215351

aw S dao - =) (Y A 2 J o £
ms3venieil iiagiszassmefny gudnyausnielszasnueadneinnisn
senatlssmavedlng 4 dw 1dus Awanudarwannse dudinue duyadnam
2 a a v i o 1 =Y
HazfunUEITNISETIT MuAnuAMuvesngudiFimgyinau 18 v Tasldnaia
aad T oo P ¥ o
wavhonnMsAeULIYTBLaNN 3 01U aaaAn1F Av Aisegu uazANdesTHINnI0 Ind
aw ' o A 4 '3 o Y ' 2 wva a
namsITewuguansuziinlssanveninninmimsninsema Sagierny
a ] { @ o 4 LY = o
anvdaiufideandesiuluszdmnniiga awnsoagddludunudlddwon 4 dw
b4
18 fudnyMe Al
9 y = [ LA Y Y 4
1. fwanuianuannse i 5 quanvae e anmianudlelungnas
FoanasszuialszmAves WTO waz GATT Hanwansadmumuasysemaiandile
' ' | K- 4 a
T wlsprenswsnmdsenindsymavesIne Sanwiphiudeanumseirsygne
1 v a =~ 4 t
snhalszmd wazdndndninennudanse Wi ldmguanazgalaguinld
£y @ o o ] ]
2. dwsinz § 6 quidnyaie Ao Inwrlunsiudssduunzagihlszanld
g Y A ¥ RV 91 : &
saadagndes fnuzmsudilynimmznih14d Sinsedwnsiomsianiuinouas

1 & o by o3 o a ar A A @ =S I'4
ﬂ'l‘]sﬂﬂ%?ﬂﬁ&ﬂﬂ n%ﬂyzmumstﬂuuﬂmﬂ Hﬂﬁ\i HAaEMIFNOIUNA Nﬂﬂi&l%iﬂﬂﬁ')!ﬂi'\&’ﬂ

o 2

4 v o Jdo ¥ @ a
ﬂmmuazmmﬁaﬂmﬁuwu'ﬁﬂuﬂlm'i‘]iymmm@)mﬂuwaﬂixmuﬁmmmmmsmsm e
a o ) ° o oA
NﬂﬂH$ﬂ13W1\11ulﬂuﬂN

9 a

P e =y = 1 4 o
3. muyAdanam I 3 qudnvar Ae lyndnnmadutetes Tufmarlng

oo ~ =
NIUA UASUANVASIOUATOUADY

o (=)

c 8 = = P ) 4R
4. ATUAUTITUIUFITY U 4 fAUaNYUL AD UﬂNHWﬂﬂi%TU‘HHﬁ?U?UNN']ﬂ

9

) PR Y @ & N v w v =
anilsz Teridauay lanudedadgeta lanussindnddedszmamauasinnuoany



215301

The objective of this thesis was to study the desirable characteristics of trade
negotiator in four aspects - competency, skills, personality and ethics. Three different sets of
study were distributed to 18 negotiation experts. This study was conducted by using the Delphi
technique and analyzed by statistical techniques such as median and inter quartile range. The
results of the analysis revealed the desirable characteristics of trade negotiator which were most in
accordance with the opinions of those negotiation experts were summarized into 4 aspects and 18
characteristics-as follow :

1. Competency Aspects

Five characteristics in terms of competency that an international trade
negotiator had were sufficient knowledge and understanding of the WTO and GATT Agreements,
language proficiency, good understanding of the Thai policies and its positions in international
trade negotiations, proper knowledge of current international economic situation, and good
knowledge of human psychology so as to be able to convince and influence on dialogue partners.

2. Skill Aspects

Six characteristics in terms of skills that an international trade negotiator
had were ability to extricate the gist and summarize the important elements in a negotiation,
ability to solve problems at hand in a timely manner, ability to communicate efficiently in Thai as
well as foreign languages, Ability to be an eloquent speaker, an attentive listener as well as an
intelligent question-poser, ability to analyze the problems and to link them with the impacts

arising from the negotiations, and ability to work as a team.

3. Personality Aspects
Three characteristics in terms of personality that an international trade
negotiator had were respectability and reliability, sharpness of wits and intelligence, prudence and
carefulness.
4. Ethics Aspects
Four characteristics in terms of ethics that an international trade negotiator
had were adherence to the interests of the majority rather than one’s own, honesty, love and

loyalty to the country, and endurance.





