Why You
Should
Attend This Course:

Learning
Outcome:

Course
Qutline:

Who Can
Benefit?

Trainer’'s
Profile:

The changing needs and complexities of the new environment affect all Sales Managers and cannot
be taken lightly. The effectiveness of the sales force depends, to a large extent, on the Manager
who directs, leads and motivates its members.

The lack of in-depth knowledge and modern skills to lead such a force to higher productivity can
result in lost opportunities in the marketplace and a demoralised and disoriented sales team.

At the end of this course, YOU will be able to achieve the following:

Have a clear understanding of the key underlying principles in managing a sales team

Be updated with current issues and best practices in sales management in the context of a
rapidly changing environment

Discuss and work through real issues involved in managing a sales team in today’s competitive
& complex marketplace

Modern Sales Management
The changing business environment
What makes a good Sales Manager?

Leadership and Sales Management
Changes in ability required with new responsibilities
Types of leadership in sales management

The Sales Manager’s roles & tasks
What is the job of the Sales Manager?
Essential areas in sales planning

Sales Force Effectiveness vs. Efficiency
Measuring effectiveness and efficiency of salespeople
Establishing criteria & evaluating performance

All middle and senior managers who are required to achieve results through a sales team
Managers who are required to perform the sales management function within their organisation
Executives who are about to assume sales management responsibilities

Since 1990, has provided consulting and training services in professional selling, key
account management, sales management, strategic marketing and negotiation dynamics throughout
the region.

Prior to this, Bob spent over 10 years in senior regional management positions with multinational
corporations. In his corporate career, Bob has travelled widely throughout Europe, the US and the
Asia-Pacific region.

Bob has a Ph.D from the University of Nottingham, a M.Sc. in International Marketing from the
University of Strathclyde as well as professional qualifications in Administrative Management,
Business Administration, Accounting & Finance and Public Relations. He is also a Fellow of the
Chartered Institute of Marketing (FCIM) as well as a Chartered Marketer.

He writes and speaks on breakthrough business concepts for the 21st century. His articles have
been published in Asia 21, Singapore Marketer and Today’s Manager.




REGISTRATION FORM

EXECUTIVE DEVELOPMENT PROGRAMMES

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

Register for 3 or more

participants and enjoy
5% discount!

How did you know about this course?
(You may tick more than one)

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 60
days from course date) when you receive 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 15% 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 7583/ 582/ 586.
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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

Print Ads (pls specify publication):

Word-of-Mouth/Recommendation (pls specify):

E-mail Flyer (pls specify sender):
Others (pls specify):

SDF Application

SDF application must be sent in at least 2 DAYS BEFORE commencement
of the course. To do so, companies have to register online with SDF at
www.sdf.gov.sqg before the start of the course.

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.



