Selling to large corporations require stamina, focus and professionalism. All these traits are fundamental to the
DNA of any sales professional engaging the enterprise markets. As the corporate customers are most times
multi-national or regional in nature, engaging with your prospects or customers can be intimidating as they have
higher standards and expectations from their external consultants and vendors. To become a strategic vendor,
sellers must equip themselves with advanced interpersonal business engagement skills to uncover the needs,
handle complexities in their decision making unit and provide a solution that addresses the myriad needs of
different departments in that organisation.

Participants will learn how to approach challenging selling situations with a systematic approach whilst balancing
the professional engagement with a personal touch. From this course, participants will build their confidence as
these practical and down-to-earth techniques will enable them to handle seasoned and demanding clients.
Participants will be able to engage at a level that impresses the customer. With techniques to improve one’s
competitive positioning, persuasive skills and negotiating engagement, this course combines both the disciplines
and the techniques to handle the toughest corporate customer in a positive and engaging manner.

Day 1

Probing tactfully in complex situations

- Probing blunders that mislead your needs identification
Consultant’s secret to earning credibility while probing
Keys to power probing and uncovering the needs
3 levels of probing that tactfully uncovers unsaid needs

Developing a unigue value proposition

- C.A.R.E - the pitch that positions you for the win
Report on customer’s expectations from a vendor relationship
Reality check of your value to the customer
Leveraging relationship marketing in your engagement
Addressing the diverse needs of line of business (L.O.B)

Influencing the client’s impressions positively

- Single company vs. extended enterprise thinking
Influencing intravenously via the marketing value chain
7 techniques to create a convincing positioning with one solution
Strategies to help you sell at a premium with confidence
Aligning sales and marketing efforts to future proof your account

Persuading with a compelling sales pitch

- WIIFM client-centric wavelength that connects
Beware of the client’s black box of perspectives and ideas
Evaluating the force fields of organisational buying
Aligning with different roles of an organisation in a purchase
Understanding the organisational buying process vs. your spot
Attracting instant charisma with personality profiling and flexing

Day 2

Allgnlng your organisational values to the needs
Why do clients drop their vendor?
Sources of value chain that an organisation require of vendors
Leverage both tangible and intangible benefits
Examples of strategic contribution valued by client
10 strategies to build competitive defences



Facilitating discussions that uncovers latent needs
Tapping the feedback approach to optimise outcomes
6 Conversational techniques to solicit meaningful feedback
Strategically using questions in clarification meetings
15 key words to ask effective questions that uncovers more

Turning objections into new sales opportunities

- Satisfying the dual motives of all corporate clients
Understanding the reasons for price objections
9 responses to counter price objections credibly
8 ways to discuss proposal beyond price rationale
Implementing a price increase conversation

Manoeuvring negotiation to optimise all possibilities
- 7 stages of consultative negotiations (L.O.U.D.E.S.T)
Preparing the checklist beyond the contract terms

Steps to launch, offer and U-turn the proposal
Steps to dialogue and exchange without roadblocks
Steps to settle and tie up at the closure

Handling last minute competitive action

This course is designed for sales and key account professionals who are responsible for the corporate or large
scale clientele in terms of growing the existing account, spearheading new initiatives or prospecting for new
opportunities.

Regina Chua is a global corporate veteran who has spent more than fifteen years holding various regional
management positions in multinational corporations, specialising 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 Compagq Asia Pacific.

Her hands-on approach in global IT companies such as Verisign Inc., Schlumberger International Industries
Asia, Compag, 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 localising 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 programme, 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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Administrative Details

Registration & Payment

Register Online @ www.mis.org.sg/seminars
The fastest and most effective way to register for our courses is via our online
registration form.

Register via Email or Fax

A place will be reserved for you upon receipt of your registration and payment.
Registrations should be sent at least two weeks before course commencement.
A confirmation email will be sent to you two weeks before the course. Please
make your payment either by cheque or GIRO upon receiving our invoice. All
cheques should be crossed and made payable to “Marketing Institute of
Singapore” with the invoice no. indicated on the back of the cheque. Fees are
subject to prevailing GST. Fees are inclusive of course materials, certificate of
participation, lunch & tea breaks.

MIS Member Discount

Corporate and Individual Members of MIS are entitled to 20% discount on all
Executive Development Programmes. For membership enquiries, email:
membership@mis.org.sg.

Group Discount
Companies are entitled to 5% discount for sending 3 or more participants to the

same course on the same date.
Course Venue

All courses will be held at the Marketing Institute of Singapore, 51 Anson Road
#03-53 Anson Centre Singapore 079904 unless otherwise stated.

Contact Person: Designation:
Tel: E-mail:
=e-Newsletter (pls specify sender): =Print ad (pls specify publication):
How did you know about this course? | = Received brochure through direct mail = Received brochure at event (pls specify):
(You may tick more than one) | - gearch engines (pls specify): =MIS website  =i-Marketer portal
=Word-of-Mouth/Recommendation (pls specify): = Others (pls specify):

SDF Training Grant (for SDF-Approved Courses)

To apply for SDF funding, companies have to submit the training grant
application for their employees on SkillsConnect within the stipulated
period. SDF funding is subject to WDA'’s approval. For details, please
visit www.skillsconnect.gov.sg.

In the event that the SDF funding is rejected, the company will be
liable to pay MIS the balance amount.

GST payable will be based on the gross fee (i.e. before the SDF
funding).

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 reserves the right to change or cancel the
course due to unforeseen circumstances.

In-House & Custom Design Courses

Courses can be custom-designed to suit your department/organisation’s
unigue training requirements. Please contact us for enquiries. Email:
seminars@mis.org.sq or call 6327 7586 / 583 / 582.




