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Course Description:

Successful leaders generally possess excellent skills in negotiation. Although people have
experience in negotiation, most of them may have not gone through the theories behind it and have
proper practices to sharpen their skills. This course is designed to help those relatively experienced
managers and leaders to further develop their skills. It is a 2-days course. We will review some of
the basic theories and concepts, then move on to real-life experience and role plays to demonstrate
some key points. Attendees are expected to actively participate in exercises, role plays and
discussions

What You will Learn:

Fully understand the negotiation concepts and theories

Reflect their real-life experience and identify areas for development

Have enough practices to reinforce strengths and to limit weaknesses

Share experience and help each other to understand and overcome different styles and tactics
Effectively prepare themselves for various negotiation situations

What You will Cover:
e Negotiation skills in business
— Myths of negotiation
e Types of failures in negotiation
— Leave money on the table
— Winner’s curse
— Walk away from the table
— Agreement bias
e Effective preparation for negotiations
— Self assessment — BATNA concept
— Assessment of the other party
— Assessment of the situation
e Pie-slicing strategies
— Target and reservation points
Focal point
— Bilateral concessions
— Three criteria of fairness
e Discussion on real-life application
e Expanding the pie (Win-Win strategies)
— Cooperation and Competition
— Building trust & relationship
—  Wish & concession lists
— Multiple Issues / Offers
— Side deals
— Contingent contracts
e Discussion on real-life application
e Negotiation styles
— Motivation — cooperative, competitive and individualist
— Approach — interest, right and power
— Emotion — neutral, positive and negative
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e Negotiation tactics & ethics
— Good guy, bad guy
— Bluff
— Paradoxical intention
— Reactance
— Attitudinal structuring, etc.

Who should Attend:

e This course is recommended for middle to upper management and businessmen who have
conducted negotiations on a regular basis.

Boston Network Co., Ltd. Tel. 02-949-0955, 02-318-6891 Mobile: 086-337-8266
E-mail: seminar@bostonnetwork.com, Web: http://www.bostonnetwork.com



LR BOSTON : NETWORK

The Global Knowledge Network

Course:

Advanced Business Negotiation Workshop

NINENLYINHENI91999 158 7097 ALIGUNBAINA TS lue 1T

Duration: 2 Days (9:00 — 16:00)

NANNITUASIURNA:

v
o

v o o o @ Y Ao ] Ao R o, ) LA ]
Euqmﬂﬁ‘zmuﬁqqm’aqL?@ﬁl‘ﬂﬂ@zmﬂ\ﬂmmﬂwzﬂqﬂ@?@qm@?@\ﬂ‘ﬂﬂ ENLLN']']ﬂu@quslﬁty@guﬂﬁ\zmuﬂq?mﬁluﬂqﬂ@?@q5]@?@\7‘1/]\1

luddanaineuiazEInszandi uswannfdelianisonaziasansiesesiuauau Ideenalilszdnsnin wangmatl

'
o

=2 Y ve di o o o o o A \ > Ly Py
@Qiﬁﬁ'uﬂq?ﬂﬂﬂLLUUN']LW@ﬂqﬁ'Wmu’]V}ﬂEgﬁ”ﬂ@\jauqLL@ga ﬁﬂqﬁ\ﬂwﬂﬁ'?&@uﬂ’]?mﬂuﬂqﬁ‘mﬁ\qq[ﬂﬂﬁ‘ﬂ\”\ﬂLL@q LLARRANNITNAS
ﬁi'ﬂﬂ@mLL@%@%WQﬂQWNﬁWL?@mﬂmilﬂim&i@i@\iq\%ﬂm Tm;mﬁﬂ@jmﬁ@ﬂ%mm 29U ImﬂG‘N@qﬂﬂqiwququﬂﬁﬁuﬁqu
a v \ ' Y 2 o = = P \ ai Aa  a = %
LWAZLLUIAAATUNITIATANFNRTAIND L "V]ﬂuu@\‘]ﬁuiﬂﬂﬂ‘]ﬂ’qmqaaquﬂqﬁ'mﬂ'}ﬂ@i@qm'ﬂ?@\?wwcuL@@iumme?Q i"JNfNﬂ’]ﬁ'slﬂ]

unumansa lwnisanaa liiunenisutladym luanunisafasala lunga

dselamidiazlasu:
£ a alaia; o ]
e i lauwiAnuaznge)NNe9iLNNTaaImeses
. ‘2 o o oy e
o awnsnitszaunisniasann i lunisinduien s etnauias
o ugnuiauazanqndauluinErnisiaasesesitunisinALLR

e uaniasulszaunisninisiasansiesesgiluuusinge saniaFEuiALANFANTeINITIATARaTBIUAAZ L UL

4 . -
Watnun M ln19n1911a3a

®  FFENNFANAMILNIFUNBTLADIUNNTINTA AR IR WAN AN

WalaN1sUITENE:

®  JNWINIIATAFRIAININGINA
—  IAAAALIIANNITIATANFRTDY

o iszinnaaANNANITAl lUN1TIAANsaTRY
—  nemefuliuifviasaninglisny
—  A71A39ARIRILLILLEN TR e AN

v
oo o

— nawssiad 2 delafunatlsrTambisg uwsinaulaivindryayn
] ai | = o 1 s o o
—  M9Rsasesesd 2 drendenatlselamd usnuvindnyon
= o A ) T a5 a
® nswIENAALNaNITaTasiasasa el AVE NG
—  sziusales
— dsnfiunguau

— szifuannunignd

Boston Network Co., Ltd. Tel. 02-949-0955, 02-318-6891 Mobile: 086-337-8266
E-mail: seminar@bostonnetwork.com, Web: http://www.bostonnetwork.com



Bl BOSTON : NETWORK

The Global Knowledge Network

®  yujnisutinig (Pie Slicing Strategies)

—  4RANNALAZLINNIEIBINTULNNAE

o

AVIATYIAINNTULIWIE

o

|
e

—  nsuanasunatlszlaml
. 4 = R .
—  NN3LATANFRIDINYATIIN 3 TINNANNAUTY
®  NNIAULNUIMNANNF (Role Play — Pie Slicing)
— afdmelneldaniunisaiinuass
®  MIANAIUIBINIE NAENT TUT-TUT (Win-Win Strategies)
—  pgsanilanavnnsuaedi
9 4 Y . o .
—  N138519ANNLTR lALAZNNTAFINANNANANUS IUN1TIa TN AT
2% dl v v
—  ANTLANANNARNINITLRNI kazn1seunalszlaalldtnansednn
—  TENNTEUIALAUD WATNIITLTRLALANLINABINNT
— nmaanauuulduadsslamnnedas
ol =
— sluutrasnisasanluaniunisaiieaialinag
®  NIILAULNUINANNA 2 (Role Play — Expanding the Pie)
— afdmelneldaniunisaiinuass
o gladueInisiazansiased
—  nn99elagiasan — nedanile, nsuted uaznissanlualaduessoles

a

— nmadhieg@asan - nslduatselaml, dnd uarauna
— nsldensunflunisiasan - lluassensual, wuuensuniisuanuaz iU N NaL
® YALALAZATLEITNLBINIIATANFADIEN
—  wetlawunisasanlugluuuauh uazuuuaudo
—  walAnsRsARLLNNT AL
a A Ay A V= =
—  wellanaasan e iilasgnualidlasiia

—  wARANNTAALUTLNLazAL lHNNTIA TN AR

—  wARAN AL ANNAATLNNTIAFAN AR IR YA

LUNZRUSU:

Y a

L4 UINT mmmﬁm‘unmq LL@.»?J”I‘LIZN ﬁ"JQJﬂ\TLIV’]V’]@'V]QVL‘JJV]WNﬂ’]‘J‘WW‘L&WWﬂHWﬂ’]‘J‘L@?WW]@?@\‘IL‘W'ﬂu’liﬂlﬂuﬂ’ﬁ

naulusyAugauai Aafufiaendnannieiy

Boston Network Co., Ltd. Tel. 02-949-0955, 02-318-6891 Mobile: 086-337-8266
E-mail: seminar@bostonnetwork.com, Web: http://www.bostonnetwork.com



LR BOSTON : NETWORK

The Global Knowledge Network

Menns:

InensgvsiAngmain U3EN uadaulinisa A1nn

H4 180 goud wazAnldane lunnsidndananuduaun
Tl 16-17 NNNIRLE 2569 AN 09.00- 16001, tnaignnsaidannIfdeusuls 2 1eanng il
1. WsnEusNRlsusNRuAes AELR LN A Y alsaus N eLwin
(ﬂmuﬁmqﬁmsm%‘ﬂuu,ﬂmngrmamﬁiaﬁmﬁqﬁﬂi:mmw)
Anldane lun1aidnF N ugNNWT 991 18,000 LN (mmﬁﬂ”ﬂmqumﬁ;ﬂmmﬁu 7%)
2. Lﬁ'ﬁéquﬂumLL‘]JUVI’]ﬂﬂaTﬂﬂmiﬂ%‘qu Distance Learning Instructor-led Virtual Class via Face to Face
Application

A ldanelunisdnsanaudunmw $1a1 16,000 L (91ANTES LN EYARILAN 7%)

Anfuseazidaaiasn ngaunsasacdilszauanuausu Ins: 02 949 0955, 02 318 6891,

086 337 8266, Email: seminar@bostonnetwork.com LA Line ID: @bostonnetwork

ATENaUSN @ NI ATldaEN19nELe 200%ua9A ldaNea5
(Wezangnnuin1R1IUT 437 14 19 Aanan w.A. 2548 1Tuaulal)

ATNATTANANGATANNUIAMUNIWEENT AR

BOSTON * NETWORK

The Global Knowledge Network

Boston Network Co., Ltd. Tel. 02-949-0955, 02-318-6891 Mobile: 086-337-8266
E-mail: seminar@bostonnetwork.com, Web: http://www.bostonnetwork.com


mailto:seminar@bostonnetwork.com

BOSTON * NETWORK

The Global Knowledge Network

i PN - a o a a a a = a 1 v v o
WU TR e ARLR LA NIWIAY D, INA WA (ﬂﬂ’lu‘ﬂ’ﬂ’l"}&lﬂ']ilﬂailul,tﬂﬂﬁﬂ‘{m’lﬁlﬂFI?JLQ']VI'N']‘VI‘lJ‘a‘%ﬂ’]‘IJQ']u)

1

@) INTERCONTINENTAL

BAMGEKOK

ploenchit

'North Ploen

§
J

hulalongkorn
University
yraanTal
uMENEiY

Boston Network Co., Ltd. Tel. 02-949-0955, 02-318-6891 Mobile: 086-337-8266
E-mail: seminar@bostonnetwork.com, Web: http://www.bostonnetwork.com



BOSTON + NETWORK

The Global Knowledge Network

Registration Form
1T Uaamulaasm aie (@inaulun) 573/140 aasIuAILINE 39 WINWALINAN

IANNEINAN NFUNNNNIUAT 10310 Tel: 02-949-0955, 02-318-6891
wadszansidanii 0105548037730

3 ¥ ¥ s

ayadidngandnnu (Isansendeyalinsudounariniay, menlne: saussas, menaings: AaRNNW)

wangasfisanduaun TUANNUN
aulasaumsausn O wuy Classroom O wuw Virtual Online O idnsanlléivia 2 uu ?ﬁ”u@fﬁum?ﬁuﬁumﬁmmmmﬁu
;"ﬁlfa-mmr;@ (Aelne)
(ME8angH)
1510 (A lne)
(ME8aNg )
ZRITR I INRIUT wun/ene:
N Tivine: wasinsAnitana:
lasinsang Fax: E-mail:
%aé’ﬂs:mumu (HR) wasinsAnet

dayaivaldaanluiinum lUsmnsmaasunnudaauasudou neaugnaeseedluai«lumiumsnviuazai)

v

4 . o o 4 . .
mai ey lunndunis : O mNTeLsEneiuuY

A de o ° o =
g lveey lulufdunis:

'
o

NSTITSIRUATRNNUAN ; ANNNTDARLDNINLAIB L ALATANIRI NI IAT 02-949-0955, 02-318-6891 Aa 104, 105, 108, 109

81581528 uU

a e v &

O TeuSwdndnd Ui uveamudnadsa ain

suAIENdsuTIR A eanazun a1 Uydeaunineiani 667-2-01501-0 Tawdui

sumsinawitiad  aranduandiam Taauniwelani 140-2-63049-9  laudud

O feddrdnaminaulunin 13 veasuilnidsa anmin

O aeRugamineu

TAYNATUAIUURD NFUIRINAUNIY Email: seminar@bostonnetwork.com %58 #481U Line ID: @bostonnetwork

AdsmirunadasusaimBin o RAanaunduluiuguaul*

'
DI 2 2]

1) U3En 10499u@ns lunisdnsasil ldunddsenarsamaiounsudouuarins: Ruudoiniu
2) Wi nazudsguiunisamadauaewiruanaimaianlafuienans
3) Tunsainvinudrsesnitisldudousliannsodndaunisdununld  ngaunudsasandnenduauetiilias 10 4

] v [J ) ¥ 1 - @) [J s J =
*ﬂﬂﬂlNLLQ\iﬁl’]Nﬂ’]ﬂuﬂ YINUAEAAITITZAIE9TNLUENLANATILT UATUIU 50% UDIAATIATRINSLITRIU*

Boston Network Co., Ltd. Tel: 02-949-0955, 02-318-6891, 086-337-8266
E-mail: seminar@bostonnetwork.com http://www.bostonnetwork.com




	fill_1: 
	fill_2: 
	fill_3: 
	fill_4: 
	fill_5: 
	fill_6: 
	fill_7: 
	fill_8: 
	fill_9: 
	fill_10: 
	fill_11: 
	undefined: 
	fill_13: 
	fill_14: 
	fill_15: 
	fill_16: 
	fill_17: 
	fill_18: 
	fill_19: 
	fill_20: 
	Check Box4: Off
	Check Box5: Off
	Check Box6: Off
	Check Box7: Off
	Check Box8: Off
	Check Box9: Off
	Check Box10: Off


