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(Mindset Change and Selling Skills to Team Lead)
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OBJECTIVES
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AREAS OF STUDY

Module 1: Mindset Change — A Key Start to Challenging Success
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Module 2: Professional Consultative Selling Skills
10. Imﬁﬂqﬂ’ﬁmfﬂwma (Target Customer Identification)
11, mmﬁfmmﬂfmgﬂYﬁﬂmwmaﬁ‘mauﬁ@ (Need Discovery)
12. NFLFTENAILAZINBEUNNTUNE] (Sales Planning)
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13. dunaukazmaianisneatnenUsnu i g (Step of Consultative Selling and Techniques)
7.1 n1sdmanigung (Opening)
7.2 n139LATIZIleaN1an13e1e (Need Identification)
7.3 NNTUNARRNARA TS (Product Presentation)
7.4 nsmauAnnNLazdalfiugle (Overcoming Objections)
7.5 n131a3amaTad (Negotiation)
7.6 n1sdan13ne (Closing)
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15. LAAARLINNTUNELNDLANEDATNE) (Upselling and Cross Selling)
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