
C O N T E N T S 
 

DAY 1 

Module 1: What Is 

Involved In Sales 

Negotiations? 

 

Module 2: Sales 

And Negotiation 

Crimes 

 

Module 3: Basic 

Sales Negotiation 

Principles 

 

Module 4: 

Identifying 

Negotiating 

Objectives: Ours 

And Theirs 

 

Module 5: 

Negotiating Styles 
 

DAY 2 

Module 6: 

Assessing 

Leverage And  

Limitations 

 

Module 7: 

Assessing The Key 

Parties And Key 

Influencers 

 

Module 8 : Planning 

Win-Win Strategies 

and Tactics  

 

Module 9 : 

Negotiating Tools  

Objectives 
 

At the end of the programme, 
participants will be able to: 
 

 Understand the do’s and don’ts in 
sales negotiations; 

 Have the ability to apply the various 
techniques taught; 

 Understand the importance of 
preparations and follow-throughs; and 

 Understand the various negotiating 
styles. 

 

Trainer 
 

Mr Billy Ong brings into the 
consultancy field his immense depth 
in marketing and sales that spans 
three decades in diverse industries. 
A Chartered Marketer (CIM, UK) by 
profession, he now imparts his 
wealth of experience and knowledge 
to the next generation of marketing 
professionals as a lecturer not only in 
the field of strategic marketing but 
export marketing as well.  Prior to 
embarking into his present venture, 
Billy spent seven years in the 
banking sector, the last attachment 
being BSN Commercial Bank as 
Manager of Consumer Banking 
before heading the bank’s marketing 
team in product development. His 
most notable achievements were 
when he managed to turn the RM52 
million Kelab Darul Ehsan from a 
losing concern to a profitable venture 
within six months; and charting the 
deposit growth for Perwira Affin 
Bank; both achieved in the 80’s 
recession. Other recognition includes 
the CEO Book Award at BSN 
Commercial Bank for his outstanding 
contributions in strategic planning for 
the bank.  Besides being a graduate 
from the Chartered Institute of  
Marketing (UK), Billy is also a 
certified sales consultant from Butler 
Associates Inc (Ohio, USA) and a 
certified customer service trainer with 
BSN Commercial Bank. He was one 

of the pioneers Council Members of the 
Malaysian Association of the Chartered 
Institute of Marketing.  
 

Who Should Attend 
 

All Sales and Marketing Personnel. 
 

Administrative Details 
 

Date   : February 27 - 28, 2017 (Mon – Tue) 

Time  : 8.30 am – 4.30 pm 

Venue: FMM Institute  
             Level 5 (South), Wisma STA 
             No. 26, Jalan Datuk Abang Abdul 
             Rahim, 93450 Kuching, Sarawak  

Fees : FMM members RM901 per participant 
            Others           RM1113 per participant 
(Fees include 6% GST charge, course 
materials, lunch and refreshments) 
 

Completed registration form with cheque 

made in favour of FMM Institute should 
be forwarded to FMM Institute before 

February 20, 2017. 
 

Those who register but do not turn up for the 
programme will be billed accordingly.  There 
will be no refund for cancellation within 2 
days prior to the programme, 50% refund for 
cancellation between  3 - 6 days and full 
refund for cancellation 7 days prior to the 
programme.  However, replacement will be 
accepted at no additional cost. FMM Institute 
reserves the right to cancel or reschedule the 
programme and all efforts will be taken to 
inform participants of any changes. 
 

For further enquiries, please contact : 
Ms Cecilia Pang or Ms Beatrice Olivia 
Tel : 082-332784/7  Fax : 082-332785 
E-mail : fmmsarawak@fmm.org.my 

 

 

 

 
(Registration of four (4) or more participants 
from the same organization will enjoy ONE 
complimentary seat for fifth (5) participants) 

 
 
 
Until today, we still find many sales persons closing sales through their good relationships 
with the clients or they managed to sell due to the product having an established brand 
name in the market place.  It is only when they are confronted with customers who play 
hardball, they are at a lost in securing the sales.  Consequently, the sales person just 
caved in to the buyer’s demand, and with it goes the bottom line.  Many purchasing 
personnel are well trained in purchasing negotiations and they know what they want from 
the sales person. On the other hand, sales people are ill-prepared especially when it 
comes to a gruelling session and thus ended up shredded to pieces by the purchasing 
personnel of the client company.  So, there is a distinction here between “selling” and 
“negotiating”. To negotiate is to ensure both buyer and seller end up on a win-win note.  But 
to do this, sales person must understand the ground rules in negotiation and the various 
techniques they need to apply in order to ensure a done deal. 

 

 

 
SBL Scheme – Please apply to PSMB 
before the commencement of course 


