 and 96 finished it. Only 1 participator incomplete responses and it is about 1.03% of the total responses. See figure 2.1. More details of the result of this survey I will analyze in chapter four.
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Figure 2.1 The survey completion report
In addition, I interviewed the company’s employees, the personnel manager and Executive officer in order to obtain different views from different levels of people. This gives me an overall understanding to the nature of the staff training activity.
Browsing through the online information and reading from the newspapers, the magazines, the books and the domestic articles, so I gained a lot of valuable information and made further refining. Coupled with my own point of view, the origin of my current investigation has been constituted.

Chapter three.  Analysis and Discussion of Chen Anzhi case
Basically, a growing business like insurance industry needs more kinds of tools to analyze. Next part presented by the author produces a useful summary of one case study on how to evaluate the effective of insurance employee training in China. 
3.1 Brief introduction of Chen Anzhi institution

Chen’s international training institutions entered China since the 20th century. It has helped hundreds of millions of people who is hungry for success, led them succeed in the shortest time to achieve long-cherished wish for many years. The company had trained hundreds of various industry participants from more than 20 countries worldwide. The world’s top 500 enterprises and domestic well-known groups, companies and executives are eager to learn Chen’s courses.  

Chen Anzhi is the chairman of Chen’s International Education and Training Institution, Asia top speechmaker, author of Asia’s best-known & best-selling masterpiece, chairman of Seven Array Advanced international chain Crystal Enterprise Group. He is fourth-generation Inspirational Master after Dale Carnegie, Napoleon Hill and Anthony Robins. He has created five world-class sales records, who are not only the most well-known orator in Asian education and training business with largest power of influent, but also the most fluent orator by using both Chinese and English. He has done speaking tour in China, the United States, Singapore, Malaysia, Japan and many other countries (thousands of cities). His stirring speeches and dozens of best-selling book has become a great personal brand charisma. He was named “Top Ten Chinese entrepreneurs worldwide brand people”; click-through rate of Mr Chen reached 2.2 million times by Google and other websites in the year 2004, ranking top in Asia.
Mission of the company:

To help people succeed in the shortest time.

Company’s goal: 

To become the world’s first education and training institutions with values of perfect, consistent, quality and efficiency.

3. 2 Brief introduction of Chen’s product
The success products of Chen Anzhi Institution are divided into 3 main parts:

Books 

1. << Success 88 Rules>>                   2. << Diamond Success Rule >> 
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3. << Undergraduate Success>>               4. << Child Success>>
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5. <<Chen Anzhi Success Corpora>>          6. << Potential Power CD>>
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And Online Lectures:

Most of Chen Anzhi’s lectures can be found on website.
3. 3 Brief introduction of Chinese insurance market and China Pacific Insurance Company 
Nowadays, China’s economy is ranked third in the world after the United States, Japan. In 2007, through the exchange rate, the total value of China’s GDP is US＄3.42 trillion(1) and in 2008, it grows into US＄4.41 trillion(2). With China’s rapid economic growth, China’s annual GDP grows in values above 10%. More and more Chinese people have the awareness of buying insurance for themselves and their families. Especially the life insurance, it was very welcomed by Chinese consumers in last few years.
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Looking back at history, China’s insurance industry began in 1949, which is now the Chinese Government to set up. Though the survey of CAGR (Compound Annual Growth Rate(3)) by experts, actually, the insurance industry developed dramatically in past 10 year. Since the year 2002, China’s average annual growth rate of the premium income accounted for 17.3%. In 2005 revenues totaled RMB 492.7 billion. In the year 2006 till 2007, revenues reached 5,641billion yuan and 703.58 billion yuan. The figure in 2007 is 2.3 times more than the figure in 2002. Later on, due to the global financial crisis in 2008, China’s insurance industry also had a lot of impact. But in the end of 2008, the Chinese government gave some policies in order to help increasing China insurance market and it works well in 2009. (4)

China’s insurance market is the fastest growing market over past decade. In the next 10 years, I believe that China’s insurance market will continue to expand and improve. 

China Pacific Insurance Company was founded in May 13, 1991. Its headquarters was set up in Shanghai with registered capital of 5.1 billion. Subsequently the company changed its name to China Pacific Insurance Co. Ltd. 

The company has established a basic sales and service network covering the whole China insurance market. The sales agent system was mainly divided into three channels: (1) Marketing (2) Direct marketing (3) Banking. At the end of December, 2008, China Pacific Insurance held 37 subsidiary companies and approximately 3500 marketing service department, which totally involves 34,000 employees and 222,000 salesmen.
3. 4 The effective of training courses
The training was divided into two parts, totally 5 days with Chen Anzhi. In the first 3 days, employees learned The "Super Success" Course. In the rest two days, “The “Success of super-NAC” Course was given to change people’s mind. 

The "Super Success" course:

To stimulate the potential of an infinite mind into peak state, allows you to build an impregnable self-confidence. Meanwhile, the concentration of the key to success, a clear succession of steps, which validate the success of an effective system that will reduce your time to explore, allowing you to quickly and successfully to get rich.

Course outline: 
1. How to conduct effectively self-analysis - successful self-analysis began, ending in self-reflection.
2. The secret of emotional management - how to properly thinking, ask the right questions, in 5 minutes to completely control their own emotions
3. How to time management? - Enhancing performance for more than 10 times the key.
4. Persuasive marketing tips - so you can sell any product to any person at any time; 
5. Communication skills - how to give people what they want, and get everything they want? 

6. How to clear and adjust the values - all the barriers to success comes from the contradiction between the values.
7. Enhancement of leadership - how to lead the most talented people, the establishment of an all-conquering team.
8. The world's top marketing strategies of successful enterprises. 
9. How to use the power of the subconscious to succeed? - The power of the subconscious sense of strength through more than 30000 times. 
10. Top winners need to have faith in the success - success is "like" and "must" cherish; 
11. Top Ten steps to success - how to "step by step" get what you want in life? 
12. And Chinese Success authority of the Chen's face to face - only the first can teach you how to become the first. 
13. And the National more than 400 of the most promising and successful convictions to make the opportunity - your friends decide the fate of your life.

When I analyze the result of the survey ‘evaluate the super success course’, there are seven statuses describing the response of the course from the participators’ point of view: very dissatisfied, somewhat dissatisfied, neutral, somewhat satisfied, very satisfied and N/A. We can find out most of participators are satisfied (or at least on neutral status) with every important point of this course. (the detail of result of the survey shows on Appendix B)For instance, concerns about point one: how to conduct effectively self-analysis?, 65% of participators (40% of neutral, 18.33% of somewhat satisfied and 6.67% of very satisfied) have positive evaluations (including neutral response), while point two: the secret of emotional management 61.1%, point three: how to manage time? 67.79%, point four: communication skills 78.33%, point five: enhancement of leadership 77.24%, point six: the world’s top marketing strategies of successful enterprises 71.18%, point seven: how to use the power of the subconscious to succeed? 71.88%, point eight: top ten steps to success 68.33%. 
The Success of super-NAC Course:

NAC full name: Neuro Associative Conditioning. NAC - the world's greatest psychology, the world's most effective action science, is also a change in science. "NAC program is the world's most successful management, one of the top courses, learn NAC, know almost all of the neurology, psychology and behavior." "All of learning to be a field exercise, otherwise, might as well Road had returned home. as long as the nerve-chain has not changed, you will not change. "

Content description: 
1, What is NAC nerve chain, adjust the operation 
2, NAC nerve chain, adjust the operation of the six steps 
3, how to break the psychological barrier 
4, how to help others to lift the psychological barrier 
5, how to permanently change bad habits 
6, how to break the inertia of old 
7, how to adjust to enhance nerve chain 
8, how to establish a positive mind anchor 
9, how to build an impregnable belief in 
10, how to immediately eliminate negative emotions 
11, how to stimulate mobility through the NAC 
12, how NAC yourself every day to keep peak 
13, how to change the unconscious NAC 
14, how to change the NAC concept of money 
15, how to improve performance through the NAC income 
16, how to overcome fear through the NAC 
17, how to increase personal influence through the NAC 
18, how to enhance time management capabilities NAC 
19, how to enhance leadership NAC 
20, how to be more convincing NAC 
21, how to become a therapist through the NAC 
22, how to become a super instructor NAC

major Benefits of the program:

1.A world-class intelligence, localized language 
2.Provide a full range of information and methods of successful 
3.Curriculum for all classes can be used in any sector (individuals, businesses, students, salesmen, management, administrative staff, leading cadres, partners, distributors, general manager, president, ... ... etc.) 
4.Teach you the immediate upgrading of the performance of methods (company or individual) 
5.You will learn to enhance the income of the ten most important rules 
6.Teach you how to immediately break through self-imposed restrictions, enhance self-confidence and mobility 
7.You will learn to establish and achieve their goals over the secret 
8.How do I find a direction in life, to play a self-advantage, the industry's top figures 
9.Handbook provides a complete self-analysis 
10.To provide the steps to become a super leader
11.Learn how to use half the time to make double performance 
12.Learn how to live a happier life 
13.learn the first secret of success, sharing of the world's greatest marketing rules 
14.The best courses have the best students (this is the best quality you build a network of contacts throughout China the best opportunities) 
15.To stop wasting time, began to increase productivity 
Remember, to go its own way than marching successful footsteps!

Similar with last course, we can find that most of participators are satisfied with this course. 
Chapter four Internal and external Analysis
In this chapter I present the internal and external analysis for Chen Anzhi international Education and Training Institution. As I mentioned before, it is an employee training institution, in this insurance training program Chen’s training institution cooperated with China Pacific Insurance Company. 
4.1 Internal analysis 
Based on the information I collected, there are some strengths and weaknesses of Chen Anzhi international Education and Training Institution.
4.1.1 Strengths:

Innovation: positioning analysis of training needs

Chen’s training institution employee training institution is the first introduce the training needs analysis model-positioning analysis of training needs. Training needs analysis is the starting point of the entire training model, it is not only the first and foremost thing to identifying training objectives, but also the basis of training assessment. It is main criteria to evaluate if the training is accurate or not, and will determine the effectiveness of the training. Training needs analysis is mainly dependant on three factors: the organization, task and employees levels.
Organizational level:

The organizational level of training needs analysis is mainly through the organization's goals, resources, environment and other factors analysis. A good training should be able to accurately identify the "status gap", that is a problem in the organization. It is related to the insurance companies’ direction of training, the quality of training plays a decisive role. In general, the organizational level of training needs relies on the organizations have  how many external or internal "pressure points" role, such as enterprise performance, the new technology generation, the introduction of new legislation or changes in customer preferences and so on. Based on the "pressure points", enterprise asks employees’ ability meeting new requirements, called "expectations of the state". However, the current level of staff is "the current state", and the gap between the two is the "state of the gap".  Enterprises should strive to reduce this "gap", formed the organizational level of training needs. In addition, the organization should determine whether the training is the most effective approach to make up the gap. For example, Chen’s training institution international Education and Training Institution according to its own development strategy and planning to the current performance and strategic objectives to determine the difference between the company's gap, according to the gap values for the training of all categories of personnel demand forecast, thus the gap analysis of all categories of personnel, to determine the level of training needs, type and size.

Task level:

First of all need to understand the performance standards required of this job, and what is the hope that people plan to effectively accomplish this task. Including See job description and job specifications to determine job performance standards and outputs; the requirements for the completion of these tasks the knowledge, skills, behavior; attitudes will ultimately determine what the content of the training.

For example, Chen’s training institution international Education and Training Institution introduced a comprehensive "MAP management potential test" system, to analysis various levels of management training needs for different employees. They ask the Pacific insurance company’s managers that their employees must be through "management potential test" before determine whether the applicant has management potential. Only when the employee through testing and confirm with management potential, then he is likely to be promoted, for the promotion of employees to give corresponding management skills training. MAP management skills test system is aimed at 12 most critical management capabilities, Chen’s training institution international Education and Training Institution let them watch video, and finish a specially designed multiple-choice(totally 200). The answers will be evaluated by computers, according to the world 80000 managers norm answer style, then show the strength and weakness’s distribution of personal ability. This test could accurately analysis the Organization's human development situation, providing a reference to organization about how to improve performance.

Employee level:

By analyzing the actual work performance and employees are currently expected performance, to determine the causes of poor individual performance. According to the result, Chen’s training institution international Education and Training Institution can decide who should receive training and what training needs. For example, China Pacific Insurance Company marketing team briefing in the form of monthly indicators (indicators include the total performance, the per capita performance, the per capita number of pieces, pieces were premiums, increase staff rate, turnover rate, etc.). Through the analysis of changes in the performance indicators to explain the changes in identify training needs. In Pacific insurance employees training, Chen’s training institution compared their sales in last month with the per capita declines in performance, which indicating that the current high-end customers’ insurance rate has dropped. It is probably because sales are currently unable to meet the professional standards of high-end customers of the insurance requirements. In view of this situation, Chen’s training institution concluded that the sales staff’s professional quality training is needed to enhance the per capita performance.

Large target group: Training for social-oriented

Learning organization is not just a single person, but a more complex learning group. Therefore, Chen's training institution sets their own customer groups in a wide range of business units and networks, and even extended to other social groups. Rather than the enterprise staff training cannot be tightly confined within the enterprise, but should be extended to outside the enterprise. The training socialization mainly including two aspects: 

The training socialization refers to the training cannot only be based on companies’ internal staff, but should put the community on some potential and related human resources into the training system, for expanding the scope of the trainees. On the one hand, in human resource supply side, Chen's training institution trains the group that have not been enrolled in the formal companies’ operation, such as college students and other units of high-quality personnel to conduct advance training. Chen’s training institution put the company culture and philosophy into their minds before they enter the society. For example, Chen's training institution and a famous Chinese universities had cooperate to selecting a number of insurance, actuarial, medical, law and other related majors 3, 4-grade honors student, give them scholarships, grants, experience sharing, vacation internships, part-time job and other project staff pre-service training, in order to recruit and prepare talented people. On the other hand, in the marketing terminals, customers and potential customers to existing training, such as regular seminars to corporate culture of customer advocacy and product knowledge of the talks. This strategy not only increases customer value and expands the company's influence, but also supports and promotes the employee's operations.

Staff training institutions and other modern business have many things in common, like management, operations, sales and many aspects of culture. This social enterprise training created the basic conditions. Meanwhile, the social division of labor refinement, and the unimpeded exchange of information allows the training to the community of forms. So Chen’s training institution can produces some products, such as books and videos, to meet part of meet market demands, which greatly saves manpower and material consumption.

Excellent corporate culture

Chen's training institution promotes “learn together”, Chen Anzhi asks each employee cooperate with each other and learning together, everyone must progress of 1% everyday. There are fully communicates among group member and between leaders and employees, to creating a mutual learning environment. This group not only produced excellent result as a whole, but allowed individual members’ growth speed faster than others. 

This gives the training institutions Chen has brought six major benefits: 
1. Enterprise Update mode of operation and management, personal changes in learning, an excellent opportunity to work.
2. Selection of education and business people training program, open education and training ideas, to seek co-operation of choice for multi-channel. 
3. Personal access to a variety of successful intelligence, experience, saving    time and quickly achieve self-groping success of the rare opportunities.
4. Education and training sector, rookie emerge and can access full advantage of human resources and corporate arena. 
5. Education and training industry, exchange resources, learn from each other, opening up unlimited opportunities for great cooperation platform. 
6. Improve enterprise competitiveness and profitability, individuals can take    inspiration thinking, mental shock, creative inspiration and success to accelerate the process.

4.1.2 Weaknesses
Shortage of trainer

The main problem for Chen’s training institution faces the shortage of prominent trainer and high turnover rate. The aged trained, who is hard to accept the keep their steps with the newest educational concepts and more stubborn. The young trainer is lack of social experience and is hard to be accepted by trainees. All trainees prefer to follow the successful managers’ advice, which is more convincing for them, but most of successful managers don’t want to be the trainer. In Chen’s training institution, the majority of courses were taken by Professor Chen. He flew to different places every day to do a lot of speeches, or go to companies do the employees training. He acts as the company's owner, and also an important trainer. Which made him puts most of time in lectures, the company's development largely dependent on Chen’s individual reputation. Training institutions lack of high-level trainers, no way to large-scale expansion of their business, limiting the scale of enterprise development. This has become a bottleneck restricting the development of training institutions in question.

Company imperfect structure

The internal management structure is imperfect, uncertainty either. Firstly, the imperfect structure of organizational structure, management system and operation mechanism there are still many problems. Internal management and staff are often not properly involved in the operation of other department, resulting in internal management turmoil. The information between various departments has serious asymmetry and overlaps, greatly reduced the efficiency of the enterprise. Secondly, Chen's image in the enterprise is not clear, there is no separation of ownership and management, he was also act as chief trainer, one people plays too many roles in the same company. Moreover, Chen needs to give lecture around the china, without a fixed office space, when the enterprise has an emergency decision; it is difficult to find policy-makers.
In conclusion, Strengths and weaknesses are internal factors that create value or destroy value. They can include assets, skills, or resources that a company has at its disposal, compared to its competitors. For Chen Anzhi institution, the strengths and weaknesses can be shown as table 4.1

	Strengths
	High performance in training course development, fast response of consumer demand, excellent corporate culture..

	Weaknesses
	Shortage of trainer, complicated structure.


Table 4.1 The strengths and weaknesses of Chen Anzhi institution
4.2 External analysis
4.2.1 The employee training industry 
According to Wand.D (2002), the rapid growth of commercial training organizations with an expanding range of training service provisions serves cause firms to investment more on training their employees and rely more on external training providers for the training. For example, in 1996, only 1.7 percent of domestic Chinese firms used external trainers who were mainly academics from universities. By the end of 2001, some 85 percent of domestic Chinese firms were searching training services and most had switched form university lecturers to professional training bodies. However, this rapid development of training courses and expansion of training suppliers may not guarantee the quality of training, and client companies need to develop their knowledge about the market to differentiate good training providers from shoddy ones, and to identify precisely what training services are needed for the firm.

However, in my opinion, the employee training market in China still has huge space to develop. Nowadays, the market only can be called as employee training area in stead of industry. After doing business with other countries, some Chinese enterprises notice that training their employees is very necessary and significant for companies. But less people take the action to train their employees or train in the right way. Sometimes they think they haven’t enough time and money. They mainly focus on giving products and professional knowledge to their employees. In the same time, they ignored the selling skill and attitude training. 
4.2.2 The competition environment 

M.Robert Talley (1973) emphasized that insurance industry began to find out the important of training because of these problems: marketing insurance products, reacting to the financial planning needs of the younger population, preparing to defend such specific product lines as automobile insurance and exploring new financial areas to assist with the overall profit.

From my point of view, the insurance industry is a kind of industry that its product is just a promise to pay, represented by policies. Due to consumer behavior, it is more difficult for consumers accept this kind of product compared with ‘real’ consumption. Consequently, both new employees and those people already at work need more training to persuade consumer become loyalty, or design a kind of new financial product, or even some basic skills, including screening, rating, policy issuing, obtaining claim registrations, etc.

Nowadays, there are many employee training programs and institutions in China. But only a few are success and useful to real business. The knowledge from Chen Anzhi institution is useful and well popular. In China market, it has nearly no competitors can reach. Successes with Chen's training business development, they set up training institutions in all the major provinces and cities across the country. Chen Anzhi, himself is the brand of the training institution. He is the first person to get training knowledge to China. He is very famous in training area. Chen Anzhi is fourth-generation Inspirational Master after Dale Carnegie, Napoleon Hill and Anthony Robins. He has created five world-class sales records, who is not only the most well-known orator in Asian education and training business with largest power of influent, but also the most fluent orator by using both Chinese and English. He has done presenting tour in China, the United States, Singapore, Malaysia, Japan and many other countries (thousands of cities). His stirring speeches and dozens of best-selling book has become a great personal brand charisma. He was named “Top Ten Chinese entrepreneurs worldwide brand people”, click-through rate of Mr. Chen reached 2.2 million times by Google and other websites in the year 2004, ranking top in Asia. So to Chen Anzhi, his name will be reminiscent of success. His brand marks the company's excellent employee training.

4.2.3 The power from buyers 

The power from buyers is related to the competitive structure, industry concentration, volume size, switching costs, etc. At present, the industry concentration on employee training is very high, and cost is low, thus the customers have a higher owner degree of access information, followed with higher buyers power, which living in dominant market position. Not mentioned that the normative operation of the training market is not enough, the buyers power have the right of accept concessions, discounts and other rights. 
Insurance services are important clients for training providers and had greater recourse to training providers than other sectors. Almost half of such firms were estimated to have undertaken training course, two of most important fields belong them are management and administration courses, and sales and personnel courses.  A success competitive strategy need to analyze the power from buyers, operate based on brand, strengthen the internal and external public relations, in order to improve their production on the market competitiveness.
4.2.4 The distribution 

Chen plans to set up chain bookstores across the country, selling some books related to the success. They intend to introduce some original books from abroad, and have more value as well as inspirational books collection. Chen also plans to sell the CD and video of the training program also some books written by Chen. Through this strategy, to facilitate the readers, making sure that China’s readers can access to the latest and fastest advice as soon as possible. On the other hand, Chen's training institution also increases the reputation and influence in the customers. With the introducing of these products and the establishing of bookstores, Chen's training institution increasing their profit channels. From simply rely on lectures and training income, transfer to a more complex business structure. Which is definitely gains more competition advantages in the training industry.
In conclusion, opportunities and threats are external factors that create value or destroy value. It is difficult for ChenAnzhi institution control opportunities and threats. However, these factors emerge from either the competitive dynamics of the market or from economic, political, social or cultural factors. The external factors including opportunities and threats can be shown as table 4.2.
	Opportunities
	Fastest growing employee training market.

	Threats
	Price war from competition, unsteady policy of government on training industry.


Table 4.2 The external factors for Chen Anzhi institution
4.3 The competitive strategy for Chen Anzhi institution
The Ansoff Growth matrix presented by Igor Ansoff is a matrix that focuses on business’s present and potential products (or service) and markets. Consequently, it is a useful tool for me to analyze Chen Anzhi ’s success strategy. See figure 4.1
[image: image10.png]ANSOFF MATRIX

PRODUCTS

CURRENT

NEW

MARKETS

CURRENT

NEW

Market Penetration

Product Development





Figure 4.1 Ansoff Matrix（David 1996, 171）
Market penetration is one growth strategy; through this strategy the business may focuses on selling existing products or service into existing markets. Applied to Chen Anzhi, a market penetration strategy might concentrate on (1) attempting to increase the number of trainers; (2) trying to attract learners from competing organizations; or (3) trying to track former learners. In fact, business employees are ideally suited for market penetration strategies.
Market development is the growth strategy for business, which is looking for solutions to sell its existing products into new markets. Again, Chen Anzhi may find new applications for current programs; for example, translating training program into Japanese or Korean to provide wider global reach.

Product development is a strategy for business aims to introduce new products into existing markets. This strategy may require the development of new competencies and requires the business to develop modified products, which is suitable for existing markets. With this strategy, Chen Anzhi offerings might be ‘improved’ to incorporate new technological features in order to better satisfy employee training. For instance, more online training courses might also enhance current training environments.
Diversification is the name given to the growth strategy where a business promotes new products in new markets. Since diversification strategies involve moving away from familiar programs and learner groups, such an option may appear both immensely attractive and immensely risky.

Whichever types of opportunities the Chen Anzhi chooses to pursue, next steps include determining what objectives might be attainable, given both the risks and returns present in the market, and what internal resources, or competencies, would be required to fully exploit identified opportunities.

According to upper analyzing, Chen Anzhi ’s core competence is developed and maintained by a group of effective strategy. I had already evaluated the SWOT matrix for Chen Anzhi institution. It is useful for Chen to identify and leverage on its strengths while improving on its weaknesses. In addition, the opportunity and threats presented will enable Chen to identify environment that will propel its future growth. However, finish the SWOT analysis is just the first step. We still need a tool to combine the internal factors with the external factors; the tool is the Confrontation Matrix, which will be shown on table 4.3. 
	
	opportunities
	threats

	Strengths
	Offensive strategy:
attract learners from competing organizations 
	Adjust strategy:
provide wider training courses

	Weaknesses
	Defensive strategy:
increase the number of trainers
	Survive strategy:
more online training courses in case of price war


Table 4.3 The confrontation matrix 

4.4 The marketing mix for operation 
Once the company has chosen its overall competitive marketing strategy, it is ready to begin planning the details of the marketing mix. The marketing mix is one of the dominant ideas in modern marketing, which mix consists of everything the firm can do to influence the demand for its product. The many possibilities gather into four groups of variables known as the "four Ps" : product, price, place and promotion. 
·Product
The product mix in each training course should be varies and depends on the size of the employer. 

Chen Anzhi institution has built a brand that conveys not just a product but an experience. That, almost exclusively, is what has made this company into a Rule Breaker. The stronger the brand becomes, the more profitable the business will become through more opportunities. The more profitable the business, the better it will withstand the eventual downturn comps. Brand is the moat around its business.

That's really an ideal situation. Mr. Chen and his business development teams need to establish plenty of different partnerships. So as to firmly established its brand as a promise of high-quality training products, to the point that its partners will pay just to use its name. It will produces thousands of customer "impressions" without costing the company a cent. That's the dream of every commercial brand.
·Price

As mentioned before, Price war from competition is a big threat for ChenAnzhi institution. 
Compared with other training companies, ChenAnzhi has a more expensive price of its product. For example, its typical two days training always costs more than twenty thousands Yuan (about 3000US$) when other training industries keep 1000 US$.
Consequently, more online training courses might reduce the costs and enhance current training environments.
·Place

It is necessary to review the geography of China when analyze the place of marketing strategy, China‘s 34 province-level administrative units make its political geography is complicated in addition to its extreme size. Most training businesses focus on big cities including Beijing, Shanghai and Guangzhou, etc. Top brands stridden into China market and snatched high-end customers. However, followed by blue ocean strategy, which create new environments, redefine products or services or the nature of competition, make competition irrelevant, and pursue a strategy of differentiation and low cost, I recommend ChenAnzhi select some unknown and less competition destination to start its business, for instance the cities in Hebei province. 

·Promotion 

Many companies are becoming acutely aware of the power of word of mouth or buzz. Products and brands such as Chen Anzhi brand were essentially built by word of mouth, with very little advertising.

As Mr. Chen explained it, the equity of a brand is more about investing in the employees who will embody that brand to consumers, rather than in traditional tools like advertising, promotion, and the like. Imprinting a culture and value system onto employees can spur a passion that, in turn, builds trust and loyalty among customers. 
Chapter five Conclusion and recommendation
To conclude, employees training is not only the courses concerns about the professional knowledge, more importantly, is the psychological training. For example, a salesman in insurance company would call strangers, but if it was rejected, he would feel very bad mood at once and become depressed and negative, or even sit inside McDonald's full of fear. However, through the psychological training, employees may overcome the fear of visiting clients. People must first have a good mentality, and then give them the professional knowledge, to show results. Because of China's education is focuses on a lot of skills and knowledge, but lack of self-motivation and good attitude. However, people's self-regulation is very important.
On the other hand, participators in the survey are still interesting in other course, (see figure 5.1) for instance presentation skills 16.92%, leadership course 12.82% and negotiating skills 13.85%.
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Figure 5.1 the survey result of training courses

Consequently, the employee training program should not only focus on professional knowledge of insurance but also employees’ mentality. Compared with professional knowledge, it is more significant for employees to have good mentality. 
In conclusion, greater emphasis on behavioral and managerial training is likely to develop on future. In the insurance industry, managers will face many new challenges over the next years. Some of these challenges are unknowable in the present; however, some can be forecast now. The ability of managers and their organizations to deal with known and unknown challenges are strongly influenced by the quality of managerial training. Because managerial training may play an important and ongoing role as the organization itself grows, adopts new technologies, hires employees, etc., this recommendation is based on below environmental challenges that must be addressed : the increasing  globalization of insurance companies, rapid technological advances that increase the need for managers acquire new technical knowledge, increasing pressure to provide financial justification for all organizational expenditures, especially human resource spending.
Of course, before addressing specific training courses and models, it is necessary to consider the need for managerial training. According to some behavioral perspective suggestion, under the right conditions, anybody could be an effective manager. Managerial effectiveness could be achieved by the use of a set of appropriate behaviors.
The emphasis on use of referent power for influencing persons both inside and outside the organization suggests that personality may be an important factor in predicting successful managerial behavior. This related to my recommendation of behavioral training. For instance, effective behavioral training should including honesty, loyalty, and integrity, etc. In addition, individuals to be trained need possess both the ability and motivation necessary to benefit from the training.
We can also notice that, 12.82% of participators in the survey would like take part in the Leadership course. It should not surprise because many classifications of managerial behavior include elements found in many leadership theories. According to these theories, there are some broad categories of managerial behavior related to leadership. Such as building and maintaining relationships, giving and seeking information, making decisions and influencing other colleagues. Both of these categories are specific behaviors associated with managerial success, so as to are important factors of the behavioral and managerial training to employees.
In summary, I had pointed out the important role of behavioral and managerial training. However, it is necessary to analyze who needs what kind of training. In other words, it is necessary to forecast training needs, it may also relate to cut the cost of training and more effective.
The process of training needs analysis should start from the analysis of the task to be trained, which employee with respect to the task and identification of organizational factors. Thus the employees will be trained in the skills they really need while the organization avoids the costs of training on irrelevant skills. For instance, Chen An zhi institution had analyzed the training needs of China Pacific Insurance Company ‘
s sales person, and found that they are currently unable to meet the professional standards of high-end customers of the insurance requirements. In view of this situation, Chen’s training institution concluded that the sales staff’s professional quality training is needed to enhance the per capita performance.

Once training needs are identified, the task should be choose and implement a training program. Chen Anzhi institution has various training courses, including speeches and dozens of best-selling book can provide to customers.
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Appendix A The survey created by the author of this research
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Appendix B The survey result
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