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ADVANCED BUSINESS

3 F
o e

nd

Morning Break: 10.30 - 10.40

SECTION 1 MORNING SESSION: ~ 09.00 - 12.00

The Science & Art of Business Negotiation
FT']EWIS'IIHtF_TaUVGJﬂWSIVSOWQSﬁO

- ©
Review Methods for Conflict resolutions |
nuNAU3SNMSIATVVOTRAIE

Understand Negotiation Roles in

Commercial and Business Activities
lounuINVaIMSI9SITUNINSSUWNUBENA:SSAY

Involved Factors in Negotiations

to be aware of _
JedaningovovlunisiosanFos:=ay

1
An 8-Step Process for Business Negotiation Q@
NS:UIUNNSINSISSY 8 TUMoU
Lunch & Networking: 12.00 - 13.00
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ADVANCED BUSINESS

AFTERNOON SESSION: 13.00-16.00 = SECTION 2

Details and Discussion as well as Sharing and Exercise for

1 . Step 1 _
Preparation N1SINSYURMID
______________ . Step 2 .
Discussion / Argument N1soAUs18/nsIANE
3 : Step 3
Signaling N1savdrynyaru

______________ . Step 4
Proposal / Response nN1siauo
Step 5
5 . Re-Packaging MsUSUS JiuuliL

______________ . Step 6
Bargaining N1SI9S1519S0V
Step 7
y A . Closure MMsUANISI9S97

______________ . Step 8_
Agreement N1SNIVomNay

END OF THE PROGRAM
e

- T
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ADVANCED BUSINESS
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msaswinaaIsniunisisMsiosadvavnulfansnus:aunaududalunisiesnlanns=au Tanr
n1sies9IMeluovAnsIazn1sINsINIgUONAIANSAUANAT Bwwareioas [Suigosuiu nazHudoussiio

nangas “fnu:dugilunisiosisasoinisssie” umstlUtEese Aosns:usueugoduns:Fiososu
AUUSHISS=AUEVBIIUS-AUNSNINSIIUNISINSSSTINANATYVOOIANSSSTISAULNUNGIRA UNISBUN9:
asnANUAUAIANUIMEIa:AUNUTUTUNISSBUSINEIMSIUKdNgRs IWathnauluasunoudSe
n1IssNosoeMsIvserosauniUs:ansua Auluns:usunisiSeuduiiunisUfauiusiaznisenilsie
ianiJasunouiUs=aunisnifudngans

KEY OBJECTIVES OF LEARNING

Understand Learn Get Sharing
Understand the roles Learn what involve in Get head-start Sharing of experience and
and nature of business such activities and along / be able to prepare for comments / discussion
negotiation (IV1funuIN with the process (|§8u§?i\] the negotiating issues among participants and
12zaNYLUZVOINISIASIN AiRavedlufonssuMs (InSgUWSouNazasn the course leader through
§SM) 9S9MA=NS=UUMSH Jamsiuls:iiu interactive sessions
IRgavov) Tuns19s) (laniaguls:zaumsnina:

AUARIAUWIUNSEAUSTE
SOUNUS=HIWWIVISIUINIA:
guinangmslugUiuums

ISoudiBuliinou)
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ADVANCED BUSINESS

KEY TAKE-AWAY:

Systematic process of business negotiation - you can do it
NS:UUNSAITUS:UUVAINTSINSNSSAY - ArUANSDTA
Fundamentals on how to negotiate along with the process - this is a practical course
2 (not theoretical), so what is learnt here could be put into use right away
WUgUNSIsIUNURUR - nangmsiBaunumaese IWTEiAnnu] AvauasnifsgusawisnunlUiElanun
Practical real-life tips based on direct experience of the course leader (as well as from
sharing among participants) - this could be priceless!
IRdRAUINUS:aUMSNIASIVaVELINKANGRS a:=0NNSILITUVeIEInSoU Buarvbog1uey

'KEY CONTENT HIGHLIGHT

* Understanding types
Understanding types of conflict resolutions (with pros and cons)

3 nsriAUARISMsIATvToTRIgY (ToRlazvoIde)

L 9 2 Negotiation as the solution
\J Negotiation as the solution for business issues
| MsesIdunoanvaIlynissne

p_— Negotiation landscape
: Negotiation landscape and what are involved there

1 NONAUNSIvSINa=aININgaToy

T h e 8 - Ste p Preparation NSINSEURD Re-Packaging H%H?E"EUT”U

Discussion N1sanuUsig/mslsigy - Bargaining NISINSI1M9SaY
process and related

, . Signaling N1savdryryaru Closure N1sUANISIS
suggestions / guidelines Proposal n1siaua Agreement N1sMvasnnay

il‘

i { BAR .3
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ADVANCED BUSINESS

METHODOLOGY

This advanced course comprised of lecture / walk-thru of the
PPT slides, group discussions, experience sharings and role-play
exercises. It is planned to be an interactive session with lots of
inputs and comments from the speaker to (and from) the audience
as well as among the audience.

WHO SHOULD
ATTEND

Experienced professionals /
managers as well as senior and top
executives who are already active or
will involve in business negotiation
activities for their businesses /
companies

diigovryniUs=aunisni Ganns Gusniss-AuaINDKSoe-ddousoutunanssums
1959INSSTIENSUDIANS
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KEY DISCUSSION POINTS
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ADVANCED BUSINESS

MR. GONG RUNGSWANG

Director of the Executive Board
Industrial Estate Authority of
Thailand

Equipped with unique diverse background of experiences and educations, Gong
Rungswang joined Esso where he had accumulated a series of systematic exposures
to operations, analytical, commercial and planning areas. His commercial, marketing
and management skills have strongly been developed and further utilized during his
10-year term with Conoco- Phillips, where he was the executive director / deputy
managing director to spearhead and lead an aggressive expansion of JET/Jiffy
network in Thailand. After M&A, he became a part of the PTT Group and was briefly
assigned to help set up a new Company, PTT International, as an overseas investment
arm of the PTT Group. Then, Gong has been seconded to IRPC as executive vice
president of commercial and marketing, handling a sales budget of about 250 billion
baht annually.

FogUs:aunsniiaInkangiia:nIsAnNNI Vo ugnavisuduatawludiunaiaia:
mMsANTUIILAUUSEN Schlumberger Overseas Ionauuaus:nalng Arufiodriasouviunu
USBN Esso BulAa:auUs:aunisnilufunisAtiuiiu n1sdins1zA ssfie A=W
g9l us=UU ANY=NWNSWITIBEY N1SAATA 12zN1SUSHISTANSIASUNISWRILNDE LN
s:H3WAMIUAUUSEN ConocoPhillips 1TuIDan 10 U Buvassusiinlge1u8nIsusHas
/ SOUNSSUNISHIANIS (Ia=aUIBNS=AUNDNIA) IWOTUIAGOUNISVENBAIVOVIASOTNY
JET/iffy Tuus=inAlng rasannisaousaunans walainsounundu PTT na=lAsuuou
runglAgosrionuusen PTT International Builuktosunumsadnulusnads:inAvounau
PTT &uondu Arurfadlagnisiunuilusaunssumsgdanistinjsussionaznisnalavoy
IRPC IngSuinsaun1sinn1sunisvigds=31dus=uncu 250,000 &ruuin
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