Thursday 16th & Friday 17th October

Shanghai, China

Winning at Product Innovation in Fashion and Luxury

Through innovative product development & marketing strategies to lead fashion

Your International Facilitator
Ms. Serena Beirne

Director

Australian fashion Partners

Testimonials from some of Serena’s clients:
The support, encouragement and strategic thinking they
offer my business has helped me grow my business by
over 400% in three years. The process has been
rewarding, interesting and always fun.

Tor White

White with One Sugar, Melbourne Australia

Product Development and Textile Design Company

Serena has injected a breath of fresh air into our business.
Her fresh thinking and addiction to creative product
development and problem solving has helped my staff and
| to think very differently about the future of my business!
Rosemary Wright - Cullachange

Fashion Fabric Services Firm, Sydney Australia

The team at Australian Fashion Partners has helped me
prioritize what is truly important to Memsahib Millinery and
has helped me identify and maximize the potential of new
global markets.

Tina Miaoulis - Memsahib Millinery, Sydney

Luxury Milliner

Australian Fashion Partners offers emerging companies
like mine support through the early days as well as helping
businesses to concentrate on what's important

during every stage of the lifecycle of their business.
Surfwear Company - Sydney

Benefits of attending include:

= Integrating the global trends to meet local and global needs in
new products and services in a way that satisfies consumer

= ldentifying unmet and unarticulated customer needs - using
voice-of-customer the right way

= Looking at ways to develop evaluation techniques for product
concept ideas to maximize business outcomes

= Learning how you take a product from concept to reality

= Finding a balance between function and forum — matching
capabilities with creativity

= Recognizing the role of marketing research in effective
product planning

= Analyzing supply chain influences on/new product

development in fashion and luxury industry

Course Format:

Through a combination of breakout sessions, group and individual
work, interactive roundtable discussions and role-plays, delegates
will understand the total role of Product Innovation Management in
fashion and luxury industries./Trainer will use practical examples
and case studies to reinforce and expand the scope toscover
applicable concepts for new product development.
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DAY ONE Thursday 16th October 2008

Session One and Two

Creative product development — Vital for success in
today’s global market?

Many of us have forgotten how to be creative, locked as we
often are in the arganizations which don’t credit right brain
thinking. Yet, we desperately need to create as individuals,
and the organization we work in needs our best creativity
as it develops the product and services of tomorrow. There
is a constant need for the organization to nurture and
support the creativity of its people aimed at ensuring its
continuing viability and success. The first two sessions are
introductory sessions. Topics include:

= What is creativity?

m  Who is capable of innovative business thought?

The session will involve breakout sessions where
participants can discuss potential ideas from their own
business and gain feedback from the group and presenter
on how to make these ideas a reality in their own

organizations.

Session Three

Innovative thinking — how to make it a part of your

everyday business decision-making.

This session asks:

m  What strategies exist to assist China’s fashion and
luxury goods businesses to embrace creative business
thinking?

= How do we embed this process in our business?

The session will provide a case study analysis of a truly

innovative organization to help participants develop

evaluation techniques for product concept ideas to

maximize positive business outcomes.

Session Four

You have a great idea! What's next?

This session, the final one for the day, asks how you take a

product from concept to reality and provides guidance in:

m  Tips on developing compelling product concept
overviews

m The Internal Sales Pitch — How to win hearts with your
new idea

m  From Concept to Reality — How to develop a prototype
brief

The session will involve breakout sessions where

participants can discuss potential ideas from their own

business and gain feedback from the group and presenter

on how to make these ideas a reality in their own

organizations.

About Serena Beirne

MBA (Macquarie) M.Mgmt — Mktg (Macquarie)

Serena is a management consultant of many years standing with
many years consulting experience in the fashion space as well as
successful marketing, product development and business strategy
engagements in the tourism, wine, and hospitality industries.
Serena is committed to nurturing emerging designers and other
TCF and fashion businesses through the SME (Small to Medium
Enterprise) stages of their lifecycle in order to help them make
money out of doing what they love! Her professional specifications
are in the areas of Consumer Behavior, Product Development,
Innovation Practice and Business Creativity.

AFP’s recent Asian Experience

AFP has worked with Thai Trade Council in Sydney to develop a
Market Entry Research Project Outline that, when implemented,
will facilitate meaningful entry into the Australian market for Thai
entrepreneurs.

AFP haswork

process propo

planning and product development
in Vietham. This project is on hold
and will be revie 08.

AFP works with a variety of businesses importing product to
Australia from Asia by assisting them in fine-tuning their product
development and import range construction,/ This helps them to
maximize their potential when entering the/Australian market. We
also work with their Australian design function during product
development to capitalize on production capabilities in their Asian
manufacturing facilities.

Learning Objectives:

After attending this two-day course, you will learn the secrets
behind building a successful business in these sectors.

On the first day you will learn how to:

= Develop new products for your target consumer

= Think innovatively to grow your.business

= Bring your product and service ideas to reality

Day two will show you:

= How to make

Programme sch
0830 Registration
1030 Morning refre
1230 Luncheon
1500 Afternoon refreshmen
1700 End of Day One



DAY TWO Friday 17th October 2008

Session One

The role of Market Research in Effective Product

Planning.

This session explains the value of market research in the

product development process. It answers the questions:

= Why is Research important?

= Can a product succeed despite a poor market research
outcome?

= Instinct — is this a valid business decision-making tool?

This session will involve a case study of an AFP client that

is undergoing expansion by creating new products and

services for their target market through the use of market

research.

Session Two

Global Trends in product planning strategies

Products and services are all influenced by both global and

local trends. This session will show participants how to

incorporate the global trends to meet local and global

needs in new products and services in a way that satisfies

consumer and is within the capabilities of the business. The

following questions will be answered:

= How can Chinese fashion and luxury firms keep abreast
of Global Trends?

= Are you a follower or a leader? The best product ideas
shape trends not follow them!

This session will provide a self-assessment exercise for

participants to evaluate their business’ competence in

incorporating trends into new product and service

development.

Session Three

Finding a balance between function and form —

Matching capabilities with creativity.

This session the instructor will explain to participants how

to get the best match of capability to operational reality.

Participants will gain an understanding of how to ensure

creativity works into the business’ operational realities. In

this session you will learn:

= How to make your supply chain work for you.

= Managing how, when and why your product is going to
reach the market.

= How to find the right partners to make your creative idea
a reality.

There will be a Q & A opportunity available between

participants and the instructor to discuss the concepts

raised.

Session Four

From Sketchbook to Store — Thinktank and Information

Sharing Session.

This session will provide participants with the opportunity to

practice what they have learnt over the previous seven (7)

sessions. The instructor will give guidance in creativity

development to participants:

= A valuable creativity session that requires course participants
to dream up, design and develop a fictional product to
demonstrate course learning.

= Using the break out session syndicate groups from the day
before participants will practice the theories espoused over
the two days to prepare a five (5) minute presentation of their

new product offering.

Why you should attend?

Fashion and luxury are two lifestyle sectors that require constant

new-.developme and services. They revolve around

the emotional rocesses of individuals and their
entire viability g the behavior of consumers.
This two-day tral ighlighting and discussing the profit
impact that an effective_new product development system has on
the company. By bringing together top level executives from
different companies, the training will host a dialogue on how an
innovative marketing strategy can contribute/to success in

business growth.

Who should attend?

This training has been designed for directors and senior
managers working in the fields of: marketing, product
development, innovation, business/development & planning,
merchandisers and buyers from the industries such as textiles,
apparel, leather goods, perfume, cosmetics and jewellery, watch
making, eyewear, tableware efc in search of excellence in product

innovation.

About Media Partners

Gone along with in next ten years as one of the top industry
players, the portal hexun. com Chttp:/lux.hexun.com) at the
cutting edge of the improved brand name had been winner from
time to time of honorary titles and awards in such programs as

investigation or assessment carried out by relative institutions.

The Manager Magazine is the core product of Manager Media
Group Corporation and also a high-end business magazine to
offer business ideas and solutions for CEO and quasi-CEO
classes. It provides global leading business ideas and new
concepts, new knowledge and new thoughts effective for
business practice; meanwhile, it also furnishes CEO and
quasi-CEO classes with system solutions.
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Winning at Product Innovation in Fashion and Luxury

Sales Contract-Please Complete in Capital Letters and Black Ink

DATE(s): 16t & 17t October, 2008 Register Now

gEEXE:ETEQX BACK TO Contact: Sales Department
Tel:+86 28 6653 7055

Whitney Shen Fax:+86 28 6653 7033
Email: whitney.shen@linkingbiz.net

Fax No: +86 28 6653 7033

Business Opportunities
Fee Per Delegate An exhibition space is available at the conference.

Sponsorship opportunities covering lunch, evening
receptions and advertising in documentation packs

are also available. Please contact Ms. Whitney Shen at
send 2 delegates to enjoy 10% off +86 28 6653 7055.

send 3 delegates and above to enjoy 15%

D Two Day Conference Fee US $995 per person

) ] . Payment Method
All the registered delegates are entitled for a set of documentation

free of charge . .
9 Our payment terms are 5 working days on receipt of

[[]POCUMENTATION US $500 invoice and full payments can be made by bank
transfer.

If you are unable to attend the conference/training but wish to

receive copies of the conference/training documentation, please I ' 44:  #EB 1T A0 &4 AR A A
complete the sales contract, tick this box and return the contract

with payment detall. TRV o LR ERA T A Tk o
Full Payment is required within 5 working days

K 5 1 4402928009022523952

Name:

Position:

Email:

Name: CONFIRMATION DETAILS: After receiving payment, a receipt will be issued.

o If you do not receive a letter outlining the conference details two weeks prior
Position: to the event, please contact the Conference Coordinator at Martin Linking
Email:

Name: Terms & Conditions:

o 1. Fees are inclusive of program materials and refreshments.

Position: 2. Payment Terms - Following completion and return of the registration
Email: form, full payment is required within five (5) working days upon the

L issuance of invoice. Payment must be received prior to the conference/
Organisation: training date. A receipt will be issued on payment. Due to limited
Address: conference/ training seats, we advise early registration to avoid

disappointment. We reserve the right to refuse admission if payment is
not received on time.
Town: State: Postcode: 3. Client's Cancellation/substitution - Client's cancellation must be
_— _— _— received in writing by MAIL or FAX four (4) weeks prior to the event in
Tel: Fax: order to obtain an 85% credit to attend for any future Martin Linking
Nature of Business: Events. Under such circumstances, Martin Linking will retain the other
15% service fee to cover expenses for prior cost that has already been
incurred upon the acceptance of registration.All bookings carry a 50%

Company Size:  [7]1-99  []100-249 [ ]250-499 cancellation liability should the notice given is less than four (4) weeks.
D500_999 D 1000+ Non-payment or non- attendance does not constitute cancellation.
4. If, for any unexpected circumstances or reasons that Martin Linking
decides to postpone this event, the client hereby indemnifies and holds
Authorization Martin Linking harmless from any cost incurred in by the client. The event
(Signatory must be authorized to sign on behalf of contracting fee will not be refunded, but can be credited to future Martin Linking’ s
organization.) eve_nts. Martin Linking reserves the right to change the content without
notice.
Name: 5. Copyright etc. - All Intellectual Property rights in all materials produced
Position: or distributed BY Martin Linking in connection with this event is expressly
Signature: Date: reserved and any unauthorized duplication,publication or distribution is

strictly prohibited.

6. Important note: In the event that Martin Linking permanently cancels
the event for any reason whatsoever, (Including, but not limited to any
This booking is invalid without a signature. force majeure occurrence) and provided that the event is not postponed to
a later date nor is merged with another event, the client shall receive a
refund for the amount that the Client has paid to such permanently

Martln Llnklng cancelled event.

5&&'46(46’62(! em«ftmg Martin Linking Business Consulting Company Limited
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