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AFAS was established to address biosecurity risks posed by ineffective 
fumigations performed offshore.It improves the technical capability of 
overseas fumigation companies and develops the capacity of our 
trading partners’ quarantine authorities to register, monitor and audit 
fumigation companies.

AFAS is currently managed through a series of bilateral arrangements 
between the department and the respective regulatory authority in each 
country. It is fully operational in Indonesia, India, Malaysia, Philippines, 
Papua New Guinea and Thailand, and is at varying stages of 
implementation in Vietnam, the People’s Republic of China, Chile, Peru 
and Sri Lanka. The department is also working with the International 
Regional Organization for Plant and Animal Health to implement the 
scheme in a number of Central American countries.

             (Continue to pg. 11)

Australian Fumigation Accreditation Scheme continues to expand

Recently, Fumigation using Methyl Practices intrigue many parties 
as Montrel protocol target date is getting near. There were 
concern to integrate duty of quarantine scheme from many 
countries to level the understanding and responsibilities.

The stories extracted from DAFF,Australia dictatos as follow::

“The Department of Agriculture, Fisheries and Forestry is drafting 
a multilateral arrangement for managing quarantine treatments 
for incoming cargo.

The development of the multilateral arrangement follows from the 
success of the Australian Fumigation Accreditation Scheme 
(AFAS), which the department has been implementing in various 
countries since 2004..

The PCAM is cordially inviting you to Pest Summit 2012 
Convention in Boracay, Philipphine. The Venue choosen this time 
incorporated a beautiful beach that is claimed declared as one of 
the ‘Four Best Beaches In The World’. In which fit nicely into the 
theme ‘Protecting The Future. Sustaining The Industry. Boracay sets 
the tone that prevail balance between keeping our place relatively 
vermin-free while preserve the environment.

The event promises eventful and bountifull lesson and experiences 
whilst upgrade our knowledge. We strongly suggest members to 
register early through our help desk of PCAM to benefit early bird 
registration and membership discount, you can download the 
registration form from http://www.pcam.com.my. As for 
non-member we encourage you to register as early as possible 
through http://pestsummit2012.com to benefit discounted rate 
of early bird registration
                                                                                                                                             
               Mohd Anuar Ahmad
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Dear all members,

It has been quite a while since the last pestlink was produced. We have been really working hard to streamline accounting
and leverage overall activities for the past months. We are really proud to show the new line up as shown in page no.4.

Not long after the new line was established, we have conducted Get Together gathering. The event was started with a very
relevant seminar about Chemical Hazard Risk Assessment (CHRA) and ended with dinner. We were really being blessed
as all invited prominent and reputable speakers could turn up. The event not only brought the most memorable moment
closing the relationship between members, participants and speakers, but also understanding the whole concept of CHRA
delivered in the seminar. Mr. Mohan our newly elected President has the details in page no.8 & 9.

PEST  SUMMIT is an event that held once in every two year. It is our most proudly product of ASEAN Pest Control Association. As has been highlighted in 
previous pestlink released, the event shall take place in Boracay, Philippine on 24th – 26th Oct 2012. Participants will not only going to indulge with the 
content of the seminar on pest issues and its latest technology, but also will enjoy the phenomenal white sand and beautiful beach of the venue. You can 
contact PCAM to do early bird registration and benefits discounted fee.

This year has marked a new history in our timeline. With the effort from Honorary Secretary, PCAM has been registered as a member to FAOPMA the 
Federation of Asian & Oceania Pest Managers Associations. The registration is meant to links members with additional corporate network that shall 
bring additional benefits. Members can learn more about FAOPMA in www.faopma.com. Mr. Raymond Lee has the story on the FAOPMA’s conference 
that is going to be held in Adelaide, Australia in page no.5.

Our beloved association’s memorandum of article has long been proposed to amend in order to bring betterment. We were really appreciated of the
effort by the EXCO namely En. Faizal. He has put a lot of effort and with the support and help from the rest of the EXCO and members the amendment 
was able to be materialized. We have the details in page no.10 & 11.

Fumigation activities from the beginning of its introductory into the industry have not been left from limelight. However this time, we have put an extra
effort to established stronger relationship with the authority that responsible to manage the mandate. En.Tajuddin and helps from the rest of the EXCO
brought members to sit a round table with the MAQIS to discuss challenges and opportunities in the industry. The story is in page no.6 & 7.

This year we have received an extremely good respond from members and non-members on the APAL and PAL training that we conducted on regular 
basis. We could not deny the extra mile En. Hisham (newly elected VP Project) has put to ensure the training was a successfully event. We could view 
the event snapshot in page no.12 & 13.

Last but not least, we are looking forward the new line-up could lead and inculcate good culture into the industry.  This we hope will leverage the industry 
and open up larger market that will benefit to all members.
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Progress of Ammendemt PCAM Constitution

Ros 5

Ros 4

9. Incorporate new Article 5 (5) - INTERNATIONAL MEMBERS
i) Any licensed pest control company which is registered and operating outside 
Malaysia and which in the opinion of the Executive Committee contributes to the 
betterment of the Association may apply to be registered as an International 
Member to the Association.

ii) The licensed pest control company shall be required to fulfill all procedures, 
rules and requirements made from time to time by the Executive Committee for the 
purpose of registration of International Member.

iii) The licensed pest control company that has been accepted as an International 
Member shall designate one representative in relation to the Association affairs.

iv) International Members shall have all the rights and privileges of Active 
Members except the right to vote and hold office. 

10. Incorporate Article 7 (4) - Termination of Membership If the Executive      
Committee receives any official complaint or is in within the Executive 
Committee’s knowledge believes that any of its members who has been found by 
Pesticides Board commits an offence according to the Pesticides Act or any rules 
and regulation or any other regulation related thereto the Executive Committee 
may suspendor terminate the said Member from the Association.

11. To replace the existing Article 16 (4) - SUBSCRIPTION The Annual 
subscription shall become due on 1st January of each financial and be payable 
without default on or before the 31st March of that financial year. To incorporate 
new Article - The Annual subscription for International Members shall be USD 
Three Hundred (USD 300.00).

12. To incorporate new Article 16 (5) - The Annual subscription shall become 
due on 1st January of each financial and be payable without default on or 
before the 31st March of that financial year (Subscription Period).

13. To incorporate new Article 16 (6) - Members who have paid the Annual 
subscription within the Subscription Period shall be eligible to use its existing 
membership number. Members who have made payment for the purpose of 
subscription after the subscription period, a new membership number shall be 
given and recorded by the Executive Committee.  

14. Article 22 (2)
Any members may be appointed as a proxy by another member for the purpose 
of voting in a meeting and each member may hold as a proxy not more than 4 
(four) proxies in a meeting.

I hope all of you may respond and comment for suggestions. If it is acceptable 
we shall propose the amendment on the next AGM. 

Thank you.

FAIZAL MOHD YUSOF.

The new multilateral arrangement will require quarantine treatments to meet AFAS requirements for trade between all participating 
countries, therefore increasing the probability that fumigators will consistently maintain the AFAS treatment standard.

The multilateral arrangement will also help harmonise cargo quarantine treatments, as it will have the capacity to include various 
treatments and initiatives under its management framework. It will also provide quarantine regulatory authorities with a forum to 
discuss biosecurity issues and initiatives not covered by relevant international standards.

The department has formed a working group with New Zealand, Indonesia, the People’s Republic of China, Chile and Malaysia to 
drive the development and implementation of the arrangement. The group will present the arrangement for final consideration at 
the Quarantine Regulators Meeting in Vietnam 12–14 June, 2012.”

Source:http://www.daff.gov.au/aqis/about/reports-pubs/biosecurity-bulletin/2012/biosecurity-bulletin-may-2012#3

(Continue from pg. 1)







Are you frustrated that sales and profits are
being lost through not being able to convert
enough "enquiries" into buyers?
Are you looking for an effective, proven and
trust-based system of selling skills that will
empower you and your staff to make more
sales?         

HIGH IMPACT SELLING 
FOR PEST MANAGEMENT INDUSTRY 

July 3 - 4, 2012 
Venue: 

PCAM Secretariat Office 

Your inner function as your prospects’ problem 

Day 2 - Module 3 
Sharpen and Enhance

Your Sales Approaches
The difference between mediocre sales person and 
top sales person explored and identified. 
o The 2 important elements needed to pre-qualify 

your prospects.    
o Avoid prejudice and stereotyping in your selling 

efforts.  
Vital function of buying signals and how to identify 
it precisely throughout the selling process. 
o Ascertain level of buying signals and respond 

appropriately. 
o Expand your buying signals and turn it into 

successful sales.    
Manage prospects’ objections by injecting
solutions rather than providing justifications. 
oThe 5 common sales objections and how to 

overcome it. 
o Provide alternatives and work out the 

differences.    
Needs identification to ensure your efforts been 
appreciated by your prospects and not wasted.  
o The meaning of “conscious” and “sub-

conscious” needs. 
o Hit the pinnacle of needs to drive your prospects 

forward.    

Day 2 - Module 4 
Sales Negotiation and
 Closing Techniques

Presenting your sales ideas across convincingly 
helps to seal the deal faster and smoother. 
o How to make your sales presentation powerful 

and engaging.     
o Your audience analysis is essential to ensure 

success.  
The vast difference between sales negotiation and 
sales bargaining that you must know and practise 
well. 
o The 5 pre-negotiation elements that you must 

know.     
o Know exactly when to negotiate and when not 

Importance of applying the appropriate closing 
techniques to secure the deal with higher margin. 
o 15 sales closing techniques explored and 

discussed.     o

Common issues in closing sales addressed.   
How to “up sell” and “cross sell” to make your 
offer attractive to your prospects and uphold your 
reputation. 
o The rule of thumb that you must follow to 

ensure success.    
o Timing as well as customers’ emotion to be 

evaluated.  

to negotiate

In a highly interactive and 'hands on' workshop you will
gain the confidence and proven selling techniques that
you need toconvert more enquiries and leads into sales
and to ongoing business.     

Pest Control Association of Malaysia
40C, 2nd floor, Jalan Perdana 10/12, Pandan Perdana
55300 Kuala Lumpur   
Email :info@pcam.com.my
Tel :603-92747288
Fax :603-92740288   

.

UPON COMPLETION, YOU WILL 
BE ABLE TO…… 

WORKSHOP METHODOLOGIES 

YOU SHOULD ATTEND IF YOU… 
Entrepreneurs, Sales Executives / Sales 
Officers / Sales Advisors / Marketing 
Executives / Business Development 
Managers / Those identified by 
respective management 

WHO SHOULD ATTEND 

Lectures with Presentations / Group 
Discussions / Brainstorming / 
Experiential Learning Activities / 

Video Recorded Role Plays / Case 
Studies Discussions 

Trainer’s Profile 
Dr. Steven Khaw

DBA (Newcastle), MBA (Preston), BA (Hons), (UPM) 
LLB (Hons) (London) UK, FAIMS, MPMA, MMIM

Certified Professional Trainer (IPMA) UK

A powerful speaker and trainer, he has trained many 
people over the years including employees from 
organizations such as AirAsia, Amway, Avaxx, 
Alliance Bank, Arredo Furniture, AsiaEP, Agriculture 
Chemical, Bristol Technologies, Brother Industries, 
BASF, Building Materials & Distributors Association 
of Malaysia, BP Plastics, Canon Marketing, CIMB, 
CIMB Bank, Citicorp, CE Technologies, Clipsal, 
Comintel, Eden, Emerson, Enthone, Eden Catering, 
Datatrend Computer, DIC Malaysia, Evergreen 
Fibreboard, FMM, Flextronics, Federal Packages, 
FPM, Gamuda,  Gent ing Group,  Gent ing Int i  
International College, George Kent, Glomac, Harta 
Packaging, Hong Leong Marketing, Hunter Douglas, 
Indah Water Konsortium, Intel, Ipmuda, Jaring 
Communications, Jabil Circuit, Kobe, Kintetsu, Kurnia 
Insurans, Lam Wah Ee Hospital, Laguna Redang 
Resort, Maybank, Majlis Kanser Nasional (MAKNA), 
Motorola, MNRB, MC Packaging, Naza Motor, Naza 
Bikes,   NEC Computers,  OOCL,  Paramount 

Properties, Penang Adventist Hospital, Pentamaster, 
Prodelcon, Precico, Prudentia l, Public Bank, Renesas, 
Regent Hospital Product, RHB Bank, Royal Selangor 
Pewter, Seagull Logistics, Silterra, Southern Steel, 
Suruhanjaya Komunikasi dan Multimedia Malaysia, 

Shimano, The Malaysia Today Press, Transwater, Toyo 
Memory, The Chicken Rice Shop, UMW, Universiti 
Teknologi Petronas, Wan Hai, Walton International, 
Water Dragon Fishing Net, Wearnes Electronics, 
YMCA and many others. 

Administrative Details 

Standard :
PCAM Member:  RM 800.00 per person 
2 persons or more from the same organization ~ 
RM 700.00 person 

Non-Member: RM1,200.00 

(Course fee is inclusive of 2 tea breaks, lunch, 
course material and Certificate of Attendance) 

Travel & Accommodation arrangement 

All participants are responsible for their own 
travel arrangement & accommodation. Please 
contact the PCAM Secretariat if assistance of the 
above is required. 

LIMITED TO 20 PAX ONLY. FIRST COME 
FIRST SERVE BASIS 
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Enhance the Perceived Value of Your 
Product

Day 1 - Module 2 
Market Segmentation and 

Competitor Analysis 

The importance of fostering strong and lasting 
corporate relationship in the selling arena. 
o Satisfying “purchasers” and “users” 

requirements.    
o How to link with “decision makers” to secure 

your sales.  
Spearhead your strategic sales planning through 
deployment of synergistic selling approach.
o Identify the most significant element and ways 

to capitalize it. 
o Improvise the weak elements to stay competitive 

in market.    
Explore concept of “Gain vs. Pain” to stimulate your 
prospects’ senses towards product acceptance. 
o How to convince others through benefits 

projection. 
o Eliminate the “hard sell” approach to sustain 

enthusiasm.    
Project the benefits instead of just sharing the 
features of your products to your prospects. 
o Differentiate between “benefits” and “features” 

of product. 
o Enhance the perceived value of your product 

continuously.  

o Master the 4 vital elements in building 
trusting relationship. 

o Make use of “trust booster” and avoid 
“trust buster”.  

Segmentize your market utilizing the Pareto’s 
principle to ascertain your competitiveness 
and focus. 
o Explore the key elements of Pareto’ 

principle.     
o How to “work smart” instead of “work 

hard” to capture sales.  
Categorize your competitors accordingly to 
streamline your selling approaches for 
maximum results. 
o Understand meaning of “superior” and 

“inferior” competitors.     
o Deploy appropriate strategies to deal with 

respective situation.  

Understand the fundamental concepts of 
pricing and its relationship to selling activities 
and efforts. 
o The 3 key principles that  determine 

pricing of products.     
o How “smart pricing” works to your 

advantages in selling.  
How to compete with competitors successfully 
and gain the sustainable competitive 
advantages from it. 
o The 4 types of marketing strategies that 

you must know.     
o Tussle  between “adaptat ion” and 

“promotion” approaches.  
The importance of your product positioning 
that able to capture prospects’ undivided 
attention. 
o 7 possible ways to position your product 

in the market.     
o Create “uncontested market space” to 

maintain sustainability.  

Day 1 - Module 1 

Sustainable trust builvding to ensure lasting
and productive mutual business relationship. 

Know That you are failing to convert enough equiries into sales
Deal with face to face or over the phone selling
fear sales but need to improve results to increase cashflow
need to sell more effectively
want a systemised approach to selling in your business that works
would like to be able to handle sales objections with confidence

project your product perceived value to your prospects
to attract their attention.
focus on high area of success through realistic competitors
and market analysis.
overhaul your selling approaches that gives you the
competitive edge in selling.
close the deal faster and effectively thus double your
sales valumes effortlessly

Your inner function as your prospects’ problem
solver is essential element for successful sales.

Your proposed solutions must address prospects’
problems.
Realistic and practical application is the key
success

o

o

A person that is committed and passionate about 
overcoming his participants’ workplace challenges, he 
has been in the training and consulting field for the 
last 12 years dealing with management programs. 
Having trained and coached more than 21,000 people, 
mainly from the corporate and manufacturing sectors,
developed more than 175 different customized 
training workshops for various organizations; he is 
ranked as one of the most sought-after trainer in his 
field.  

A  C e r t i f i e d  P r o f e s s i o n a l  T r a i n e r  f r o m  t h e  
International Professional Managers Association 
(IPMA), UK, a law graduate (LLB) from University 
o f  L o n d o n ,  U K  a n d  a  D o c t o r  o f  B u s i n e s s  
Administration graduate. Prior to his training and 
consulting practice, his last position was as Senior 
Marketing Manager with an established education 
institution. His major responsibility was to spearhead 
the  sa l e s  t eam to  ach ieve  t a rge t  s e t  by  top  
management. Having worked in various industries, 
namely manufacturing, corporate advisory, shipping 
and education; his approach in corporate selling is 
more towards engaging customers professionally. 

Currently, he is pursuing his Master of Science, 
specializing in Social Psychology at University Putra 
Malaysia (UPM) for purpose of knowledge and 
in te res t .  He  i s  cur ren t ly  researching  on  the  
contribution of social factors (attitude, relationship

a nd  e nv i ronmen t )  t ow ar ds  ach i ev ing  h igh  
empowerment at workplace.  

Pest Control
Association Of Malaysia 




	Pest i28_1
	Pest i28_2
	Pest i28_3
	Pest i28_4
	Pest i28_5
	Pest i28_6
	Pest i28_7
	Pest i28_8
	Pest i28_9
	Pest i28_10
	Pest i28_11
	Pest i28_12



