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COMPREHENSIVE SALES PROFESSIONAL : 
STRATEGIC COMMUNICATION & 

NEGOTIATION MASTERY 
24th  & 25th  JUNE 2025 MEF ACADEMY, PJ 

Successful  sales  professionals  must  go beyond  
product  knowledge  and  develop  strategic  
communication   and  negotiation  skills  that  
inspire  trust,  influence  decision -making,  and  
drive  result . This transformative  program  is 
designed  to  empower  customer -facing  
professionals  and  sales  leaders  with  the  
mindset,  tools,  and  techniques  needed  to  
communicate  persuasively,  handle  objections  
confidently,  and  negotiate  win -win  outcomes . 

Through  practical  frameworks  and  real -world  
scenarios,  participants  will  learn  how  to  build  
meaningful  customer  relationships,  respond  
effectively  to  changing  market  demands,  and  
close  deals  with  greater  precision  and  
professionalism . 

• Apply  strategic  thinking  to  identify  growth  
opportunities,  expand  the  customer  base, 
and  foster  long -term  business  
relationships . 

• Anticipate  and  adapt  to  evolving  
customer  behaviors  and  shifting  market  
trends  with  agility . 

• Communicate  with  clarity  and  confidence  
using  proven  techniques  that  attract,  
engage, and  convert  prospects  through  
value -driven  messaging . 

• Navigate  complex  sales conversations  and  
negotiations  with  professionalism,  leading  
to  mutually  beneficial  outcomes . 

• Build  trust  and  credibility  through  
consultative  selling  and  effective  
objection  handling . 

Learning Outcomes

Who Should Attend

• Sales professionals  and  account  managers  
• Business  development  and  marketing  

executives  
• Customer -facing  professionals  across  

industries  
• Team leaders  and  managers  
• Anyone  involved  in  pitching,  closing  deals  

or  handling  objections

RM 2,000.00*
Inclusive of SST per participant 
HRDF Claimable 
Payable to MEF Academy Sdn. Bhd.
 

For more information, please contact: Scan to Register

https://forms.office.com/r/Zkmm8LrsU3

https://forms.office.com/r/Zkmm8LrsU3


Day 1  
Enhancing Sales Communication & Building Foundations for 
Negotiation 

Module 1
Setting the Stage 
for 
Communication 
Excellence & 
Mastering AAGR 

9.00 
–
10.45  

• Power of Effective Sales 
Communication 
• Understanding the 
Customer Journey 
• Customer Lifecycle 
Advantage: Mastering AAGR

Tea Break (10.45 – 11.00) 

Module 2
Strategic 
Planning & Goal 
Setting with 
WOOP for 
Communication

11.00 – 
12.30

• Anticipating 
communication obstacles and 
planning strategies 
• Integrating WOOP into 
pre -call planning 
• Activity: Planning a 
communication task using 
WOOP 

Lunch Break (12.30 – 13.30) 

Module 3
The Foundation 
of Persuasion: 
Identifying 
Customer Needs 
& Pain Points 

13.30 – 
14.30

• The importance of 
understanding “Why” 
• Active Listening 
Techniques and Asking 
Powerful Questions 
• Recognizing and 
Articulating Customer Pain 
Points 

Module 4
Mastering 
Effective 
Communication & 
Handling Initial 
Resistance 
(ACAC)  

14.30 – 
15.45 

• Introduction to the ACAC 
Model 
• Applying ACAC in various 
communication channels 
• ACAC Model practice 
responses to resistance 

Tea Break (15.45 – 16.00) 

Module 5 
Building & Setting 
the Stage for 
Negotiation 

16.00 
– 17.00 

• Reframing Objections as 
Opportunities 
• Providing Evidence and 
Benefits 
• Finding Common Ground

Course Structure
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Moham m ad  Zah id i Bin  Ab d ul Rahm an  is  a  Sa le s  Tra ine r an d  Ad visor wit h  ove r 35 
ye ars  o f sa le s  e xp e rie nce . His  care e r inc lud e s  re giona l sa le s  op e ra t ions  and  He ad  
Office  Sa le s  Manage m e n t  a t  Ne s t le , a  le ad ing glob a l FMCG com p any. 

He  p osse sse s  a  we alt h  o f e xp e rie nce  in  sa le s  m anage m e n t , sa le s  op e ra t ions , sa le s  
s t ra t e gy, cus tom e r care  and  channe l sa le s  d e ve lop m e n t , inc lud ing d is t rib ut o r 
m anage m e n t . Zah id i sp e c ia lize s  in  sa le s  ad viso ry, sa le s  t ra in ing an d  sa le s  p e op le  
d e ve lop m e n t , focus ing on  fund am e n t a l o f sa le s , sa le s  le ad e rsh ip  and  b us ine ss  
d e ve lop m e n t . 

 

Trainer Profile 

Day 2
Mast e rin g Busin e ss  Ne got ia t ion  Skills  

Module 6
Mast e rin g t h e  
Ne got ia t ion  
Lan d scap e : Th e  6  
St age s  o f 
Ne got ia t ion

9 .0 0  
–
10 .30  

• Exp lora t ion  of 6  St age s  
Ne got ia t ion  Proce ss  
• Ap p lyin g t h e  WOOP 
Fram e work t o  t h e  p lan n in g 
s t age  of n e got ia t ion  
• Act ivit y: Case  St ud y 

Te a  Bre ak (10 .30  – 10 .45) 

Module 7
Le ve ragin g AAGR 
In sigh t s  fo r 
Ne got ia t ion  
St ra t e gie s

10 .45 
– 
12.30

• Cust om e r In t e rac t ion  
Cyc le  & it s  re le van ce  t o  
n e got ia t ion  
• Map p in g n e got ia t ion  
wit h in  AAGR life cyc le  s t age s  
• Act ivit y: Ne got ia t ion  
s t a t e m e n t  on  re t e n t ion  & 
ad vocacy 

Lun ch  Bre ak (12.30  – 13.30 ) 

Module 8
Han d lin g 
Ob je c t ion s  wit h  
Con fid e n ce  & 
Skill

13.30  
– 
15.30

• Role  Play: Com m on  
n e got ia t ion  ob je c t ion s  
• Ne got ia t ion  ac t ivit y wit h  
ke y le a rn in gs: Provid in g 
op p ort un it ie s  fo r p rac t ice  
an d  ap p lica t ion  
• Act ivit y: Prac t ic in g 
h an d lin g ob je c t ion s  in  
n e got ia t ion

Te a  Bre ak (15.30  – 15.45) 

Module 8
Han d lin g 
Ob je c t ion s  wit h  
Con fid e n ce  & 
Skill
(con t in ue s)  

15.45 – 
16 .45 

• Role  p lay an d  group  
work on  n e got ia t ion  
ob je c t ion s  

Wrap up & 
Discussion

16 .45 
– 
17.0 0

• Act ion  p lan n in g an d  
Fe e d b ack 
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