EFFECTIVE

Business Communication

2191SILUTYISAU DVIISaAWUS

Snenns@tfiaJmfucﬁuﬁcﬁnmwnﬁnssu (Behavioral Psychology)
LIUS=gNAIEUNMSWUUNANgMWAULA:AUYIU

HangasdyowauuIANU:NMs30a1s1BuSSADEIHSURDOMSIA:FDHINVIU tRawisadaansidagvudalou
asvUs:lU ta:HU:auAURDauAgddaviutda:aniunisnd WiaULasuUNNU:NSIOSCDSDY MSasvanswa

1La:MSNVUWUMSHDASIBUNAYNS Woas1AUSIVDDS:HIWKUDEVIU aaANUAANAIAZDUIUMSIDANS La:
JulAdDuWaaWSNVsSADIADEETUS:aNS MW

JonELSeud:Tasu
o 3lAs1HERTEIUREITDY (Stakeholders) 1A:USUNNIVSSAD WDDDALLUULUINIVMSIDAISALRUN:EL

AULUIRUYgLazanunsad

o daasiaya wudAa wazdalauatdussivldagudalou Wus:uu waztindoda IWpas10AUITNTSIU
aduayunsaaduld uazlwuus:=ansmwiunisriioiu
o Us:gNABINATANISIDSYCIDSDY Msasivonswa ua:msmouwums?iaaws@onaqns’ Woas1oAw

$ouidias:H3wRTEIUAEITDVLA:NINAUMSCITUVILTRUSSALUIKUIEUDVDVANS

Convince template
STAKEHOLDER MAPPING A
ndovlio3ins1:Kildouiieaton Pamwes mis, durstmiens | Persorality BBehaxior fus i POSIION abiarstutat snibeie
i b plajumwsiem ey pivrtimtsiiiarrraten
AonunumsBomsuauIHIsnoWAUMUEE oIS anwa
!
32 KEEP SATISFIED MANAGE CLOSELY N
Santamowoio vimnesholniso e > a0 2 soncewncie ® | & Parving e
e agiticin | + W3 cuinle
RIE L ghmin Vihat do they T R o s
Y Y o O core about? e ool ——
o e 5 o e s Sutslioistits
INFLUENCE oy =
| i > - —— —

nSotatas Impact us?

By, MoNTOR KEEP INFORMED sssebn | -0

1Y decw dorvathudaiticn

i

Hwnd Y6 =

ersd Sty i

= GOAL

b Vi riia.
] INTEREST / IMPACT ®
reumalondzasnmnuAlddy ACTION REFLECTION & REWARD

COMMUNICATION OBJECTIVE (Asucdteptiznsilunsdanz)

0: 5! @ B > N

TRIGGER

sUnuumMsndUSL

9 nsusseng (Lecture) 40% @ Aonssu (Workshop) Wnnnu: (Skills) 60%

@CHALLENGE

—




EFFECTIVE

Business Communication

[

2191SILUTYISAU DVIISaAWUS

Snenﬂs@téaJmfgcﬁuﬁcﬁnmwnﬁnssu (Behavioral Psychology)
LIUS=gNAIEUNMSWUUNANgMWAULA:AUYIU

SUDNISISEUS

Module 1: Understanding Stakeholders & Business Context
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Activity: Team Challenge (Team 3) utUvntausandu 3 UNUINAGHUNALANCGIVAU LGdpvsIubinniu
Joans JWUAU ta:asowavnutidIEoauTongAmKuQ

Learn: MAULUND Stakeholder Mapping WWarHua Communication Objective (Inform « Align
Influence « Decide)

Apply: J1As1:K Stakeholdersw$puoanluu Key Message ua:uu3momsﬁaawstﬁmm:auﬁuv‘jﬁéau
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Module 2 : Strategic Business Communication
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Activity: Wall Scape: Drawing Through Uncertainty Wldiausuuda:zAUIASUAIHSDUDNAAUA:YA LAz
d2v210a0UUNS:ATBILKULGEIAUWSDUAU Metddal Wuf ua:dayansina

Learn: L§8U$H§ﬂﬂ15 Pyramid Principle, Structured Communication, Executive Communication,
Storytelling for Business wla: Communicating with Data

Apply: Anoonuuunisdaansiia:sulianu Difficult Conversations LWaasivANWIINOSIULA:adUaUU
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Module 3 : Strategic Negotiation, Influence & Communication Planning
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Activity: Negotiation & Influence Simulation WNALPSICIDSDVIAzASTIVDNSWADIN
amuMsSaISIadVNIVSSAD

Learn: 139usHanms Interest-based Negotiation WoasivadusiubouadansAuTalang
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Apply: 99A1LUU Communication & Influence Plan TagrKuaRdaiutAgIIov WKLY
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Module 4 : Shared Understanding Challenge
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