
 

 

     Qualifying Real Prospects and Disqualifying The Usual Suspects  
     (evening class) 
 

  

Why You 
Should  

Attend This Course: 

 

Who Can 
Benefit? 

 

Trainer’s 
Profile: 

 
 
Finding customers and talking with the right decision-makers will determine the sales, profits and survival for 
you and your company. This intensive 1-day course will show you how to find more customers in less time with 
less expense. 
 
·  Differentiate yourself from your competition in 15 seconds 
·  Avoid asking "Did you receive the brochure I sent?" Learn what to say instead 
·  Find customers as you eliminate suspects 
·  Stop getting stuck in voice mail and have live conversations 
·  Find out why your voice mail messages are not returned 
·  Learn to close the sale or close the file 
·  Create your customised script and practice in a safe environment 
 
This course will cover: 
 
Session 1 
·  Understanding the Rules of Prospecting 
·  Development of a Prospecting Plan 
·  Benefits of a Best Mix of Prospecting Activities 
·  Telephone Techniques that Work 
·  Prospecting Calls Do’s and Don’ts 
 
Session 2 
·  How to Make No-Pressure Cold Calls and Succeed 
·  Getting Past Gatekeepers 
·  How to Get Commitment from Prospects 
·  Create a 30 Second Commercial 
·  Industry Specific Case Studies 
 
This prospecting workshop is for sales people, managers and business owners who are tired of looking, 
sounding and selling like their competitors. 
 
Joel Lin brings a wealth of real world business experience to his training engagements. Having started and 
managed many companies, he recognises the importance of sales skills in sustaining and growing businesses. 
Joel combines his business knowledge with his passion for people to deliver training that is innovative, insightful 
and practical. He has trained MNCs, leading professional services firms and government agencies. 
 
Joel has an MBA from Stanford Graduate School of Business and a B.S., Aerospace Engineering, from the US 
Military Academy at West Point (graduating in the top 2% of the class) and has attended some of the toughest 
schools in the Army such as Ranger and Airborne School. 
 
He is also the Founder and President of the Singapore office of Sandler Training, a leading provider of a 
comprehensive set of sales, management, leadership, coaching and related training programmes. 
 
Raymond McConnell is the Co-Founder and Managing Director of Sandler Training Singapore. Sandler 
Training is the leading provider of a comprehensive set of sales, management, leadership, coaching and related 
training programs. 
 
Raymond has a double Master©s Degree - one from Princeton University (MPP) and the other from University of 
Maryland (MA). In addition, he is a graduate of The Harvard Business School (Advanced Management 
Program), is board certified in “Developing Normative Cultures,” “Educating Multiple Intelligences” and holds 
certification in “Leadership Best Practices” and “Strategic Negotiations” from Harvard Business School. 
 
An accomplished speaker and trainer, McConnell has given many talks to industry associations, chambers of 
commerce and corporations. He has worked with MNC’s, SME’s and Government Organisations in Asia, Europe 
and North America in the areas of Sales and Leadership. He also has several years of experience as a Senior 
Creative Sales Executive on Madison Avenue in New York City. His duties consisted of developing television 
commercials for Fortune 500 companies and producing them for national network television. He generated 
revenues in excess of USD 50M from clients such as Coca-Cola, Burger King and Ford Motors. 
 
 
 
 

 

       S$480.00 

 

Course 
Outline: 

EXECUTIVE DEVELOPMENT PROGRAMMES 
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Learning 
Outcome: 

 
          25 & 27 Oct 2010 
              (7pm – 10pm) 

 



 

REGISTRATION FORM 
 

  
 

Training Centre 

 
Qualifying Real Prospects and Disqualifying The Usual Suspects (evening class) 

�

� �

�

 25 & 27 Oct 2010                                  (2 sessions – 7.00pm to 10.00pm) 
S$480 (subject to 7% GST)                     Includes refreshments        

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

1) 
   

2) 
   

3) 
   

4) 
   

Company:  

�

 Member (MIS Membership No):  
�

 Non-Member 

 
Billing Address: 

 

Contact Person:  Designation: 
 

Tel:  E-mail: 
 

How did you know about this course?  
(You may tick more than one) 

 

�  Brochure      �  Search Engines      �  MIS Website/i-marketer Portal      �  Events/Activities 

�  Print Ads (pls specify publication): ______________     �  E-mail Flyer (pls specify sender): ______________ 

�  Word-of-Mouth/Recommendation (pls specify): ______________     �  Others (pls specify): ______________   

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 30 
days upon receiving 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 20% 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.sg or call 6327 7586 / 582. 

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. 

 

 

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! 
 


