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Value-based Sales Motivation
&
Skills Training



Kno.\A{ Your R E T
Facilitator PuShan Cham (pho)

e Accounting background

e Sales and Marketing Profession since 1984

* Conducted seminars and talks for more than 100
organizations

* Pragmatic Psychologist and Philosopher by
experience

e Areas of expertise
- Value-based motivation
- Sales motivation and skills training
- Oneness Wellness Work-Life Balance
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GETHA  Know Your

Story Selling
FaC|I|tator
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cetHA SEMINAR RULES & REGULATIONS

1. Empty Preconceived ldeas

§

2. Open-mindedness — Just One Idea Learned Can Transformed You
3. Let Go of Inhibitions, Step Out of Your Comfort-zone

4. Be Your Best True Self

5. Feel More and Think Less

6. Be Totally Involved

. Together we will make these 2 days the best days of our lives

Inhibitions ©2019 Cham PuShan (php)



GeTiA PARTICIPATION versus INVOLVEMENT N\

\ 09.50 Reaching Out ©2019 Cham PuShan ¢np)



GETHA Two Distict Types of §

Involvement

Intellectual
&
Emotional



Beginning of a New Life

TODAY Is the beginning of my new life
| am given TODAY to use as | will

| can waste it

or grow in its light and

be of service to others

What | do with TODAY Is important
because

| have exchanged a day of my life for it
When tomorrow comes
TODAY will be gone forever
| must not regret the price | paid for it
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TRAINING OBJECTIVES

N\

GETHA_

e 1969
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GETHA TRAINING OBJECTIVES \
1. Right WORK VALUES and MIND-SETS to create all-win scenario
2. Rekindle PASSION in “WORK”
3. Feel the MISSION in your GETHA Sales Profession
4. Up Your Selling Skills to Professionally influences CLIENTS positively
5. Fine tune our ATTITUDE towards Sales Professionals
6. Brainstorm FFQ with the objective of producing a Handbook

. Be Positively Motivated towards your GETHA Sales Profession

©2019 Cham PuShan (php)



YOUR LEARNING
EXPECTATIONS

"
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GETHA  GETHA’S EXPECTATIONS §
ON ALL PARTICIPANTS

1.

Every sales person got to position themselves as a
Sales Professional Functional Sleep Consultant

Be passionate towards your profession, be confident
INn delivering your roles

Feel and embrace the mission that you will fruly
delivery a superb value-add benefit to all the
prospective buyers

. Be highly discipline and mofivated everyday to carry

out your role efficiently and effectively, to do the
necessary to upgrade yourself in terms of your
nroducts and sellina knowledae and skills  ©20%9 Cham Pushan eno)
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strns  Application of Learning \

Not the Learning and Doing that Excel You

It is the Learning, Researching & Appropriate Doing that matters
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atriii Perception and Destination
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N

Everyone is Entitled to Their Own
Perceptions, Rightly or Wrongly

Unless we are
ready to be open-
mindedness,

no one should
waste time and
resources on us!

N

©2019 Cham PuShan np)



People Perceive Things From
Their Levels of Understanding

Our challenge as a
sales professional
Is to up prospects’
perceptions
toward us and our
products when
they are ready

©2019 Cham PuShan (php)



crtiA Why GETHA Builds Impressive \\
Showroom?
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aernii - Parception Matters

Our Perception Affects Our Feelings
Our Feelings Affect Our Thinking

Our Thinking Determines Your Doings
Our Doings Affect Our Results

Our Results Determines Our Destiny

\is critically important to Mind Our Perceptions

\
\\

©2019 Cham PuShan (php)

It
N\



999999

= When People See “Problems”, Lead The \
- to See Solutions When They Are Ready

N\
\ 12.40 ©2019 Cham PuShan o)



ottt Parceptions Toward Change \\\\\

Current Situations

Change is slow & it Creates

Rapid Change Opportunities
More Choices More Confusion
Knowledge Is Power Wisdom Is Power
No Money Plentiful of Money

Opportunity iIs Everywhere Opportunity is Everywhere

Things Change, Fundamentals Remain
Master the Basic, Flow with Changes

N
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-ix How Do You See Yourself \\\




ctTiA The 4-letter Word: WORK \

WORK iIs
whenever | invest my

RESOURCES
Into getting

WHAT | WANT

for my life,
that Is WORK to me

\
\ ©2019 Cham PuShan (o)



-5« What do YOU WANT
to Achieve in Life

N

. Financial Freedom

. Healthy for Life

. Family Life

. Continuous Learning

. Serving People with
Affinity with Me

. Travelling to increase
exposure

/. Philosophical Cultivation

o~ WDN B

o
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GETQ;»; What Are Your Resources \x

. Time

. Money

. Character

. Life and Work
Experiences

. Relatives, Friends &
Business Associates

6. Business Tools

. My Market Value

B~ WODN PR

o1

\l
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strii Thomas Edison’s Attitude
Towards WORK

“The purpose of work is
joy and fulfillment.

"I never did a day's work In
my life, it was all fun.”

N
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GeTHA Wise WORK Attitude to Embrace §

Work Is human beings greatest function
| am nothing, | can achieve nothing,
fulfil nothing without working

When | am poor - work

When | am rich - work

When | am burdened with unfair Responsibility —
work

When | am happy - work

\\ When disappointments come - work

©2019 Cham PuShan (php)



GeTHA Wise WORK Attitude to Embrace §

W
W
W

nen health 1s threatened - work
nen faith falters - work

nen dreams are shattered - work

No matter what else | do - work

Work faithfully, work conscientiously
Work is the greatest remedy available
for both mental and physical problems
Therefore, | work, work and work

©2019 Cham PuShan (php)



strii Love Your WORK

If we don’t love our work
We’ll need three times the energy —
to force ourselves to work
to resist the force and finally to work
If we love our work
Our desire to do it will be like a wing
to propel our ships with lesser fuel
If we love our work
We work no more for work when we love it
IS work no longer but sheer enjoyment
If we enjoy our work we will work and work
without counting the hours
We'll reap and enjoy more earnings as well

12.40 ©2019 Cham PuShan ¢nhp)



GeTHA  What is GETHA ULTIMATE Business
Objective

s % % NV

N
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, . . \ \
GtTHA  What is your ULTIMATE Role in GETHA as \

Their Strategic Business Pariner

To help GETHA to grow its

s % % B

\
\ ©2019 Cham PuShan (o)




GETHA  What is your ULTIMATE Goal as
Strategic Business Partner of GETHA

To up your market value
To attract more income to you

GETHA needs committed experienced and
talented people to expand their business

worldwide

You will be treasure by GETHA for it
expansion program

©2019 Cham PuShan (php)



GETHA

What Business are YOU & GETHA in
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GeThA What 1 Common Value
People Seek in Life



82992_1_29holson-sub_wg_720p.mp4

crts  Stop Chasing After HAPPINESS§
Live HAPPINESS

, 'l' )
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N
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A\
siis - Why of TOTAL INVOLVEMENT \\\§

Up your Happiness
Up your Market Value

©2019 Cham PuShan (php)


Audio/MJ Pepsi Adv.wmv

ctetia - As We Grow, Be Humble, \

Be More Contemplative

Scientist Charles Kettering spoke to a group of
prominent engineers, “This small mark represents
all that science has discovered up to this point.
The remainder of the sheet represents that which
has yet to be discovered.”

\
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Photography Session
&

Lunch Break
12.40pm -2.00pm

N

GETHA

e 1969
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Audio/Money money money ABBA.mp3

Attitude, Vision, Passion,
Mission and Motivation

N



cerni Human Doing & Human Being \

O
@

\
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cttia What are Your Chosen States \\
of Being, i.e., My Life Values
1. Happy State of Being

\,
\ ©2019 Cham PuShan ho)



GETHA My 7 Chosen States of Being,
i.e., My Life Values

2. Gratifying State of Being

©2019 Cham PuShan ¢nhp)



GET HA My

7 Chosen States of Being, \ §

i.e., My Life Values

3. Lo

ving State of Being

In the discussion of Management Philosophy, the
word LOVE is hardly been discussed. If LOVE Is
defined as the will to develop the develop the grow

and wi

| of others, then it is an appropriate term

{4 E =
-
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Jan Carilson —Chairman of the Swedish Airline SAS
Author of Moments of Truth
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crtis My 7 Chosen States of Being, §
i.e., My Life Values
4. Optimistic State of Being

\
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crtiA - Born Winning and Born Loser \

N\,
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€ : N \
cetid My 7 Chosen States of Being, \
i.e., My Life Values
4. Optimistic State of Being

“The greatest discovery

of my generation Is that

human beings can alter
their lives

by altering their attitudes

of mind.”
- William James

N
\ ©2019 Cham PuShan @no)



srtis - Attitude Determines Altitude §

Attitude Is more important than facts, the past, education,
money, circumstances, failures, successes, what other
people think or say or do.

The remarkable thing is we have a choice every day
regarding the attitude we will embrace for that day.

We cannot change the past... the fact that people will act
In a certain way.

The only thing we can do Is play on the one string we
have, and that is our attitude ...

\\ | am convinced that life is 10% what happens to me and

NN\ 90% how | response to it
\ \ ©2019 Cham PuShan (php)



setiA TO Buillding Process \

of a Winning Attitude

Crisis Awareness Mentality
Communication & Relationship Skills

1
2.
BB‘R‘ 3. It takes Time
4,
.

Equip with Capital and Resources
Keep doing simple tasks that work

\
\ ©2019 Cham PuShan (o)
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iltan 7z
i
Ve
Since 1969

N\

Winning Work Attitude
to Embrace

1. Mission and not commission focus
2. Win-Win-Win Focus: Self, Company & Clients

3. Fear not market competition; do be fearful that
we may not be good enough for the
marketplace

4. Create rather than compete
5. If it is to be, it Is always up to me

©2019 Cham PuShan (php)



oA My 7 Chosen States of Being, \\§

i.e., My Life Values

5. Serving State of Being

The only way to achieve
true success is to express
ourselves completely

in service to others - Aristotle

©2019 Cham PuShan (php)



cetii My 7 Chosen States of Being, %
i.e., My Life Values

5. Serving State of Being

My Life Philosophy is In
the working and making

contribution to Mankind

_ ; The Early Motion Pictures and Sound Recordings
Thomas Edison of the Edison Companles

\
\ ©2019 Cham PuShan ho)




AN
crtis My 7 Chosen States of Being, §
i.e., My Life Values

6. Confident State of Being

FINISHED FILES ARE THE
RESULTS OF YEARS OF SCIENTIFIC
STUDY COMBINED WITH THE
EXPERIENCE OF YEARS

\
\ ©2019 Cham PuShan ¢nb)




cetii My 7 Chosen States of Being, §
i.e., My Life Values

/. Trustworthy State State of Being

* Trust — key to business and relationship building
* |t determines a person’s character

N
\ ©2019 Cham PuShan @no)



cetid f Qualities of GETHA §
Strategist Business Partners

Employees with initiatives

Passionate with their profession

Feel and embrace work mission

. Self-discipline

Good attitude towards GETHA, work and
clients

Stay motivated to growth and excel in work
Superb confidence in the goodness in GETHA
Products

\
\ ©2019 Cham PuShan ¢nb)
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siris 9 Fundamental People Skills §
for SUCCESS

1. Psychological Skill
2. Communication Skill
3. Selling Skill

4. Marketing Skill

o. Philosophical SkKill

\
\ ©2019 Cham PuShan (php)



- - e = N\ \
serna Unique Selling Propositions \

 What is USP

 Why of USP

 What is GETHA USP
 What is Your USP

\
\ ©2019 Cham PuShan ¢nhp)



«ins Unique Selling Propositions N
In Selling
What 1s USP?

* The big things that make GETHA better than the
other suppliers

* The specific benefit that makes GETHA stands out
when compared to other suppliers in your market

 “What makes you different from the competition?”

\
\\ ©2019 Cham PuShan ¢nhp)




sirii Unique Selling Propositions \\
In Selling

why of USP?
1. Competition is the normal in business, both local &

international

2. Buyer are overwhelmed with options
3. Buyers want to quickly understand what makes you and
your product or brand different than others

4. You need to know the positioning of GETHA
\ 5. Itis crucial that you must be well-versed with yours and

X GETHA USP are
\ ©2019 Cham PuShan no)
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Tea Break
03.30pm-04:00pm

GETHA_

e 1969
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Audio/Money money money ABBA.mp3

Sir Erwin Ac Ng

Strategist PhD IMD




GETHA

Sir Erwin AC Ng Biography

Education Background:

PhD in Human Resource Training & Development
PhD In Business Administration

PhD in Educational Psychology

PhD In Psychic Psychology

he World’'s Champion in the AlA competition

Most Popular Motivation Master, More than one million
people worldwide attended his training courses. Have been
conducted courses for more than 20,000 participants in one
class.




GETHA

History of Sir Erwin's Insurance career:

44 years In Insurance career (AlA)

Break 49 years record of Malaysian supervisor level
Break 50 years record of Malaysian manager level
Maintain the highest manager level record for 10 years
President round table member......

A well-known corporate strategists
Founder of VeryGood Tips online education platform.

Founder of Life Rehearsal Course
WorldVentures knighted International Speaker.
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Sleep Knowledge
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+ Eco Friendly 100% ;
« Mo an mNé i

How to choose a

Good bed




e S e e R S R S S I I NS S G S N T e
NANGO
& Boo Fitendly 100% Nattral Lates [ ]
+ Molsture Management Natural Wool La [ ] ‘ g
+ Black Carbon Technologlc Yarn G E N ETé CS l ‘ }
« Antl-Statlc Protection | }m ‘
+ BN Fres 100 NATURAL LATEX GETHAS |

Uk # A
ISR

You must know
What is a good bed




I IR 7E £
The definition of a good bed

1. Bitf38738 1. Sleep Comfortably
2. [if3%EA 2. Sleep Deeply
3. G f#FE 3. Sleep Healthily




Hﬁfgﬁrﬁ Ieep Comfortably
Comfort - ¥l

Support - SZ§f




Sales Motivation & Skills Training
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’ 100 N}T'URA[ LATEX

Anti Static Protection

ARG LE-STHE PRIE
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30,000 volt reduces to 4,000 volt




Sales Motivation & Skills Training



GENETC

100 Niﬁmu TATEX

« Antl-Statlo Protection
« EMF Free

- 4K 1984 4
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kR Nano Silver

BE2inE%E Long lasting antibacterial effect

A 3R IE650Z EME Can kill more than 650 bacteria
HBPRRIBE Has a deodorizing function




Sales Motivation & Skills Training



GETHA

WHEIRE




OFFICE

radar-unit
radio service

entertainment elektronics electrical maschines

and devices copyright by www.hese-project.org 01/2010 Layout (C.R.)







GETHA

Negative effects on
Health causes by EMF.

* Learning problems

* Pain in muscles & long-term exhaustion
* Harmful to immune system

* Headaches & dizziness

* Cancer risks...
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GETHA

Spring, EMF, Radiation

VS

100% Natural Latex Mattress

* WiFi and Smartphone EVERYWHERE!
* EMF EVERYWHERE!
* More spring coil = more antenna — BAD!

Spring was introduced over 100 years ago! No EMF everywhere
back then.




GETHA

The COMPASS mattress Is made from

COMPASS

« 100% Natural Latex
« Multi Layer Foam

 Natural Fiber




GETHA

- The face fayer of Biocare
which provides a healthy
SIS0 environment thanks

to its antibacterial
Structure
Neips you sleep

comfortably during the

might

The back Rayer of Biocare
fabric is made of
a technology that DIocks
noN-ionized radiation
Thanks to this technology,
yOu are protected from
the electromagnenc effects

in your sleep environment

COMPASS

Structure of Biocare




Sales Motivation & Skills Training
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On which side do you sleep?

2R AIE

Left or Right

{R BB X7 332 155

Are you sleeping on the CORRECT side?




GETHA

R\JJ(%I]'LF\ Feng Shui Knowledge

o) 7z b [o) 5 B

Sleep on your left, Sleep on your right

BERA LAFE

Man on the left Woman on the right

Woman on the right Man on the left




GETHA

@%"—ﬂ]“l,u\ Medical Science Knowledge

A digal

Turn to left side to sleep, turn to right side to sleep

REEAR

Sleeping Position : Are you turning right side

= 0

Sleeplng Position : Are you turning left side




Sales Motivation & Skills Training






GETHA Truth About Selling

PSST ARE You
FREE TONIGHT?

1. Everyone sells!
- Every successful individual Is a great
sales person, without exception
- Be proud of your sales profession

©2019 Cham PuShan hp)



GA - \ \\\
Truth About Selling N

2. Selling - a Noble Profession

- Do you have a high regards for selling your
profession?

3. Nothing happens in a business unless someone
sells!

- Do you feel proud to be in the sales profession?

\
\ ©2019 Cham PuShan (php)



GETHA Truth About Selling

4. If you cannot “sell” YOURSELF, prospect will not
have much confident in you

- YOU are indeed very important in the
process in selling

5. Selling, more of an emotional than intellectual

game
- Logic unlocks the mind, emotion opens the

wallet

\
\\ ©2019 Cham PuShan np)




GETHA Truth About Selling

6. Confidence sells
- Build up your self-confidence

/7. “SELLING” if it is done properly does not look
like selling
- It Is a mind-game

8. Relationship sells more than Salesmanship
- Focus on building long-term relationship

. Sales professionals got to feel the mission In
their sales profession
- Mission before Commission

©2019 Cham PuShan hp)



GETHA Psychology in Selling \\

1. People do not like to be SOLD, they prefer to BUY
- Our duty to help them to make well-informed
decisions instead of trying to sell them

2. We need to feel and think like customers
- Present ideas In the way they are
Comfortable of Buying and not the way we
are Comfortable of Selling

\
\\ ©2019 Cham PuShan np)



Psychology in Selling \ §

. Selling begins when prospects says “NO”

Prospects are testing the confidence of the sales

people with objections to see If they could past
the test

Prospects wants Quality, Reputation, You and
Your Products and Never Cheap and Low Quality
Products

©2019 Cham PuShan hp)



\

Psychology in Selling \ §

Prospects want the sales professional to assure
them the price is value for money, don’t sell me
cheap things

When a prospect mentions your price is expensive,
he is testing your confidence and the values on your
products

Cheap and low end products have many competitive

suppliers
- Wiser to niche the middle and up-market, lesser
competitors, bigger sales volume

©2019 Cham PuShan hp)



G ; 3 Essential Components \\\

Of Communication

1. Verbal (Words) 2. Tonality (How You Speak
& Expressions)

-
o

3. Who Speak
(Your Character)

©2019 Cham PuShan hp)
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Dinner
06.00pm-07.30pm

GETI—IA

e 1969
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Trust Fall GETH@;
07.30pm-08.0pm

\\
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Self-contemplation
08.00pm

GETI—IA

e 1969
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See You Tomorrow G ET 1—[ A
Sweet Rest

\\
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