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& TOP SALES PERFORMANCE
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WMarketing Strategy

Segment B2B Customers & Purchasing Behavior

Nintelligence

Benchmarking & B2B Decision Process for Top Sales
Growth

WPrice Setting

Value-Based Pricing amid Dynamic Market Competition

"Psychology, Positioning

Value-Based vs. Competitive Advantage

"Buying Behavior

Business Relationships & Networks to Optimise Sales

INew Capabilities Development

New Capabilities Development for Effective Customer
Segmentation

lling Psychology, Sales Negotiation

Secrets

Selling Psychology, Sales Negotiation & Secrets
of Selling Closure

UNew Product Launch

Strategies to Ensure Successful Going-to-Markets

ISales Negotiation

Sales Negotiation for Successful Deals & Long-Term
Relationship

2 www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900, LINE: @OMEGAWORLDCLASS




& TOP SALES PERFORMANCE

DAY ONE: 14 NOVEMBER 2024

“,_ ©' Dr. Phutthisith Tungsirihirunkul
A Former Chief Executive Officer, Von Bundit Co., Ltd.

| 1 Founding Partner, IBEX Advisory

B2B MARKETING STRATEGY & MARKET
COMPETITION AMID UNCERTAINTY

Fe

Nagnsn1snain B2B nagnsninunm kLY N18lfAn1a:IAsSEINILULIU

[ ]
B2B Positioning to Win in the Battleground
C!D INYUIATAAIWESDIWONIKUARIIKUININISAATA

Data-Driven Insights to Attract, Retain and Convert New Customer
voyaniughsoniSoitignsAmansia=nsanaulainnanulAiusau

Competitive Dynamic vs. Market Position
NISIoBU=aNIUNISRURAIRTUNASIITURIUASUNUaUSIRIS)

Competition Benchmarking, Sales Zoning and Competitive Intelligence
msifguAnawealAussulumsassigln mslsutivivvgnosioya
ANLUg1SIAISI

Morning Break: 10.30 - 10.45

3 www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900, LINE: @OMEGAWORLDCLASS



& TOP SALES PERFORMANCE

Fe Mr. Natachol Annavadhana

Former B2B Manager
Py

Haier Electrical Appliances (Thailand) Co.,Ltd.
B2B PRICE SETTING PROCESS [ 10.45-12.15
& VALUE-BASED PRICING

MSAIMUASIAMAzNSAINUASIANIUUILUATIAT

e Price Setting & Value-Based Pricing: Strategies, Techniques & Tools
e NMSAHUASIATMA=NISAIKUASIANIUY Value-Based: Nagns inAlin InSoulo

Pricing Strategy from cost to value-based pricing

®
/~/‘7|' STATRIU AUNU VS. ACUATY
lllllllll U L

Tools and strategies for implementing value-based pricing
N1SAVSIANIGUATUAT

Identifying target customers & channel strategy
usHIssavnmMuNauIdruig

Manage brand, product, price & promotion
USH1SIUSURA wamnntur $1A1 &lUsTusu

RS Communicating Pricing & Value to Consumers
5:% | @ FoanssA/atuAtianALl

Lunch & Networking: 12.15 - 13.30

4 www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900, LINE: @OMEGAWORLDCLASS




& TOP SALES PERFORMANCE

- =
Unilever Professional Thailand, Malaysia, & Singapore

a'n

B2B SALES FORCE PERFORMANCE
TO ACHIEVE TOP SALES TARGETS (EEeTEEy

Mr. Terapat Prapapanich

Director

B2B Sale Force Performance Management: Structure & Optimize Sales Targets
NISUSKISwavunuvie B2B InﬂUﬂﬂ'ISIWUhJa\]'IUﬂ'IS\I'IEJQﬂﬂﬂQSﬂOTHUSSE!IU'IHU'IEJ

(@ Usulasvasnasvae
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Usulasva§wmsvaglfinualoivowdanaunagnsiwugonvie B2B
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W uSHIsIAMSIASIASIIN1ISVI18a0NAGAVNUILUSSTIY NMSUSKISaNANSIINAN
NISUSHISWUNVY
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Afternoon Break: 15.00 - 15.15

4 www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900, LINE: @OMEGAWORLDCLASS




& TOP SALES PERFORMANCE

\ae)

Dr. Chatchai Thnarudee

e Chief Executive Officer
p— THANAGER & CO

A

B2B BRANDING & SELLING TO ACHIEVE
TOP SALES PERFORMANCE LB 18- 1648

Integrate Positioning, Branding & Selling to be the Most Powerful
Profit Lever

. naqns’ds:enunususiua:msvwﬁlﬂuaquﬁuaﬂaaméwmu B2B IWoasgonvIg
N1S2WEMKUNVOVIUSURIKdonAdodnU dodisinsywavidwansdsioldrnung n1sIns
viosa\lmsvwaﬁ|‘fJumq8\7uqﬂaem

Integral Component of Brand & Selling

o& QASIUVAIWAIVOVIUSUAIA=WAINISVE

© Developing & Maintaining Positioning & Branding
N1SSNBNSAUWAIVONIIUSUR

(V) SNYSAUAIUAANINIT VLTS

6@ Influence Expectations while Selling
@ Negotiating for successful B2B sales
NagNSNSINSINISVINUSS B2B

“ (VE_) Examples: Negotiating & Closing of B2B Sale
}J || Mg WNISUANISYNY

b www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900, LINE: @OMEGAWORLDCLASS




& TOP SALES PERFORMANCE

DAY TWO: 15 NOVEMBER 2024

Mr. Gong Rungswang

Former Director of the Executive Board
Industrial Estate Authority of Thailand

W

B2B RE-POSITIONING AMID NEW COMPETITIVE
DRIVING FORCES ACROSS THE GLOBE ' '

N1SNUNJUIIA=MKUAFIIKUINTSINTUVOJAVASSNY B2B nglasInAAU
slondwuaIIsniunisINgTu9INNIlan

/68]\ Dynamic Competition & Positioning: A Journey towards Profitable Decision
&@& N1SI91BU=ANUNISNINAIA NMSINITURIUAsUIUadsonISa

Understanding Customer Value & Perceptions across Markets
AWIRsioanA10gwaNGdy N1snouduadndFAaNIsnilaguIlanaanioal

Morning Break: 10.30 - 10.45

] www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900, LINE: @OMEGAWORLDCLASS




& TOP SALES PERFORMANCE

Dr. Phutthisith Tungsirihirunkul

Former Chief Executive Officer, Von Bundit Co., Ltd.
Founding Partner, IBEX Advisory

4&
B2B BUYING BEHAVIOR
TO OPTIMIZE SALES 10.45-12.15

woiinssumsindovovovrnsiielldgoavigauan

» B2B Buying Behavmr Deploying Business Relationships and Networks to Optlmlze
Sales W[]GlﬂSSUﬂ’]SQﬂUOVO\]O\]ﬂﬂS lIa: NI1SUSKASADIUGUWUSIIA: IﬂSOV'lEJSSﬂOIWOTﬁIﬂ
JONVEIER

Understanding organizational buying behavior or B2B customer behavior
NN

ﬂO’]UIV'ﬂQIﬂEJOﬂUW[]GlﬂSSUﬂ']SQﬂ?iOVO\]QﬂmO\]ﬂﬂS

->
@ @ Formulating organizational or B2B marketing strategy

B‘é B NMuUANAgNSNIsnaINEMsUNaNaNAaIANS

228 Deploying your business relationships & networks to optimize sales

I@\ AYWALWUSIASOVENWSSTIWOg0AVIBEIEaN
""b

@ﬁ What are the value-added offerings and what your business could gain
from such offerings? MsaS1iyarAwulianAn? msuiauantuAIASIAIW
RodnslinuanAwaasweganvg

o
w [ ¢ Case Studies: How to understand organizational buying behavior and
deploying business relationships and network to stimulate long-term sales
NStUANWIUUUS=gNe - MsilownanssumsinBovavavAnsiaidus:losuon

AoWALWUSIIA:IRSoVIBssTIaIWaNS:fugoAVIETuS::81)

Lunch & Networking: 12.15 - 13.30

8 www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900, LINE: @OMEGAWORLDCLASS



& TOP SALES PERFORMANCE

Dr. Tayat Sriplung

Former Managing Director
Watson & Wyatt (Thailand)

B2B SLE FORCE PERFORMANCE ©13.30 - 15.00
TO ACHIEVE TARGETS

B2B Sale Force Performance Management: Structure & Optimize Sales Targets
NISUSKISwavunuvie B2B InﬂUﬂﬂ'ISIWUhJa\]’IUﬂ'IS\I'IEJQﬂﬂﬂQSﬂOTHUSSE!IU'IHU'IEJ

(@ Usulasvasnasvae
<>

UsuTasva§wmsvaglfinuaoivowdanaunagnsiwugonyie
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Afternoon Break: 15.00 - 15.15

9 www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900, LINE: @OMEGAWORLDCLASS




& TOP SALES PERFORMANCE

Mr. Somchai Sittichaisrichart
Managing Director

‘ l SiS Distribution (Thailand) ! - ;,:’
= - Dr. Phutthisith Tungsirihirunkul -
Former Chief Executive Officer, Von Bundit Co., Ltd. ED
Founding Partner, IBEX Advisory

- .
PANEL DISCUSSION: B2B NEW CAPABILITIES m
DEVELOPMENT & DIGITAL TRANSFORMATION

CASE: B2B New Capabilities Development for New Customer Segmentation

amid Digital Disruption

ﬂﬁ Acquiring and Using
Acquiring and Using Business Customer Relationship Insights in the

Digital Disruption

'@' Creating
{41) Creating New Customer Strategies & New Capabilities Development in the

Digital Disruption

Upskill & Reskill -
Upskill & Reskill to Attain New Capabilities & New Customer Development
using Digital Technologies

Nurturing High-Level Relationships
Nurturing High-Level Relationships with Key Customer Influencers and

Individuals using Digital Technologies

10 www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900, LINE: @OMEGAWORLDCLASS
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2 DAY (SAVE 7,000 THB)
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Grande Centre Point Ratchadamri Bangkok ‘
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Class Timetable
*nangasmulng*

When: Online Registration
14 - 15 NOVEMBER 2024 http://www.omegaworldclass.org/register-online/ 8.30

Where: E-mail: Register & Morning Coffee
Grande Centre Point conference@omegaworldclass.org 9.00 - 10.30
Ratchadamri Of~%-¥0) Program Commences
nsnu1dsadii Rt 10.30 - 10.45
neludun 7 NOVEMBER 2024 Morning Break
: 10.45 - 12.15

Program Continued

***|f there are any changes, we will
inform you again.

Registration Fee Normal Price *S‘('sgl‘j:gaﬁﬁgg)“t

© 21500.00 -
o0 | 150500

15.00 - 15.15
23,005.00 Afternoon Break

15.15 - 16.45
Program Continued
KX fnduuurduanaoulowring .
Suansaangoundla 200% End of Program
| AL 1

**gqu1snmifin ru Nre 3% 16 . R
YoJAIU...INANUY

11 www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900, LINE: @OMEGAWORLDCLASS



