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Research found that nine out of ten salespeople reach the end of their sales process before
80% of their customers are ready to buy. Now you can control sales behaviour and gain sales
advantage by pushing all the right buttons. This course will provide you with a well-thought
process of designing, structuring, planning and closing sales, as well as a framework for
defining the right situation and moment to call for the action to execute a sale.

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

Identify critical success skills of top salespeople

Create a systematic process to closing sales

Recognise personalities and use the appropriate closing techniques

Effective new ways to answer objections, meet sales resistance and obstacles to buying
Gain confidence and motivation to increase closing ratio

This course will cover:

Mindset & Characteristics of Professional Salesperson

Understanding Buying Behaviours and Learning Styles to Influence Buying
Powerful Sales Presentation Skills to Close

The Art of Asking the Right Questions at the Right Time to Close
Choosing the Right Closing Approach

Five Powerful Closing Questions that Leads to Closing

Tested Responses to Manage Objections and Close

Ways to Present Price and Using Tested Price Closes

Sales executives or professionals who want to master the skill of closing sales.

Master Facilitator and Distinguished Toastmaster, is a motivational humorist
and an accomplished speaker, consultant and trainer in the fields of business presentation
skills, sales, communication, customer service, leadership and strategies for personal success.

As a coach, consultant and keynote speaker, he has addressed many companies and
institutions and has helped senior executives, high-achieving professionals and beginners to
reach higher levels of performance.

He was one of The Top 10 agents for sales and has achieved the Marathon Life Award,
International Quality Award, Million Dollar Club Award as well as the Prestigious Million Dollar
Round Table (MDRT) and Superstar Sales Awards. He has more than 12 years of Sales
experience starting as an agent and has led a successful sales team as a District Manager.

Stanis is a thought leader on how to create and sustain high performance. He combines theory
with management practices to develop action-oriented techniques for building winning teams.
He has been invited as an expert to speak on the topics “Behavior Focused Communication
and Humor in Presentations” and has presented on Positive Business Minutes for News Radio
93.8.

He has gained excellent reputation for his work with human resource and training departments
of numerous organisations to design and develop Sales, Personal Effectiveness, Leadership
and Communication training programmes. Stanis brings with him over 15 years of training and
coaching experience and is accredited by Edge Innovative Learning as an Executive
Leadership facilitator.




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 7586 / 582.

Te;:r:guzz;% Closing Slaloecst 2010 9.00am 1o 5.000m *Approved for SDF funding (for SMEs only)
S$420 (sgubject to 7% GST) I(n;:Iudes Iun.ch F; rc)efreshments Please indicate if you wish to apply  Yes No
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:
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

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

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.



