SALES PITCH
TRAINING

LIVE

| ONLINE TRAINING |

DATE :6-7 MARCH 2025

TIME :9.00AM - 5.00PM

FEE

Special Price rM998
(before 14 Feb 2025)

Normal Fee rm1200

I INTRODUCTION

Sales reps deliver sales pitches daily. However, some reps are more skilled at these conversations than others. They are
able to form meaningful connections and leave lasting impressions on the prospects they meet with. Effective sales pitches
eventually result in more follow ups and sales. In this training, they will learn how to deliver a great sales pitch. In this
effective sales pitch training, participants will learn how to communicate with potential buyer’s unique challenges.
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| LEARNING OUTCOMES

» Understand your communication style and how can adapt it to work more effectively with others
» Understand the customers’ needs

« Find the customers’ pain points

 See how the product or service addresses those pain points

» Package all this information together with elements of storytelling and hard facts

 Able to identify prospects and help them to choose the right products/services

| WHO SHOULD ATTEND

Any sales, marketing or product personnel of the management team whose responsibility is to develop an effective sales
pitching techniques for their products/services.

| COURSE OUTLINE | TRAINER PROFILE

Day 1:

8.30am  Registration

9.00am The Elements of a Good Sales Pitch

10.00am Morning Break

10.15pm Clear identification of customer needs

1.00pm Lunch Dr Grace Tan is one of the ‘Successful People in Malaysia’
published by Britishpedia. She is a professional freelance
2.15pm  Mention specific pain points and how your ‘Senior Trainer’ with 23 years of working experience in

various fields. She is a certified corporate trainer since
2001 in international bank, she has facilitated different
business sectors by providing practical and interactive
activity-based trainings to corporate sectors through
workshops and seminars. She has trained over a few
hundred companies with a few thousands of trainees in the
past two decades. Dr Grace started her career as banker

product/service addresses them
3.00pm Afternoon Break

3.15pm  Use of storytelling with facts

4.45pm Q& A Session in 2001, she has 23 years of working experience in
L different MNCs, i.e. banking, retail, IT, education, and
5.00pm End of Training business process outsourcing (BPO). She was a former

banker, trainer, marketing consultant, HR consultant,
researcher, corporate trainer, business consultant,

Day 2: Associate Professor, certified translator, certified court
and certified conference interpreter internationally. She

8.30am Registration has interpreted in many international conferences
including UN and conferences in China, Japan, Indonesia,

9.00am Probing with questions Thailand, Vietnam, South Korea, USA, UK, Canada,

Australia, New Zealand, Belgium, France, Switzerland,
Netherlands and Germany. She has also conducted many
different trainings in different languages including
Mandarin, Japanese, Malay and English. Fast paced
solutions, creative techniques and innovative ideas
coupled with her expertise in Management, HR &
Marketing areas has shown that she is as a fully dedicated
and passionate trainer. Her area of specializations are in

10.00am Morning Break
10.15pm How to Make the Perfect Sales Pitch in 6 Easy Steps

1.00pm Lunch

2.15pm  Know The4Target Audier}ce Personality Types Management, HR and Marketing related topics. She
Persuasively Turn a “No” into a “Yes” perceived the main focus of training and development to

keep employees motivated and equip them with the latest

3.00pm Afternoon Break knowledge in their respective fields. She perceived the
main focus of training and development to keep

3.15pm Effective Sales Pitch Training: Seven Key Questions employees motivated and equip them with the latest
Getting Ready for Your Sales Pitch (Role Play) knowledge in their respective fields. Her vast working
experience enable her to equip herself with multi-skills

4.45pm Q& A Session and knowledge, her core soft skills programs also inclusive
of sales, marketing, customer service, communications,

5.00pm End of Training recruitment, selection, performance management,

compensation and benefits, training and development,
employment act, industrial relations, KPI, lingusitics,
leadership, management development (MD) and etc.
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REGISTRATION FORM

CAF SOLUTIONS PLT

Billing Details

Organization

Address
Contact person Designation
Office Tel Mobile Email

Method of Payment

Enclosed cheque no For the sum of RM

Payable to “CAF Solutions PLT (Maybank: 501105414100)”
e Registration is based on first come first served. Only fully completed registrations will be processed.

e The reservation is confirmed either through full payment or with the HRDCorp claimable course application with the confirmed
reference number.

Terms and Conditions

o Course fees are non-refundable once a reservation has been confirmed. No refunds will be given for cancellations or
withdrawals. Additionally, unpaid registrations that are cancelled will still be responsible for the full payment of the course
fees.

e Registration is based on first come first served. Only fully completed registrations will be processed. The reservation is
confirmed either through full payment or with the HRDCorp claimable course application with the confirmed reference number.

Course Details

Course Scheme:  HRDCorp Claimable Course Course Type: Public

Participant Details (piease it in block tetter)

Claiming HRDF
No Full name (Certificate of Attendance will be printed according to this name) Mobile Email (Y/N)
1.
2.
3

NOTE: SCAN THIS REGISTRATION FORM AND PAYMENT SLIP AND EMAIL TO info@cafsolutionsplt.com OR WHATSAPP TO 019-7865123.

Registration / Enquir

Winnie Liau (019-7865123) or email to info@cafsolutionsplt.com
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