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Detail ( Course )

Strategic Negotiation Mindset in Industrial Business
IIUDAQIIAzNSOUADIAQVONISIOSOCioSOVTUSSNvINDATUAINIA:
300AUQAAIKNSSY

« AWFIATUVOUNISIOSTUSSNO B2B

ADIJIIANCIVS=KO I Position l1a: Interest

NISIvsSNIIUU Value-Based Negotiation
1 09.00 - 10.30

KanAQ Win-Win Partnership

UoduniuadonisdadulovouanAioaaiknssuy
Workshop
J1ASIRSUIIUUNISIOSOIVONQUIOY

(Negotiation Style Assessment)

Preparing for Successful Negotiation
NSIASYNAIIUWSOUAOUNISIVS0UWITUS:UU

« NISAIKUQIUNKIIYVOUINISIOSN

N1S31AS1zRaNAIICa:NAUQOAIKNSSY

NIsUs:Iidu Pain Point 1a: Business Need vovanm

2 10.45 - 12.00 MIS3IASI:RAUNU ADWIAYY IasNWIF0NTUNTSIOS 1

N1ST3 BATNA, Reservation Point l1az ZOPA

n1svan Negotiation Planning Canvas
Workshop
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Creating Value Beyond Price

NMIsasIAtUAIIKUONIINISIVUVUGAIUSIAY

» N1S31AST:K Value Proposition

- MSIBoUTYVATUANAUAIUGOYNISVOVANAN

« Total Cost of Ownership (TCO)

* NSUSKIS Margin diunisasiAtuA

» INATANTISAOUVOTAITVIZOUSIAN

Workshop
NSTUANUINISIVSOD0aNANIUSYUIRYUSIAAUAINUTU
13:00-14:30
Managing Difficult Negotiation Situations
MSUSKISamMUuUNISNINMISISNIA2WEUGoU
Case Study
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Negotiation Simulation
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e goanmisdiuviy (Sales Manager)

e (huviynasIvIRUNNVIY (Sales Executive / Sales Representative)

* chyvayinadA (Technical Sales)

* goamswaantun (Product Manager)

. Q50msc'hu5oz'§o (Procurement / Purchasing Manager)

o I9KUNADQBO (Purchasing Officer / Buyer)
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NStUANWIIazanIuUNIStUP1aoy (Case Study and Simulation) na: NsunIdud
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KCT ACADEMY LEARNING STYLES
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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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