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B2B
MARKETING

9 MAY 2024

9.00- 10.30 B2B MARKETING STRATEGY
' ' & MARKET COMPETITION AMID UNCERTAINTY

BREAK: 10.30 - 1045 NAENSMSMaIn B2B nagnsninuasiikuy nelfinia:IAsugnauuwou

DR.PHUTTHISITH TUNGSIRIHIRUNKUL /

Former Chief Executive Officer, Von Bundit Co., Ltd.

Founding Partner, IBEX Advisory IBE)(

TAKING YOUR BUSINESS TO THE TOP

® B2B Positioning to Win in the Battleground
IRYUIRTARUAISOIWOMKUARIKUINIINSAATA

® Competitive Dynamic vs. Market Position
nsigBUzanuNsina1AlumsIniguRIvasuIUadsonisy

e Data-Driventu Insights to Attract, Retain and Convert New Customer
ToyaniiugisonSoriiiansmansia=nsanautaInnnouifUseu

® Competition Benchmarking, Sales Zoning and Competitive Intelligence
msifguAIialfUSeutunisasstels mstsuliviuviesiostoyaniiugsoni$o

m B2B PRICE SETTING PROCESS & VALUE-BASED PRICING

LUNCH: 12.15 - 13.30 MSNKUNSIATIIEA=NISNIRUASIATIIUUIUUATUAT

B Price Setting & Value-Based Pricing: Strategies, Techniques & Tools _
NISMMUASIATMA:NISNIMUASIATIUU Value-Based: nagns INAUA InS0IU0

MR. NATACHOL ANNAVADHANA

Former B2B Manager
Haier Electrical Appliances (Thailand) Co.,Ltd.

Pricing Strategy from cost to value-based pricing STA1MU ‘FUNU vs. ATUAY

Tools and strategies for implementing value-based pricing mSG:l\]S'ImIGUF]mFi'l
Identifying target customers & channel strategy USH1SgoUNWAUNAUITHUNY

Manage brand, product, price & promotion USHSIUSUR wanAurA s1An &lUsIusu
Communicating Pricing & Value to Consumers Zoanss1ay/atuAtianAiiuto

2 www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900 ,LINE: @OMEGAWORLDCLASS
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9 MAY 2024

[EX]IRRLRIN] B2B SALE FORCE PERFORMANCE TO ACHIEVE TARGETS

BREAK: 15.00 — 15.15

BN B2B Sale Force Performance Management: Structure & Optimize Sales Targets
N1SUSKISwadunuvie B2B |nnunmsmuwa\numsv*nsanmssnvihussauhhma

DR. TAYAT SRIPLUNG

Former Managing Director
Watson & Wyatt (Thailand)

o UsulassasmsvaglAnuadeiiowaniunagnsiWugoavle
o 9onIUUBOUUs:aUIa:USHISTANISIASIASINISVNEd0AAFOINUILUSSTIY NSUSHISANAISIBHANS
USHSWUNIV1G
o a§NWUNISVIBNTUS:ANSNIW IUaNWNISVIBIa:NSURUANMSINNagNsMsyng
o firunIASavdogitons:RuMsVIgIWouanAUTRTILYIgaS WWaIUNISVI8gvER
@

m B2B BRANDING & SELLING
TO ACHIEVE TOP SALES PERFORMANGE
B Integrate Positioning, Branding & Selling to be the Most Powerful Profit Lever
naansUs aunususina: ﬂ’]S\I']EJnIUUO']OS\IUETG]EJOG]EHHSU B2B IWOETS’NEJOH\I']EJ N1SIWHAMKUY

vouuusum’[haomﬂaodnu aomsnnsuwaauwamsammlhhma msmsmmosoumsvwnlUumqs
VUangon

DR. CHATCHAI THNARUDEE
Chief Executive Officer

THANAGER & CO

Integral Component of Brand & Selling vﬂsouvadwadvadllusumlla WainIsvgy
Developing & Maintaining Positioning & Branding N1SSNW1S=AUWAVVOIIUSUR
Influence Expectations while Selling Snu1s: AURUAIAKANITaVETFESe
Negotiating for successful B2B sales ﬂaqnSﬂ’]SIOSO’m’]SVWEJnUS‘Sﬂv B2B
Examples: Negotiating & Closing of B2B Sale 7129&1N1SUANNSV1E

3 www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900 ,LINE: @OMEGAWORLDCLASS
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10 MAY 2024

9.00- 10.30 B2B RE-POSITIONING
' ] AMID NEW COMPETITIVE DRIVING FORCES ACROSS THE GLOBE

BREAK: 10.30 - 10.45  MSNUNIUIA=MKUARIKUINSINGTUVOIaUASSTY B2B nglsiisunanusionaw
awsnlumsiniyiunnalan

MR. GONG RUNGSWANG

Former Director of the Executive Board
Industrial Estate Authority of Thailand

EEL']
@.‘ﬁ"“ II”:’U
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&
g Au‘ﬂ*oﬂﬁ{

® Dynamic Competition & Positioning: A Journey towards Profitable Decision
MsIoBU=ANUNSiRA1A NsiuTuRivagunladsani$o

® Data-Driven Insights to Attract, Retain and Convert New Customer
ToyannjughsoniSoriviRgnsmansiia-msanautaiinnoulFiusau

® Understanding Customer Value & Perceptions across Markets
AowITtoragnAaE ANy NMsnouauaIAUFiounsivasuIUatnanioal

@
m B2B BUYING BEHAVIOR TO OPTIMIZE SALES
wnANssuN1sIndovavavAnsiwalilnganviagian

LUNCH: 12.15 - 13.30

I B2B Buying Behavior: Deploying Business Relationships and Networks to Optimize Sales
WORANSSUN1SINBOVAYAVANS lla: NSUSHISAUAUWUSIA: |ﬂSOV']fJSsnvlonﬁIﬂEJaﬂvwa\]aﬂ

DR.PHUTTHISITH TUNGSIRIHIRUNKUL

Former Chief Executive Officer, Von Bundit Co., Ltd

’ ° ¢ -
Founding Partner, IBEX Advisory IBE)(

TAKING YOUR BUSINESS TO THE TOP

® Understanding organizational buying behavior or B2B customer behavior
AJINNIRINEINUWOANSSUNSINBAVOIgNAANS

® Formulating organizational or B2B marketing strategy finnunnagnsn1snaIndInsunauanAodrns

® Deploying your business relationships & networks to optimize sales
AJWEUWUSIASOVIENSSNAWOYOAVIEGVER

e What are the value-added offerings and what your business could gain from such offerings?
nsasnyaAwulignAn? msuniauonuAnsynduFAaINsinuanAIWaasweonve

e Case Studies: How to understand organizational buying behavior and deploymg business
relatlonshlps and network to stimulate long-term sales NStUFANYUUUS: EJnm msiilownANSsy
NsdnBovovadAns Na: [GUs:lesuanaauduwusia: IﬂSOV’]EJSSﬂOIWOﬂS FIUEJOﬂ\I’]ﬂ'[US g=819
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MARKETING

10 MAY 2024

(kkIERLI] B2B SALES FORCE PERFORMANCE
TO ACHIEVE TOP SALES TARGETS

BREAK: 15.00 — 15.15

B B2B Sale Force Performance Management: Structure & Optimize Sales Targets
N1SUSHISWavUNALY1g B2B INATANSIWLWaYIUNISVIganA1ssnliussaldinung

MR. TERAPAT PRAPAPANICH

Director
Unilever Professional Thailand, Malaysia, & Singapore

o UsulassasumsvaglfnuadoniouaniunagngiWugonvie B2B

o USMSIAMSIASYASNSVIEAOAAFOINUILUSSTY NMSUSHISANAISIERAN NISUSHISWURVIE
. .

e

a$IWUNISYIENDUS-AnSNIW IuaNWNISVIBIAzNSURURNMSIINNAgNSNIsV1e

mnuaIASaviiogulans:funisvigiowanautifiuvigauwadiunisviggduan
@

m PANEL DISCUSSION
B2B NEW CAPABILITIES DEVELOPMENT & DIGITAL TRANSFORMATION

I CASE: B2B New Capabilities Development for New Customer Segmentation amid Digital Disruption

TAKING YOUR BUSINESS TO THE TOP

MR. SOMCHAI SITTICHAISRICHART DR. PHUTTHISITH TUNGSIRIHIRUNKUL

Managing Director Former CEO, Von Bundit Co., Ltd.
SiS Distribution (Thailand) Founding Partner, IBEX Advisory

® Acquiring and Using Business Customer Relationship Insights in the Digital Disruption
e Creating New Customer Strategies & New Capabilities Development in the Digital Disruption

e Upskill & Reskill to Attain New Capabilities & New Customer Development using Digital
Technologies

® Nurturing High-Level Relationships with Key Customer Influencers and Individuals using
Digital Technologies

H www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900 ,LINE: @OMEGAWORLDCLASS
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® B2B Marketing Strategy: Segment B2B Customers & Purchasing Behavior

® B2B Intelligence: Benchmarking & B2B Decision Process for Top Sales Growth
® B2B Price Setting: Value-Based Pricing amid Dynamic Market Competition

® B2B Psychology, Positioning: Value-Based vs. Competitive Advantage

® B2B Buying Behavior: Business Relationships & Networks to Optimise Sales

® B2B New Capabilities Development for Effective Customer Segmentation

@ B2B Selling Psychology, Sales Negotiation & Secrets of Selling Closure

® B2B New Product Launch: Strategies to Ensure Successful Going-to-Markets
® B2B Sales Negotiation for Successful Deals & Long-Term Relationship

L
- When: 9 - 10 MAY 2024 * Online Registration : .
- Where: Grande Centre Point Ratchadamri http://www.omegaworldclass.org/register-online/
 E-Mail: conference@omegaworldclass.org
@
Fee Per 1 Person 28,500.00 8:30 Registration & Morning Coffee
Vat 7% 1.995.00 9:00 - 10:30 Program Commences
5 c
10:30 - 10:45 Morning Break
Total Amount (Baht) | B 30,495.00
10:45 - 12:15 Program Commences
12:15 - 13:30 Lunch & Networking
FhausueTluuuwgnpsn 13:30 - 15:00 Program Commences
aakgaumila
2 0 0 0/ DISGUUNT 15:00 - 15:15 Afternoon Break
0 15:15 - 16:45 Program Commences
FOR 3 PERSON
17:00 End of Program

6 www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900 ,LINE: @OMEGAWORLDCLASS



