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E Course content

WISoUR:[AISgULa:IN P SULUULA:WUIUMISUIgChoawSaunolARANUMS
U8 WgSULUUMISISEULUU Lecture bases, Case Based a: Activity Based

Basic Selling Strategy
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Consultative selling
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(AB.CD) Assessment / Bonding Trust / Communicate your Knowledge /
Directing customers

Assessment fip NMsrAULTNANUTU:aNAT UryHIta:A21uCD0AISALADS VR IU
Uszaunisedua: Active Listening

- Bonding Trust AoMsWNdUWUS AUgNAGIEANLSINANDSVT AoomsiRAUSALILA:

AouMsunueyH

- Communicate your Expertise Aiomsdoansus:aumsaiila:n0usunoaulianm niu
1590517 Story telling Wa: proactive selling
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Consultative selling tips and practice
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Program

DAY

0 1 10:45-12:00

13:00 - 16:00

9:00 - 12:00
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10:45-12:00

13:00 - 16:00
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MODULE 2: Consultative Frame-
work ABCD

MODULE 3: Case & Practice Ses-
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MODULE 4: Case & Practice Ses-
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MODULE 2: Consultative Frame-
work ABCD

MODULE 3: Case & Practice Ses-
Slelall
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Contact

e 092-916-4265
@ Line: @neoacademy

@ Email: sales@neoacademy.pro

@ avon:10gunvSUlBA: www.neoacademy.pro




