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Interview with Erna Sari (EMI Lecturer)

Interviewer: And how did you prepare for the lesson? I mean, where do you get the resource for the

learning material? Online or offline? And can you tell me the website or the… your resource?

Erna: Oh, everything was coming… Oh, because my basic is buyer and what I learned here it's

actually relate to, related to my own experience. I also giving them lots of personal experience and

how it's actually working. If you're going out, working in the business situations, I also give them as

much professional and personal… a personal way of improvement, kind of things like that. Uh, but in

a theory way, I actually take it from e-learnings. Everything is that there I explore by myself. For the

Salesforce and McGraw Hill, that's actually one of the subject or case that I've been using in the

previous, uh, coaching system. I'm actually one of the coach writers for this sales competition, so I

take that as one of the, umm Learning System that I can use to enhance their sales understanding,

how to be good salesperson.

Interviewer: Okay, and then from the online research, most of the research you use is from

e-learning, right?

Erna: Right, to have the same page of understanding, right? So, I don't want to, you know, giving my

own different perspective but then the Learning System is having this guidelines. So, I'll try as much

as possible to follow that. But then, I, you know, grow, develop my own way, too, based on the class

situation.


