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* High Performance Coaching : Communication = = = Us-sunisadusssnsna-iBamugnua

e Team Intelligence Coaching - Usun Jan. nsU Ana (unsu)
* Ns:UZUNMISISYUSIIUU Activity Based Leaming - UGN Yudivudlng 4na (UHwu)

* Train The Trainer - fsiwsnuraswisud (Mmsasufiunu)

«  Powerful Presentation [mstniauafinsiwai] — USGN msmomAgulng Aalurzu)

« Smart Negotiation [Msiasaiciosaiffintiodu] i ~ UGN wNNW 13galaIaN A1ra (UHBU)

« msasuMmlsuolAns (Core Value) i i
e The Art of Service Mind

- USUN LPN Development 41na (unsu)
- USUN oos1Aa AasUaissu(Us:inAlNg) 41ia

* Positive Thinking - suimsiriis:zinAlng
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Objective
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1N forinu: nasnsidingoviio anursaunlulalaosy
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Learning Model

* Coach

» Workshop

» Activities

* Practice

» Case Study
« VDO

e Lecture

>>Participatory Active Learning
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Session Session Session Session
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[Concept] [Prepare] waUan1sungy [Closed]

[Skills]

« MsaanafluAadssun 21 QuassAyaLYMSUIY < INAUALNIEUDAUAISIANEY |+ KandAtyuauMsUaNISung

* UUVOLIEDVNMSTAMSUNY [Fixed & Growth Mindset] | . oo uAnwulunising |« 8 InAGATaMSTE

« Sale vs Marketing Inner & Outer Drive

msidafanAi

AouNISYIgdum
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Concept
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* Product

* Price

*Place
*Promotion g

Integrated 4 1 2 Relationship

Marketing Marketing
—

Holistic Marketing

*Legal \4

s Environment

« Community

Socially
Responsibility §§ Internal

* Customer
*Channel
*Partner

~ «Senior Mgnt.
* Other Dept.

Marketing §§ Marketing
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I Philip Kotler, Ph.D

Kellogg School of Management
Northwestern University
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Prepare

“Failure is the
limit of my abilities”

Fixed Mindset FIXED
AAUAGRZAG MINDSET

“I'm either good at it or I'm not”
"My abilities are unchanging"

“I can either do it,

"I don't like
orlcan't

to be challenged”

nsdnsaudiow 1IsTrnldinnG

“My potential is predetermined”

1s7(Ululnaond 10udashnan “When I'm frustrated,
o | give up”

as']\)UUIa\) “Feedback and criticism

are personal

“| stick to what | know”

By CoachAkee




“Failure is an
opportunity to grow”

GROWTH
MINDSET

“I can learn to do anything | want”
“Challenges help me to grow”

“My effort and attitude
determine my abilities"

“Feedback is constructive”

"l am inspired by the success of others”

“I like to try
new things”

By CoachAkee

“Failure is an
portunity to grow”

‘GROWTH
MINDSET

hing | want”
i

nsauANMUAQNUUIGUla

Growth Mindset

nsauAdUAQIUUIAUl

iUan310A9:88US 15031A W

2anala:ANUaIusaasvla

AJYINSISYUS

= o FIXED
nsauAdWAQNuUdada

Challenge

-

MINDSET



( j Stanford

University

Fixed & Growth
Mindset

AAuUAdyUavdIUaula:dtuudn INedAUUNYNY
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Mindset

Fixed & Growth

F  Uunuigdovwainw I1avAuing

G UnuigdovisumnAuUNIGZofo UnWona

F Taudfias AcuAsUunungnie

G UnuigdovisunAIUUNIGodo UnWona

F  Unungdovkdniou ionndune lan

G msavitkuigdoedu kinlulan TuRangkue dbuuwuu
AWDSY [UlsavAa

F Uunuigndogndd agniduiagvyanis

G uovidulonia AuAIKUN RnnWu
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“Aquan 32audn”
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Inner & Outer

DRIVE

nsidafoanAd
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u18¢))
(Voice Tonality)

NMuIMY

(Body Language)

Pro.Albert Mehrabian UCLA
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unannIw [Personality] ,>
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Uniform
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(Full Uniform) Ra:ana Saisgu
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NSYYIBONALYNS
[Strategic Selling]

NsUNgATIONKUIY 2 daulunatideddu

1 IUNKUNgAD goQue

ANSas1vAUFUWU
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[

AN ub‘m\)?a]
36




NSYYIBONAYNS
[Strategic Selling]

NsuNgATIONKUY 2 daulunatideddu

KoaAnY
AD

MAN
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ANSIaNZoL
[Story Telling]
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nA1SIanzon
[Story Telling]

- 1 hEuAUNNTU

e D9NNUUsaUNISU

n1sIanizon
[Story Telling]

1 iUaizov

asUrsov 2

3 INSudvus:Gundovns

duuayuus:iqu 4
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What & How
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Feature vs Benefit

FEATURES BENEFITS
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. . Other’s
Listening Frame of

reference

Daousouly
[Rttentive]

o WOHIUUITNTD

. auloRsou
« TdAduIRu

5

Level
of
Listening

TN

Steven R. Covey

Bonilly * |d0NWY
o [Selective]  Kodoaul
Frame o « kInljaulv v:a:ay
* 1@SVIIWL
| ety . 3o, loins, 3u
ol * Mog1vauludoy
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ignoring] « Tuwv
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Fritz Heider
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Negotiation
(N1s1RsA610s903)

Negotiatus - MsA0USSAA (lunuyaz6iu)
Negocious - ssfia (MuiailualslHu)

ns:uauMsAuAAacIIG 2 AUBUIY

Tugoricuihabwadsiusuld-1Ee

JoISuNSaIs-HIINU

ms?iaawswﬁaz?ngo?o)

&

Negotiation

e 1JQUUUNIVKADY 1sTlunsa
IWouooFIGUNTY
. anANITILIKISINEUNVILLNE

* KOKUNIDSDIAUgNUDY

KEY:
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lHUDAQWUZIU NS
I9SD1CIDSOV

BATNA :
Best Alternative to
Negotiate

ZOPA :
Zone of possible
agreement

nsianivagudonus
avia

NOUNNS
IDSYCIDSOV

nudAQWUZIU
N1SIDSDCIDSOV

BATNA :
Best Alternative to
Negotiate

nmaidondundngarnluddoanas
"mlumdonnall 1s1a:razls”

1Judadiandonnadauinquansolu HSoisnasufias

MlfidiRsmonadanialuonaliumsiasidoso)
laz081unaluciososginiuhghinsa

(lnsUzrurounnndn Wheduldivseu) .
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ZOPA :
Zone of possible

agreement

. furfisesiheauisnideanainnidwalala

Seller's Walkawray Position
$4,500 . 47,000
/ | AUUNY QaVNISUNY 5OVU |

[Reservatlon Price: S1ANNTSQN OTD] SELLER'S seftlement range
TRannad Auvne Tuve

[Reservation Price: S:lmmSCTOTD]
TRiwon31d Audo Tudo

Audo dovnsdo ¥ovld |
$0 45,000

Buyer's Walkaway Position 53

BUYER'S settlement range

nudAQWuUZU

N1SIDSDCIDSOV

nsianivagudnus
avioa

[Exchange Factor)

« pashimsiasadosos Wladiweidademsdosollgidadoiied
Juadiuiouly azanudioimsvasgnsm fosausniduld
nidadeidudalld (Tangible Factors]
lazUA38i3udiolluld (Intangible Factors)
JuagAuithHuemsiasvoJidazthe

o (hog Uadslumsiasintosal

* S1M * s:g:n)

+ Jsuu * AUMUW

© DA . Foide)

*  MSUSMS *  A2WEUWUS

S:g:N « AnwlinfAnadun .
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nNU)INU [(Game Theory)

55

nnuAfumsiascioso)
nnuAINU (Game Theory)

* naufinu gniuifdogundauoana:ius:ansmuiailhfRscoso)
1ulumuidoulunazdoananisiiddruall
* AJoguuauLAFIUAD AIRsUUDANUSANUEINSNIIaIoYaINIRgUAU

o 4munld 3 dnucu:

INUFUE (Zero Sum Game)
Inuau (Negative Sum Game)

INUUIN (Positive Sum Game)

56




nnuAfunsastdosas
nnNuAINU (Game Theory)

1) INUAUE (Zero Sum Game) NMSIRSYTWIAAURIAY (Win- Lose)
200UdDsUAURIW BIanUDIFY AdeAunIswUU AluAalKIAQ
mswuwuua\)numnw|aun0aa\)ﬂ\) mlsonnisidufiuvionniyide
TuovTwdurow

Uauld - UaAuldy

57

nnuAfumsiascioso)
nnuAINU (Game Theory)

2) 1nuau (Negative Sum Game) Alsidswals:loudns 2 the
(Lose-Lose Position] msiasauiuutngosaldenn
Iws1:diwanjaununnuhe
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nnuAfunsastdosas
nnNuAINU (Game Theory)

3) Inuuan (Positive Sum Game) msiasmdosolfmitinnuheldwalslusd Aiasa
A:URUNITIUIASA 1A:HIN1309NSIUAU IIa:WENEURANIAgIAIWAUIHAlUNS
19531019590 nnu’haufludhaﬂdwa (Positive Sum Game)

la-Ta
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nIs’dQnNIsue

1. mstanisugnuu sssus1d (A Natural Close)

2. msuanIsvgiiuu UvAU (High Pressure Close)*

3. mstansug lagdoinadeyayrcudo (Buying Signal Closing)

4. naaoavdansug (Trial Close)

5. 1donInATATUANNSUYRIKUN:ED (Techniques for Closing the Sales)

6. BUIEYNYDVWIVKIL (Complement)

nsuiuulunaduRBo Edward C. Bursk l>

(Low-Pressure Close)

noudomaluikand

1 anAS10udovi / dovnso:ls?

AuATISTASYAUANUTITU/ANUGOVANSUU? 2

3 IsragvikanAnRuAIUEUWUSUOL 1 11a: 2
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danisung

danisung ,>

‘ ‘ 10unslduldoAlon

ANavEauA/usnis DNanAN
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wUNYIWOKUNASAW A UaUWUSHA S ,,

By CoachAkee 66
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@ 8 InAUA Uan sy

1. mstanisurgiuudalonaidoniRiavay
(Narrowing the Option Close)

ﬁljS souduAddavianazunaaUIZoUu

2081V :
-UnukavlnnuanaA o Usy DuunawuRfdowad
AuAsauASIATIAN a:R Koy TROVIOABU 1 G2
IUUTUNDIKUAUATUgNANDIIUUDUAL
-#SUIASEVAU? KS SUUo:lsds:KIW

1An Au Uhwalijdu?
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2. MsUaMsuedIuavvowIAY
(Premium Close)

?jﬁ vuugIsTidrysianyrculunissuuinnansik

A28V ;

* douaq ansSwiAuy
yoviau Tuslusu
e ——
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Direct

@ 8 InAUA Uan sy

3. mistdanisvgluuyovdiduoy
(Standing Room Only Close)

@j |mwaoqanmoa\)sumoauTozja/lUumua\)

*AD amumsmnlLJuoso WS (5Uae D:u1aAU
U']IUOﬂO

A28V ;

- IKkdoIWEY 3 Kavgarneinidu
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4. ﬂ']SUOﬂ"ISU']EJﬁDEJﬂ']STEJUﬂETU
(Rebound Close)

@2 j} Q31anAauRaUAWDYIST IKU:AUANAIUILUSINN

1u lsoulRgaideaq, az13sa, daduloen

A28V :

- Aruauuadnuul Usslesdaouunad Aruwaow
WostUnanou 1dsRosdaduldanasvildasu

@ 8 InAUA Uan sy

5. ﬂ']SUOﬂ']SU']EJIIUUOE)USUdOIda\)
(Continued Affirmation Close)

ﬁj} JouAnuiuuuan IRWIOKIVADU dURaFIaaudnla
suldonouiidas (ANnuIBva:aunWIRU IIdKINanAaDU

No TRow Why ?)

A28V ;

“85oUlURY LN OWUAIKUIAUASOUASIATUW (Nd
Isuiggugavdov Iaun1vldlnasinoowwe aglu
vuUssAtu aulBdouaanasiouldsg:end Unukavll
IKU:AUATUANATNGOa:A:”
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6. N1sUanNIsygqlgNISIUSYUINYU
(Contrasting Advantage & Disadvantage)

-Giauaiduansvivguiisuniundu

@j -IWSyuinguluyuAtuAIW , S1AN

o TUs:yBohnyo

« [U Overclaim

@ 8 InAUA Uan sy

7. msUQNISYNY IUUAYEUDIZD
(Anchoring Close)

@ -Wafiv F&B ¥ovduAT NAsLAUAIILADVNISUDLANAT
@ -019(332UAU INATAIZDYIDAKEDTUIU
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8. NIsUQNISUTY IIUUNUYWIN

ﬁj -vansidu Bad Guy fuansaianAn

‘WwUunLIUYNEY Govwegidungidediuanm

1. nmstanmsyignuuaalomaidonikiauav
2. MsUaNSuedI8d00 WA
3. nmsdanisungnuuyovaiiuoy
@ 8 InAdA 4. nsUanisvgdlIunisigunau
5. nsUansungiiuuaausucaltion
6. N1sUQNISUN8a29NSIUSYUINYU
7. n1sUQNISYNgY A2¥NISNDQdUDISD

8. N1sUQNISUNY IIULWIN




0S.2003¢ WIguMuUn  geg wuttichp@gmail.com

n Wuttichai Phasukanon Akee




