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Module 1: Modern Key Account Landscape
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e TAsvasAtu:nssunisGadulodo (B2B Buying Committee)
1 09:00-10:30 B . o oL
* NM1sJIASIKRIIUNY dNSwa llazuausTusUvouginyovoy
e MmisuUs:IDUANYNMIwWSIWIavou Key Account

Workshop: Stakeholder & Influence Mapping

Module 2: Value Co-Creation Strategy
ooNIUUATUAISIUNUANAT

* INAUANISNADIWIVATO Business Model vovanA
2 10:45-12:00 . L R .
e 55n Value Proposition Design a1HSUan1S1UTHrL_J
e |lUDAQ Joint Business Plan lia: Strategic Partnership

Workshop: Key Account Value Canvas gISgudoniiuuliudNWas wAUAIawIzanm

Module 3: Data-Driven Sales Execution
e USKIsOadouvoallass:uu

e [lUDAQ CRM Pipeline & Sales Funnel
3 13:00-14.30 _ . ~
¢ NMsuUs:I0U Deal Health na:zarutuntunoiudlisovouda
¢ MISWYINSUIYOQVIUA2Y Leading Indicators

Workshop: Deal Health Scorecard giSyuus:iduaniuzaavoyauloy

Module 4: Psychological Closing & Negotiation
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e Ranmsltiutnana=dnswacdonisdadulo

4 14:45-16:00

® Framing, Anchoring li1a: Loss Aversion

¢ InAUAasSIWoaNnaviia:n1stdadadywijoosw

Workshop: Closing Script Simulation $1aovaniunisniiosanazuanisviy
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o 1torvoulUsINsUTNVNMSUSsuuTRAoUS, MsBNUAUaNS (Work Shop),
NStUANuIazanIuNIsStU91aoy (Case Study and Simulation) 11as NsuIaud
(Present) MMTRNISISYUS INQIVATOA2UAIOVOE WINDSY



KCT ACADEMY LEARNING STYLES

P = :

- Reading
Audiovisual
- Demonstration

- Discussion

- Practise doing

Have
experience

Teach others

-

Auditory
Visual ® ® | .
Graphs One-on-one Observation
il tiation Conversations and reflection
Power point Podcasts‘ {
Picture Group Discussions )
Video Videos Forming abstract concepts
ki Oral Presentations and model building

testing in new
situations

Kinesthetic

Hand -on | Walking | Role-playing
Activity Meeting | Note-taking

EXPERIENTIAL
LEARNING

Learning styles

+ MsFUUUNIZSUNIUUNSIBBUSIVURTKEY (Adult Learning) G2835MSUSSE1gAUANUNISURUA IUUNISUSSENE
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- 1dor1wavlUsinsudnvnIsusse18iRADIUS WSow VDO Us:noun1susseny, oNssuNauni1ss:auAIuAQ

(Brainstorming) , N1SWNUAUANS (Work Shop), nstdAnyiiazaniunisaddnaaw (Case Study and Simulation)
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“Our vision is to deliver quality, innovative HR
programs & training courses that inspire
people to reach their full potential for success”

KNOWLEDGE CASTLE TRAINING CO..LTD. (HEAD OFFICE)
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e kcta.training@gmail.com
nartiya@kctathailand.com
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