
 

 
 

Register 3 or more participants and enjoy 5% discount! 
 
Why You Should Attend This Course: 
 
Through this course, you will learn how to apply the right 
psychology to create a positive impression and let your clients 
persuade themselves to buy instead. It’s no longer the smooth 
talking seller that gets the sales, but the ability to understand and 
uncover the needs of the client. High pressure tactics seldom work 
in this day of the sophisticated customers. Find out how one can 
create a harmonious sales dialogue and maintain credibility as a 
salesperson or a consultant. 
 
Learning Outcome: 
 
At the end of this course, YOU will be able to achieve the 
following: 
 
• Build self-awareness about the subtle techniques of 

persuasion 
• Identify the levers for creating a smooth dialogue in all 

conversations 
• Arrest the blind spots that create distrust in your prospects’ 

mind 
• Learn how to create that instant credibility and become 

confident at handling different personality types 
 
Course Outline: 
 
Part 1: 
 
• Why is persuasion essential in your conversation? 
• Building rapport to establish common ground 

- Aggressive vs. assertive impact 
- Creating rapport before you persuade 
- Credibility and casual rapport technique 

• Understanding what customers want when they don’t tell 
you 
- Personal and professional satisfiers 
- Negotiating techniques that creates dialogue 

 
Part 2: 
 
• Anchoring your way positively when you communicate 
• Mastering body language to create he right signals 
• Using the right words to secure buy in 

- Understanding communications signals 
- How to deliver the right signal 
- What to look out for during the conversation 
- Beware of sending mixed signals 

• Why do customers raise objections? 
• Common types of objections 
 
Who Can Benefit? 
 
Directors and senior managers who are in a strategic position to 
influence and impact audiences like key account clients or 
prospecting for new business. Especially useful for anyone who 
needs to be able to communicate well when meeting the other 
party for only the first or second time. 

Trainer’s Profile 
 
Regina Chua, a global corporate veteran who has spent more 
than fifteen years holding various regional management positions 
in multinational corporations, specialises in marketing and 
business development of cutting-edge new technology solutions in 
Asia-Pacific for both industrial and consumer industries. Her past 
seven years in China and Asia focused on sales and marketing 
development and new business market penetration initiatives in 
companies like Scott Paper, Apple Computer and Compaq Asia 
Pacific.  
 
Her hands-on approach in global IT companies such as Verisign 
Inc., Schlumberger International Industries Asia, Compaq, 
Kimberley Clarke and Ogilvy Direct has proven that her strategies 
work, thus validating her frameworks and processes, which have 
become the key to translate business plans into successful sales 
achievements. 
 
Her strategic and operational approaches were highly effective in 
localizing and adapting regional plans to maximise sales and 
marketing effectiveness across diverse cultures and business 
practices. 
 
Regina brings a powerful blend of corporate veteran, consultant 
and trainer experience to the workshop. She has provided in-
house and public sales training for more than 1,200 executives 
and managers in just 18 months for MNCs and SMEs. 
Understanding the challenge of the Asian B2B consumer, the 
outcome of the workshop is evident by her impressive customer 
credentials and testimonials of the improved sales performance.   
 
Regina holds a Bachelor of Business Administration from the 
National University of Singapore in 1988. She earned her MBA in 
Strategic Marketing from the University of Hull, United Kingdom in 
2000 and a Diploma in Action-based Training from the Atlantic 
International University, USA in 2003. She also attended the highly 
acclaimed profession executive development program, Developing 
Strategic B2B Opportunities at the prestigious Thunderbird 
University in Phoenix, Arizona, USA. She is also a certified 
behavioral consultant with DISC personality profiling. 
 
Today, Regina provides business consultancy for those who need 
practical, down-to-earth solutions strategic business plan, go-to-
market strategy and deployment,  
marketing strategy and planning and sales force management. 
Consulting clients today included global leaders and leading SMEs 
in Singapore and the region. 
 
She is also a pioneer in developing B2B training workshops such 
as B2B Marketing Strategy, B2B Key Account planning and 
management, B2B Lead Generation Development in Asia for 
companies in Asia. Most participants come from the Fortune 500 
and Singapore 1000 companies such as Philips, British Council, 
Dupont, Boston Scientific, NEC, Osram and Elsevier. 
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Date: 20 Oct 2008 
Time: 9.00am – 5.00pm 
Venue: 99B Amoy Street 
Course Fee: 
� S$450.00 
� Excludes GST 
� Lunch and refreshments will be provided 
� MIS Members enjoy 10% discount 
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