
 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Please make cheque payable to “Hong Kong Quality Assurance Agency” and send it together with this form to:  
Hong Kong Quality Assurance Agency, 19/F., K. Wah Centre, 191 Java Road, North Point, Hong Kong. 

 

【REPLY SLIP】 

Company Name:  
Membership /  
Certification No: (if applicable) 

  

Address: 
 

Contact Person: (Mr./Ms.) Tel:  Title:  

Fax:  E-mail:   

Participant 1: (Mr./Ms.) Title: 
 

Tel:  E-mail:  

Participant 2: (Mr./Ms.) Title: 
 

Tel:  E-mail:  

 
*Remarks : 1. All successful registrants will receive a confirmation letter. 2. No Certificate of Attendance will be issued. 3. There is handling charge for the request of attendance record. Please 
note that the above information may be used by HKQAA for processing the application of the seminars, and for any other purposes as stated in the Privacy Policy Statement. You may view the 
Privacy Policy Statement of HKQAA from its website (www.hkqaa.org/cmsimg/privacy/statement.pdf). 4.HKQAA reserves the right to cancel the course, change the trainer, contents, date, time 
and / or venue as necessary.上述資料將被香港品質保證局用於閣下登記研討會之用，以及用於本局在私隱政策聲明中所述之其他用途。如欲了解香港品質保證局的私隱政策聲明，

請瀏覽網站 (www.hkqaa.org/cmsimg/privacy/statement.pdf)。□ I do not wish to receive any further information from HKQAA. 本人不欲收取香港品質保證局發送的任何資料 Fax傳真

/Email電郵:______________________________________ (Please fax to (852) 2202 9222 or email to unsubscribe@hkqaa.org 請傳真至 (852) 2202 9222 或電郵至 unsubscribe@hkqaa.org) 

19/F., K. Wah Centre, 191 Java Road, North Point, Hong Kong香港北角渣華道191號嘉華國際中心19樓 Tel (電話)：(852) 2202 9111 Fax (傳真)：(852) 2202 9222 

Fax No: 2202 9198 / Email: anson.wong@hkqaa.org M911C/HK-08A 

 

 (a) Module 1: Understanding Negotiation 
 True meaning of and effective approaches in negotiation 
 Re-understanding commercial disputes and differences 
 Key phases in getting win-win consensus 
 Negotiation 
 tactics and counter tactics 

(b) Module 2: Using Mediation 
 Theories and trend of mediation 
 Mediation skills and practices 
 Handling troubles and troublemakers in bargaining 
 Preparing and planning for action in mediation 

Date & Time: 16th Aug 2016 (Tuesday) 9:30a.m. - 5:00p.m. 
Fee: HK $1,500  
Venue:             19/F., K. Wah Centre, 191 Java Road, North Point, Hong Kong 
Language:       Cantonese with English handouts 

 

Trainer  
Profile:  

 

 

 

 

 

 

 

CONTENT 

Business managers and professionals now spend much more time to get others to agree without realising it. Indeed, 
a core competency for nowadays business managers and professionals in getting successful management of projects 
is to achieve consensus over decisions and agreements made.  
 

The trend teamwork further calls for the proper understanding and use of negotiation and mediation skills in the daily work 
environment. This seminar is tailor-made for business managers and aims at the improvement of personal and business 
skills for getting better results and, in turn, more positive successes to daily situations in the commercial environment.  

Mr. Richard Sham, Barrister-at-law & Accredited Mediator 
Richard appears in a wide range of Courts and Tribunals, both as a sole advocate and as a junior. In addition 

to his civil practice, Richard also conducts prosecutions for the Department of Justice and acts as a defence 

counsel in various criminal cases. Richard is listed on both the HK Bar Association’s List of Mediators and 

HKMAAL’s List of General Mediators and has acted as a mediator in civil disputes.  

Before being called to the Bar, Richard practised as a solicitor in Sydney since 2002 until he joined IFPI in 

2007 as an in-house lawyer working for the recording industry and he has particular experience advising 

international music companies on IP protection, licensing, enforcement and litigation. 

 

NEGOTIATION AND MEDIATION SKILLS  
for Managers and Professionals  

 

http://www.hkqaa.org/cmsimg/privacy/statement.pdf
mailto:unsubscribe@hkqaa.org
mailto:anson.wong@hkqaa.org

