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INTRODUCTION OBJECTIVES

Due  to  the  rapidly-
changing  and  competitive 
business  environment, 
success  in  selling  in  the 
present  tough  times 
requires  a  drastic 
transformation,  a  paradigm 
shift  in  the  profession  of 
selling.  A  thorough 
understanding  of  Selling 
Principles  and  Practices 
alone  will  not  ensure 
continuous  success  in 
selling.  A  professional 
salesperson,  just  like  other 
professionals like a doctor, 
a lawyer, or an accountant, 
must  have  some  strong 
basic  beliefs about  one’s 
profession.  These  beliefs 
must  form  a  personal 
selling  philosophy  and 
conviction that during good 
times  or  bad  times,  great 
times  or  tough  times,  will 
provide  purpose  and 
direction to the professional 
salesperson’s  daily  work 
performance  and  achieve 
the desired sales results.

DESIGNED FOR

It is specially organised for 
people  who  are  in  the 
various  Sales  Professions, 
from  the  new  salesperson 
(rookie)  to  the  seasoned 
sales  veteran.  Their  job 
titles  range  from  Sales 
Representatives,  Direct-
Selling  Distributors,  Sales 
Executives,  Sales  Officers, 
Van  Salespersons,  Sales 
Supervisors,  Sales  and 
Marketing  Managers  and 
Sales Engineers.

This  power-packed  course  is  designed  towards 
the  accomplishment  of  the  following  course 
objectives:

* To improve and toughen your mental attitudes to be 
a top sales professional.

* To strengthen your professional values for effective 
decision-making and action.

* To instil professionalism in your sales career.

* To cultivate  the  right  selling personality  to  attract 
and win more customers.

* To properly prepare yourself for successful selling.

* To  increase  your  knowledge  and  skills  of 
professional selling.

* To develop and apply the selling process from how 
to  prospect  for  customers,  effectively  approach 
them, how to give a persuasive presentation and how 
to successfully close the sale.

* To understand why people buy and what motivates 
them to buy.

* To add a new dimension to your professional life by 
enjoying  selling  and  looking  forward  with 
enthusiasm and zeal to every working day.

* To  establish  a  closer  rapport  and  trust  with  your 
prospective and existing customers.

* To learn how to motivate yourself to be a top sales 
professional.

* To  cultivate  a  deeper  sense  of  determination, 
discipline,  dedication,  loyalty  and  commitment  to 
perform with excellence for  yourself,  your family, 
your Organisation and your customers.

T R A I N I N G  M E T H O D O L O G Y

Providing 
Training

Excellence 
Since 1974!



Dynamic  presentations  laced  with  humour  and  local  examples will  be  given  by  our 
Training Consultants, followed by simulation and personalised strategies to reinforce the 
learning  process.  The  learning  process  is  often  done  in  an  entertaining and  enjoyable 
manner.

To  ensure  that  the  participants  receive  maximum  benefits,  audio-visual  equipment  and 
presentations will be introduced to highlight important principles. Besides role playing, team 
discussions  and  brain-storming  sessions,  motivational  videos  will  be  used  to  facilitate 
learning, enhance understanding and to recap main ideas and concepts.

S U B J E C T S  C O V E R E D

The course consists of four main modules:

Module 1:-
PERSONAL DEVELOPMENT

* Right  Mental  Attitudes  of  a  top  sales 
professional.

* Mental Toughness to face successfully the 
tough times.

* Professional  Values  of  a  top  sales 
professional.

* Professionalism in the sales career.

* Selling Personality.

* Commitment to be a top sales professional.

Module 2:-
PREPARATION FOR SELLING

* Knowledge  of  your  Products/Services  and 
Company.

* Knowledge  of  your  Market  and 
Competition.

* Territory Management.

* Planning your sales targets and goals.

Module 3:-
PROCESS OF SELLING

* Suspecting and Prospecting for customers.

* Pre-approach and Approach.

* Qualifying your prospects.

* Know  and  match  your  prospect’s  needs 
with your products/ideas/services.

* Conducting  the  Sales  Presentation  and 
Demonstration.

* Sales  Negotiation  to  handle  sales 
objections/resistance given by prospect.

* Closing and confirming the sale.

* Post-Selling.

Module 4:-
SALES PERFORMANCE

* Effective Time Management for higher sales 
productivity.

* Fine-tune  your  art  of  questioning  and 
listening skills.

* Establish  rapport  and  trust  with  your 
prospective customers.

* Flexing  your  selling  personality  to  suit  the 
various types of customers.

* Excellent Customer Service.

* Motivating  yourself  to  be  a  top  sales 
professional.



        C O U R S E  L E A D E R

The training will  be conducted by a team of Sales Training Consultants led by 
Dato’ Lawrence Chan Kum Peng

                                  For over 31 years, Dato’ Lawrence Chan Kum Peng has established himself as one of  
the world’s leading authorities on peak performance, motivation, sales and leadership development. He has 
conducted his own research and development on outstanding performance and achievement in almost every 
field of human endeavour including the sales field. He is the Founder and Executive Chairman of his own 
company.  Personal  Development  Leadership Management  Corporation (Malaysia)  Sdn Bhd –  a  leading 
Training Provider and Consultancy for human resource development. He is the first and only Asian Certified 
Speaking  Professional  (CSP)  Award-Winning  Training  Consultant,  Best-Selling  Author  of  4  books, 
Olympics Peak Performance Coach, International Contributor, Founder and Sponsor of many professional 
bodies and clubs like Mensa Malaysia, Institute of Marketing Malaysia, Malaysian Society for Training and 
Development, and many Toastmasters Clubs.

As  one  of  the  most  frequently-requested  speakers  and  training  consultants  by  local  and  international 
Corporations, Dato’ Lawrence Chan shares his powerful ideas and rich experience through keynote talks, 
workshops, courses and seminars that have already been heard personally by millions of people throughout 
the world.

Numerous articles about him, his training effectiveness and impressive world-class track records have often 
appeared in leading mass media.

He has shared his work on various topics in human potential and leadership development on the national and 
foreign broadcasts of television networks and radio stations. Many students and professionals including sales 
and  corporate  leaders  have  used  his  principles,  ideas  and  strategies  to  reach  the  top  and  stayed  there. 
Notably, he has personally trained and motivated the Malaysian Hockey Teams and Malaysian Badminton 
Team to become world-class in their performance and results.

Dato’ Lawrence Chan is a regular external Training Consultant with large, reputable companies such as 
UMW Holdings, NEC Sales (M) Sdn Bhd, Scott & English, Electcoms, Sony, Schmidt Scientific, Abbott 
Laboratories, Apex Pharmacy, Glaxo-Wellcome, Shaklee, CNI, Elken, Amway, Zhulian Marketing, Hai-O 
Marketing, Malaysia British Assurance, CS Metal Industries, Hong Leong Assurance and many others.

An Author of the following best-selling books – “Route To Success”, “Personal Daily Motivators”, “You 
Can Make It Happen” and “An Achiever’s Guide for Students”.

His many accolades are recorded in many various International and National Publications. He is recipient of 
numerous outstanding national and international Awards including:
a) Top Sales Achievement Award (USA) in 1972.
b) Best Sales and Training Consultant Award (USA) in 1973.
c) Distinguished Leadership Award (USA) in 1984.
d) “The  Outstanding Young Malaysian” Award in 1985 by Junior Chamber Malaysia and Business 

Times as the main sponsor.
e) Silver Medal of Honor for Outstanding Achievement and Dedication to Personal and Professional 

Goals (USA) in 1984.
f) Inductee of the world famous “Hall-of-Fame for Distinguished Leaders” (USA) in 1986.
g) Certificate of World Leadership (Cambridge, England) in 1987.
h) Honours List of International Leaders in Achievement in 1988, Cambridge, England.
i) The very prestigious “Certified Speaking Professional (C.S.P.)” Designation (first and only Asian 

to be awarded) by the National Speakers Association, USA in July 1988. This designation is awarded 
to certain dedicated professionals with proven track records of continuing speaking excellence.  There 
are  only  300  professional  speakers  and  trainers  in  the  world  who  have  earned  this  professional 
designation.

j) The title “Most Admired Man of the Decade” by the American Biographical Institute, USA in 1992.
k) The “World Life-Time Achievement” Award by the American Biographical Institute, USA in 1993.
l) Due to his outstanding services and contributions to numerous Malaysians, Society and Country in 

April, 1995, The Sultan of Perak and the 9th King of Malaysia, Sultan Azlan Shah, on his 67th birthday 
conferred the “DARJAH DATO’ PADUKA MAHKOTA PERAK (D.P.M.P.)” which carries the 
very prestigious title of Dato’ to him.



m) In December 1997, the International Biographical Association, Cambridge England, honoured him with the 
title “The International Man of the Year 1997”.

This  course  will  be  conducted  for  3  days  as 
follows: -

(Registration begins at 8.30am on the first day)
1st  Day   -  9.00am – 6.00pm 
2nd Day   -   9.00am – 6.00pm
3rd Day   -   9.00am – 6.00pm

The next course is on 

The Course will be held at:
Wisma PDL, 

No. 35 & 37, Jalan Indrahana 2, 
Taman Indrahana,

Off Jalan Kuchai Lama, 
58100 Kuala Lumpur, 

Malaysia

Changes: PDL-MC reserves the right to re-
schedule or cancel the course due 
to  unforseen  circumstances. 
Every effort will be made to inform 
registered  participants 
accordingly.

Withdrawal  and  Refund:  If  notice  of 
withdrawal is given in writing and received 
by PDL-MC.

 10  working  days  BEFORE 
commencement  of  the  course,  a  full 
refund will be made.

 within a week preceding commencement 
of the course, a 75% refund will be made.

 after  commencement  of  the  course,  no 
refund of the course fee will be made.  In 
line  with  the  above,  the  full  fee  is 
chargeable  if  no  written  notice  of 
cancellation  is  received  and/or  the 
participants fail to report for the course

 
The total course fee for a participant will be RM720.00.
Please  note  that  this  fee  consists  of  course  handouts,  motivational  cards,  a  file,  3 
lunches and 6 refreshments.

For  a  group  of  3  or  more  participants in  the  same  course  and  from  the  same 
Organisation, a group discount of 10% will be given to the Organisation.
-------------------------------------------------------------------------------------------------------------------------------

32 Years of Training Excellence!

COURSE FEE

22nd –  24th May 2006
(Mon - Wed)



Full Name:  ______________________________________________________

NRIC No:  ____________________ Date of Birth:  ______________________

Job Title:  _______________________________________________________

Company’s Name:  _______________________________________________

Company’s Address:  ______________________________________________
________________________________________________________________

Tel No: _____________  Fax No: ______________ H/P No: _______________

Contact Person:- __________________________________________________

Enclosed  is  Cheque  No. _________________  for  the  sum  of 
RM____________ made payable to “PDL-MC (M) SDN. BHD.”.

If Vegetarian Food is required, please circle:  Yes   or   No

Date: __________________________   Signature:  ______________________

To confirm your seat, 
kindly  fax  (and  to 
follow  by  mail)  your 
completed 
Registration  Form and 
your Total Course Fee to 
the Administrator at:

PDL-MC (M) Sdn. Bhd.
Wisma PDL, No. 35 & 

37, Jalan Indrahana 2, 
Taman Indrahana,

58100 Kuala Lumpur, 
Malaysia

Tel:  

Fax: 603-7981 6455
Email: info@pdl.com.my
Website: 
www.pdl.com.my

603-7983 8655
603-7983 8590
603-7983 8609
603-7983 8290
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