





Key Benefits

of This 2 Day Intensive Training

UMd/@fSt@/ﬂlﬂ/ the legal framework and crucial issues in contract formation

K@y boilerplate terms to ensure agreements are precise and meeting your business objectives

Harness \atest case law updates on the Unfair Contract Terms Act

@@t"é@’@lfl/ﬂs with important legal clauses and how to effectively apply in your own contract

L/@@iﬂ cutting-edge strategies for managing different types of contracts

. g

M@MI//}/’ early contractual risks and how to successfully avoid pitfalls

@.ﬂ/ﬂﬂ/ valuable tax knowledge in dealing with the international contracts and double taxation treaty

Absorb insightful viewpoints from expert trainer's real world experience

Dear Executive

Is everyone in your organization developing solid legal knowledge that is required to
manage commercial contracts in today’s highly competitive business environment?
They should be. None should underestimate the importance of a bulletproof

commercial contract in protecting companies against damages, claims and losses.

A commercial contract is a crucial part of the business world, but largely ignored or
puzzled by many business professionals in this part of the world.

Why a commercial contract is crucial?

This is because one clause in a commercial contract can make a whole lot difference
between winning and losing when a dispute cannot be amicably settled. The thin line
between winning and losing often translates into making or losing a lot of money.

This is what counts.

As a matter of fact, a properly drafted contract can help you achieve a lot of purposes:

v it helps you advance your own agenda;
v it protects your interest; and
v it mitigates or even eliminates any potential risk on your side.

Understanding a legal framework of commercial contracts is important even for
non-lawyers. You, a business professional, negotiate with customers, suppliers,
business partners, business associates and colleagues everyday. You try to negotiate
to the best of your ability and document whatever you agree with your counterparty.
But how do you know whatever you put in a contract will be upheld in the court of
law? It is not uncommon for a court to strike down any poorly or wrongly worded
clause in a commercial contract.

To become a better negotiator in business in Thailand,
you need to know what can be agreed and what cannot be agreed
in a commercial contract under Thai law.

This course will walk you through commonly used techniques that mitigate or even
eliminate any potential risk and highlight contractual provisions that are unlikely be
upheld in court. The knowledge of commercial contracts will definitely make you a

powerful negotiator.

This course will also explore in detail the crucial terms and conditions of the
distribution agreement, the sales contract and the supply contract (hire of work
contract), which are ones of the most used commercial contracts.

Last but not least, the last session will cover tax aspects of international contracts.
The contract split is used in a cross border transaction as a way to minimize Thai tax.
The DTA exempts Thai tax on the business profit for an offshore company, but does
not exempt Thai tax on the royalty. Obviously, the types of income are terribly
important here. How do you word the cross border services agreement so that the tax
authority is likely to recognize its income as the business profit, not the royalty?

Wio Should Attend

This program is specifically designed for those who want to gain the
working knowledge on contract law and also to enhance their practical
drafting and reviewing skills, including:

Chief Executive Officers Corporate Counsels
Chief Operating Officers Legal & Compliance Managers
Managing Directors Heads of Legal Departments
General Managers Contract Managers/Specialists

Commercial Directors  Project Managers
Sales Directors Business Development Managers
Finance Managers Procurement Managers

Sales Managers Sales Supervisors

Centara Grand at CentralWorld Bangkok
999/99 Rama 1 Road, Pathumwan,
Bangkok 10330, Thailand

Tel : +66 (0) 2769 1234

Fax: +66 (0) 2769 1235
www.centarahotelsresorts.com

ALL PAYMENT MUST BE RECEIVED,

Course Fees IN ADVANCE OF THE EVENT

SAVE

EARLY BIRD (Book & Pay by Sep 30, 2013) B 1,500
MULTIPLE BOOKING (Min 2 Bookings)

Baht 18,000 - 3% Withholding Tax** + 7% VAT = 18,720

FULL PRICE
Baht 19,500 - 3% Withholding Tax** + 7% VAT = 20,280

** 3% Withholding tax is applicable to corporates only, not individuals.








