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NEGOTIATION SKILL

Course ID Course Name Time

COMM-001 Negotiation Skill 1.5 %
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Experimental
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Knowledge
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wAllAN13L38u3 (Learning Intervention)

Module ‘

Learning Ecosystem

‘ Knowledge
Pre - Work
whlanisresas - Teaching
- Case Study
nagNsN13raTas - Teaching
- Case Study
neyualauviemsya 4 - Teaching
AENLEN1519 - Case Study
79994
Follow Up &
Evaluation
130 Wil
Duration

Interactive Experimental

Before Action Review

- Pop-up Quiz
- Group
Discussion

- Self -
Assessment

- Group
Discussion

(Problem Based

Learning)
- Pop-up Quiz - Role Play
- Group - During Action
Discussion Review
- Assignment
- Call to Action
- After Action Review
- Group Sharing &
Mentoring
- Reskill
- Checklist Evaluation
200 U1l 585 unil
915 Wil
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Learning Stage

AaUIUBUSY

JUAUSH

Before Action Review (30 11%)

Pre-Test (15 W1#)

Teaching & Case Study (130 w17)

Pop-up Quiz (20 W)

Role Play (45 un)

Group Discussion (90 u1)

Self-Assessment (15 17%)

During Action Review (15 un#)

Post Test (15 w1#)

Follow Up Stage

Assignment (90 U7 luian 14 4w)
Call to Action (120 W 1w 2 ﬂ%ﬂ)
After Action Review (60 117)

Group Sharing & Mentoring (180 w1#)
Reskill (60 W1 luaan 7 414)

Interview: Checklist Evaluation (30 141#)
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® 151959 WeTesleulaY Ken Langdon

® MslaTAReTesllenulay John F. Kennedy

®  9IAUITNBUVBINITIATINRDTON
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1 318AZIDYANINTTUVDMANGAT
Before Action Review
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JUAUSH
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8.45 u. Pre-Test
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N93UUN15 Follow Up & Evaluation
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Checklist Evaluation: TANainwzn15L2591
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