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KCT ACADEMY

oanus:avA

01 USU Mindset amquu "nUan'\m\)ssno" nLV']To
-i ﬂmurjurjouve\)anm B2B

02 msuémsaunﬁﬂhén (Key Account Management) lax
¢ NISVIYUWUU story telling
|

!

03 WinAdANSIDSO1GsoL (Negotiation) tWodS10Vveo
¢ QNAavUuu Win-Win

L

04 sulouazunlvvelaugo (Handling Objections) [Gogv
Julouas an&JuaUassmLJuIama

!

0b GinAGANISUQNSV1E (Closing Sales) B2B AKaIN
KanguaslkuIEaunuUanIuNIsod
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Detail ( Course )

Session

nsauAwAauavlnu1e (B2B Sales Foundation & Mindset)

o A>WUANCIYAIATYSKINMSUY B2B vs. B2C

* Product-centric § Customer-centric (tiuanAndurugnav)

1 9:00-10:30 o UNUINDIN "WUNVIVIY" § "AUSNUINIVSSAD" (Trusted Advisor)
o msdohkunemsuie B2B Adululduasanald (SMART)

o wWtoAWuaNCc1oUDY Value vs Value Proposition

Workshop : fidnsousoithuunemsuie B2B vovaudv 1 o uuu SMART

msusmsdamsanmnkan/sietned (Key Account Management)

¢ ns:uduNsuUsSKIsanAIKan (KAM Procedure)

¢ MsmAUNDAILADYMSUDYANA (Understand customer’s needed)

¢ ms>wnagnsmsuve (KAM's strategy)

2 10.45-12.00 e msus:iouwa (KPls)

e msviguuu Story telling viguuuasvacuAIINN3ISIAN (ESG /
Company'’s Vision & Mission / Brand)

Workshop: asiunuguuu Story telling Tagtiunauamu Strategy uas

Value proposition LINN31E01M ALY

mswsociasaviuusun B2B (The Art of B2B Negotiation)

e KANMSIOSDIMUU Win-Win asivaruAisounu TWtguAuyviAn

e BATNA (Best Alternative to a Negotiated Agreement) ms$ nmvotdoni
dRgausvAu

¢ MsSWDWUNDCiDSDY (Leverage) UDVALULA:UDOINM

o msuSmsdamsdouanasu (Concessions Management): thua:Sungo

3 13.00-14.30 dnagns
. naqns’mstasmﬁ‘wuu’aatu B2B (18U mstosmidovsim, 1ouludounyn,
szg:1Da1dvudu)
e mstassudddinsumstoso: mrualkuie (Ideal, Target, Walk-Away)
Role Play: wuvnguua:tidmsiosoiciosov uatsinatatums undeymi (Case
study k3o Case D5V)
msufddaldusvagvtulouazasuduloma (Handling Objections with
Confidence)
o Us:nnuavdaldudo B2B Awuuoe (s1A1, Audv, msluiuaududu, ms
wWanou, AWLEED)
¢ Tasvasiomssuidodnlaugv (L-A-R-C/Feel-Felt Found/Reframing)
e InAGAMSuNTaIdugviawr:mvodinsu B2B
4 14:45-16:00 e B2B Closing Techniques
e Mmsdamsiu “No" ua:msisgusoinAdIuaUIKad
o msUamsngAlutsuAMSIBUAYOT udAomMsaso AWAUWUSHUgNM
o msaamumsuiguuuboodwiwoasivauduwusdotitioo
Role Play: uuvnguua:tkdmsiosoundalaugvua:uamsueg (Case study Kéo
Case 05v)
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/w

* Manager

e Supervisor

e Salesman

/w

* N1SDUSUIBS:u:1DaNVAUSIUOU 13U (09.00 u. - 16.00 u.) TagnisousSUD:
Jsznouddgmsussgngnqufuaz:nanms fionssudquamsnguia:nsin
Us:gndnoiudoinmsilnousu Aowmmenéams:Aiigddoviumsdauas
Jsztiduwamsaitduviu (NuAULKUIEED)

! wuomvontstunisausy |

( nquii 30: ufva 70 ) CNYNDAADIUSIKIIUIDUSY
ussng: idhousulantu “daousou”
fionssundus:auAnIbAQ: 1Wolku “NMWABAIU” LINGVTU
dogdhvo/nsdifnuIUs:NDU:  SiAs1ALWDINDTRIBLANIWDNS
mstE@WNaANL:  Us:gnals

e MsduuutdsyuuumsiSausuuunined (Adult Learning) Ad838Msusseny
AJUAAUNMSURUA 1WUNSUSSEN8ELUUTRRIFUUUDUAUENAIONISDUSUMS
dous:iGuAmuwalARiouldldnouAa uanaguus:aumsad Gaousoutu
msuaavAduAaiRULa:tiaud IWatkiiaAWINTDLUDKIDEDUADED La:
awsaunluus:zgnAatslanun

J u‘]amua\)wsunsuUﬁomsussawtﬁn:nus, msinUuanis (Work Shop),
nstdAnLazaniumsadoiaow (Case Study and Simulation) ua: misuiaus
(Present) MIKNISISEUS LAQNTDADEADDVDLIVUIDED
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KCT ACADEMY LEARNING STYLES

@ - Lecture
) 10% o--- £ e Reading

S REEEE Audiovisual

- - -- Demonstration
- -- Discussion

Read to
- -- Practise doing learn

--------- Teach others

Auditory
Visual ® ° )
Graphs One-on-one Observation
Illustration Conversations and reflection
Power point Podcasts. . !
Picture Group Discussions
Video Videos | Forming abstract concepts
Artcles ERS ressntations | and model building

{ testing in new

situations

|
- ‘ !
Kinesthetic

Han.d -on | Walki.ng Rala-piay.ring
Activity Meeting | Note-taking EXPERIENTIAL

LEARNING

Learning styles

- MsduuunldsuiuunisiBeusiuugikey (Adult Learning) G2835MsUSSE18AIUANUNISURUG IGUNISUSSENE
nuulRIduuunidugugnaivnisausunisavus:iGuAiaumalRiseuldldnouAa nanilaguus:aunisai
GdousoulunisiaavanuAaiRuna:uidua N IRINOAWIN RITDKIDEVINDSZY a: awsauludsndlslanun

- 1dor1wavlUsINSUBALANSUSSE18TRADILS WS VDO US:Naunsusseng, ADNSSUNGUNISS:aUAIIUAQ

(Brainstorming) , MsWNUAUANS (Work Shop), nstufinuina:aniunisaidnaow (Case Study and Simulation)
1a: Msuidua (Present) rIkNIsiSeuUS INQAIWAUNEUNU IA:EWNSAITNRAIEADIDVDEVINDZD
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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)
usyn ludaad AMatda tnsudv NAa (@aavulkey)

16 62EWS:SIIAN43 (698 11aS 4) LYIVAIUKAID
lwaasukadv asvinwukiuas 10250
G 02-003-2125

e nartiya@kctathailand.com
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