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(Customer Psychology: The 5-Stage and 4-Style Approach for Sales & Service)
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15u /6 ¥olUv 9.00 U. - 16.00 U.

KogoMSsousu*

ASHOUBY
1. Introduction: v?ugwu Ao WlduLtaoUd Ay
2. [uga 1: dadnenncUNNGUOPaNM (Psychology of Loyalty)
- aowdouaznalns:aunouwowslo (The Myth of Satisfaction)
- d03ngMSsSUS 1a:AUANA (Human Perception & Brand Loyalty)
3. Yuqa 2: msﬁ’]llUﬂQﬂﬁ’] 4 Usznn (The 4 Customer Segments)
- &N 4 wnanssuyovanmidanau (Anatomy of the 4 Segments)
- dryryhruiGoungwiuwnanssuoNgnan (Behavioral Red Flags)
- Workshop
4. [bga 3: NSOUMSMIMULAIUDAAMSASKUNSYOPANAN (Customer Awareness & Framework)

- 5 5UOOUU€)mSOS:HGﬂ§ (The 5 Stages of Awareness)

ILUDAQMISADSOVANANOYANS (Qualification Guide)

(NAJANNSDIUIWOSUAU (Diagnostic Questioning)

Workshop

ASHSULNY
5. Yuqa 4: Aau:nsdoansawnzmo (Tailored Communication Scripts)
- dadnenldutnolo (Cognitive Reframing)
- msdoansiwonoumsdada (Anchoring Bias)
- Workshop
6. luQa 5: MsUSUBIa:douoq Integrating and Simulation

- ngmﬁnuoomsﬁoms]umo:nodu (Rules of Crisis Communication)
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- MsPaovamuMsniBoUs:aunnsu (Experiential Role-Play Simulation)
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Inang: 2.0 - U1 AaTedmuntiug

SuRanausu: ADUTAPDUTN -
198 WINANAN s1aazlden / (sUuuy)
08:45-09:00 . | adnzidein AU WHTENANNNFDN/ NNULLNAZALAR1NNTaLIN (811)
09:00-09:15 3. | Introduction: ﬂa*uﬁuﬂm - wumuﬁugmmﬂ‘mwi’
- AnufuLazANEIATY
(UgsENEANNAITD — meﬂﬁlﬂu)
09:15-10:00 w. | Tuga 1: arAnanANANAva - AuidausznalnIzdumnuTanala (The Myth of Satisfaction)
anA1 Psychology of Loyalty - ApMNeIN93UF wazANINA (Human Perception & Brand Loyalty)
(U398NeIANITe - nanulae - e IERNEA )
10:00-11:00 W. | Tuga 2: N19AUUNGNAN 4 Uszinn | - 1A1ZAN 4 NOANIINURIGNAIUEAZNGN (Anatomy of the 4 Segments)
(The 4 Customer Segments) - ﬁmwﬂ&mmﬁ@uﬁ/mi’quaﬂi‘?m@’m@jﬂﬁﬁ (Behavioral Red Flags)
- Workshop
(U398 NTAITD - nanulas - ginFinaggLUsznaL)
11:00-12:00 4. | TH@A 3: NIBUNNINNULAZUUIAA | - 5 %umwfamﬁ?mwﬁﬂg” (The 5 Stages of Awareness)
NNIRgENin1e9gnAN (Customer | - UWUIAANIIFBIRIGNABIANT (Qualification Guide)
Awareness & Framework) - mﬂﬁﬂmﬁ‘mmﬁlﬂauﬁu (Diagnostic Questioning)
- Workshop
(U3RNEANNTRTR - NANNARDY - 171EUD)
12:00-13:00 . WNNa19u
13:00-14:00 W. | Tuga 4: Antlemsdeansianizme | - amananldutinla (Cognitive Reframing)
(Tailored Communication Scripts) | - ﬂﬂ?%ﬂ@ﬁﬂﬁ‘ﬂﬂﬂl&ﬂﬁiﬁﬁﬁﬁ (Anchoring Bias)
- Workshop
(UF92NEANNTRYE - NANNARDY - 1N1AUD)
14:00-16:00 4. | Tuga 5: neivlduazsieten - ngmﬁﬂmmmi?ﬁ:fﬂmﬂumf;:ﬂméfu (Rules of Crisis Communication)
Integrating and Simulation - mMraaesan unTalidilszaunisad (Experiential Role-Play
Simulation)
- Workshop
(UgseneImNNTte — NaaaIllsuld -afllne)
16:00-16:15 . | @71 Q&A , Post-test a7 INeIN DIN-RBL / YIULLNAREL (MAIN1TBUTH)
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