Learning
Outcome:

Course
Qutline:

Trainer’s
Profile:

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

Have a clear understanding of the key principles and concepts involved in system selling
Be familiarised with techniques and tools used in system selling through providing solutions
as opposed to product pushing

Have opportunities to apply selected techniques and tools during the practical sessions
involving cases studies and role-plays

Key Changes Affecting Modern Selling
External and internal changes influencing the sales profession
The irrelevance of product pushing

The Need for System Selling
The need for providing solutions beyond just products
From communicating value to adding value to creating value

Introduction to System Selling
The prerequisites of system selling
How system selling differs from product pushing

Preparing for System Selling
Identifying prospects ready for system selling
Formulating potential solutions for targeted prospects

Implementing System Selling Strategies
Mapping the problem points and flow
Using references effectively

This 2-day workshop will be highly interactive and experiential. A combination of lectures,
discussions and group work will be used. To enhance the learning process, role-plays will be
introduced. Video playbacks will also be employed to further reinforce learning from the role-

plays.

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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Participant(s) Name Designation E-mail Contact No.
1)
2)
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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

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.



