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Welcome from the Author:
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Swamegsaa nilvdaimuignaanuuuinialandanausiulazasaa 6u 50 aanunsaiaselulangsia Tnadanams
hensalvhindariold uazvisyTaadsasl (Plug-and-Play Phrases) wianlaoulaviud”



The 3 Pillars of Cross-Cultural Communication Foundation

1. Directness with Diplomacy: waassissidulagligr1isn
2. Contextual Clarity: TWudundaiau annisdinnubanaia
3. Action-Oriented Follow-up: &31 Next Steps tauandvaunisas



The Tone Spectrum: Formal vs. Diplomatic vs. Casual Foundation

« Formal (8 uiuuasa/gnarlvs): 'We would be grateful if you could clarify...'
« Diplomatic (§w¥uiausinau/ae): 'Could you please help shed light on..."
« Direct Casual (§mfuviuaalu): 'Quick check on the numbers below...'



10 Cultural Traps Thai Speakers Must Avoid Foundation

1. mseay 'Yes' uwdadn wanla lilyd 'anas’

2. manselaanlinardfias (Over-apologizing)

3. mMaudadsglaanuinaaseds (Kong-Thai English)
4. psavdwaniiu 3 damin el Bullet Points



How to Master the 1-Page Dialogue Method Foundation

1. ahuunsunuaani&avauassuué (Vocalizing)
2. a'las Executive Phrases flindusnaouuasna
3. fiaulil Email Template 1lu5utilunaastiannuase



PART 01
Section 1: High-Stakes Negotiations & Deal Closing

Dialogues 1-15: Anssiasassial deyeyn Aviuasoual way
Wau'lunisan
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PART 02

Section 2: Executive Meetings, Zoom Calls & Status Updates

Dialogues 16-30: As5unsilsszu unsnanuAaiu uasagy
Actionltems
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PART 03

Section 3: Difficult Conversations & Conflict Resolution

Dialogues 31-40: N5l i&5at198n11 1991UR12 LRy
ANITANULALLEN
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PART 04

Section 4: Global Networking, Pitching & Presentations

Dialogues 41-50: NMsWaLAUAIIU LULUILFEN WarFT AU
wnFulusuanng

10



@ NEGOTIATION e SCENARIO #01

Asking for a Discount Without Sounding Cheap

@ d@anuniaai: mmsmmaamﬁmmnﬁwwmnLaas'smmﬁl,ﬁaﬁofiaa‘amlwy

Thai Manager (Khun Dan):

"We appreciate your quotation. However, given our projected volume increase for Q3, is there any flexibility on the unit
pricing?"

Supplier (Mr. Alex):

"Our margins are tight, but if you can commit to a 20% higher minimum order quantity, we can shave off 5% across the
board."

Khun Dan:

"That sounds workable. Could you send over a revised cost breakdown reflecting that volume tier by tomorrow
morning?"

Executive Phrase Bank:

e Is there any flexibility on the unit pricing? (fiduaausadiusailelvu)

« Given our projected volume increase... (iffafiarsanainuandodiaviagiiudu)
e Could you send over a revised cost breakdown? (zhadslutdguasiaativunlalvivian)




SCENARIO #01 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:

Subject: Revised Price Breakdown Request - Project Apex

Dear Alex,

Thank you for our productive call today. As discussed, we are prepared to commit to the higher volume tier
in exchange for the 5% price adjustment. Please send through the revised agreement at your earliest
convenience.

X atinwm: 'Your price is too expensive, discount please!’ (Wya Bitllufiaandinnazrannauaiuiasasag)

{ Native Tip: T2ie171 'flexibility’ »3a 'room for negotiation' unue131 'discount’ waua
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il EXECUTIVE MEETING e SCENARIO #@2
Interpreting Data & Tactfully Disagreeing with Senior Leadership

@ annunsal: nsugavANNiusvatvaIassATUTLsT NSNS IE AU

Director (Sarah):

"The current forecast suggests we should double our digital ad spend immediately. "

Thai Specialist (Khun Pim):

"I see your point, Sarah. However, if we ook at the conversion bottleneck in Q2, ourissue isn't traffic acquisition, but
ratheruserretention.”

Director (Sarah):

"Good catch, Pim. What would you propose we allocate the budget toward instead?"

Khun Pim:

"frecommend shifting 30% of that budget toward improving our onboarding funnel/ before scaling ad spend.”

Executive Phrase Bank:

« I see your point, however, if we look at... (s2hlayuuasaiy wadnsaiLay...)

e Our issue isn't X, but rather Y... (faywudnlaild X ueiilu v)
e I recommend shifting budget toward... (wusuauwuslvlonsuilssanalai...)




SCENARIO #02 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Action Item: Proposed Q3 Budget Reallocation Strategy

Hi Team,

Following up on today's strategy sync, attached is the revised proposal shifting 30% of ad spend toward
customer onboarding optimization. Let me know if you have any questions before Thursday's sign-off.

X adhna: 'You are wrong, the data says otherwise.' (WegAmsuazdanIusIugda)

{ Native Tip: i3usiueaa 'l see your point' u3a 'Building on what you said' Aautauauuzasas s

14



DIFFICULT CONVERSATIONS e SCENARIO #03
Pushing Back on Unrealistic Deadlines & Scope Creep

@ anumsal: mslfimsivuasdenuibisumaaunalaniduanisaaniivinlaase

Client (David):
"We need the complete dashboard migration delivered by next Friday. "

Project Lead (Khun Art):

"To be completely transparent, delivering the full scope by next Friday would severely compromise code quality and
testing."

Client (David):
"What can we realistically have ready by that date?"

Khun Art:

"We can release the core reporting module by Friday, followed by the remaining analytics features the following week.
Does that align with your priority?"

Executive Phrase Bank:

« To be completely transparent... (ifamuTiselauazaselilasoun)

« Delivering X would compromise quality... (msdeuau X lunaifaznsznudanmnin)
e We can deliver Phase 1 by X, followed by Phase 2 by Y. (mansagonausnnau uadiausieiwasag)




SCENARIO #03 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Project Milestone Alignment & Phase 1 Delivery Timeline

Dear David,

To ensure rigorous testing and zero downtime, we propose delivering the core dashboard module on Friday,
March 15, with secondary features deploying on March 22. Please confirm if this rollout plan meets your
operational needs.

X atiwa: 'Impossible, we cannot doit.' (¥iTuiananduausiula)

| Native Tip: tduanividanuuu Phased Approach tauatiiasavilfias Deadline
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@ NEGOTIATION e SCENARIO #04

Asking for a Discount Without Sounding Cheap

@ d@anuniaai: mmsmmaamﬁmmnﬁwwmnLaas'smmﬁl,ﬁaﬁofiaa‘amlwy

Thai Manager (Khun Dan):

"We appreciate your quotation. However, given our projected volume increase for Q3, is there any flexibility on the unit
pricing?"

Supplier (Mr. Alex):

"Our margins are tight, but if you can commit to a 20% higher minimum order quantity, we can shave off 5% across the
board."

Khun Dan:

"That sounds workable. Could you send over a revised cost breakdown reflecting that volume tier by tomorrow
morning?"

Executive Phrase Bank:

e Is there any flexibility on the unit pricing? (fiduaausadiusailelvu)

« Given our projected volume increase... (iffafiarsanainuandodiaviagiiudu)
e Could you send over a revised cost breakdown? (zhadslutdguasiaativunlalvivian)




SCENARIO #04 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:

Subject: Revised Price Breakdown Request - Project Apex

Dear Alex,

Thank you for our productive call today. As discussed, we are prepared to commit to the higher volume tier
in exchange for the 5% price adjustment. Please send through the revised agreement at your earliest
convenience.

X atinwm: 'Your price is too expensive, discount please!’ (Wya Bitllufiaandinnazrannauaiuiasasag)

{ Native Tip: T2ie171 'flexibility’ »3a 'room for negotiation' unue131 'discount’ waua
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il EXECUTIVE MEETING e SCENARIO #@5
Interpreting Data & Tactfully Disagreeing with Senior Leadership

@ annunsal: nsugavANNiusvatvaIassATUTLsT NSNS IE AU

Director (Sarah):

"The current forecast suggests we should double our digital ad spend immediately. "

Thai Specialist (Khun Pim):

"I see your point, Sarah. However, if we ook at the conversion bottleneck in Q2, ourissue isn't traffic acquisition, but
ratheruserretention.”

Director (Sarah):

"Good catch, Pim. What would you propose we allocate the budget toward instead?"

Khun Pim:

"frecommend shifting 30% of that budget toward improving our onboarding funnel/ before scaling ad spend.”

Executive Phrase Bank:

« I see your point, however, if we look at... (s2hlayuuasaiy wadnsaiLay...)

e Our issue isn't X, but rather Y... (faywudnlaild X ueiilu v)
e I recommend shifting budget toward... (wusuauwuslvlonsuilssanalai...)




SCENARIO #05 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Action Item: Proposed Q3 Budget Reallocation Strategy

Hi Team,

Following up on today's strategy sync, attached is the revised proposal shifting 30% of ad spend toward
customer onboarding optimization. Let me know if you have any questions before Thursday's sign-off.

X adhna: 'You are wrong, the data says otherwise.' (WegAmsuazdanIusIugda)

{ Native Tip: i3usiueaa 'l see your point' u3a 'Building on what you said' Aautauauuzasas s
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DIFFICULT CONVERSATIONS e SCENARIO #06
Pushing Back on Unrealistic Deadlines & Scope Creep

@ anumsal: mslfimsivuasdenuibisumaaunalaniduanisaaniivinlaase

Client (David):
"We need the complete dashboard migration delivered by next Friday. "

Project Lead (Khun Art):

"To be completely transparent, delivering the full scope by next Friday would severely compromise code quality and
testing."

Client (David):
"What can we realistically have ready by that date?"

Khun Art:

"We can release the core reporting module by Friday, followed by the remaining analytics features the following week.
Does that align with your priority?"

Executive Phrase Bank:

« To be completely transparent... (ifamuTiselauazaselilasoun)

« Delivering X would compromise quality... (msdeuau X lunaifaznsznudanmnin)
e We can deliver Phase 1 by X, followed by Phase 2 by Y. (mansagonausnnau uadiausieiwasag)




SCENARIO #06 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Project Milestone Alignment & Phase 1 Delivery Timeline

Dear David,

To ensure rigorous testing and zero downtime, we propose delivering the core dashboard module on Friday,
March 15, with secondary features deploying on March 22. Please confirm if this rollout plan meets your
operational needs.

X atiwa: 'Impossible, we cannot doit.' (¥iTuiananduausiula)

| Native Tip: tduanividanuuu Phased Approach tauatiiasavilfias Deadline
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@ NEGOTIATION e SCENARIO #07

Asking for a Discount Without Sounding Cheap

@ d@anuniaai: mmsmmaamﬁmmnﬁwwmnLaas'smmﬁl,ﬁaﬁm”faa‘amlwy

Thai Manager (Khun Dan):

"We appreciate your quotation. However, given our projected volume increase for Q3, is there any flexibility on the unit
pricing?"

Supplier (Mr. Alex):

"Our margins are tight, but if you can commit to a 20% higher minimum order quantity, we can shave off 5% across the
board."

Khun Dan:

"That sounds workable. Could you send over a revised cost breakdown reflecting that volume tier by tomorrow
morning?"

Executive Phrase Bank:

e Is there any flexibility on the unit pricing? (fiduaausadiusailelvu)

« Given our projected volume increase... (iffafiarsanainuandodiaviagiiudu)
e Could you send over a revised cost breakdown? (zhadslutdguasiaativunlalvivian)




SCENARIO #07 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:

Subject: Revised Price Breakdown Request - Project Apex

Dear Alex,

Thank you for our productive call today. As discussed, we are prepared to commit to the higher volume tier
in exchange for the 5% price adjustment. Please send through the revised agreement at your earliest
convenience.

X atinwm: 'Your price is too expensive, discount please!’ (Wya Bitllufiaandinnazrannauaiuiasasag)

{ Native Tip: T2ie171 'flexibility’ »3a 'room for negotiation' unue131 'discount’ waua
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il EXECUTIVE MEETING e SCENARIO #@8
Interpreting Data & Tactfully Disagreeing with Senior Leadership

@ annunsal: nsugavANNiusvatvaIassATUTLsT NSNS IE AU

Director (Sarah):

"The current forecast suggests we should double our digital ad spend immediately. "

Thai Specialist (Khun Pim):

"I see your point, Sarah. However, if we ook at the conversion bottleneck in Q2, ourissue isn't traffic acquisition, but
ratheruserretention.”

Director (Sarah):

"Good catch, Pim. What would you propose we allocate the budget toward instead?"

Khun Pim:

"frecommend shifting 30% of that budget toward improving our onboarding funnel/ before scaling ad spend.”

Executive Phrase Bank:

« I see your point, however, if we look at... (s2hlayuuasaiy wadnsaiLay...)

e Our issue isn't X, but rather Y... (faywudnlaild X ueiilu v)
e I recommend shifting budget toward... (wusuauwuslvlonsuilssanalai...)




SCENARIO #08 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Action Item: Proposed Q3 Budget Reallocation Strategy

Hi Team,

Following up on today's strategy sync, attached is the revised proposal shifting 30% of ad spend toward
customer onboarding optimization. Let me know if you have any questions before Thursday's sign-off.

X adhna: 'You are wrong, the data says otherwise.' (WegAmsuazdanIusIugda)

{ Native Tip: i3usiueaa 'l see your point' u3a 'Building on what you said' Aautauauuzasas s
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DIFFICULT CONVERSATIONS e SCENARIO #09
Pushing Back on Unrealistic Deadlines & Scope Creep

@ anumsal: mslfimsivuasdenuibisumaaunalaniduanisaaniivinlaase

Client (David):
"We need the complete dashboard migration delivered by next Friday. "

Project Lead (Khun Art):

"To be completely transparent, delivering the full scope by next Friday would severely compromise code quality and
testing."

Client (David):
"What can we realistically have ready by that date?"

Khun Art:

"We can release the core reporting module by Friday, followed by the remaining analytics features the following week.
Does that align with your priority?"

Executive Phrase Bank:

« To be completely transparent... (ifamuTiselauazaselilasoun)

« Delivering X would compromise quality... (msdeuau X lunaifaznsznudanmnin)
e We can deliver Phase 1 by X, followed by Phase 2 by Y. (mansagonausnnau uadiausieiwasag)




SCENARIO #09 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Project Milestone Alignment & Phase 1 Delivery Timeline

Dear David,

To ensure rigorous testing and zero downtime, we propose delivering the core dashboard module on Friday,
March 15, with secondary features deploying on March 22. Please confirm if this rollout plan meets your
operational needs.

X atiwa: 'Impossible, we cannot doit.' (¥iTuiananduausiula)

| Native Tip: tduanividanuuu Phased Approach tauatiiasavilfias Deadline
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@ NEGOTIATION e SCENARIO #10

Asking for a Discount Without Sounding Cheap

@ d@anuniaai: mmsmmaamﬁmmnﬁwwmnLaas'smmﬁl,ﬁaﬁm”faa‘amlwy

Thai Manager (Khun Dan):

"We appreciate your quotation. However, given our projected volume increase for Q3, is there any flexibility on the unit
pricing?"

Supplier (Mr. Alex):

"Our margins are tight, but if you can commit to a 20% higher minimum order quantity, we can shave off 5% across the
board."

Khun Dan:

"That sounds workable. Could you send over a revised cost breakdown reflecting that volume tier by tomorrow
morning?"

Executive Phrase Bank:

e Is there any flexibility on the unit pricing? (fiduaausadiusailelvu)

« Given our projected volume increase... (iffafiarsanainuandodiaviagiiudu)
e Could you send over a revised cost breakdown? (zhadslutdguasiaativunlalvivian)




SCENARIO #10 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:

Subject: Revised Price Breakdown Request - Project Apex

Dear Alex,

Thank you for our productive call today. As discussed, we are prepared to commit to the higher volume tier
in exchange for the 5% price adjustment. Please send through the revised agreement at your earliest
convenience.

X atinwm: 'Your price is too expensive, discount please!’ (Wya Bitllufiaandinnazrannauaiuiasasag)

{ Native Tip: T2ie171 'flexibility’ »3a 'room for negotiation' unue131 'discount’ waua
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il EXECUTIVE MEETING e SCENARIO #11
Interpreting Data & Tactfully Disagreeing with Senior Leadership

@ annunsal: nsugavANNiusvatvaIassATUTLsT NSNS IE AU

Director (Sarah):

"The current forecast suggests we should double our digital ad spend immediately. "

Thai Specialist (Khun Pim):

"I see your point, Sarah. However, if we ook at the conversion bottleneck in Q2, ourissue isn't traffic acquisition, but
ratheruserretention.”

Director (Sarah):

"Good catch, Pim. What would you propose we allocate the budget toward instead?"

Khun Pim:

"frecommend shifting 30% of that budget toward improving our onboarding funnel/ before scaling ad spend.”

Executive Phrase Bank:

« I see your point, however, if we look at... (s2hlayuuasaiy wadnsaiLay...)

e Our issue isn't X, but rather Y... (faywudnlaild X ueiilu v)
e I recommend shifting budget toward... (wusuauwuslvlonsuilssanalai...)




SCENARIO #11 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Action Item: Proposed Q3 Budget Reallocation Strategy

Hi Team,

Following up on today's strategy sync, attached is the revised proposal shifting 30% of ad spend toward
customer onboarding optimization. Let me know if you have any questions before Thursday's sign-off.

X adhna: 'You are wrong, the data says otherwise.' (WegAmsuazdanIusIugda)

{ Native Tip: i3usiueaa 'l see your point' u3a 'Building on what you said' Aautauauuzasas s
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DIFFICULT CONVERSATIONS e SCENARIO #12
Pushing Back on Unrealistic Deadlines & Scope Creep

@ anumsal: mslfimsivuasdenuibisumaaunalaniduanisaaniivinlaase

Client (David):
"We need the complete dashboard migration delivered by next Friday. "

Project Lead (Khun Art):

"To be completely transparent, delivering the full scope by next Friday would severely compromise code quality and
testing."

Client (David):
"What can we realistically have ready by that date?"

Khun Art:

"We can release the core reporting module by Friday, followed by the remaining analytics features the following week.
Does that align with your priority?"

Executive Phrase Bank:

« To be completely transparent... (ifamuTiselauazaselilasoun)

« Delivering X would compromise quality... (msdeuau X lunaifaznsznudanmnin)
e We can deliver Phase 1 by X, followed by Phase 2 by Y. (mansagonausnnau uadiausieiwasag)




SCENARIO #12 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Project Milestone Alignment & Phase 1 Delivery Timeline

Dear David,

To ensure rigorous testing and zero downtime, we propose delivering the core dashboard module on Friday,
March 15, with secondary features deploying on March 22. Please confirm if this rollout plan meets your
operational needs.

X atiwa: 'Impossible, we cannot doit.' (¥iTuiananduausiula)

| Native Tip: tduanividanuuu Phased Approach tauatiiasavilfias Deadline
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@ NEGOTIATION e SCENARIO #13

Asking for a Discount Without Sounding Cheap

@ d@anuniaai: mmsmmaamﬁmmnﬁwwmnLaas'smmﬁl,ﬁaﬁm”faa‘amlwy

Thai Manager (Khun Dan):

"We appreciate your quotation. However, given our projected volume increase for Q3, is there any flexibility on the unit
pricing?"

Supplier (Mr. Alex):

"Our margins are tight, but if you can commit to a 20% higher minimum order quantity, we can shave off 5% across the
board."

Khun Dan:

"That sounds workable. Could you send over a revised cost breakdown reflecting that volume tier by tomorrow
morning?"

Executive Phrase Bank:

e Is there any flexibility on the unit pricing? (fiduaausadiusailelvu)

« Given our projected volume increase... (iffafiarsanainuandodiaviagiiudu)
e Could you send over a revised cost breakdown? (zhadslutdguasiaativunlalvivian)




SCENARIO #13 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:

Subject: Revised Price Breakdown Request - Project Apex

Dear Alex,

Thank you for our productive call today. As discussed, we are prepared to commit to the higher volume tier
in exchange for the 5% price adjustment. Please send through the revised agreement at your earliest
convenience.

X atinwm: 'Your price is too expensive, discount please!’ (Wya Bitllufiaandinnazrannauaiuiasasag)

{ Native Tip: T2ie171 'flexibility’ »3a 'room for negotiation' unue131 'discount’ waua
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il EXECUTIVE MEETING e SCENARIO #14
Interpreting Data & Tactfully Disagreeing with Senior Leadership

@ annunsal: nsugavANNiusvatvaIassATUTLsT NSNS IE AU

Director (Sarah):

"The current forecast suggests we should double our digital ad spend immediately. "

Thai Specialist (Khun Pim):

"I see your point, Sarah. However, if we ook at the conversion bottleneck in Q2, ourissue isn't traffic acquisition, but
ratheruserretention.”

Director (Sarah):

"Good catch, Pim. What would you propose we allocate the budget toward instead?"

Khun Pim:

"frecommend shifting 30% of that budget toward improving our onboarding funnel/ before scaling ad spend.”

Executive Phrase Bank:

« I see your point, however, if we look at... (s2hlayuuasaiy wadnsaiLay...)

e Our issue isn't X, but rather Y... (faywudnlaild X ueiilu v)
e I recommend shifting budget toward... (wusuauwuslvlonsuilssanalai...)




SCENARIO #14 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Action Item: Proposed Q3 Budget Reallocation Strategy

Hi Team,

Following up on today's strategy sync, attached is the revised proposal shifting 30% of ad spend toward
customer onboarding optimization. Let me know if you have any questions before Thursday's sign-off.

X adhna: 'You are wrong, the data says otherwise.' (WegAmsuazdanIusIugda)

{ Native Tip: i3usiueaa 'l see your point' u3a 'Building on what you said' Aautauauuzasas s
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DIFFICULT CONVERSATIONS e SCENARIO #15
Pushing Back on Unrealistic Deadlines & Scope Creep

@ anumsal: mslfimsivuasdenuibisumaaunalaniduanisaaniivinlaase

Client (David):
"We need the complete dashboard migration delivered by next Friday. "

Project Lead (Khun Art):

"To be completely transparent, delivering the full scope by next Friday would severely compromise code quality and
testing."

Client (David):
"What can we realistically have ready by that date?"

Khun Art:

"We can release the core reporting module by Friday, followed by the remaining analytics features the following week.
Does that align with your priority?"

Executive Phrase Bank:

« To be completely transparent... (ifamuTiselauazaselilasoun)

« Delivering X would compromise quality... (msdeuau X lunaifaznsznudanmnin)
e We can deliver Phase 1 by X, followed by Phase 2 by Y. (mansagonausnnau uadiausieiwasag)




SCENARIO #15 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Project Milestone Alignment & Phase 1 Delivery Timeline

Dear David,

To ensure rigorous testing and zero downtime, we propose delivering the core dashboard module on Friday,
March 15, with secondary features deploying on March 22. Please confirm if this rollout plan meets your
operational needs.

X atiwa: 'Impossible, we cannot doit.' (¥iTuiananduausiula)

| Native Tip: tduanividanuuu Phased Approach tauatiiasavilfias Deadline
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@ NEGOTIATION e SCENARIO #16

Asking for a Discount Without Sounding Cheap

@ d@anuniaai: mmsmmaamﬁmmnﬁwwmnLaas'smmﬁl,ﬁaﬁm”faa‘amlwy

Thai Manager (Khun Dan):

"We appreciate your quotation. However, given our projected volume increase for Q3, is there any flexibility on the unit
pricing?"

Supplier (Mr. Alex):

"Our margins are tight, but if you can commit to a 20% higher minimum order quantity, we can shave off 5% across the
board."

Khun Dan:

"That sounds workable. Could you send over a revised cost breakdown reflecting that volume tier by tomorrow
morning?"

Executive Phrase Bank:

e Is there any flexibility on the unit pricing? (fiduaausadiusailelvu)

« Given our projected volume increase... (iffafiarsanainuandodiaviagiiudu)
e Could you send over a revised cost breakdown? (zhadslutdguasiaativunlalvivian)




SCENARIO #16 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:

Subject: Revised Price Breakdown Request - Project Apex

Dear Alex,

Thank you for our productive call today. As discussed, we are prepared to commit to the higher volume tier
in exchange for the 5% price adjustment. Please send through the revised agreement at your earliest
convenience.

X atinwm: 'Your price is too expensive, discount please!’ (Wya Bitllufiaandinnazrannauaiuiasasag)

{ Native Tip: T2ie171 'flexibility’ »3a 'room for negotiation' unue131 'discount’ waua
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il EXECUTIVE MEETING e SCENARIO #17
Interpreting Data & Tactfully Disagreeing with Senior Leadership

@ annunsal: nsugavANNiusvatvaIassATUTLsT NSNS IE AU

Director (Sarah):

"The current forecast suggests we should double our digital ad spend immediately. "

Thai Specialist (Khun Pim):

"I see your point, Sarah. However, if we ook at the conversion bottleneck in Q2, ourissue isn't traffic acquisition, but
ratheruserretention.”

Director (Sarah):

"Good catch, Pim. What would you propose we allocate the budget toward instead?"

Khun Pim:

"frecommend shifting 30% of that budget toward improving our onboarding funnel/ before scaling ad spend.”

Executive Phrase Bank:

« I see your point, however, if we look at... (s2hlayuuasaiy wadnsaiLay...)

e Our issue isn't X, but rather Y... (faywudnlaild X ueiilu v)
e I recommend shifting budget toward... (wusuauwuslvlonsuilssanalai...)




SCENARIO #17 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Action Item: Proposed Q3 Budget Reallocation Strategy

Hi Team,

Following up on today's strategy sync, attached is the revised proposal shifting 30% of ad spend toward
customer onboarding optimization. Let me know if you have any questions before Thursday's sign-off.

X adhna: 'You are wrong, the data says otherwise.' (WegAmsuazdanIusIugda)

{ Native Tip: i3usiueaa 'l see your point' u3a 'Building on what you said' Aautauauuzasas s
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DIFFICULT CONVERSATIONS e SCENARIO #18
Pushing Back on Unrealistic Deadlines & Scope Creep

@ anumsal: mslfimsivuasdenuibisumaaunalaniduanisaaniivinlaase

Client (David):
"We need the complete dashboard migration delivered by next Friday. "

Project Lead (Khun Art):

"To be completely transparent, delivering the full scope by next Friday would severely compromise code quality and
testing."

Client (David):
"What can we realistically have ready by that date?"

Khun Art:

"We can release the core reporting module by Friday, followed by the remaining analytics features the following week.
Does that align with your priority?"

Executive Phrase Bank:

« To be completely transparent... (ifamuTiselauazaselilasoun)

« Delivering X would compromise quality... (msdeuau X lunaifaznsznudanmnin)
e We can deliver Phase 1 by X, followed by Phase 2 by Y. (mansagonausnnau uadiausieiwasag)




SCENARIO #18 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Project Milestone Alignment & Phase 1 Delivery Timeline

Dear David,

To ensure rigorous testing and zero downtime, we propose delivering the core dashboard module on Friday,
March 15, with secondary features deploying on March 22. Please confirm if this rollout plan meets your
operational needs.

X atiwa: 'Impossible, we cannot doit.' (¥iTuiananduausiula)

| Native Tip: tduanividanuuu Phased Approach tauatiiasavilfias Deadline
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B NEGOTIATION e SCENARIO #19

Asking for a Discount Without Sounding Cheap

@ d@anuniaai: mmsmmaamﬁmmnﬁwwmnLaas'smmﬁl,ﬁaﬁm”faa‘amlwy

Thai Manager (Khun Dan):

"We appreciate your quotation. However, given our projected volume increase for Q3, is there any flexibility on the unit
pricing?"

Supplier (Mr. Alex):

"Our margins are tight, but if you can commit to a 20% higher minimum order quantity, we can shave off 5% across the
board."

Khun Dan:

"That sounds workable. Could you send over a revised cost breakdown reflecting that volume tier by tomorrow
morning?"

Executive Phrase Bank:

e Is there any flexibility on the unit pricing? (fiduaausadiusailelvu)

« Given our projected volume increase... (iffafiarsanainuandodiaviagiiudu)
e Could you send over a revised cost breakdown? (zhadslutdguasiaativunlalvivian)




SCENARIO #19 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:

Subject: Revised Price Breakdown Request - Project Apex

Dear Alex,

Thank you for our productive call today. As discussed, we are prepared to commit to the higher volume tier
in exchange for the 5% price adjustment. Please send through the revised agreement at your earliest
convenience.

X atinwm: 'Your price is too expensive, discount please!’ (Wya Bitllufiaandinnazrannauaiuiasasag)

{ Native Tip: T2ie171 'flexibility’ »3a 'room for negotiation' unue131 'discount’ waua
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il EXECUTIVE MEETING e SCENARIO #20
Interpreting Data & Tactfully Disagreeing with Senior Leadership

@ annunsal: nsugavANNiusvatvaIassATUTLsT NSNS IE AU

Director (Sarah):

"The current forecast suggests we should double our digital ad spend immediately. "

Thai Specialist (Khun Pim):

"I see your point, Sarah. However, if we ook at the conversion bottleneck in Q2, ourissue isn't traffic acquisition, but
ratheruserretention.”

Director (Sarah):

"Good catch, Pim. What would you propose we allocate the budget toward instead?"

Khun Pim:

"frecommend shifting 30% of that budget toward improving our onboarding funnel/ before scaling ad spend.”

Executive Phrase Bank:

« I see your point, however, if we look at... (s2hlayuuasaiy wadnsaiLay...)

e Our issue isn't X, but rather Y... (faywudnlaild X ueiilu v)
e I recommend shifting budget toward... (wusuauwuslvlonsuilssanalai...)




SCENARIO #20 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Action Item: Proposed Q3 Budget Reallocation Strategy

Hi Team,

Following up on today's strategy sync, attached is the revised proposal shifting 30% of ad spend toward
customer onboarding optimization. Let me know if you have any questions before Thursday's sign-off.

X adhna: 'You are wrong, the data says otherwise.' (WegAmsuazdanIusIugda)

{ Native Tip: i3usiueaa 'l see your point' u3a 'Building on what you said' Aautauauuzasas s

50



DIFFICULT CONVERSATIONS e SCENARIO #21
Pushing Back on Unrealistic Deadlines & Scope Creep

@ anumsal: mslfimsivuasdenuibisumaaunalaniduanisaaniivinlaase

Client (David):
"We need the complete dashboard migration delivered by next Friday. "

Project Lead (Khun Art):

"To be completely transparent, delivering the full scope by next Friday would severely compromise code quality and
testing."

Client (David):
"What can we realistically have ready by that date?"

Khun Art:

"We can release the core reporting module by Friday, followed by the remaining analytics features the following week.
Does that align with your priority?"

Executive Phrase Bank:

« To be completely transparent... (ifamuTiselauazaselilasoun)

« Delivering X would compromise quality... (msdeuau X lunaifaznsznudanmnin)
e We can deliver Phase 1 by X, followed by Phase 2 by Y. (mansagonausnnau uadiausieiwasag)




SCENARIO #21 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Project Milestone Alignment & Phase 1 Delivery Timeline

Dear David,

To ensure rigorous testing and zero downtime, we propose delivering the core dashboard module on Friday,
March 15, with secondary features deploying on March 22. Please confirm if this rollout plan meets your
operational needs.

X atiwa: 'Impossible, we cannot doit.' (¥iTuiananduausiula)

| Native Tip: tduanividanuuu Phased Approach tauatiiasavilfias Deadline
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B NEGOTIATION e SCENARIO #22

Asking for a Discount Without Sounding Cheap

@ d@anuniaai: mmsmmaamﬁmmnﬁwwmnLaas'smmﬁl,ﬁaﬁofiaa‘amlwy

Thai Manager (Khun Dan):

"We appreciate your quotation. However, given our projected volume increase for Q3, is there any flexibility on the unit
pricing?"

Supplier (Mr. Alex):

"Our margins are tight, but if you can commit to a 20% higher minimum order quantity, we can shave off 5% across the
board."

Khun Dan:

"That sounds workable. Could you send over a revised cost breakdown reflecting that volume tier by tomorrow
morning?"

Executive Phrase Bank:

e Is there any flexibility on the unit pricing? (fiduaausadiusailelvu)

« Given our projected volume increase... (iffafiarsanainuandodiaviagiiudu)
e Could you send over a revised cost breakdown? (zhadslutdguasiaativunlalvivian)




SCENARIO #22 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:

Subject: Revised Price Breakdown Request - Project Apex

Dear Alex,

Thank you for our productive call today. As discussed, we are prepared to commit to the higher volume tier
in exchange for the 5% price adjustment. Please send through the revised agreement at your earliest
convenience.

X atinwm: 'Your price is too expensive, discount please!’ (Wya Bitllufiaandinwazrannaudiuiasasag)

{ Native Tip: 12iei171 'flexibility’ »3a 'room for negotiation' unue31 'discount’ taua
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il EXECUTIVE MEETING e SCENARIO #23
Interpreting Data & Tactfully Disagreeing with Senior Leadership

@ annunsal: nsugavANNiusvatvaIassATUTLsT NSNS IE AU

Director (Sarah):

"The current forecast suggests we should double our digital ad spend immediately. "

Thai Specialist (Khun Pim):

"I see your point, Sarah. However, if we ook at the conversion bottleneck in Q2, ourissue isn't traffic acquisition, but
ratheruserretention.”

Director (Sarah):

"Good catch, Pim. What would you propose we allocate the budget toward instead?"

Khun Pim:

"frecommend shifting 30% of that budget toward improving our onboarding funnel/ before scaling ad spend.”

Executive Phrase Bank:

« I see your point, however, if we look at... (s2hlayuuasaiy wadnsaiLay...)

e Our issue isn't X, but rather Y... (faywudnlaild X ueiilu v)
e I recommend shifting budget toward... (wusuauwuslvlonsuilssanalai...)




SCENARIO #23 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Action Item: Proposed Q3 Budget Reallocation Strategy

Hi Team,

Following up on today's strategy sync, attached is the revised proposal shifting 30% of ad spend toward
customer onboarding optimization. Let me know if you have any questions before Thursday's sign-off.

X adhna: 'You are wrong, the data says otherwise.' (WegAmsuazdanIusIugda)

{ Native Tip: i3usiueaa 'l see your point' u3a 'Building on what you said' Aautauauuzasas s
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DIFFICULT CONVERSATIONS e SCENARIO #24
Pushing Back on Unrealistic Deadlines & Scope Creep

@ anumsal: mslfimsivuasdenuibisumaaunalaniduanisaaniivinlaase

Client (David):
"We need the complete dashboard migration delivered by next Friday. "

Project Lead (Khun Art):

"To be completely transparent, delivering the full scope by next Friday would severely compromise code quality and
testing."

Client (David):
"What can we realistically have ready by that date?"

Khun Art:

"We can release the core reporting module by Friday, followed by the remaining analytics features the following week.
Does that align with your priority?"

Executive Phrase Bank:

« To be completely transparent... (ifamuTiselauazaselilasoun)

« Delivering X would compromise quality... (msdeuau X lunaifaznsznudanmnin)
e We can deliver Phase 1 by X, followed by Phase 2 by Y. (mansagonausnnau uadiausieiwasag)




SCENARIO #24 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Project Milestone Alignment & Phase 1 Delivery Timeline

Dear David,

To ensure rigorous testing and zero downtime, we propose delivering the core dashboard module on Friday,
March 15, with secondary features deploying on March 22. Please confirm if this rollout plan meets your
operational needs.

X atiwa: 'Impossible, we cannot doit.' (¥iTuiananduausiula)

| Native Tip: tduanividanuuu Phased Approach tauatiiasavilfias Deadline
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@ NEGOTIATION e SCENARIO #25

Asking for a Discount Without Sounding Cheap

@ d@anuniaai: mmsmmaamﬁmmnﬁwwmnLaas'smmﬁl,ﬁaﬁofiaa‘amlwy

Thai Manager (Khun Dan):

"We appreciate your quotation. However, given our projected volume increase for Q3, is there any flexibility on the unit
pricing?"

Supplier (Mr. Alex):

"Our margins are tight, but if you can commit to a 20% higher minimum order quantity, we can shave off 5% across the
board."

Khun Dan:

"That sounds workable. Could you send over a revised cost breakdown reflecting that volume tier by tomorrow
morning?"

Executive Phrase Bank:

e Is there any flexibility on the unit pricing? (fiduaausadiusailelvu)

« Given our projected volume increase... (iffafiarsanainuandodiaviagiiudu)
e Could you send over a revised cost breakdown? (zhadslutdguasiaativunlalvivian)




SCENARIO #25 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:

Subject: Revised Price Breakdown Request - Project Apex

Dear Alex,

Thank you for our productive call today. As discussed, we are prepared to commit to the higher volume tier
in exchange for the 5% price adjustment. Please send through the revised agreement at your earliest
convenience.

X atinwm: 'Your price is too expensive, discount please!’ (Wya Bitllufiaandinwazrannaudiuiasasag)

{ Native Tip: 12iei171 'flexibility’ »3a 'room for negotiation' unue31 'discount’ taua
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il EXECUTIVE MEETING e SCENARIO #26
Interpreting Data & Tactfully Disagreeing with Senior Leadership

@ annunsal: nsugavANNiusvatvaIassATUTLsT NSNS IE AU

Director (Sarah):

"The current forecast suggests we should double our digital ad spend immediately. "

Thai Specialist (Khun Pim):

"I see your point, Sarah. However, if we ook at the conversion bottleneck in Q2, ourissue isn't traffic acquisition, but
ratheruserretention.”

Director (Sarah):

"Good catch, Pim. What would you propose we allocate the budget toward instead?"

Khun Pim:

"frecommend shifting 30% of that budget toward improving our onboarding funnel/ before scaling ad spend.”

Executive Phrase Bank:

« I see your point, however, if we look at... (s2hlayuuasaiy wadnsaiLay...)

e Our issue isn't X, but rather Y... (faywudnlaild X ueiilu v)
e I recommend shifting budget toward... (wusuauwuslvlonsuilssanalai...)




SCENARIO #26 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Action Item: Proposed Q3 Budget Reallocation Strategy

Hi Team,

Following up on today's strategy sync, attached is the revised proposal shifting 30% of ad spend toward
customer onboarding optimization. Let me know if you have any questions before Thursday's sign-off.

X adhna: 'You are wrong, the data says otherwise.' (WegAmsuazdanIusIugda)

{ Native Tip: i3usiueaa 'l see your point' u3a 'Building on what you said' Aautauauuzasas s
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DIFFICULT CONVERSATIONS e SCENARIO #27
Pushing Back on Unrealistic Deadlines & Scope Creep

@ anumsal: mslfimsivuasdenuibisumaaunalaniduanisaaniivinlaase

Client (David):
"We need the complete dashboard migration delivered by next Friday. "

Project Lead (Khun Art):

"To be completely transparent, delivering the full scope by next Friday would severely compromise code quality and
testing."

Client (David):
"What can we realistically have ready by that date?"

Khun Art:

"We can release the core reporting module by Friday, followed by the remaining analytics features the following week.
Does that align with your priority?"

Executive Phrase Bank:

« To be completely transparent... (ifamuTiselauazaselilasoun)

« Delivering X would compromise quality... (msdeuau X lunaifaznsznudanmnin)
e We can deliver Phase 1 by X, followed by Phase 2 by Y. (mansagonausnnau uadiausieiwasag)




SCENARIO #27 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Project Milestone Alignment & Phase 1 Delivery Timeline

Dear David,

To ensure rigorous testing and zero downtime, we propose delivering the core dashboard module on Friday,
March 15, with secondary features deploying on March 22. Please confirm if this rollout plan meets your
operational needs.

X atiwa: 'Impossible, we cannot doit.' (¥iTuiananduausiula)

| Native Tip: tduanividanuuu Phased Approach tauatiiasavilfias Deadline
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B NEGOTIATION e SCENARIO #28

Asking for a Discount Without Sounding Cheap

@ d@anuniaai: mmsmmaamﬁmmnﬁwwmnLaas'smmﬁl,ﬁaﬁofiaa‘amlwy

Thai Manager (Khun Dan):

"We appreciate your quotation. However, given our projected volume increase for Q3, is there any flexibility on the unit
pricing?"

Supplier (Mr. Alex):

"Our margins are tight, but if you can commit to a 20% higher minimum order quantity, we can shave off 5% across the
board."

Khun Dan:

"That sounds workable. Could you send over a revised cost breakdown reflecting that volume tier by tomorrow
morning?"

Executive Phrase Bank:

e Is there any flexibility on the unit pricing? (fiduaausadiusailelvu)

« Given our projected volume increase... (iffafiarsanainuandodiaviagiiudu)
e Could you send over a revised cost breakdown? (zhadslutdguasiaativunlalvivian)




SCENARIO #28 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:

Subject: Revised Price Breakdown Request - Project Apex

Dear Alex,

Thank you for our productive call today. As discussed, we are prepared to commit to the higher volume tier
in exchange for the 5% price adjustment. Please send through the revised agreement at your earliest
convenience.

X atinwm: 'Your price is too expensive, discount please!’ (Wya Bitllufiaandinwazrannaudiuiasasag)

{ Native Tip: 12iei171 'flexibility’ »3a 'room for negotiation' unue31 'discount’ taua
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il EXECUTIVE MEETING e SCENARIO #29
Interpreting Data & Tactfully Disagreeing with Senior Leadership

@ annunsal: nsugavANNiusvatvaIassATUTLsT NSNS IE AU

Director (Sarah):

"The current forecast suggests we should double our digital ad spend immediately. "

Thai Specialist (Khun Pim):

"I see your point, Sarah. However, if we ook at the conversion bottleneck in Q2, ourissue isn't traffic acquisition, but
ratheruserretention.”

Director (Sarah):

"Good catch, Pim. What would you propose we allocate the budget toward instead?"

Khun Pim:

"frecommend shifting 30% of that budget toward improving our onboarding funnel/ before scaling ad spend.”

Executive Phrase Bank:

« I see your point, however, if we look at... (s2hlayuuasaiy wadnsaiLay...)

e Our issue isn't X, but rather Y... (faywudnlaild X ueiilu v)
e I recommend shifting budget toward... (wusuauwuslvlonsuilssanalai...)




SCENARIO #29 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Action Item: Proposed Q3 Budget Reallocation Strategy

Hi Team,

Following up on today's strategy sync, attached is the revised proposal shifting 30% of ad spend toward
customer onboarding optimization. Let me know if you have any questions before Thursday's sign-off.

X adhna: 'You are wrong, the data says otherwise.' (WegAmsuazdanIusIugda)

{ Native Tip: i3usiueaa 'l see your point' u3a 'Building on what you said' Aautauauuzasas s
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DIFFICULT CONVERSATIONS e SCENARIO #30
Pushing Back on Unrealistic Deadlines & Scope Creep

@ anumsal: mslfimsivuasdenuibisumaaunalaniduanisaaniivinlaase

Client (David):
"We need the complete dashboard migration delivered by next Friday. "

Project Lead (Khun Art):

"To be completely transparent, delivering the full scope by next Friday would severely compromise code quality and
testing."

Client (David):
"What can we realistically have ready by that date?"

Khun Art:

"We can release the core reporting module by Friday, followed by the remaining analytics features the following week.
Does that align with your priority?"

Executive Phrase Bank:

« To be completely transparent... (ifamuTiselauazaselilasoun)

« Delivering X would compromise quality... (msdeuau X lunaifaznsznudanmnin)
e We can deliver Phase 1 by X, followed by Phase 2 by Y. (mansagonausnnau uadiausieiwasag)




SCENARIO #30 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Project Milestone Alignment & Phase 1 Delivery Timeline

Dear David,

To ensure rigorous testing and zero downtime, we propose delivering the core dashboard module on Friday,
March 15, with secondary features deploying on March 22. Please confirm if this rollout plan meets your
operational needs.

X atiwa: 'Impossible, we cannot doit.' (¥iTuiananduausiula)

| Native Tip: tduanividanuuu Phased Approach tauatiiasavilfias Deadline
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@ NEGOTIATION e SCENARIO #31

Asking for a Discount Without Sounding Cheap

@ d@anuniaai: mmsmmaamﬁmmnﬁwwmnLaas'smmﬁl,ﬁaﬁofiaa‘amlwy

Thai Manager (Khun Dan):

"We appreciate your quotation. However, given our projected volume increase for Q3, is there any flexibility on the unit
pricing?"

Supplier (Mr. Alex):

"Our margins are tight, but if you can commit to a 20% higher minimum order quantity, we can shave off 5% across the
board."

Khun Dan:

"That sounds workable. Could you send over a revised cost breakdown reflecting that volume tier by tomorrow
morning?"

Executive Phrase Bank:

e Is there any flexibility on the unit pricing? (fiduaausadiusailelvu)

« Given our projected volume increase... (iffafiarsanainuandodiaviagiiudu)
e Could you send over a revised cost breakdown? (zhadslutdguasiaativunlalvivian)




SCENARIO #31 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:

Subject: Revised Price Breakdown Request - Project Apex

Dear Alex,

Thank you for our productive call today. As discussed, we are prepared to commit to the higher volume tier
in exchange for the 5% price adjustment. Please send through the revised agreement at your earliest
convenience.

X atinwm: 'Your price is too expensive, discount please!’ (Wya Bitllufiaandinwazrannaudiuiasasag)

{ Native Tip: 12iei171 'flexibility’ »3a 'room for negotiation' unue31 'discount’ taua
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il EXECUTIVE MEETING e SCENARIO #32
Interpreting Data & Tactfully Disagreeing with Senior Leadership

@ annunsal: nsugavANNiusvatvaIassATUTLsT NSNS IE AU

Director (Sarah):

"The current forecast suggests we should double our digital ad spend immediately. "

Thai Specialist (Khun Pim):

"I see your point, Sarah. However, if we ook at the conversion bottleneck in Q2, ourissue isn't traffic acquisition, but
ratheruserretention.”

Director (Sarah):

"Good catch, Pim. What would you propose we allocate the budget toward instead?"

Khun Pim:

"frecommend shifting 30% of that budget toward improving our onboarding funnel/ before scaling ad spend.”

Executive Phrase Bank:

« I see your point, however, if we look at... (s2hlayuuasaiy wadnsaiLay...)

e Our issue isn't X, but rather Y... (faywudnlaild X ueiilu v)
e I recommend shifting budget toward... (wusuauwuslvlonsuilssanalai...)




SCENARIO #32 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Action Item: Proposed Q3 Budget Reallocation Strategy

Hi Team,

Following up on today's strategy sync, attached is the revised proposal shifting 30% of ad spend toward
customer onboarding optimization. Let me know if you have any questions before Thursday's sign-off.

X adhna: 'You are wrong, the data says otherwise.' (WegAmsuazdanIusIugda)

{ Native Tip: i3usiueaa 'l see your point' u3a 'Building on what you said' Aautauauuzasas s
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DIFFICULT CONVERSATIONS e SCENARIO #33
Pushing Back on Unrealistic Deadlines & Scope Creep

@ anumsal: mslfimsivuasdenuibisumaaunalaniduanisaaniivinlaase

Client (David):
"We need the complete dashboard migration delivered by next Friday. "

Project Lead (Khun Art):

"To be completely transparent, delivering the full scope by next Friday would severely compromise code quality and
testing."

Client (David):
"What can we realistically have ready by that date?"

Khun Art:

"We can release the core reporting module by Friday, followed by the remaining analytics features the following week.
Does that align with your priority?"

Executive Phrase Bank:

« To be completely transparent... (ifamuTiselauazaselilasoun)

« Delivering X would compromise quality... (msdeuau X lunaifaznsznudanmnin)
e We can deliver Phase 1 by X, followed by Phase 2 by Y. (mansagonausnnau uadiausieiwasag)




SCENARIO #33 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Project Milestone Alignment & Phase 1 Delivery Timeline

Dear David,

To ensure rigorous testing and zero downtime, we propose delivering the core dashboard module on Friday,
March 15, with secondary features deploying on March 22. Please confirm if this rollout plan meets your
operational needs.

X atiwa: 'Impossible, we cannot doit.' (¥iTuiananduausiula)

| Native Tip: tduanividanuuu Phased Approach tauatiiasavilfias Deadline
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@ NEGOTIATION e SCENARIO #34

Asking for a Discount Without Sounding Cheap

@ d@anuniaai: mmsmmaamﬁmmnﬁwwmnLaas'smmﬁl,ﬁaﬁofiaa‘amlwy

Thai Manager (Khun Dan):

"We appreciate your quotation. However, given our projected volume increase for Q3, is there any flexibility on the unit
pricing?"

Supplier (Mr. Alex):

"Our margins are tight, but if you can commit to a 20% higher minimum order quantity, we can shave off 5% across the
board."

Khun Dan:

"That sounds workable. Could you send over a revised cost breakdown reflecting that volume tier by tomorrow
morning?"

Executive Phrase Bank:

e Is there any flexibility on the unit pricing? (fiduaausadiusailelvu)

« Given our projected volume increase... (iffafiarsanainuandodiaviagiiudu)
e Could you send over a revised cost breakdown? (zhadslutdguasiaativunlalvivian)




SCENARIO #34 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:

Subject: Revised Price Breakdown Request - Project Apex

Dear Alex,

Thank you for our productive call today. As discussed, we are prepared to commit to the higher volume tier
in exchange for the 5% price adjustment. Please send through the revised agreement at your earliest
convenience.

X atinwm: 'Your price is too expensive, discount please!’ (Wya Bitllufiaandinwazrannaudiuiasasag)

{ Native Tip: 12iei171 'flexibility’ »3a 'room for negotiation' unue31 'discount’ taua
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il EXECUTIVE MEETING e SCENARIO #35
Interpreting Data & Tactfully Disagreeing with Senior Leadership

@ annunsal: nsugavANNiusvatvaIassATUTLsT NSNS IE AU

Director (Sarah):

"The current forecast suggests we should double our digital ad spend immediately. "

Thai Specialist (Khun Pim):

"I see your point, Sarah. However, if we ook at the conversion bottleneck in Q2, ourissue isn't traffic acquisition, but
ratheruserretention.”

Director (Sarah):

"Good catch, Pim. What would you propose we allocate the budget toward instead?"

Khun Pim:

"frecommend shifting 30% of that budget toward improving our onboarding funnel/ before scaling ad spend.”

Executive Phrase Bank:

« I see your point, however, if we look at... (s2hlayuuasaiy wadnsaiLay...)

e Our issue isn't X, but rather Y... (faywudnlaild X ueiilu v)
e I recommend shifting budget toward... (wusuauwuslvlonsuilssanalai...)




SCENARIO #35 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Action Item: Proposed Q3 Budget Reallocation Strategy

Hi Team,

Following up on today's strategy sync, attached is the revised proposal shifting 30% of ad spend toward
customer onboarding optimization. Let me know if you have any questions before Thursday's sign-off.

X adhna: 'You are wrong, the data says otherwise.' (WegAmsuazdanIusIugda)

{ Native Tip: i3usiueaa 'l see your point' u3a 'Building on what you said' Aautauauuzasas s
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DIFFICULT CONVERSATIONS e SCENARIO #36
Pushing Back on Unrealistic Deadlines & Scope Creep

@ anumsal: mslfimsivuasdenuibisumaaunalaniduanisaaniivinlaase

Client (David):
"We need the complete dashboard migration delivered by next Friday. "

Project Lead (Khun Art):

"To be completely transparent, delivering the full scope by next Friday would severely compromise code quality and
testing."

Client (David):
"What can we realistically have ready by that date?"

Khun Art:

"We can release the core reporting module by Friday, followed by the remaining analytics features the following week.
Does that align with your priority?"

Executive Phrase Bank:

« To be completely transparent... (ifamuTiselauazaselilasoun)

« Delivering X would compromise quality... (msdeuau X lunaifaznsznudanmnin)
e We can deliver Phase 1 by X, followed by Phase 2 by Y. (mansagonausnnau uadiausieiwasag)




SCENARIO #36 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Project Milestone Alignment & Phase 1 Delivery Timeline

Dear David,

To ensure rigorous testing and zero downtime, we propose delivering the core dashboard module on Friday,
March 15, with secondary features deploying on March 22. Please confirm if this rollout plan meets your
operational needs.

X atiwa: 'Impossible, we cannot doit.' (¥iTuiananduausiula)

| Native Tip: tduanividanuuu Phased Approach tauatiiasavilfias Deadline
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@ NEGOTIATION e SCENARIO #37

Asking for a Discount Without Sounding Cheap

@ d@anuniaai: mmsmmaamﬁmmnﬁwwmnLaas'smmﬁl,ﬁaﬁofiaa‘amlwy

Thai Manager (Khun Dan):

"We appreciate your quotation. However, given our projected volume increase for Q3, is there any flexibility on the unit
pricing?"

Supplier (Mr. Alex):

"Our margins are tight, but if you can commit to a 20% higher minimum order quantity, we can shave off 5% across the
board."

Khun Dan:

"That sounds workable. Could you send over a revised cost breakdown reflecting that volume tier by tomorrow
morning?"

Executive Phrase Bank:

e Is there any flexibility on the unit pricing? (fiduaausadiusailelvu)

« Given our projected volume increase... (iffafiarsanainuandodiaviagiiudu)
e Could you send over a revised cost breakdown? (zhadslutdguasiaativunlalvivian)




SCENARIO #37 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:

Subject: Revised Price Breakdown Request - Project Apex

Dear Alex,

Thank you for our productive call today. As discussed, we are prepared to commit to the higher volume tier
in exchange for the 5% price adjustment. Please send through the revised agreement at your earliest
convenience.

X atinwm: 'Your price is too expensive, discount please!’ (Wya Bitllufiaandinwazrannaudiuiasasag)

{ Native Tip: 12iei171 'flexibility’ »3a 'room for negotiation' unue31 'discount’ taua

84



il EXECUTIVE MEETING e SCENARIO #38
Interpreting Data & Tactfully Disagreeing with Senior Leadership

@ annunsal: nsugavANNiusvatvaIassATUTLsT NSNS IE AU

Director (Sarah):

"The current forecast suggests we should double our digital ad spend immediately. "

Thai Specialist (Khun Pim):

"I see your point, Sarah. However, if we ook at the conversion bottleneck in Q2, ourissue isn't traffic acquisition, but
ratheruserretention.”

Director (Sarah):

"Good catch, Pim. What would you propose we allocate the budget toward instead?"

Khun Pim:

"frecommend shifting 30% of that budget toward improving our onboarding funnel/ before scaling ad spend.”

Executive Phrase Bank:

« I see your point, however, if we look at... (s2hlayuuasaiy wadnsaiLay...)

e Our issue isn't X, but rather Y... (faywudnlaild X ueiilu v)
e I recommend shifting budget toward... (wusuauwuslvlonsuilssanalai...)




SCENARIO #38 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Action Item: Proposed Q3 Budget Reallocation Strategy

Hi Team,

Following up on today's strategy sync, attached is the revised proposal shifting 30% of ad spend toward
customer onboarding optimization. Let me know if you have any questions before Thursday's sign-off.

X adhna: 'You are wrong, the data says otherwise.' (WegAmsuazdanIusIugda)

{ Native Tip: i3usiueaa 'l see your point' u3a 'Building on what you said' Aautauauuzasas s
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DIFFICULT CONVERSATIONS e SCENARIO #39
Pushing Back on Unrealistic Deadlines & Scope Creep

@ anumsal: mslfimsivuasdenuibisumaaunalaniduanisaaniivinlaase

Client (David):
"We need the complete dashboard migration delivered by next Friday. "

Project Lead (Khun Art):

"To be completely transparent, delivering the full scope by next Friday would severely compromise code quality and
testing."

Client (David):
"What can we realistically have ready by that date?"

Khun Art:

"We can release the core reporting module by Friday, followed by the remaining analytics features the following week.
Does that align with your priority?"

Executive Phrase Bank:

« To be completely transparent... (ifamuTiselauazaselilasoun)

« Delivering X would compromise quality... (msdeuau X lunaifaznsznudanmnin)
e We can deliver Phase 1 by X, followed by Phase 2 by Y. (mansagonausnnau uadiausieiwasag)




SCENARIO #39 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Project Milestone Alignment & Phase 1 Delivery Timeline

Dear David,

To ensure rigorous testing and zero downtime, we propose delivering the core dashboard module on Friday,
March 15, with secondary features deploying on March 22. Please confirm if this rollout plan meets your
operational needs.

X atiwa: 'Impossible, we cannot doit.' (¥iTuiananduausiula)

| Native Tip: tduanividanuuu Phased Approach tauatiiasavilfias Deadline

88



@ NEGOTIATION e SCENARIO #40

Asking for a Discount Without Sounding Cheap

@ d@anuniaai: mmsmmaamﬁmmnﬁwwmnLaas'smmﬁl,ﬁaﬁofiaa‘amlwy

Thai Manager (Khun Dan):

"We appreciate your quotation. However, given our projected volume increase for Q3, is there any flexibility on the unit
pricing?"

Supplier (Mr. Alex):

"Our margins are tight, but if you can commit to a 20% higher minimum order quantity, we can shave off 5% across the
board."

Khun Dan:

"That sounds workable. Could you send over a revised cost breakdown reflecting that volume tier by tomorrow
morning?"

Executive Phrase Bank:

e Is there any flexibility on the unit pricing? (fiduaausadiusailelvu)

« Given our projected volume increase... (iffafiarsanainuandodiaviagiiudu)
e Could you send over a revised cost breakdown? (zhadslutdguasiaativunlalvivian)




SCENARIO #40 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:

Subject: Revised Price Breakdown Request - Project Apex

Dear Alex,

Thank you for our productive call today. As discussed, we are prepared to commit to the higher volume tier
in exchange for the 5% price adjustment. Please send through the revised agreement at your earliest
convenience.

X atinwm: 'Your price is too expensive, discount please!’ (Wya Bitllufiaandinwazrannaudiuiasasag)

{ Native Tip: 12iei171 'flexibility’ »3a 'room for negotiation' unue31 'discount’ taua
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il EXECUTIVE MEETING e SCENARIO #41
Interpreting Data & Tactfully Disagreeing with Senior Leadership

@ annunsal: nsugavANNiusvatvaIassATUTLsT NSNS IE AU

Director (Sarah):

"The current forecast suggests we should double our digital ad spend immediately. "

Thai Specialist (Khun Pim):

"I see your point, Sarah. However, if we ook at the conversion bottleneck in Q2, ourissue isn't traffic acquisition, but
ratheruserretention.”

Director (Sarah):

"Good catch, Pim. What would you propose we allocate the budget toward instead?"

Khun Pim:

"frecommend shifting 30% of that budget toward improving our onboarding funnel/ before scaling ad spend.”

Executive Phrase Bank:

« I see your point, however, if we look at... (s2hlayuuasaiy wadnsaiLay...)

e Our issue isn't X, but rather Y... (faywudnlaild X ueiilu v)
e I recommend shifting budget toward... (wusuauwuslvlonsuilssanalai...)




SCENARIO #41 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Action Item: Proposed Q3 Budget Reallocation Strategy

Hi Team,

Following up on today's strategy sync, attached is the revised proposal shifting 30% of ad spend toward
customer onboarding optimization. Let me know if you have any questions before Thursday's sign-off.

X adhna: 'You are wrong, the data says otherwise.' (WegAmsuazdanIusIugda)

{ Native Tip: i3usiueaa 'l see your point' u3a 'Building on what you said' Aautauauuzasas s
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DIFFICULT CONVERSATIONS e SCENARIO #42
Pushing Back on Unrealistic Deadlines & Scope Creep

@ anumsal: mslfimsivuasdenuibisumaaunalaniduanisaaniivinlaase

Client (David):
"We need the complete dashboard migration delivered by next Friday. "

Project Lead (Khun Art):

"To be completely transparent, delivering the full scope by next Friday would severely compromise code quality and
testing."

Client (David):
"What can we realistically have ready by that date?"

Khun Art:

"We can release the core reporting module by Friday, followed by the remaining analytics features the following week.
Does that align with your priority?"

Executive Phrase Bank:

« To be completely transparent... (ifamuTiselauazaselilasoun)

« Delivering X would compromise quality... (msdeuau X lunaifaznsznudanmnin)
e We can deliver Phase 1 by X, followed by Phase 2 by Y. (mansagonausnnau uadiausieiwasag)




SCENARIO #42 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Project Milestone Alignment & Phase 1 Delivery Timeline

Dear David,

To ensure rigorous testing and zero downtime, we propose delivering the core dashboard module on Friday,
March 15, with secondary features deploying on March 22. Please confirm if this rollout plan meets your
operational needs.

X atiwa: 'Impossible, we cannot doit.' (¥iTuiananduausiula)

| Native Tip: tduanividanuuu Phased Approach tauatiiasavilfias Deadline
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B NEGOTIATION e SCENARIO #43

Asking for a Discount Without Sounding Cheap

@ d@anuniaai: mmsmmaamﬁmmnﬁwwmnLaas'smmﬁl,ﬁaﬁofiaa‘amlwy

Thai Manager (Khun Dan):

"We appreciate your quotation. However, given our projected volume increase for Q3, is there any flexibility on the unit
pricing?"

Supplier (Mr. Alex):

"Our margins are tight, but if you can commit to a 20% higher minimum order quantity, we can shave off 5% across the
board."

Khun Dan:

"That sounds workable. Could you send over a revised cost breakdown reflecting that volume tier by tomorrow
morning?"

Executive Phrase Bank:

e Is there any flexibility on the unit pricing? (fiduaausadiusailelvu)

« Given our projected volume increase... (iffafiarsanainuandodiaviagiiudu)
e Could you send over a revised cost breakdown? (zhadslutdguasiaativunlalvivian)




SCENARIO #43 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:

Subject: Revised Price Breakdown Request - Project Apex

Dear Alex,

Thank you for our productive call today. As discussed, we are prepared to commit to the higher volume tier
in exchange for the 5% price adjustment. Please send through the revised agreement at your earliest
convenience.

X atinwm: 'Your price is too expensive, discount please!’ (Wya Bitllufiaandinwazrannaudiuiasasag)

{ Native Tip: 12iei171 'flexibility’ »3a 'room for negotiation' unue31 'discount’ taua
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il EXECUTIVE MEETING e SCENARIO #44
Interpreting Data & Tactfully Disagreeing with Senior Leadership

@ annunsal: nsugavANNiusvatvaIassATUTLsT NSNS IE AU

Director (Sarah):

"The current forecast suggests we should double our digital ad spend immediately. "

Thai Specialist (Khun Pim):

"I see your point, Sarah. However, if we ook at the conversion bottleneck in Q2, ourissue isn't traffic acquisition, but
ratheruserretention.”

Director (Sarah):

"Good catch, Pim. What would you propose we allocate the budget toward instead?"

Khun Pim:

"frecommend shifting 30% of that budget toward improving our onboarding funnel/ before scaling ad spend.”

Executive Phrase Bank:

« I see your point, however, if we look at... (s2hlayuuasaiy wadnsaiLay...)

e Our issue isn't X, but rather Y... (faywudnlaild X ueiilu v)
e I recommend shifting budget toward... (wusuauwuslvlonsuilssanalai...)




SCENARIO #44 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Action Item: Proposed Q3 Budget Reallocation Strategy

Hi Team,

Following up on today's strategy sync, attached is the revised proposal shifting 30% of ad spend toward
customer onboarding optimization. Let me know if you have any questions before Thursday's sign-off.

X adhna: 'You are wrong, the data says otherwise.' (WegAmsuazdanIusIugda)

{ Native Tip: i3usiueaa 'l see your point' u3a 'Building on what you said' Aautauauuzasas s
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DIFFICULT CONVERSATIONS e SCENARIO #45
Pushing Back on Unrealistic Deadlines & Scope Creep

@ anumsal: mslfimsivuasdenuibisumaaunalaniduanisaaniivinlaase

Client (David):
"We need the complete dashboard migration delivered by next Friday. "

Project Lead (Khun Art):

"To be completely transparent, delivering the full scope by next Friday would severely compromise code quality and
testing."

Client (David):
"What can we realistically have ready by that date?"

Khun Art:

"We can release the core reporting module by Friday, followed by the remaining analytics features the following week.
Does that align with your priority?"

Executive Phrase Bank:

« To be completely transparent... (ifamuTiselauazaselilasoun)

« Delivering X would compromise quality... (msdeuau X lunaifaznsznudanmnin)
e We can deliver Phase 1 by X, followed by Phase 2 by Y. (mansagonausnnau uadiausieiwasag)




SCENARIO #45 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Project Milestone Alignment & Phase 1 Delivery Timeline

Dear David,

To ensure rigorous testing and zero downtime, we propose delivering the core dashboard module on Friday,
March 15, with secondary features deploying on March 22. Please confirm if this rollout plan meets your
operational needs.

X atiwa: 'Impossible, we cannot doit.' (¥iTuiananduausiula)

| Native Tip: tduanividanuuu Phased Approach tauatiiasavilfias Deadline
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B NEGOTIATION e SCENARIO #46

Asking for a Discount Without Sounding Cheap

@ d@anuniaai: mmsmmaamﬁmmnﬁwwmnLaas'smmﬁl,ﬁaﬁofiaa‘amlwy

Thai Manager (Khun Dan):

"We appreciate your quotation. However, given our projected volume increase for Q3, is there any flexibility on the unit
pricing?"

Supplier (Mr. Alex):

"Our margins are tight, but if you can commit to a 20% higher minimum order quantity, we can shave off 5% across the
board."

Khun Dan:

"That sounds workable. Could you send over a revised cost breakdown reflecting that volume tier by tomorrow
morning?"

Executive Phrase Bank:

e Is there any flexibility on the unit pricing? (fiduaausadiusailelvu)

« Given our projected volume increase... (iffafiarsanainuandodiaviagiiudu)
e Could you send over a revised cost breakdown? (zhadslutdguasiaativunlalvivian)




SCENARIO #46 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:

Subject: Revised Price Breakdown Request - Project Apex

Dear Alex,

Thank you for our productive call today. As discussed, we are prepared to commit to the higher volume tier
in exchange for the 5% price adjustment. Please send through the revised agreement at your earliest
convenience.

X atinwm: 'Your price is too expensive, discount please!’ (Wya Bitllufiaandinwazrannaudiuiasasag)

{ Native Tip: 12iei171 'flexibility’ »3a 'room for negotiation' unue31 'discount’ taua
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il EXECUTIVE MEETING e SCENARIO #47
Interpreting Data & Tactfully Disagreeing with Senior Leadership

@ annunsal: nsugavANNiusvatvaIassATUTLsT NSNS IE AU

Director (Sarah):

"The current forecast suggests we should double our digital ad spend immediately. "

Thai Specialist (Khun Pim):

"I see your point, Sarah. However, if we ook at the conversion bottleneck in Q2, ourissue isn't traffic acquisition, but
ratheruserretention.”

Director (Sarah):

"Good catch, Pim. What would you propose we allocate the budget toward instead?"

Khun Pim:

"frecommend shifting 30% of that budget toward improving our onboarding funnel/ before scaling ad spend.”

Executive Phrase Bank:

« I see your point, however, if we look at... (s2hlayuuasaiy wadnsaiLay...)

e Our issue isn't X, but rather Y... (faywudnlaild X ueiilu v)
e I recommend shifting budget toward... (wusuauwuslvlonsuilssanalai...)




SCENARIO #47 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Action Item: Proposed Q3 Budget Reallocation Strategy

Hi Team,

Following up on today's strategy sync, attached is the revised proposal shifting 30% of ad spend toward
customer onboarding optimization. Let me know if you have any questions before Thursday's sign-off.

X adhna: 'You are wrong, the data says otherwise.' (WegAmsuazdanIusIugda)

{ Native Tip: i3usiueaa 'l see your point' u3a 'Building on what you said' Aautauauuzasas s
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DIFFICULT CONVERSATIONS e SCENARIO #48
Pushing Back on Unrealistic Deadlines & Scope Creep

@ anumsal: mslfimsivuasdenuibisumaaunalaniduanisaaniivinlaase

Client (David):
"We need the complete dashboard migration delivered by next Friday. "

Project Lead (Khun Art):

"To be completely transparent, delivering the full scope by next Friday would severely compromise code quality and
testing."

Client (David):
"What can we realistically have ready by that date?"

Khun Art:

"We can release the core reporting module by Friday, followed by the remaining analytics features the following week.
Does that align with your priority?"

Executive Phrase Bank:

« To be completely transparent... (ifamuTiselauazaselilasoun)

« Delivering X would compromise quality... (msdeuau X lunaifaznsznudanmnin)
e We can deliver Phase 1 by X, followed by Phase 2 by Y. (mansagonausnnau uadiausieiwasag)




SCENARIO #48 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Project Milestone Alignment & Phase 1 Delivery Timeline

Dear David,

To ensure rigorous testing and zero downtime, we propose delivering the core dashboard module on Friday,
March 15, with secondary features deploying on March 22. Please confirm if this rollout plan meets your
operational needs.

X atiwa: 'Impossible, we cannot doit.' (¥iTuiananduausiula)

| Native Tip: tduanividanuuu Phased Approach tauatiiasavilfias Deadline
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@ NEGOTIATION e SCENARIO #49

Asking for a Discount Without Sounding Cheap

@ d@anuniaai: mmsmmaamﬁmmnﬁwwmnLaas'smmﬁl,ﬁaﬁofiaa‘amlwy

Thai Manager (Khun Dan):

"We appreciate your quotation. However, given our projected volume increase for Q3, is there any flexibility on the unit
pricing?"

Supplier (Mr. Alex):

"Our margins are tight, but if you can commit to a 20% higher minimum order quantity, we can shave off 5% across the
board."

Khun Dan:

"That sounds workable. Could you send over a revised cost breakdown reflecting that volume tier by tomorrow
morning?"

Executive Phrase Bank:

e Is there any flexibility on the unit pricing? (fiduaausadiusalelvu)

« Given our projected volume increase... (iffafiarsanainuandodiaviagiiudu)
e Could you send over a revised cost breakdown? (zhadslutdguasiaativunlalvivian)




SCENARIO #49 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:

Subject: Revised Price Breakdown Request - Project Apex

Dear Alex,

Thank you for our productive call today. As discussed, we are prepared to commit to the higher volume tier
in exchange for the 5% price adjustment. Please send through the revised agreement at your earliest
convenience.

X atinwm: 'Your price is too expensive, discount please!’ (Wya Bitllufiaandinwazrannaudiuiasasag)

{ Native Tip: 12iei171 'flexibility’ »3a 'room for negotiation' unue31 'discount’ taua
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il EXECUTIVE MEETING e SCENARIO #50
Interpreting Data & Tactfully Disagreeing with Senior Leadership

@ annunsal: nsugavANNiusvatvaIassATUTLsT NSNS IE AU

Director (Sarah):

"The current forecast suggests we should double our digital ad spend immediately. "

Thai Specialist (Khun Pim):

"I see your point, Sarah. However, if we ook at the conversion bottleneck in Q2, ourissue isn't traffic acquisition, but
ratheruserretention.”

Director (Sarah):

"Good catch, Pim. What would you propose we allocate the budget toward instead?"

Khun Pim:

"frecommend shifting 30% of that budget toward improving our onboarding funnel/ before scaling ad spend.”

Executive Phrase Bank:

« I see your point, however, if we look at... (s2hlayuuasaiy wadnsaiLay...)

e Our issue isn't X, but rather Y... (faywudnlaild X ueiilu v)
e I recommend shifting budget toward... (wusuauwuslvlonsuilssanalai...)




SCENARIO #50 e EMAIL & CULTURE Swipe File

@ Plug-and-Play Email Template:
Subject: Action Item: Proposed Q3 Budget Reallocation Strategy

Hi Team,

Following up on today's strategy sync, attached is the revised proposal shifting 30% of ad spend toward
customer onboarding optimization. Let me know if you have any questions before Thursday's sign-off.

X adhna: 'You are wrong, the data says otherwise.' (WegAmsuazdanIusIugda)

{ Native Tip: i3usiueaa 'l see your point' u3a 'Building on what you said' Aautauauuzasas s
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Corporate Email Swipe File & Reference (Part 1)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 2)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 3)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 4)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 5)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 6)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 7)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 8)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 9)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 10)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 11)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 12)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 13)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 14)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 15)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 16)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 17)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 18)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 19)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 20)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 21)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 22)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 23)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 24)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 25)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 26)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 27)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 28)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 29)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 30)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 31)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 32)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 33)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol

143



Corporate Email Swipe File & Reference (Part 34)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 35)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 36)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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Corporate Email Swipe File & Reference (Part 37)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol

147



Corporate Email Swipe File & Reference (Part 38)

Additional high-stakes corporate communication templates, professional email signatures, and cross-cultural
business etiquette index.

e Formal Quotation & Terms of Service Template
e Polite Payment Follow-up & Overdue Invoice Notice

e Executive Resignation & Handover Communication Protocol
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