MISDSINADSDV
aHsSuvudaBadadvavelsy

Negotiation for Modern Procurement & Supply

~ ussgnglay:
D.1895U1J SAUNUKNSU:
CP.M.APP.MCIP

AU ANAVINNANANS

Y w1

v eligsndnnn ldnsmindy mevhssAannaiadialudonssioses

vhitsiuaslige shsisuuuy uasldsuuuy wnenevinusigadadunns
1Rssiesastonyi issAaduvunaanaUs: lowiiiansas 16

v alisndunundh landanmsuazisiiazasansosas

ol g TuAsiiieas |datinefivs:andmnuasszandua

v o ai51asasiosaaduiiy

HoUamisauuul (1a1 09.00 - 16.00 u.)

° Usuuu3ncﬁnnnmamaanau:nmsmsa‘masaonuUs Fnsnwudu GldmsIdnA Glymisnisouw
216Uz TlEMsWUAUAZOMY ta:olEuUvAUAUA:AZY HEDNDEAUAAD

¢

<

® n\)lsma UWWH1U[DDSC11\)FIH1SSFIO uaztHueAkbaunuAacvAdiomMsmIs 3 aomamseusasms
No:losYciDsVlRBU: non llUUﬂlSEJﬂD'I Win-win negotiation

e nagnslunsgauUWDE IWalRIAUwaEvIbunIsuanUasu

® ﬂ"lSlDSO"IOE)SD\)IU\)"IUOOUE)OQO'\\)EIUUIHU UIUHUﬂUUDEJllCIlSD\)S'\F'nlla tAsQQLNDU guiddnHale
lSE)\)nEnU'ISﬂHUUUﬂUTlOSOTlWDIHlﬂOUS [EJUUCIDSSﬂOUD\)n\)EIE)\)N'IEJ

—

e SdoH3aWa11dwwangosucia:siguavisiwuulsu

® CMogvluMmsLasSyuddLa:NIsHNISUIUADUD:aVIDLISIICIDSDV
e misidAnuucia:uuulus:K319NSIDSICIDSDV

® {us:H310NISIISVCDSDY ApVWVDEIVISIVV:TUS:aNSNAIW

e Uondsmua:dorululcia:gdvuDVNISIISOICIDSDY

e nagnsiunsltiuundyvld

® JanuLSYMPEVIS Fuod:dus:ansSnIw

e mu-aduUtuKn



[] | suA209 | @.22w..2568 (] | Isousuwauwa quudn 15 [] | ZOOM Online
[] | suA210 | wa.22w.n. 2568 ] | Tsvusuwalduwa guudnis [] | ZOOM Online
[] | suA2n we). 19 0.89. 2568 ] | Tsvusuwalduwa guudnis [] | ZOOM Online
[] | suA212 | w.23n.n. 2568 ] | Tsvusuwalduwa guudnis [] | ZOOM Online
[] | suA213 | o.18an.2568 ] | Isvusuwalduwa guudnis [] | ZOOM Online
[] | suA214 | wa Nne. 2568 ] | Isvusuwalduwna guudnis [] | ZOOM Online
[] | suA2i5 | 2.20 a.n. 2568 ] | Tsvusuwalduwa guudnis [] | ZOOM Online
[] | sSun2i6 | w.19w.e.2568 ] | Tsvusuwalduwa guudnis [] | ZOOM Online
[] | sun217 | wa.185.A.2568 ] | Tsvusuwalduwa guudnis [] | ZOOM Online

ZOOM Online Onsite - Hotel

3,300 + Vat 7% 4,300 + Vat 7%

avn:tJgumsousulan
www.judsue.com

ANDUSU
niua:

@ navndited | guueBuasuns (draudunis) 164-260656-9 aaunswe
n&ns Lng dpauaua’s 2 017-8-18254-4 aauniwe
- ATILNN daauannls 232-5-11198-3 aaunswe

usUN Sual@u tnsudv Bulaas 31Aa One Step Training Center Co. Ltd.

(FdnoulHed) (Head Office)
88/133 ypgydDuUUY 21/1 LYUIVFDUUY LUAIIUHAID 88/133 Soi Onnut 21/1, Onnut, Suanluang,
nsvLNwY 10250 Bangkok 10250

tavus=ondndgndonns : 0105559107220
gvousuuin JulduNGUDy ADUSUaIWISaavs1e919la 200%
Ins. 062 951 2245, 092 464 9598




Negotiation for Modern Procurement & Supply

Presented by: Mr. Cheocharn Ratanamahatana, c.p.M., A.P.P., MCIPS
Founder and elected President of the Purchasing and Supply Chain Management Association of
Thailand (PSCMT) for consecutive 18 years

Course Objectives:

v Create awareness among participants that every business transaction involves negotiation,
both explicit and implicit, in structured and unstructured forms. Lacking proper negotiation skills
may lead to business losses or missed opportunities.

v Help participants understand the principles and methods of effective negotiation.

v Enable participants to negotiate efficiently and achieve mutually beneficial outcomes.

v Foster an understanding of team negotiation strategies.

Seminar Contents:

® Adjusting the mindset: Effective negotiation is not about confrontation, winning or losing,
meeting halfway, or compromising personal positions.

® Both buyers and suppliers are in business for profit; learning the Win-win negotiation

approach is crucial.

Strategies for conceding certain points to gain something in exchange.

Negotiating in modern procurement and supply involves more than just focusing on price and

credit terms. Many aspects can be negotiated for the mutual benefit of both parties.

Understanding how each supplier perceives us.

Examples of preparation and homework before entering negotiations.

Utilizing different types of questions during negotiations.

Active listening during negotiations.

Do's and don'ts in each phase of negotiation.

Strategies for persuasion and motivation.

Effective team negotiation.

Q&A.




