PANEL2050 Regional Trainings
LITHUANIA

Training series: How to fransition towards sustainable energy?
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Trainings’ table of contents

1. Project preparation - how to write project proposal (12
of January, 2018)

2. Stakeholder engagement — how to interact and work
with (12 of January, 2018)

3. Fundraising — from idea to realisation (12 of February,
2018)

4. Marketing — how to promote your organization (12 of
February, 2018)
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Training

1. Project preparation - how to write project
proposal

* Project idea — how to connect to organisation strategy plan
 Different sources of financing

* Project partners —do you need it?

* Project activities map

* Project indicators — what you want to achieve

 Project finance — how to plan correctly

* Project team

* Project results and ourtcomes
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2. Stakeholder engagement — how to interact
and work with

* How to indentify you stakeholders

* Different types of stakeholders need different approach — how to choose
* How to present your idea to stakeholders

* How to involve stakeholders in project/strategy implementation

* How to influence decision making



Training

3. Fundraising — from idea to realisation

® Different types of fundraising, practical examples

* How to present your idea

® How to use fundraising for implementation of regional Energy strategy

e Case studies
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Kaip pritraukti lesas

AM “KONSULTAVIMAS
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Mokymy programa

Informacijos analizé

Kliento intereso tenkinimas
Efektyvios prezentacijos taisyklés
Pirkimo procesas

Naudos kalba

Pagrindinio pirkimo motyvo tenkinimas - stebuklingo
migtuko atradimas

Kaip kalbéti apie kaing
Darbas su abejonémis
KPI. Kodél bltina analizuoti savo darbo aktyvuma



Paslauguy/prekiy pardavimo procesas

{ Paieska ]\
Darbo analizé Pirmas
kontaktas
Aptarnavimas Poreikiy
po pardavimo nagrinéjimas
[Rekomendacijos] { Pasidlymo }
pristatymas
[ UZbaigimas ]/
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Kliento intereso tenkinimas
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Efektyvios prezentacijos taisyklées

priklauso nuo

m Isvaizda @ Balsotembras m Informacija

Pirmas jspudis daromas tik vieng kartg
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Kaip jgauti klausytojy pasitikejimg?
»Nusisypsok
» Gerai atrodyk
»|domiai pasakyk apie tai, kg darai
»Rodyk entuziazma

»Rodyk, kad mégsti savo pasnekova

»Rodyk, kad mégsti tai, kg darai
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Pirkimo procesas

Klientas jaucia baime

Kuo rizikuoja klientai?
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Naudos kalba
» Kokig naudg suteikia Tavo produktas/paslauga?
» Kaip atsakyti j prieStaravimg?

» Koks sekantis zingsnis?
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Kaip kalbéti apie kaing

»Primink kliento poreikius
»Porodyk, kaip tavo paslaugos
tenkina kliento poreikius
. »Pasakyk, kiek kainuoja

< \1\ paslauga

g A »Paaiskink, kliento nauda
»Paklausk, kg klientas apie tai
mano
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Training

4. Marketing — how to promote your
organization

* How to create an action plan

® The meaning of marketing for each organisation

* How to use marketing tools for implementation of action plans
* How to attract stakeholders with the help of marketing
* Organisation image — how to work with it
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