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Can Do & Just Do It! Attitude
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Order Taker
Salesman
1UNN1SAA1A (Customer Oriented)
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Selling Step Design
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Sell - In VS Sell - Out
Fulfillment Strategy

Transform In-Active Customers
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Workshop
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Workshop 3 : Standard Sales Procedure
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Workshop 4 [FMCG) : Customer Analysis
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Workshop 4 (Corporate) : Customer Analysis
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Workshop 5 (FMCG) : Sales Strategy

o s &
Vlnu:n’li’;'lﬁﬂﬂqmﬁﬂ'li‘u'lum‘w
Fulfillment Strategy k&< msﬁunqnm
LNINAUNT (Transform In-Active

Customers)

Workshop 5 (Corporate) : Sales Strategy
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2. WUIW1S9UNY (FMCG / Corporate Sales Manager)
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Follow Up Intervention

Job Assignment : Active & In-Active Customers List
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O Selling Step Design
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O Fulfillment Strategy
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O Selling Step Design
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O Effective Selling Presentation

Workshop 4 (Corporate) : Customer Analysis

WIKUSA 15 W9

O NIS Strategy

O Transform In-Active Customers
Workshop 5 (Corporate) : Sales Strategy
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