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ssAoUs:AUIDUSSAvAVUIAAoUGIBWAVTNA:A2IBONUEY ADIINUKUIU
adoviudtununisufias (Rejection) nazAawunaduoINIURUIYIdUUS=91 KN
RoRUNAURKOAIWLIIA "dAouAuna:aaauaalav” (Number Tracker) Tay
VIONNUANUDAINYINISUSKISAU N1sE0a1sNtuS:anSNw aznsTAsuU
ogI0uUs:uU v=dvualRAIUINQADIUADIIA VIQAIUUNWUAUOUANS (Low
Engagement) ||a:L]’1TUc—jc3c131msmoonr‘iEj\1 (High Turnover Rate) Gududans:
NUTQYASYADIATIYSNIWVIVLOQVIY

IWonAltukiAovoadunald Kangas "High-Impact Sales Leadership &
Team Management” SuQNooNIIUUVU IWOWANTaUQUSKISatUVIDYATHL
TRMogmsiOu "duihdasisviumatona:vuindouaadws” (Transformational
Sales Leader) iunisauqas:kow "ANEQSIKUS:UUNISVIY" (Sales Pipeline
Management) lla: "AauziikunistnAu” (Soft Skills & Coaching) IWoaS AU
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Detail ( Course )

09.00 - 10.30

Sales Management & Strategic Pipeline

« msavikuiggaauis SMART Goal La:msusKIsHans
Sales Pipeline

 ANSILASIEKOANQUA:IUOKIL Market & Prospect

e Kkann1SILAS1:K MANHARA

Workshop: #ari31as1:h MANHARA [utidaznau

10:45-12:00

Leadership & Motivation for Sales Team

« UnuINKUAYEY Sales Leader galkimndAduAU (Controller) i
dauuauu (Enabler) wu Survant Leader

* 303ng1Msasvusvvld (Motivation) ua:wdvlalEAuvviu luanid:n
aaradmdiwnaduuazlauufias Handling Objection

« MsasvAuAWUlunu (Team Engagement)

Workshop: SgusiiazaaauniSguain Case Study
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Detail ( Course )

Executive Soft Skills & Communication

« InAdAMSEoansIUKUgUadToRATYavaVANSavdALUAUEAMS
agd1wnsowav (Executive Communication & High-Impact Influence)
» Aau:nslk Constructive Feedback (Fuuzthidvasvassa) anu
viumegaaluldmuith laglumargaduduwusuazudeymav(a

« MSSUWDIELEN (Active Listening) WWoAumaymnuiasvuav
MUNuKiIM

13:00-14:15

Workshop: Role’s Play nisSuWvlia:n1skia1udavais»n Case
study

Sales Coaching & Knowledge Transfer

« mslaswodvAnanwinuviu Sales Coaching Framework
« INnUAAISgDETOYaduAdInAlnnIsUaNISUg
 MsUs:gals PDCA fumslasuaz:aamuviung
14:45-16:00 . PR
* LL¥S Big Case IWadswoLsvvid

Workshop: a1sls Framework luaislasinuviu
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(_nQuj 30: UQUG 70 ) 0yNoaAUSIRAIVIOUSU
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dood/nsRIANWIUSINOU:  SiAs:KIWoIVATOTRIBYANIWoNS
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e MSAUUUNTESUNIUUNISISYUSIUUGTKOY (Adult Learning) Gou35MSUSSYTY
AOUANUNISURQUE 1IUUNISUSSYILIIVUTRGIVAGUUUNIDUAUSNaIINISOUSUNIS
GuUs:IAUADUIWOTRAISYUTAT3A2IWAQ anivavsuus:aunistd Gdousouiu
misiiaavaouAQIBunastiniauo IWOTRINQAIIWIVATOITOKI0EIIAOSY 11a:
aulsnunfuus:=ynalaianuin

e 10okvoulUsINsSUENUNISUSSEETRAIUS, MsENUAUANTS (Work Shop),
NStUANWIIazanIuUNIStUY1aoy (Case Study and Simulation) na: NsunIdud
(Present) rTRNISISYUS INQIVATOA2YADIONOUWIINDSY
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Forming abstract concepis
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Learning styles

- msduunidsusuumsiSuuiruudinn (Adult Learning) G3E3Smsussenendudionsuion tumsusseny
suuiidihduuunluguinaomsausumsdoussdudinuialftuuldidnnuno sanudsuus-aunrsnd
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« idarwoolusensubdonisussensltayiug wiou VDO Us:nounsusseny, Monssungduniss:-0uawAG
{Brainstorming) , NSANUAGANS (Work Shop), nsrlifinunsa-anunsnithaoe (Case Study and Simulation)
sa: Msduaud (Prezent) MiknsSeud Nonruaynau aawsnthiodouvdoootwarkso
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“Our vision is to deliver quality, innovative HR

people to reach their full potential for success”

¢

programs & training courses that inspire
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