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“HELLO”

| am Niwat Thanpitinan

Suankularb Wittayalai School

Chulalongkorn University

Assumption University

Vice President for International Affairs, Consulting Engineers

Association of Thailand (CEAT)

A Committee Member of the Federation of Thai Industries (FTI)

An Expert Committee of the National Research Council of

Thailand (NRCT)

+ Risk Management Specialist of Asset Management, State
Railway of Thailand

v Guest Speaker for COE, EIT, THAC, ITD, EEC Universities:

Chulalongkorn, Mahidol, Kasetsart, NIDA, Chiangmai, Khon

Kaen, Silpakorn, Bangkok, Rangsit, Sripatum, Navamindradhiraj,

Naresuan University, King Mongkut’s University of Technology

Thonburi, Thammasat University
+ Managing Director of Propertist Co., Ltd.
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Niwat Thanpitinan
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Design & Supervision e
Real Estate Development
MRTA Initial Blue Line
Bridge Projects in London
Suvarnabhumi Airport Terminal
Luxury hotels in Dubai "4 years

Monorail Project in Mumbai PAVIEETES
Project and Corporate Advisor 9 years
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How to set a
clear
presentation
objective?

awho”
‘“\What”
awhy"
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Who is the last
person in your
audience?

Il PROPERTIST

* The last person is the one who needs to take
action based on your presentation. It could be
the final decision maker or someone who
influences the decision making process.

* You create your
keeping the last person in mind.
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https://www.presentation-process.com/presentation-outline.html

Why do you
need to
determine the
last person for
your
presentation?

It is to focus your message. The clearer you are
about the last person, the more focused your
message gets:

* By understanding the knowledge and
experience level of the last person, you can plan
the extent to which you need to build
the context and background.

* By understanding the motivation factors, you
can determine the nature of your offer.

* By understanding the preferences, you can
decide the extent to which you need to use
data and emotions in your presentation.
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Best way to
prepare for
qguestions?

Audience analysis
List all of potential questions
Especially the toughest ones

Prepare response for every question
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Mindfulness
Analytical Skill

Knowledge
Experience

Responsibleness
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Contact Details: www.propertist.co.th

& +6665-532-4665 &) niwat@propertist.co.th
B facebook.com/Niwat Thanpitinan @ 0655324665

"I am no perfectionist.
It just never feels
right to settle for
mediocre standard.”




