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1. %’mamwé’ﬂqmmimaL%ﬁﬂ%@ﬂLLazmisJﬂswﬁ’UﬂﬁﬁmsJ (Consultative Selling and Prospecting
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1.1 nsvedadiv3nen (Consultative Selling) Usznauseidassdl
111 msadeimueifinsenisvie (Build)
1.1.2  nswlganiauneunisiiinugna (Prepare)
113 MFIATIeRALAeInNIsuasgne (Analyse)
1.1.4  nsdnausve (Present)
1.1.5  nsdaniswagnisiullerugnen (Enable)
1.1.6  nMsUansve

1.2 msensziunsue (Prospecting Selling) Usenausiesidarsil
121 msuemlemaifienissesennisuie (Positioning Value)
122 msaseenuduiusiugne (Opening Up a Call)
123 msUsudiulenianiegsia (Leveraging Interest)

124  msUansvigsivenisdegantazaenegsna (Rolling Out)
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2. fopusumdngnsiirfunsieansiloaitsusetunala (nspirational Communication for Leaders)
$1u7u 1 U szesen 2 Yu Swnudidifumsevsaliiiu 25 au Tneeseunquiadedsi

2.1 What is Inspiring Communication? Why now?

2.2 How to communicate for mutual understanding

2.3 Understand Behavioral Style in communication

2.4 Build Your Story-Spotting Skills to Make Inspiring Stories

2.5 Making Your Stories Even Better

2.6 Feed Forward : Becoming a more Inspiring Communicator
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4.1 %é’ﬂqmiﬂ']iﬁuwl,%qﬁﬂ?ﬂmLLazmiaﬂizﬁumima (Consultative Selling and Prospecting
Selling) Mmuva 1. Uszanaupaunany 2565
4.2 vdngnsfinfunsdoansiiieaiiauseiuniala (nspirational Communication for Leaders)
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