
     

 
   
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Who Can Benefit? 
 
Sales Professionals and Sales Managers looking for 
breakthrough in their selling careers. 
 
Trainer’s Profile 
 
Hardy Cheung has extensive managerial and supervisory 
experience in small, medium and large companies such as Pfizer 
and Novartis, prior to setting up his own company, Smart 
Resources Consulting. His key competencies in corporate 
trainings include sales and marketing, communication, 
negotiation and market research. His unique style of facilitation 
involves games and practices that allow his trainees to internalise 
new knowledge and skills. 
 

 
 
Hardy was trained as a pharmacist and holds a postgraduate 
Master Degree in Business Administration (Adelaide) and Master 
Degree in Business (Strategic Marketing) (Curtin). He practises 
Aikido and is an ACTA (Advanced Certificate in Training and 
Assessment) certified trainer under WDA framework. 
 

 
Why You Should Attend This Course: 
 
In today’s competitive environment, truly successful sales 
professionals leave little to chance. They are determined to win, 
regardless of inconvenience and objections received. They have 
a deep knowledge of their products, customers and competitors. 
They know how to choose their prospects carefully to increase 
their chances of success. They know selling is a number’s game: 
they must maintain high call frequencies throughout the week. 
What a sales professional goes through in his daily course of 
work is very similar to that of an athlete. Both are required to be 
psychologically and physically prepared. The winner takes it all. 
 
In this course, you will be introduced to specific training tools that 
athletes receive, tools that help to condition the mind and body, 
while establishing a routine for top performance. 
 
This engaging 1-day course is designed to help sales personnel 
and team managers learn to master their minds and condition 
their bodies to excel, ultimately to realise and develop their full 
potential in their sales career. 
 
Learning Outcome: 
 
This course aims to help participants to set goals, develop their 
rituals or routines with better planning and selling activities, and 
sustain the energy for peak performance. 
 
Course Outline: 
 
� Comparison of athletes with sales professionals, their 

preparation and performance requirements 
� Understand facts of competition and importance of goal 

setting 
� Appreciate that a healthy and positive mind-set is a pre-

requisite to peak performance 
� Manage four dimensions of energy 
� Learn specific skills such as visualization, relaxation and 

self-affirmation 
� Learn to develop rituals for peak performance 
� Learn to cope with the inevitable: the aging process 
� Actions that sales coaches can take to develop top sales 

professionals 
 

 

Date: 12 Aug 2009 
            9 Nov 2009 
Time: 9.00am – 5.00pm 
Venue: Anson Centre, 51 Anson Road #03-53 
Course Fee: 
� S$390.00 
� Excludes GST 
� Lunch and refreshments will be provided 
� MIS Members enjoy 15% discount 
 

Sports Psychology in Selling 

Over 20 years of his sales, 
marketing and management 
experience has been distilled in 
his recent book, “Secrets of 
Sales Success: a Multi-
dimensional Approach”. He is 
currently the President of the 
Certified Medical 
Representatives Society 
(Singapore). 
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