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KCT ACADEMY

TivoWwauuwlinounetka s anioua:31As1RWOANSSY USVRVLD A2WADLMS
ADWNYIa ua:Uovumsdadutouovanmiuuca:ngu (Customer Segment) wsSoulsd
msc‘1"ori’1muua:msv“\l\m‘s\)é’nLWaﬁUH1nD1ULﬁthQnﬁ1 (Customer Insight) Utunirkso
AWADYMSE1AtY (Pain Point) usogo‘tatumsz‘b (Buying Motivation) ua:qrun'wﬁ'
anAmMikA> WAty

2.lv“\'/atﬁwﬁnmumaanmsnd’m:numﬁwtoaunm (Customer Insight) u13iAs1zKLazuUav
WuuusomomsthiausAtuAwovIASEMS WSDUWUUIANUY:MSUIEAI130vS1DUUFIU
AtuA (Value-Based Story Selling) Adaulgviuacudovms o1sund uazlthkuie
g3auovanm unumsuilauslow:AuauUa (Feature) nSodoyauovlAsons

3. (WatRwUnoIuIgaINSNSIASRLa:SUTDTD AL VHEDAIUNYIAUD VN U S1A
nta ADIWALAT MSWUSYULRYUNUALLY ta:aduavtatumsaaduld lagtdnouio
anAmua:msadudupvuugiuntuA (Value-Based Response) Lv“\'/av':)atﬁaunmuao
WRuAtumua:mMotdonidsaoudu

4. \Woweuuninu:NMsdoaisiiaz3o1scutyiculunisuie (Sales Judgment) tAwunvIuVIY
awnsadonidsmsdoaishkurauiiuanAa:aniumsad a310AW1321010 aausv

Au uazthunaununldgmsdadutodopegnvinuizay Tagliwowimsnaduganm
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KCT ACADEMY

wismnangas (Course outline)

Session

Detail ( Course )

1 9:00-10:30 u.

Module 1 5a5ngng#oua:msAumnnuiloEoanuovgnd
(Buyer Psychology & Customer Insight Lab)

"=

#otouov Module GApMsWasuoInms “§doyaanA” TUFms
“WhtoAuRpgjUovKravTDYA"

Twntowdnssu usvlvd ua:sduvumsaadulidpuavanAtuucas
nau (Customer Segment) ldun nduyarl 5-10 &ruun nau
10-20 &uuin ua:nau 20 Suuvinduld

2..nATAMS3LAS1AADIWADYMS (Needs) usvvid (Motivation)
ADWNAD (Fear) ADWNVIa (Concern) AYWUAIQKIL
(Expectation) ua:waa‘ws’ﬁqnﬁwdaomsmnmsz‘ga
2dVMISUNSWE

3.(nA0AMSUDYANAMIKENN3TaYaWUZIU 1BU DUUSILITU $1AN
fla Wuntdaas sULUUKDY KépAtuauUauovlASOMS
(Feature)

4. ntoA>WLANCVS:K3VEVAaNAMWA oAanmMAovMs ua:
IQWanUDsLIIDVKAVMSAQTUTD

5..nAdAMsNIsWolBvan (Deep Listening) ua:NsAvANULBY
&n (Powerful Questioning) tWoAUKAWINTIDaNAALADEY
(Customer Insight)

6..1nATAMSIIAS1:RUDSEAUIKOQWaLa:DISUIADSNSWacdomMs
aaduto (Rational & Emotional Decision Factors)

WORKSHOP

KoVNOaDYILAS1:KANAT (Customer Insight Lab)
RISoUIBNSiaNMD3Y SlAs1REvAaNAIWa ADWADYNMSAUDOLRU
A WADOMSABDUDY AJWNVIA UodumsAaduld uazAtuARgnmM
MavuDYM

Damswasunau KCT Human Formation
RouRns:aomsdnouLa:nssulhiaus tWawauuAWwanusolu

NSFoNA SUWY MAUWNTD wasiddoiscunyicunoutdondsnisuieg
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wismnangas (Course outline) KCT ACADEMY

Session Detail ( Course )
Module 2 inatinmswedraidovsiidouloviuamuAiits
(Story Selling the Right Value Technique)
Kotouav Module GAomsiasuoIn “msuansdo:ls” 1Ug “ms
mMikgnAAUs EodulA> WKLY GDWIDEVTS”
1inATGAtAD I IDIBYENUDYaNM (Customer Insight) LS
Wugutumsoonuuumsuiaua
2.ﬂnluéaumnmsmadaaamaudﬁ (Feature-Based Selling)
Ugmsueddentum (Value-Based Story Selling)
3.(nAdALUavIDYauDLIASLMS WU Mia Wondu Wuildans
3aq dvdudgAIUE:adN ADIWUADASTE NMSUSMISKAVMSUIE
ua:mwanuaivovlasoms thiduactuARdaulyviudsaua:ith
KUBUDVANM
4. Anduunndunancvs:n31vAtuauua (Feature) Us:losu
(Benefit) Aowwnwiecioanm (Meaning) ua:qrurhf'ia}nﬁws‘ui
(Value)
5.3ouglasvasiomsiandovnentgnAidugugnaio
(Customer-Centered Story Structure)
6.1nAGAIEDNIEDYS1D M thklnuovdoya ua:3smsthiauali
2 10:45-12:00 7

IKUNUg@nNALca: Segment
7.inAdABauTyvIdovs1DAUADILADOMS 1BU ADWEIED AW
UuAY ASDUASD ATUNMWESQ ADWAE:aoN AWLWDUEDUCD Ms
avnu kéonMwauAaRaNAMADLMS
WORKSHOP
msa§1ot§=aos1:)qmd1a1n!nsomsa§o (Customer Value Story
Practice)
Wisguldonvoyalasomsosvla:panuuumsiitauadirsugnm
ucia: Segment o1ndunaasvihiausua:sudayaa:Nounau
(Feedback)
pamswasunau KCT Human Formation
RIBoURNUAgUNsSOUADILAQDIN
“dudpvmsitdupo:ls”
Wu
“anMAuddavnmsidtontuAia:ls IWaUs:naumsdadutousolu”
W KUeSolutEIWevNMsIaED VAU LGADMSWAULNADIY
awnsntumsidonua:doans “AruAIATS drksuanmaty tu
aoumsaints”
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KCT ACADEMY

wismnangas (Course outline)

Session Detail ( Course )

Module 3 misSuiiodaldudvogivijoodw

(Handling Objection Mastery)

#olouav Module GADMSIUAuUDIN “NISWENEUIDNSUETD

Tdugv” Wa “msintodvnogidoonaodnldugv”

1. ntoAuuancvs:nIwUIaugw (Objection) AL
fvoa (Concern) A>wavla (Hesitation) ua:msuodoya
LWULAU (Information Request)

2.InAGAMSsSUbpamumsaifiwuUastumsuig
adoMIBUNSWE 1BU s1Agonlasomsdu rhaliasy
ADWADYMS NlUWIu Adovmsnauluwoiscuinou U
Tnsvmsauldudoidon réolRsoudadulonaruau

3.INATANSAUKIADIUKINYLA:ADIUMNDIAREDUDEILTDOKAD
AwauovanA (Hidden Concern)

3 13:00-14.30 4. .nadAMSIBAWINIDIBYaNUDYANM (Customer
Insight) WWughutumsaouddldugdy uNUuMSSUTKadUaQ
KSolhUpalBvINATALWEYVDENVLIAYD

5.inAdAMsUSuUnsouADwAQuovanm (Reframing) LW

Boudanvoanaulugatum ADIWAUAM AWLUTD AW

Jaoasie Acumwdsa mwauna kéatthkunefanmiti

A WwEANY

6..InA0AMSADAMMUIWDAUKIIKQWaNUADSVRDUADUTDIA
ugo

7..nAGAMsdoansiWaaausou $nuAWT30D ta:th
unaunuUTUgduaaumMsAaaduloaeNoIKUI:aL

8.1nAtAMsUs:1Tus1dalandsosUEIWULAY LataAdSMU

WatandssuwWv iatandstAaianA uastdalandstiign

gnmsaaduto
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wiomnangas (Course outline) KCT ACADEMY

Session Detail ( Course )

WORKSHOP

amumsaisraovmssuiiovaldudv (Objection Handling
Simulation)

WISgUNNDINGNIUNstIDSvUDYaNAUCa: Segment Tagluidu
msnpvoMapudsosy udn3diAsiRamunsal 1ddn380pu

naaovld Sudoyad:Noundu uains

pamswasunau KCT Human Formation
4 14:45-16:00 o ,
RISYUWIUIDINNISOUDN

“Goowao:Isiwalkanmsdo”

Ugmswoistuion

“anMmrhavnvialdova:ls ua:aundsEIstA U vIRUD:TSIWDTR
Aadutolagadu”

GApMsWauunmIninadANssuliodaldugdo (Objection
Handling Technique) TUgnmsta3o1scutyicuiumsuig (Sales

Judgment)

id
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KCT ACADEMY

e wUnvLIUVIBUA:NUSNUINISUI9DdOKISUNSWE (Sales Consultant)

MsoUsSUIBSs:g: 13U (6 52Twv 09.00 u. - 16.00 u.) TagMsSDUSUD:US:NDUADYUNMS
ussengnqufua:nanms Aonssuduamsnauua:msinus:gndndiugoinNsinousy

(uAULKUN:ED)

UUOMVYNBIUNISDUSY

(_nqui 30: ugua 70 ) CHENDAADISIKIHITIDUSY
usseny: [pusulantu “daousou”
fionssundus:auAnuAQ:  IWalku “MwABADU” LINgvdu
dooghv/nsdiAnuiUs:Ndu:  S1AS1ALWDLNIDIRIBOANIWD NS
mistawndan:  Us:gnals

* msduuunidsyuuumsisgusuuunined (Adult Learning) A2838MsussgngndUANUNISURUA tUums
usseneuuLtRHhaULUILTUAUEINaTYMsausuMsAvUs:LAUAMULIFDTRRIZBUTASADIWAQ uanlasu
Us:aumsnd GabusoutumsuaavadiuAatiFuta:iaus watkinanuhtolioriagouoso uaz
awnsauhiuds:gnatslanun

° lﬁamua\)TUsunsuﬁﬁon1sussmatn‘nmu§, MsHNURUAMSs (Work Shop), nstdfAnuiuazaaiunmsod
D1aov (Case Study and Simulation) ua: misuiaua (Present) MKNIsISoUS QNDADUAIDY
Dg10UNDSY
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KCT ACADEMY LEARNING STYLES

&
- Lecture '
10% o == ---- -------- Reading
: | . Audiovisual
- - -- Demonstration
- -- Discussion

- --- Practise doing

--------- Teach others

Auditory
Visual ® ° .
Graphs One-on-one Observation
Illustration Conversations and reflection
Power point Rodcasts [
Picture Group Discussions ]
Video Videos | Forming abstract concepts
Artcles B Pressntations and model building

testing in new
situations

Kinesthetic

Han.d.-onl Wa!ki.r\g Rola-play.ring
Activity | Meeting | Note-taking EXPERIENTIAL

LEARNING

Learning styles

- MsduuunldsuuunsiBeusiuuRikey (Adult Learning) G2835MsUSSE18AUANUNISURUG IGUNISUSSENE
nuulRWinduuunidugugnalvmsausumsavdsaduAtnvwalkRiseuldlfdnduAa lanivasuds:aunmsed
GdousoulunisiaavaniuAaiRuna:uiaua mafRINaAUIN RIToK1E10INRSEY a: awsathludsendfslanun

- 1Uar1waLIUsINSUTNLANSUSSE18TRADILS WSl VDO Us:Naunsusseny, ADNSSUNGUNISS:auAIIUAQ

(Brainstorming) , MsWNUAUAMS (Work Shop), nstifinuiia:aniunisaidnasy (Case Study and Simulation)
i1az NMIsUNIauD (Present) MIKNNSIS8US INAADIUAUNGUNU IA:8WSAITDAI8AIIDVDEINITDZY




KCT ACADEMY

“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)
usun ludaad AMatda tnsudv NAa (@aavulkey)

16 62EWS:SIIAN43 (608 11aS 4) UYIVAIUKAID
lwaasukadv asvinwukiuas 10250
G 02-003-2125

e nartiya@kctathailand.com

@ https://kctathailand.com
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