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Great and successful salespeople do not just focus on selling — they have a genuine interest in helping customers get what they
want and need. Effective selling skills are what differentiate the average salesperson from one who can rise above the
competition.

In this course, you will be introduced to the characteristics of a successful salesperson, the critical phases of selling, key selling
skills for uncovering and responding to customers’ needs, communicating for relationship-building, handling customers’
objections, and customer retention. Gain the skills, confidence and professionalism to make your sales a success through this
highly-popular training course.

This course provides insights on the importance of positive sales mindset and consultative sales process with emphasis on
specific development of selling skills for better sales results. The skills-building activities include developing new business,
questioning and active listening for effective sales dialogue, resolving customer objections, managing sales relationships, closing
sales, and more. The trainer uses a team/peer-based learning approach to actively engage participants in open discussion,
feedback, and sharing tips on effective selling skills.

Participants learn through mini-lectures, assessments, group discussion, role plays, skills-building activities and simulation case
studies. These activities are designed to enable the participant to leave the course with a clear understanding of the selling
process and key selling skills to becoming a better salesperson.

This course aims to help salespeople improve their sales outcome by cultivating a positive mindset and client-centered selling
approach. It focuses on the application of a consultative sales approach with the right set of selling skills to plan and control the
sales cycle, building customer trust, addressing customers’ needs and making sales in the shortest possible time. The effective
selling skills leverage on communication strategies that include questioning, active listening, problem-solving, handling
objections, closing sales and empathy skills during the entire sales process.

This course will cover:

Session 1
Recognise the power and impact of positive sales mindset
Understand the role of a salesperson and the consultative sales approach
Develop the characteristics of a star salesperson

Session 2
Identify and map the buying motivation and needs of the customers
Learn the steps of sales cycle — prospecting, presenting, closing and follow up
Present and demonstrate your product and services confidently

Session 3
Plan and prepare to advance in the sales cycle and control selling situations
Practice specific questioning techniques for uncovering customers’ intellectual and emotional needs
Improve and adapt your communication styles to address different types of customers

Session 4
Apply empathy and active listening to read customers’ cues and interest
Practice language skills to control flow, direction and tone of each sales call
Develop professional manner to handle customer objections smoothly
Deliver sales promises for customer trust and retention

Any sales executives or newly appointed salesperson who wants to master the art of fundamental selling skills. Also for sales
professionals who want to refresh their sales skills.

(¢ has extensive industry and academia experiences in her role as a Trainer, Pre-Sales Consultant and General
Manager for various organisations ranging from startup, SME to MNC in her previous positions. She has strong people skills,
cross-border experiences and ability to work with ease across different cultures in the region. Her past corporate sales and
marketing experiences include sales support for IT systems, market development and sales of training programmes for local and
China market, sales of high profile memberships for MNC, SMEs and startup in many fields.

She has over sixteen years of training experience. Having worked with many people from all over the world, Cecilia possesses
the ability to facilitate all levels of staff and engages personal touch to involve participants in the topic and develop their
potentials at work and personal development. Cecilia has developed a facilitation style that engages participants by using
realistic cases and practical examples to enhance their learning and application of the concept, strategy and skills set. Her key
competencies in corporate trainings are sales and marketing, customer services, communication, negotiation, supervisory and
management skills.

Cecilia’s recent corporate clients include Amex, American Express Int'l, Inc., MTU Asia Pte Ltd, NCS Pte Ltd, Nike, Inc, Sime
Darby Singapore Ltd, Premier Rent a car, Chubb Singapore Pte Ltd, City Development Limited, Keppel Land Int'l Ltd, Spa
Esprit, Goodwood Park Hotel, York Hotel, YHI Corp (Singapore) Pte Ltd, Ministry of Defense, Ministry of Education, Singapore
Police Force, People’s Association amongst others and many public run courses.

Cecilia has a Bachelor Degree in Business Administration, major in Management Information System, from Northeastern
University, Boston, USA.




REGISTRATION FORM
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Register online at www.mis.org.sg/seminars or fax form to 6327 9741

Register for 3 or more

participants and enjoy
5% discount!

Administrative Details

Registration & Payment

A place will be reserved for you upon receipt of your registration. After which
an email confirming your reservation will be sent 2 weeks before course
commences. Please make your payment either by Cheque or Giro within 30
days upon receiving our invoice. All cheques should be crossed and made
payable to “Marketing Institute of Singapore Training Centre” with the
invoice no. indicated at the back of the cheque. GST is not applicable for
registration from companies registered overseas.

MIS Member Discount

Corporate and Individual Members of MIS will be entitled to a 20% discount
on all Executive Development Programmes. For membership enquiries,
please email: membership@mis.org.sg.

Group Discount

A 5% discount for sending a group of 3 or more participants to the same
course on the same date.

Custom-Design Courses

Courses can also be custom-designed to match your department or
organisation’s specific learning requirements. Please contact us for further

enquiries. Email: seminars@mis.org.sq or call 6327 7586 / 582.

Effective Selling Skills for Maximum Results (evening class)
16, 17, 23, 24 Sep 2010 (4 sessions — 7.00pm to 10.00pm)
S$680 (subject to 7% GST) Includes refreshments
Participant(s) Name Designation E-mail Contact No.
1)
2)
3)
4)
Company:
Member (MIS Membership No): Non-Member
Billing Address:
Contact Person: Designation:
Tel: E-mail:
Brochure Search Engines MIS Website/i-marketer Portal Events/Activities
How did&gﬂ ﬂgxiﬁonigzifh;%ugg Print Ads (pls specify publication): E-mail Flyer (pls specify sender):
Word-of-Mouth/Recommendation (pls specify): Others (pls specify):

SDF Application

To apply for SDF funding, companies have to submit the training grant
application for their employees on SkillsConnect within the stipulated
period. For details, please visit www.skillsconnect.gov.sg.

Please indicate on this registration form if you are going to apply for SDF so
as to facilitate the administrative details for registration. In the event that
application for SDF is not approved, the company will be liable to pay
MISTC the balance amount of the course.

Withdrawals

There will be no cancellation fee if notice of withdrawal is given 14 days
before commencement of course, after which a cancellation fee of 25%
of the course fee will be levied. The full fee will be charged for
withdrawal or no-show on the course commencement date.
Replacements from the same company are allowed.

Cancellation

Marketing Institute of Singapore Training Centre reserves the right to
change or cancel the training course due to unforeseen circumstances.

Course Venue

All courses will be held at MIS City Campus, Anson Centre, 51 Anson Road
#03-53 Singapore 079904 unless otherwise stated.



