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ADVANCED PSYCHOLOGY OF SELLING & BUYING
dagoadadnannisviauaznisaaduloBo

"Turning a hundred defeats into a victory a hundred times"
through understanding the psychology of sales and purchasing decisions.

Y e

online systems, research indicates that for y .

(= e
high-priced products and/or products perceiVec"i--‘-\. -
as risky, buyers still seek interaction with sales'\h-’

personnel to build confidence before making
a purchase decision.

‘ ‘ Although buyers nowadays have access to
vast amounts of information and data through
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ADVANCED PSYCHOLOGY OF SELLING & BUYING
dagoadadnannisviauaznisaaduloBo

"Turning a hundred defeats into a victory a hundred times"
through understanding the psychology of sales and purchasing decisions.

‘ ‘ Research conducted among 100,000 B2B
decision-makers found that the effectiveness of
sales personnel is the most crucial factor in
purchase decisions. Another study on repeat m >
purchase/loyalty revealed that the most ’
significant reason for customers to choose the
same company again is not the company itself,

its products, or services, but rather the
effectiveness of sales personnel (53%).
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ADVANCED PSYCHOLOGY OF SELLING & BUYING
dagoadadnannisviauaznisaaduloBo

"Turning a hundred defeats into a victory a hundred times"
through understanding the psychology of sales and purchasing decisions.

‘ ‘ Sales experts suggest that the current
abundance of sales knowledge and selling
techniques often leads to inefficiency, rendering
sales personnel unable to perform effectively.
They recommend that sales personnel must
understand the buyer's decision-making
process to guide their thinking in alignment
until the process is completed.
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DAY ONE: 29 OCTOBER 2024

Dr. Kriengsin Prasongsukarn

Former Managing Director
Inspire Research

keting Re-visited

Buyer's thought processes and decision-making
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] WUin?déréténding and accessing the target audience.

2 Market segmentation emphasizes the importance of recognizing the diversity
within consumer groups.

3 Targeting & positioning focus on the significance of defining the target
audience and product/service positioning.

4 Understanding and accessing the target audience (Customer Centric
Orientation).

5 Return on Quality (ROQ) emphasizes the value proposition
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DAY TWO: 30 OCTOBER 2024

Dr. Kriengsin Prasongsukarn

> Former Managing Director
y ‘nspire Research
-5
Consumers’ Psychology 9.00 - 17.00

How does psychology intersect with marketing, and why is
a thorough understanding of consumer psychology essential?
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6 Marketing psychology that 10 Old Brain & New Brain
impacts the buyer's brain
11 Mental reflex “Heuristics”
Understanding the buyer's thought
processes and decision-making to 12 Characteristics of old Brain and
enable manufacturers to apply this how to sell to old brain
knowledge effectively in communication,
13 Characteristics of new Brain and

public relations, product design, web
how to sell to new brain

design, etc.
8 Peripheral route & Central route 14 R Modelion selling to
new brain
2 IR & System 2 15 Overcoming Objections
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Learning Objectives

This Materclass emphasizes understanding the thought processes and decision-making of buyers,
enabling sellers to apply this knowledge effectively in communication, advertising, product design, web design,
and sales of products/services. Key topics covered include: the buyer's decision-making process, the
neuroscience of sales, motivation techniques and psychology, and turning rejection into purchase.

This course is suitable for business owners, mid- to senior-level managers, marketers both offline and
online, sales team managers, product/service designers, and communicators.
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About Your

Course Leader...
DR. KRIENGSIN PRASONGSUKARN

Former Managing Director
Inspire Research
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daagoa ua:

15t Anniversary Celebratior Class Timetable
- | *nangasnying*
When: Online Registration |

29 - 30 OCTOBER 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 ) £ Program Commences
nsnu1dhsadii L T 10.30 - 10.45
n1eludui 22 OCTOBER 2024 i Morning Break
} : 10.45 - 12.15

Program Continued

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

Registration Fee Normal Price *S‘('sg‘j:gmgg)“t

© 21500.00 -
o0 | 150500

15.00 - 15.15
23,005.00 Afternoon Break

15.15 - 16.45

Program Continued

K2 frduuuduaniuloiing .
Suansanngaunidln 200% End of Program
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