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g | HE ONEWILL FRAMING of TRAINING
® Masalah Klasik dalam People Development

1.MINDSET 2. SKILLSET 3. TOOLSET 4. THE X FACTOR

«The Art of Six Steps of «Problem Solving and Decision making *Wisdom
communication Communication + Creative Leadership *Role Model

*Goal Pribadi And Selling *Negotiation +Probing

* Powerful Motivation +Handling Objection * Coaching

+Belief vs Value 1.Approach * Tactical *Service

«Perception 2.Probing * Al Optimization *NLP for leadership

«Fixed Mindset vs Growth 3.Presentation TOW_S Analyss *Marketing Strategy
Mindset 4 Handling Objection + Closing ratio « Strategic Leadership

*Funneling +Balance Score Card

» Adapting to Change

and Negotiation
5. Closing
6. Maintain

« Territory and distributorship
«Data Storytelling

Sales Leadership Consulting 6 months to 1 year

*Mental Blocked
* Sales Pitch
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Konteks — Initial TNA ( Training Need Analyst)

Dear Valued Customer, yth * Cara Jualan Laku Keras di
Channel B2B / B2C

Mohon Diisi tentang : * Memberikan keterampilan

o o o dan peningkatan

. ket?utuhgn tralnling yang Anda inginkan saat ini pengetahuan tentang

*  Pain Point saat ini Esential Selling, Marketing

. Jumlah dan profle peserta dan Branding

. Harapan dari pelatihan ini

. Budget * Memahami dan memiliki

. Waktu Pelaksanaan ketrampilan menjual secara
persuasive, adaptive dan

Salam The Wil efektif

* Meningkatkan motivasi
dalam menjalani day to day
selling activities

* Peningkatan Kinerja
Departement kerja terkait
dalam menjual produk

Sumber: studi internal
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Usulan Program ” Sales Coaching Program 6 Months ”

Apa Tujuan Umum ....? Apa isi program....? Bagaimana ..... ?
Untuk membantu Perusahaan didalam Coaching dan Pelatihan S TOdm pelgfuhan silama 6
mengembangkan / meningkatkan Overview yang berisi aspek du an yangt 'jampla't_sn
kemampuan Selling kemampuan soft skill dan gggan metode pelatinan
: teknikal terkait komunikasi Soo:
* Melakukan transformasi kemampuan : ,
dalam menjual * Coaching

Persuasive Selling dan sesuai dengan
kebutuhan pasar saat ini. L Teknikal: Presentasi

Case Study Video

* Memberikan pemahaman dan

pengetahuan dasar atas 6 steps of — Basic Persuasive e Praktek P ,
selling secara sistematis sesuai Selling and Sra”. ek Fersuasive
praktek terbaik saat ini yang ada. Salesmanship eliing

— Building Rapport on * Praktek Coaching

i
one on one seving * Praktek Komunikasi

— Six Steps of sellin )
— How to sell ’ Efekdif
* Manajemen * Praktek Leadership

- Building Trust With
Customer and Align
department Dalam 1 bulan, terdapat 2

- Buying Decision opsi pelatihan yaitu 3 hari
making process atau 7 hari efektif

- Basic Leadership

Sumber: studi internal
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Coaching bukan™*
sebagai...

* Pengganti pelatihan

« Cara terakhir untuk karyawan yang kinerjanya jelek
« Hukuman terhadap karyawan yang bermasalah

« Alat untuk memecat karyawan

* Penentu untuk menaikkan gaji/bonus karyawan

Tu1uan Coaching

Memahami WHY of Working as a Salesman
* Meningkatkan kualitas leadership
« Clarity, tetap fokus dan mengetahui tujuan
* Meningkatnya sumber daya dan daya juang
* Menyadari pentingnya tujuan dan waspada
* Meningkatkan kinerja karyawan
* Memotivasi dari dalam diri sendiri




Silabus dan Time Line
Sales Coaching program 2027

Mod Objective Jan Feb March  April Mei June

ul

1A Sales Essential

1B

2 Communication
In Selling

3 Sales
Leadership

4 Taylor Made

3 Taylor Made

6 Taylor Made

Notes :

Terdapat 2 opsi pilihan perbulan yaitu 3 atau 7 hari efektif, 1 hari = 8 jam
Modul 4, 5 dan 6 di sesuaikan dengan hasil review setelah pelaksanaan selama 3 bulan
Detail Taylor Made Modul dapat dilihat pada apendiks




7 Days Coaching Program per month 2027

Day Objective W1 W2 W3 W4 W5 Notes

1 Lecturing Sales Essential 1A1B

2 Coaching Facts Finding

3 Coaching Mapping Activities

4 Coaching Initial Problem and
Solution

5 Coaching GROW Model

6 Group Coaching Task #1

7 Group Coaching Project Presentation



TUKU
MANING

*Beli Lagi

Efektif

TUKU

*Bell

Modul 1 A TAU

Prospect
P Modul 1 B
Key
Account Gali
Managem Kebutuhan
ent .
Modul 3 Persuasive
TRUST
Call to Connecting
Action the Dot /
(CTA) Presentation
Modul 2
Handling
TERTARIK
Adaptive

TANYA TANYA
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Modul 1 A — Half Day

Module 1 A: 08.30-10.00 Module1B 10.00-11.30 Training Delivery in 3 hours
Persuasive Selling Essential Praktek Persuasive Selling
* Presentasi 1.5
Technical Capability Operating Capabilities Jam
1. Triune Brain Theory 1. Six Steps of Selling . -
2. THE FORD, FORM, POGO Theori 2. Seni persuasi melaui Intonasi, Praktek Benefit vs
3. Logos, Pathos dan Ethos jeda, pemilihan kata kata dan Cost 1 Jam
4. Sales Pitching Teknik 3. Membaca Clinton Box dan Buying
Signal

4. Pacing Leading Praktek e (Case Study Video

Management & Behaviour Management & Behavior Se”mg

1.

2.

N —

B w

1. Trust building with Customer
Persuasive Communication in day to 2. Selling Skills e 05Jam
day selling activity
Basic Leadership ( Intrapersonal )

Objective Day 2

Peserta memahami cara affinity melalui aktivasi Hot Button Customer
Peserta dapat mengaplikasikan Tugas “Membuat USP” dalam konteks Creative
Selling
Peserta mengetahui 3 hal mendasar dalam persuasive selling
Peserta memahami hubungan Brain, Brand, Marketing, Persuasive Selling dan
B2B Selling

Peserta memahami 7 langkah mengubah Leads menjadi pembeli




Modul 1 B — Half Day

Module 1A : 08.30- 10.00
Basic Creative Selling Essential

Technical Capability

1. Salesmanship and Selling Skill
esential

2. Selling Esential on B2B Channel

3. Creativity Thinking Essential

Management & Behaviour

1. General Communication in day to
day selling activity

2. Basic Leadership ( Self Awareness )

Module 1B  10.00 - 11.30
Basic Key Account Management

Operating Capabilities

1. Basic Segmentation on Key
Account Management

2. Six Steps of Selling

3. Customer Path and Six steps of
Selling

Management & Behavior
1. Trust building with Customer
2. Selling Skills

Objective Day 1

Training Delivery in 3 hours

e Presentasi 1.5
jam

* Praktek Persuasive
Selling 1 Jam

+ Case Study B2B
Selling
0.5 Jam

1. Peserta dapat memahami Benefit dari Selling di B2B Channel secara umum
dan product premium SAP pada khususnya
2. Peserta dapat menggali makna jualan dan dasar dari Key Acoount

Management (KAM)

B w

kompetitor

Peserta mengetahui dasar berpikir kreatif dalam menjual agar laku keras
Peserta dapat membuat USP (Unique Selling Point) sebagai pembeda dengan

5. Peserta memahami konsep Affinity sebagai key success factor dalam menjual




Modul Kedua : Communication in Selling

Learning Materials

Sesi

Objective

The Art of trust and
Build Relationship

Essential
Communication

Essential negotiation

Win Win Solution and
Handling Objection

Learning Objective

Peserta mengetahui 3 lapisan otak dan dasar dari

teori kebutuhan

Peserta Memahami Trust Formulation dan
mampu menurunkan Ego sehingga fokus kepada
pelayanan

Peserta Memahami teori FORD, POGO dan 5 P
dalam membina hubungan

Peserta mengetahui 3 aturan bermanfaat dalam
komunikasi

Peserta mengetahui 6 shortscuts dalan
persuasive communication dan konsep Ethos
Pathos Logos

Peserta memahami design komunikasi efektif
Peserta mengetahui cara bersikap Assertive
Peserta mampu melakukan komunikasi Efektif

Peserta memahami Makna Negosiasi
Persiapan dan Langkah negosiasi
Elemen Kunci Negosiasi

Permainan negosiasi

Gaya Negosiasi

Type Negosiator dan Type Orang sulit

Peserta memahami konsep negosiasi win win
Peserta mengetahui perbedaan Rejection dan
Handling Objection

Peserta Mampu melakukan Handling Objection
dengan berbagai case studi

Trust Formulation ex Trusted Advisor

Triune Brain Theory
Maslow Hierarchy

NLP communication essential — RH

Wiwoho

Triune Brain Theory — Paul D Maclean

Robert B Chialdini

Ethos Pathos Logos Aristoteles
Start With Why ex Simon Sineck

Elemen Negosiasi ( ZOPA, BATNA,
Reservation price, Trade off )

Sales Negotiation
Win Win Solution

Methods

* Pre Test
* Lecturing
+ FGD:

Movie Lie To Me
* Discussion
* Interactive Group
Presentation

* Lecturing
+ FGD:
Movie Pacing
Leading
» Discussion

* Lecturing
* FGD:

movie Jordan
Belfort

» Discussion

* Lecturing
* Discussion
* Role Play
¢ Post Test




Modul Ketiga : Sales Leadership

Sesi Objective

1
Essential
LeaderSHIFT

2 Leader as a
communicator

3 Sales Leadership

4 Develop team member

dan action Plan

Learning Objective

Peserta mengetahui kondisi penjualan Pasca
covid 19 dan peran leader sebagai katalis dan
change agent

Peserta memahami peran Supervisor dan top
management dalam penjualan

Peserta mengetahui beda leader dan manager
Peserta memahami beda Leadeshift dan
Leadership

Peserta mengetahui 3 aturan bermanfaat dalam
komunikasi

Peserta mengetahui 6 shortscuts dalan
persuasive communication dan konsep Ethos
Pathos Logos

Peserta memahami design komunikasi efektif
Peserta mengetahui cara bersikap Assertive
Peserta mampu melakukan komunikasi Efektif

Peserta mengetahui makna dari inner motivasi
dan mengapa banyak motivasi mengalami
kegagalan.

Peserta mampu membuat Noble Goals dan
Mengapa itu begitu penting untuk dicapai
Peserta memahami situasional leadership
anggota team berdasarkan karakter Mau vs
Mampu

Peserta mengetahui peran Gen Z dan Strawberry
generation dalam 5 tahun ke depan

Peserta mengetahui essential dalam pemetaan
team member

Peserta memahami pembuatan Action Plan dalm
6 bulan kedepan

Learning

Materials

. Leadership ex John C
Maxwell

. Leader-SHIFT ex John C
Maxwell

* NLP communication essential
— RH Wiwoho

e Triune Brain Theory — Paul D
Maclean

* Robert B Chialdini

* Ethos Pathos Logos
Aristoteles

« Start With Why ex Simon
Sineck

» Situational Leadership ex Ken
Blanchard
¢ Motivation 3.0 ex Daniel Pink

SMART Goal Setting

Methods

Pre Test

Lecturing

FGD :

movie future Sales

Discussion

Interactive Group Presentation

Lecturing

FGD:

Movie Pacing Leading
Discussion

Lecturing

FGD:

movie Marshmallow
Test

Discussion

Lecturing

Discussion

Interactive Group Presentation
Post Test




Investment Program untuk max 10 Audiences
( EXC Hotel, Buffet, Accommodation, etc)

In Mio Offline Agenda
Per months
TBC 7 Days 1 Days Lecturing + 6 Days Coaching
See Detail
TBC 3 Days 1 Days Lecturing + 2 Days Coaching
See Detail

Benefit, Term and Condition :

« Additional Fee Rp 3 mio per hour or Rp 25 mio per days if needed

» E-Certificate and PDF File Training Material

* Free 10 Ebook about Selling and Marketing

* Free 6 Hour Home Work Discussion via “Zoom” 1 month after Training
» Life time Discussion through WA Group Sahabat Coach TV

« Bank Transfer to BNI 8882152155 PT Onewill Solusi Indonesia
 Payment max 1 Day before Training and Coaching Date
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Facilitator Team

Disclaimer : This training material is confidential and intellectual property of IPMI Business
School and OneWiill Solusi. Disclosure outside authorized recipients is strictly prohibited.

All rights reserved. No part of this document may be reproduced, stored
in a retrieval system or transmitted in any form or by any means

(electronic, mechanical, photocopying, recording or otherwise) without
the permission of the copyright owner.




Team of Facilitators

@YAMAHA
FRevS your Heart

SEMAKIN DI DEPAN

Trainer Communication, Leadership and Business Presentation

Willy Premadi, MT
Lead Facilitator
Marketer & Business Coach
Founder Sahabat Coach TV

Training | Network and Strategy for Leaders

Willy Premadi is a professional Sales
Trainer, Business Coach and an
Enthusiastic Learning developer

For more than 18 years of experience
in Sales Field, Willy is a proven Sales
practitioner with wide perspective in
Sales Knowledge

Starting in 2012 with his interest in
developing Sales people  Willy
decided to follow his Passion to
become a Sales Trainer and
passionately share his knowledge
and Experience to all Sales people in
many kind of Industries

The speciality of Willy is In B2B
business with his wide Experience
Willy loved to share and Improve
Salespeople Skill with in his Program
of Training

Professional Career:

e Direktur Komersial PT Onewill Solusi
Indonesia
e Vice President Sales - PT Mitra Kiara
Indonesia

e Sales Manager — PT. Cemindo Gemilang Tbk
e Sales Manager — PT Holcim Indonesia Tbk
e Business Unit Sales Manager — PT SCG

Portofolio:
e PT. Adira Finance
e First Media Group
e Tupperware
e ANZ Bank
e Semen Merah Putih
e Mowilex
e Trimitra securitas
e Standard Chartered bank
e and many more

Certification:
e Master of real Estate TarumaNegara Univ
e NLP Practitioner




Lead Facilitator

Ade Fajar Maulana

Professional Trainer

BNSP RI, DiSC & BSC USA Certified

Data & Business Presentation Enthusiast

Fajar has more than 10,000 hours of
experience in the field of training. Both
in the development of human
resources, in particular the creation of
mechanisms for performance
management and the development
of general, managerial and technical
competencies that will enable a
business to meet the objectives of its
clients.

Certification:

« BNSPRI (Trainer Level 4)

+ DiSC Wiley USA

+ Balanced Scorecard USA

+ Microsoft Analyzing & Visualizing
DATX 206

Professional Career:

« Professional Trainer - Present

« Corporate Training Specialist — PT
International Services Pacific Cross

+ Merchant Support Coordinator — American
Express Bank

Has Delivered Training to:

« Danone

* Petrokimia Gresik

« Indosat Ooredoo Hutchison

« Freeport

+  Kompas Gramedia

* Bank BRI

« Bank BNI

« Rekayasa Industri (Rekind)
« USAID

* SariHusada

< KAI

¢ TELKOM

Tools for Training:

« Office 365

«  PowerPoint

* Excel

< Power BI

« Al (Chat GPT, Copilot, Gemini)
O ONEWILL
W Solusi




Soft Skill and Negotiation Coach
Liliana Lyn Wong

CEO PT Achievement Resources Solusindo

« Magister Management Unika Atmajaya
» Certified Assessor Kompetensi MSDM BNSP
» Certified Coach ACSTH 66 hour Korpora Consulting




Team Experience
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Communication Effectiveness

A Coaching

Face-to-face
at whiteboard

Face-to-face
onversation

Phone
conversation

Videotape 4

/

conversation

/
Audiotape,/

_ 7 Documentation
Options
Papec -~ ’
-
>
Cold Hot

Richness of Communication Channel

Copyright 2002-2008 Scott W. Ambler
Orignal Dagram Cogyright 2002 Allstair Cochbum




* Perusahaan menyadari bahwa ‘ O A‘ H I N G
memimpin team dengan menggunakan

pendekatan coaching dapat

meningkatkan work performance )
sebanyak 70% dari teamnya.  Coachi ng dapat membantu

supervisor dan top management
membangun ketrampilan dan

*+ Coaching dapat meningkatkan team kemandirian bawahan
effectiveness sebanyak 51%.

» Coaching dapat membantu
supervisor meningkatkan
Potensi, produktivitas, kwalitas
kerja dan efektivitas perorangan

* Coaching dapat mengimprove self maupun kelompok kerja

confidence sebanyak 80%

« Coaching dapt membangun
kesadaran dan mendorong
karyawan/ bawahan untuk

, , mengambil inisiatif lebih dalam

* Coaching dapat mengimprove

communication skill sebanyak 72%. pengembangan profesi dan
peran mereka




8 Kompetensi
Coaching
Berdasarkan ICF

Facilitates Demonstrates
Client Ethical
Growth Practice

Evokes Embodies a
Awareness %, Coaching

N)

Mindset A. Foundation

1. Demonstrates Ethical Practice

ERICKSON 2. Embodies a Coaching Mindset
A B. Co-creating the Relationship
g:" W Cove A 3. Establishes and Maintains
Listens mpetencies Establishes Agreements
Actively and Maintains 4. Cultivates Trust and Safety

@ @ Agreements 5. Maintains Presence

C. Communicating Effectively
6. Listens Actively
7. Evokes Awareness

Maintains Cultivates D. Cultivating Learning and Growth
Presence Trust & Safety 8. Facilitates Client Growt

https://coachingfederation.org/credentials-and-standards/core-competencies




THE GROW MODEL

GOAL

What does your
coachee want from
this session?

W'“- R EALITY

What is the coachee

Wihat i¢ o Y ;..}
g0ing to do now? What is going on

OPY!ONS

What is possible?
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olivero, G.. Bane, KD.. and Kopelman. R.E. (Winter, 1997).
\
‘\ TETAPI TERDAPAT
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Pada Mengajarkannya

Timothy Gallwey




Case Study B2B
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The Route to Market Y Solusi

> As a System

Dist > MoU
> Supply by Owner

Applicat Contrac
or tor

» Architect
» Interior Designer
» Quantity Surveyor

Main Contractor

Sub Contractor or installer
for each packages
(Applicator)

» House Builder

Government Offices
DINAS PEMUKIMAN
PERUMAHAN JAKARTA
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THE SIGNATURE PROGRAM 2026




How

Premium Product

dateri Belajar Online

1. Mengelahui Kondisi Perckonomian Indonesia Saal i

Serta Cara Menjual Pas
2. Pahami 8 Basic Selling Ski
3. Temukan Cara Menjual Ta
4. Tips & 'I'rik Menjual Prods
ar Laku Keras
3. Praktek membuat Feature
& Benefit
. Praktek Voice Of Selling
[. Praktek Membuat Copy
Writing Untuk Product
Premium Dengan 32 Kata
Yang Bermanfaat

Coach Will
Professional Busin 04

Full Lecturing

@ LIVE ONLINE

To Sell

Covid-19

1]

npa Menjual
1wl Premium

www.coachwilly.com

per 3 days Programs

O ONEWILL
W Solusi

NO BOSS
Is The New
LeaderSHIFT sov

MATER|I BELAJAR

ONLINE:

1. Mengetahui Kondisi Indenesia Pasca COVIN-19 & Peran
Leader Sebagai Katalis

2. Beda Leadership Dan LeaderSHI-|

3. Boss Ve UnBoss

4. Teknik Leadership 10 Jari

5. Teknik Mem al*aml 4TI"1L' K)r,

7. Meru_,c—tahm Fara Membangun Team
Yang Solid & Kompak

Coach Willy

Prolessiona Business Coach

(;‘r:oacn',x-:Jlj\i.\'c (/o M}o%’ ©OWWWL.COA ._h\,m\ cOom




Full Lecturing per 3 days

& LIVE ONLINE

Branding Sel}mg

Lbsenh

Materi Belajar Online :

1. Temukan Hubungan Marketing. Selling Dan Branding Agar
Jualan Laku Keras
2. Pahami 4 Langkah Mambangun Brand Resonance
Dan Branding Way
3. Temukan 7 Brand Element Kunci
Agar Produk Alau Jasa Anda Dibeli
Orang, Lagi Dan Lagi
4. Menggali Reason To Believe Agay,
Customer Memuluskan Membeli
. Mengetahui 8 Basic Selling Skill
Dan Essential Of Selling
. Praklek Membuat Statement
Unique Selling Point
[, Praktek Membuat Framing
STV + §TP + PDO - [TWW

Coach Willy

Professlonal Business Coach

achrwi W ¥ www conchwilly or

1y

Programs

O ONEWILL
W Solusi

Q @) LIVE ONLINE

=

Dummies Marketing
For Your Business

Materi Belajar Online :

1. Pahami Penlingnya \kmp( lajari
Fundamental Markelin g
Agar Jualan Anda Laku Keras

2. Temukan Beda Markeling, Selling
& Branding

.1 Kategori Bisnis Yang Akan
Tumbuh Pasca Pandemi

4. Teknik & Tips Memahami
Marketing Funnel Hingga Closing

3. 6 Steps Of Selling

i. 7 Cara Mencari Penghasilan
Tambahan Agar Cepat Kaya

Coach Wills

Professional Business Coach

chwil OV
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® |LIVE ONLINE @l

® |LIVE ONLINE

Impactful Handling
Objection For Business

MATERI BELAJAR
ONLINE:
1 Temukan & Ti

otah
)

High Impact
Low Budget Selling

MATERI BELAJAR
ONLINE:

1. Mengetahui Kehdisk Perekonomian Indo-
nesia Saal Ini Pasca COVID-19

2. Basic Salesmanship & High Impact Low
Budget Selling Sebagal Bagian Gerilya
Marketing

3. Mermahami Inti Jualan [Help, Bantu,
Baper)

4. Praktek Sales Identity + 5 Killer
Question + Membuat Script
+ Handling Objection

jaci Kete
. Praklek Handling Objectic

Coach Willy

Professioral Business Coac

. i .
AR (2 ik (| g9 j
1.2'3 Grorachwiliy W { / ¥ /|1 I)‘/'{/-'#"_ TR l‘c‘n.-'k‘h\'.ffil?,f.n': m
e . :

Full Lecturing per 3 days Programs
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S S, 1
22 @ LIVE ONLINE

Managing Communication
Increase Your Sales With Gen XYZ For Success

Adaptive Communication

Materi Belajar Onlin

Materi Belajar Online :

. Memahami "Emerging Of Zillenial" Dan Kontribusi
Gen XYZ Dalam 5 Tahun Kedepan
2. Memahami 3 Aluran Bermanfaal Dalam Komunikasi
3., Teknik Menjalin Hubungan Lintas Generasi XYZ
4, Tips Dan T eknik Komunikasi :
[\'

. Pahami Rahasia Makin Sukscs Jualan Dengan
Assertive Adaptive Comnnnication

2. Temukan ( Communication Style Dominance

& Sociabil

Pahami wle 5 Jari
o ana -

5. Teknik Total Foothall Dalam
Menyusun Team Agar Kompak

5. Praklek Intonasi, Jeda,
Pernafasan Dalam Komunikasi

{. Praktek Cara Komunikasi
Ascrlive

Coach Willy

ssional Busines

Full Lecturing per 3 days Programs




® |LIVE ONLINE

Minimize Rejection
To Boost Your Sales

MATERI BELAJAR
ONLINE:

IlJ lam Menydsun

'f»@_{u?c'.vach'.-Lfi!l‘.'[f‘f'-‘ %9’0%’— - wvav roachwilly.cam

Full Lecturing per 3 days Programs

O ONEWILL
W Solusi

@ |LIVE ONLINE

Omni Way
Of Selling

MATERI BELAJAR
ONLINE:

1. Temukan Cara Jualzgn | aku Keras Dalam
The Future Of Selling

'-.‘_:'—'ﬁ_“?‘fﬂ(h'.‘}'i'i‘,'(j"."-' //"ﬁf |1 A{I%“' - owvavcoachwilly.cam




& LIVE ONLINE

Sales .
.eadership

1. Pahauni Makna Sales Leadership 3.0

2. Temukan Cara Menjadi Sales Yang
Baik Agar Jualan Cepat Laku

3. Mengetahui Cara membangun
Team Sales Yang Solid Dan Kompak

4, Pahami Cara Menentukan Sales
Incenlive Syslam

. Praktek Membuat Situasional

Sales Team

3. Praklek Mencmukan Noble Goals
Anda

: 7. Praktek Sales Coaching Metade

Coach Wills 3 Jari

Professional Business Coach

achwilvCW

Full Lecturing per 3 days Programs

O

ONEWILL

W Solusi

4

viateri Belajar Online :

. Manfaat B2B Selling
2. Pahami Inti Jualan & Basic Key Account Management
. Temukan Beda Sales Representative & Key Account

Management

. Mengetahul Metode ABCD Untuk

Segmentasi Customer Dalam Key
Account Management

2. Teknik & Tips Membuat Product

Feature vs Benefit

. Praktek Membuat Key Account

Alfinity Scoring

7. Studi Kasus B2B Selling &

Route To Market

Coach Wil

Prufessional Bus

@ LIVE ONLINE

The Art
of B2B Selling

il W . S




Coach Willy

LIVE ONLINE

The Art Of
PersuasiveSelling

viateri Belajar Online
- Mengelahui 3 [al Mendasar Dalam
Persuasive Selling
2. Mengetahui 7 Believe Dalam
Persuasive Sclling
3. Termukan Hubungan Brain, Brand,
Marketing Dan Persuasive Selling
. Pahiami 7 Langkah Mengubah Leads
Menjadi Pembeli
. Memahami [syvarat Non-Verbal
Dalarm Clinton Box
. Praktek Pacing Leading
/. Praktek Persuasive Selling
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The Art
of Soft Selling

viateri Belajar Online :

1. Temukan Beda Salesmanship & Selling Skill
2. Pahami Dampak Jualan Hard Selling & Soft Selling

Agar Laku Keras

3. Sinergikan 4 Dasar Emosi Manusia Dalamn

Memutuskan Membeli

4. Rahasia Menjual Ala Blair Warren

Dengan 7 Candu Tersembunyi

2. Mengetahui Customer Path

Ni Era Digital

5. Tips & Trick Soft Selling di

Media Social & WhatsApp

7. Praktek Membuat 5 Jurus

Soft Selling [nvisible Closing
Pattern
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The Creative
Solution Of Selling

MATERI BELAJAR
ONLINE:

1 Pahami Rumus Selling Cepat Laku
nali 4 Emosi Dasar Manusia Untuk Menggali
t Buticn Custemer Delam Mermutuskan

1beli
ukan Hubungan Th ~‘~~t ¢ Seluticn
keting
Hat® Untuk
z2n Makin
5 I<_knn< Creative Thin
Mermbual Value Proposition

ing
Crealive Scluton Gf
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Full Lecturing per 3 days Programs
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The Art Of Effective
Communication

MATERI BELAJAR
ONLINE:

@(:l‘ro.‘u hwillyCW fu);”#’ www . coachwilly.com
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The One On One
Selling

MATERI BELAJAR
ONLINE:

. Makna Jualan & 3 Cara Wow The Sales
Salrf Matriks & Membangun Team Sales

an Umum TG—HAQﬁ Penjual
_w..a Sus w(_c als
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Branding For
Sales Engagement

MATERI BELAJAR
ONLINE:

1. Temukan Hubungan Marketing, Selling Dan Branding
Agar Jualan Laku Keras
Langkah Membangun Brand
n Branding Way
d Element Kunci Agar
Produk a Anda Dibeli Orang,
Lagi Dan L
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Amazing Speak
To Sell

MATERI BELAJAR
ONLINE:

1. 3 Aturan Bermanfaat Dalam Komunikasi
Yang Menjual

2. Optimasi 3 V Amazing Speak To Sell

3. Pahami WIIFM Dan 4 Hot Buttons
Customer

4,6 Universal Principles Agar Disukai
Pembeli

5. 32 Kata Bermanfaat Untuk Membuat
Iklan Yang Menjual

Coach Willy

- Professional Business Coach
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Full Lecturing per 3 days Programs
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Powerful Psychology
Of Selling

MATERI BELAJAR
ONLINE:

1. Temukan Pentingnya llmu Psikologi
Dalam Penjualan Agar Produk Dan Jasa
Anda Laku Keras

2. Pahami Esensi Dari Penjualan Berdasarkan
Sinergi Ethos, Pathos, Dan Logos

3. Mengetahui Psikologi Harga, Diskon
Dan Pengaruh Warna Dalam Keputusan
Pembelian Oleh Customer

4 Mengetahui Psikologi Penjualan
Di Fase Follow Up, Handling Objection
Dan Closing Dengan Membaca
Customer Buying Signal

5. Temukan 4 Emotional Psychology
Dalam Penjualan

Coach Willy
Profassional Business Coach

@ @coachwillyCW

www.coachwilly.com




Unlock Your
Sales Performance
Start NOW!

Thank you

Office:

Menara Pondok Indah, 2nd fl

Metro Pondok Indah Kav. Il/BA No. 2
Pondok Indah, Jakarta 12310

Contact:

Willy Premadi

P: +62 896 8090 2125

E: willy.premadi@onewillsolusi.com

Web: www.onewillsolusi.com/our-solution
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