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Profile:

Are your sales team members struggling with differentiating themselves in the marketplace, challenged with attracting their
ideal clients, or finding it difficult converting leads into sales? This course combines strong content with practical takeaways
that you will begin applying with your sales team members immediately. The approach is results-driven and emphasises
hands-on mentoring that will help you develop and execute your sales strategy by incorporating the Soho Sales Fundamentals
- 5 Pillars of Personal Selling® methodology.

Small businesses and SMEs can make big sales even during these challenging economic times. At the end of this course you
will learn how to coach your sales team members to better differentiate themselves in the marketplace, attract their ideal
clients, and convert more leads into sales!

Day One

Part 1: Coaching your team using a customer strategy
Niche detecting and qualifying questions
Having conversations with prospects
Decision-making process and buying criteria
Consistently reaching customers
Organising prospecting information

Part 2: Coaching your team using a product strategy
Becoming product experts
Studying the competition
Differentiation and positioning
Choosing your business
Frequently-asked questions

Part 3: Coaching your team using a presentation strategy
Scheduling appointments
Assessing prospect needs
Effectively engaging prospects
Making compelling demonstrations
Closing techniques and handling objections

Day Two

Part 4: Coaching your team using a relationship strategy
Focusing on the future
Maintaining a positive attitude
Developing "expert power"
Non-verbal communication
Relationship-building with key groups

Part 5: Coaching your team using management strategy
Qualities of great sales leaders
Improving compensation plans
Recruiting and retaining the best talent
Assessing productivity and profitability
Automating your sales force

This course is ideal for business owners, sales managers, and team leaders who are responsible for sales force management
in their organisation and want to coach their sales teams for maximum effectiveness.

T is the author of the forthcoming book “The Travelling Salesman: An Expat@ Secrets To Making Money From
Your Small Office or Home Office”, president and founder of Soho Sales Coaching, and the creator of the Soho Sales
Fundamentals - 5 Pillars of Personal Selling® methodology. Over the last ten years, he has been working with small
businesses and SMEs to help attract their ideal clients, differentiate themselves in the marketplace, and convert more leads
into sales.

He is a member of the International Coach Federation - Singapore Chapter, an Associate Consultant with the EDC@SMCCI,
and an adjunct instructor of Sales and Marketing at Sprott-Shaw Business College in Vancouver, Canada. Prior to that, he
worked in ‘Global Brand Integration’ with the Canadian Tourism Commission and as a sales representative of the Canadian
Scholarship Trust Plan, he had a closing ratio of 100% with zero policy cancellations.

Tom is always exploring and discovering new sales tools that can benefit entrepreneurs. His optimism is contagious and he
believes your future is something you can control, despite these challenging economic times. Clients value his perspective on
sales and his way of looking at things that makes sense to entrepreneurs.

He recently spoke at the MIS Sales and Marketing Congress, an ST701 seminar and workshop, !nteract @ ASME Networking
Nite, and the EDC@SMCCI. Tom was also the featured cover story for a recent issue of Make It Business magazine, a recent
guest on Business Insanity Talk Radio and has authored sales articles published in The Straits Times and The Singapore
Marketer.




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

E-mail Flyer (pls specify sender):
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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.



