
The sales profession has evolved over the years. Gone were the days where a company can just let a sales 
person onto the field and let them learn the traits in the market place.  However, with today’s competitive world 
of business, sales persons are expected to do much more.  
 
This program seeks to help the Sales Managers to evolve be better leaders to their sales people, leading them to 
be better sales people and achieve the desired results.

Understand the Attitude, Skills and Knowledge to be 
a successful sales manager
Be aware of the leadership traits they already have.
Manage their sales team more effectively
Understand each team member’s personality and 
how to communicate with the different personalities
Help their sales people to develop sales strategies to 
expand the business
Focus on achieving set KPIs
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Sales Managers

This program is a twice monthly coaching sessions.  In these sessions, participants are required to review their 
targets against set KPIs, action plans, discussions on obstacles and ways to overcome those obstacles.

The sales managers will need to prepare their report using the given template and to present them during the 
coaching sessions.  Focus will be on achievement of KPIs.

Starting With the “Right” Mindset
>> What are the challenges in sales management
>> Who is responsible for success – I, me myself
>> Characteristics of a successful sales manager
>> Expectations vs rewards

Set the Right Performance Objectives
>> What is the ideal situation?
>> Develop KPIs and setting the right performance objectives 
>> Goal setting
>> Business expansion plan and its strategies for business growth

Personality Profiling
>> What is your personality type?
>> Self-assessment of personality types
>> The 4 types of personalities
>> Communicating with the various personalities

Leadership At Work
>> Self-assessment as a leader
>> Concepts of leadership
>> Qualities of an effective leader

Sales Manager’s Roles And Responsibilities
>> Managing performance – excellent and poor
>> Developing their sales people
>> Coaching their sales people
>> Motivating their sales people

OBJECTIVES

WHO WILL BE BENEFITS

COURSE OUTLINE

TRAINER PROFILE
PHANG WAI KHEONG
Phang has accumulated wide experience in the 
field of management, sales and marketing, 
managing project teams in driving the CRM 
strategies over the past two decades.  Being a 
marketer by profession, he was in charge of the 
sales & marketing division in the fast moving 
consumer goods (FMCG) division.  

His experience include being in charge of the sales 
operation for Tan Chong Apparels, responsible in 
managing the sales advisors that are located in the 
outlets in achieving the overall sales target, 
marketing and promotions in a very competitive 
apparel market.

He was also attached to Texchem Consumers, and 
was in charge of the sales and marketing of the 
Fumakilla and Shaldan Air Freshener range of 
products, two of the company’s most important 
brands.  This includes conducting market studies, 
develop marketing programs and service key 
accounts like Makro (now Tesco Extra), Carrefour 
(now Aeon Big), Jusco (now Aeon) and Giant.

He was also an Advisor for a MLM company, 
helping and advising the top management on 
strategic planning, implementation and evaluation 
of business development and marketing programs.  
As a result of his involvement, the company was 
awarded the ‘Enterprise 50’ in 2011.

Having to train and motivate his team members to 
achieve sales targets, Phang has developed a 
strong passion for training.  As such, he became a 
full time trainer 18 years ago.  His strength includes 
his ability to relate the conceptual theory into 
practical hands-on in real life situation application 
and combination of activities and learning 
intervention. 

He has trained and facilitated many programs for 
corporate companies that include some of the 
biggest and well known namely DHL, Toshiba, 
Lafarge, Ericsson, Kompakar, Huawei, Agilent, 
Perodua, Kimberly Clark, IBM and many more.  

His education achievements include Masters In 
Business Administration (MBA) from the Wawasan 
Open University and Diploma In Marketing from 
Chartered Institute of Marketing, UK (CIM, UK).  He 
is a Neuro Linguistic Programming (NLP) Certified 
Practitioner and also a Certified Trainer with 
Perbadanan Sumber Manusia Bhd (PSMB).  He is 
currently pursuing a Professional Certification in 
Photography (PCP).
 
He is an active member of Toastmasters 
International.  An articulate and fluent speaker, he 
has participated and won numerous speech 
contests.  He has also conducted workshops from 
the Speechcraft and Successful Club & Leadership 
Series and has served in various positions at the 
club, area, division and district levels.  

He believes that “life is a journey of self-discovery as 
there is always something new to learn everyday”
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COURSE ENROLMENT FORM
Leading and Motivating Sales Team
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COMPANY INFORMATION

Company Name 

Address          

Contact Person

QUOTATION NO: 

Contact No

Fax No

Mobile No

Email

Department

_____________________________________________________
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PARTICIPANT(S) INFORMATION

NO  PARTICIPANT FULLNAME  DESIGNATION   MOBILE NO  FEES  

      

      

      

      

FINANCE DEPARTMENT INFORMATION

INVOICE ISSUED TO   DESIGNATION   

CONTACT NO   EMAIL   

EMAIL

All payments to be made before the commencement of the course or a penalty fee of 2% shall be charged on monthly basis should the payment is not 
received by first day of the course.
All payments must be made by crossed cheque, postal order, bank draft or cashier order made payable to Jag Systems Sdn Bhd.
Confirmation of seat is upon receipt of full payment one (1) week before the course date; otherwise Jag Systems reserves the right to offer the seat to the 
waiting list.
No refund of fees if cancellations or reschedule are made up to One (1) week before commencement. However, substitution of participants is allowed.
All payments made are non-refundable and non-transferable.
JAG Systems reserves the right to re-schedule the course due to unforeseen circumstances.
Content, Duration, Venue, Time and Fee are subject to change without prior notice.
JAG Systems reserves the right to cancel or postpone the course if there are insufficient participants registered for a training.
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TERMS AND CONDITIONS

I have read and agreed to the terms and conditions for enrolment and cancellation as stated. I hereby confirm & approve the above registration.

Authorized Signature  
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Date:
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