
WEEK 15 — PROFESSIONAL OPPORTUNITY 

BUILDER 🤝📄💼 
From Communication to Professional Opportunity 

Weekly Capability 

“I can negotiate professionally, understand essential business agreement 

language, and present my value effectively for professional opportunities.” 

Week 15 represents the point where students bring together the communication 

capabilities developed throughout the course and apply them to situations that can 

directly affect their professional future. 

Students learn to: 

              NEGOTIATE →      UNDERSTAND AGREEMENTS →      POSITION 

VALUE →        APPLY →         CREATE OPPORTUNITY 

The original Week 15 material supports this integrated direction by emphasizing 

effective negotiation, introductory contract language, tailored job applications, and 

practical simulations and writing exercises. 

 

1. WEEK 15 LEARNING LOGIC 
A memorable learning sequence can organize the entire week: 

OPPORTUNITY → PREPARE → NEGOTIATE → AGREE → UNDERSTAND 

→ POSITION → APPLY → ADVANCE 

Student-Friendly Version 

SEE THE OPPORTUNITY 

↓ 

KNOW WHAT YOU NEED 

↓ 

NEGOTIATE PROFESSIONALLY 

↓ 

UNDERSTAND THE AGREEMENT 

↓ 

SHOW YOUR VALUE 

↓ 

APPLY WITH PURPOSE 

↓ 

CREATE YOUR NEXT OPPORTUNITY 

Learning Message 

Professional communication becomes powerful when it helps you protect your 

interests, communicate your value, and create opportunities. 
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2. The Opportunity Metro Journey 🚇 
Students travel through eight connected professional stations. 

        START — PROFESSIONAL OPPORTUNITY 

↓ 

       STATION 1 — PREPARE 

“What do I need, want, and value?” 

Students identify: 

• objectives 

• priorities 

• must-haves 

• nice-to-haves 

• possible concessions 

• walk-away points 

↓ 

              STATION 2 — NEGOTIATE 

“How can I communicate what I need professionally?” 

Students practice expressing needs, explaining rationale, exploring interests, and 

responding to proposals. 

↓ 

         STATION 3 — TRADE 

“What can I give—and what should I receive in return?” 

Students learn to make strategic and conditional concessions. 

↓ 

              STATION 4 — AGREE 

“Can both sides move toward an acceptable outcome?” 
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Students identify common ground, summarize agreements, clarify remaining issues, 

and manage impasses professionally. 

↓ 

     STATION 5 — UNDERSTAND 

“What does the agreement actually say?” 

Students identify the basic structure, obligations, rights, conditions, and important 

terminology in business contracts. 

↓ 

       STATION 6 — POSITION 

“What professional value can I offer?” 

Students connect their skills, experience, achievements, and portfolio evidence to a 

professional opportunity. 

↓ 

       STATION 7 — APPLY 

“How can I communicate that value convincingly?” 

Students tailor a resume/CV and cover letter to a specific role. 

↓ 

        STATION 8 — ADVANCE 

“What is my next professional move?” 

Students integrate negotiation, agreement awareness, and professional self-

presentation. 

↓ 

       PROFESSIONAL OPPORTUNITY BUILDER 

Metro Learning Message 

Know Your Value. Protect Your Interests. Communicate Professionally. Create 

Opportunity. 



4 
 

EN4cBiz | WK15- PROFESSIONAL OPPORTUNITY BUILDER | Asst. Prof. Phorramatpanyaprat Tongprasong, Ph.D., FHEA UKPSF 

 



5 
 

EN4cBiz | WK15- PROFESSIONAL OPPORTUNITY BUILDER | Asst. Prof. Phorramatpanyaprat Tongprasong, Ph.D., FHEA UKPSF 

3. Four-Hour Learning Journey 
Time Learning Activity Student Output 

10 min         Enter Metro Station 15 Professional Opportunity 

Mission 

15 min                                Opportunity Detective Opportunity Problem 

Card 

25 min        Negotiation Preparation Lab Negotiation Strategy Card 

30 min               Negotiation Language Builder Negotiation Language 

Card 

25 min          Concession Challenge Give–Get Card 

10 min        Break — 

25 min      Contract Decoder Contract Language Map 

20 min            Rights–Obligations Challenge Contract Meaning Card 

25 min        Professional Value Builder Value Proposition Card 

25 min        Application Match Lab 
Job–Candidate Match 

Card 

30 min         Opportunity Mission 
Professional Opportunity 

Performance 

10 min   Peer Feedback 2 Stars + 1 Move 

5 min       Exit Ticket Metro Passport 

240 

min 
Total Learning Journey 

Professional 

Opportunity Portfolio 

This design deliberately converts the source material into performance tasks. The 

original material specifically recommends negotiation role-playing, contract-term 

identification, job-application workshops, and peer/instructor feedback. 
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4. Activity 0 — Opportunity Detective 🕵️💼 
Mission 

Discover why professional opportunities succeed—or fail—because of 

communication. 

Teams receive short workplace situations: 

CASE A — FREELANCE PROJECT 

A designer accepts a project without clarifying revision limits. 

CASE B — SALARY OFFER 

A candidate immediately accepts the first salary offered. 

CASE C — DIGITAL PROJECT 

A team agrees to “finish soon” without defining a deadline. 

CASE D — JOB APPLICATION 

An applicant sends the same generic cover letter to every employer. 

Students diagnose: 

SITUATION → COMMUNICATION PROBLEM → RISK → BETTER 

ACTION 

Mini Challenge 

For each case: 

What went wrong? 

Why does it matter? 

What should the person say or do differently? 

Student Output: Opportunity Problem Card 

Learning Message 

Professional opportunities are shaped not only by what you can do, but by how 

clearly you communicate what you need, offer, and agree to. 
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5. Activity 1 — Negotiation Preparation Lab 🎯🧠 
Mission 

Know what matters before you start negotiating. 

The source distinguishes essential needs from desirable ones and encourages 

negotiators to understand potential concessions and their walk-away point. 

Students build a: 

Negotiation Map 

       GOAL 

What do I want to achieve? 

  MUST-HAVE 

What is essential? 

  NICE-TO-HAVE 

What would be valuable but flexible? 

    CAN TRADE 

What can I negotiate? 

   WALK-AWAY POINT 

What can I not accept? 

   OTHER PARTY 

What might they need? 

Preparation Formula 

GOAL + PRIORITIES + INTERESTS + OPTIONS + LIMITS = 

NEGOTIATION READINESS 

Student Output: Negotiation Strategy Card 

Learning Message 

Good negotiators do not begin by talking. They begin by knowing what matters. 
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6. Activity 2 — Negotiation Language Builder 🤝💬 
Mission 

Turn demands into professional negotiation language. 

Students transform weak statements. 

  “We need more money.” 

↓ 

   “Our proposed budget reflects the development and testing requirements of 

the project.” 

 

  “We can't finish that fast.” 

↓ 

   “From our perspective, a six-week timeline is necessary to ensure the 

required quality.” 

Students practice five language moves: 

   STATE 

“Our priority is...” 

   EXPLAIN 

“The reason this is important is...” 

   EXPLORE 

“What are your main priorities regarding...?” 

   PROPOSE 
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“One possible solution would be...” 

   RESPOND 

“I understand your position. From our perspective...” 

The source explicitly emphasizes stating needs clearly, explaining rationale, using 

perspective-based language, and exploring the other party's underlying interests. 

Negotiation Formula 

STATE → EXPLAIN → EXPLORE → PROPOSE → RESPOND 

Student Output: Negotiation Language Card 

 

7. Activity 3 — The Concession Challenge ⚖️🤝 
Mission 

Learn to give without giving everything away. 

Students receive negotiation cards involving: 

   PRICE 

       TIMELINE 

       SCOPE 

      PAYMENT 

    REVISIONS 

             DEADLINE 

They must negotiate using: 

IF YOU... → THEN WE CAN... 

Examples: 

“If you can confirm the project this week, we may be able to offer a revised delivery 

schedule.” 

“If you are able to increase the budget, we could consider adding the additional 

feature.” 
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The source specifically presents conditional concessions as a way to link what one 

side gives to something received in return. 

Give–Get Formula 

CONCESSION + CONDITION + RECIPROCITY = STRATEGIC TRADE 

Golden Rule 

Never give something away without understanding what you receive in return. 

Student Output: Give–Get Card 

 

8. Activity 4 — Contract Decoder 📄🔍 
Mission 

Understand what a basic business agreement is actually communicating. 

Students receive a simplified creative-business contract and become Contract 

Detectives. 

They identify: 

   PARTIES — Who is agreeing? 
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       SCOPE — What must be delivered? 

   PAYMENT — How and when is payment made? 

             TERM — How long does the agreement last? 

      TERMINATION — How can it end? 

      INTELLECTUAL PROPERTY — Who owns the work? 

     CONFIDENTIALITY — What must remain private? 

         DISPUTE RESOLUTION — What happens if parties disagree? 

       SIGNATURES — Who formally accepts the agreement? 

These elements reflect the introductory contract structure presented in the source. 

Contract Reading Logic 

WHO → DOES WHAT → FOR WHAT → BY WHEN → UNDER WHAT 

CONDITIONS → WHAT IF SOMETHING GOES WRONG? 

Student Output: Contract Language Map 

Learning Message 

Do not read a contract only for words. Read it for obligations, rights, conditions, 

and consequences. 

 

9. Activity 5 — Rights or Obligations? 🚦📄 
Mission 

Recognize what contract language requires, permits, or conditions. 

Students classify statements: 

  OBLIGATION 

SHALL / MUST 

“The contractor shall deliver the final files by Friday.” 

  RIGHT / PERMISSION 
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MAY / HAS THE RIGHT TO 

“The client may request one revision.” 

  CONDITION 

IF / UNLESS / PROVIDED THAT 

“Payment will be released provided that the work has been approved.” 

The distinction between obligations, rights, and conditional clauses is central to the 

source's introduction to contract language. 

Contract Meaning Formula 

LANGUAGE → OBLIGATION / RIGHT / CONDITION → BUSINESS 

CONSEQUENCE 

Student Output: Contract Meaning Card 

 

10. Activity 6 — Professional Value Builder 💎💼 
Mission 

Discover what makes you valuable to a professional opportunity. 

Students move beyond: 

“I am hardworking.” 

toward evidence-based professional value. 

VALUE BUILDER 

SKILL 

What can I do? 

↓ 

EXPERIENCE 

Where have I used it? 

↓ 

EVIDENCE 
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What did I produce? 

↓ 

RESULT 

What happened because of my work? 

↓ 

VALUE 

Why should an employer or client care? 

Example 

Weak 

“I have digital marketing skills.” 

Stronger 

“I created and managed social media content for a student business project.” 

Professional Value 

“I developed a social media content campaign that increased audience engagement 

during our student business project.” 

The source encourages action verbs, specific examples, and quantifiable achievements 

when communicating qualifications. 

Value Formula 

SKILL + EVIDENCE + RESULT + RELEVANCE = PROFESSIONAL VALUE 

Student Output: Professional Value Proposition Card 

 

11. Activity 7 — Application Match Lab 🎯📄 
Mission 

Do not send an application. Build a match. 

Each student receives a Creative Business Job Card, for example: 

       Social Media Coordinator 

      Junior Creative Designer 
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       Digital Content Creator 

      Marketing Analyst 

        Business Development Assistant 

   Project Coordinator 

Students analyze: 

EMPLOYER NEEDS 

What skills does the organization want? 

↓ 

MY EVIDENCE 

What experience demonstrates those skills? 

↓ 

MATCH 

How does my experience solve the employer's need? 

↓ 

MESSAGE 

How should I communicate that match? 

Application Formula 

JOB REQUIREMENT + MY EVIDENCE + RELEVANCE = STRONG MATCH 

The source emphasizes analyzing the job description and tailoring application 

materials to the target role rather than relying on generic documents. 

Student Output: Job–Candidate Match Card 

 

12. Activity 8 — Cover Letter Builder ✍️💼 
Mission 

Turn professional value into a persuasive application. 

Students build their cover letter using five blocks: 
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   OPEN 

What position am I applying for? 

↓ 

   CONNECT 

Why am I interested in this organization? 

↓ 

   PROVE 

What skills and evidence make me relevant? 

↓ 

   VALUE 

What can I contribute? 

↓ 

   ACT 

What should happen next? 

Cover Letter Logic 

ROLE → INTEREST → EVIDENCE → VALUE → CALL TO ACTION 

The source recommends a strong opening, direct connection between skills and job 

requirements, specific achievements, demonstrated understanding of the organization, 

enthusiasm, a clear call to action, and professional closing. 

Student Output: Professional Cover Letter 

 

13. Activity 9 — Opportunity Mission 🚀🤝💼 
Final Team Challenge 

Each team receives a professional scenario. 

Scenario A — FREELANCE PROJECT       

Negotiate project scope, price, revisions, and deadline. 
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Scenario B — DIGITAL PLATFORM        

Negotiate development requirements with a client. 

Scenario C — CREATIVE PARTNERSHIP               

Agree on responsibilities, ownership, and deliverables. 

Scenario D — SALARY OFFER    

Respond professionally to an employment offer. 

Scenario E — PROJECT CONTRACT      

Review essential terms before accepting a project. 

Scenario F — JOB OPPORTUNITY      

Analyze a vacancy and present why you are a strong candidate. 

Teams demonstrate: 

   IDENTIFY OPPORTUNITY 

↓ 

   DEFINE NEEDS 

↓ 

   COMMUNICATE VALUE 

↓ 

   NEGOTIATE 

↓ 

   MAKE / RESPOND TO CONCESSIONS 

↓ 

   CLARIFY AGREEMENT 

↓ 

   CHECK KEY TERMS 

↓ 

   CONFIRM NEXT ACTION 

↓ 

   MOVE FORWARD 

Student Output 

Professional Opportunity Performance 

This directly operationalizes the source's recommendation for simulated negotiation 

scenarios and application-writing practice. 
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14. The 90-Second Opportunity Challenge ⏱️💼 
To maintain continuity with Weeks 12–14, students complete one final individual 

professional performance. 

30 seconds — WHO I AM 

ROLE + STRENGTH + PROFESSIONAL INTEREST 

30 seconds — WHAT I OFFER 

SKILL + EVIDENCE + RESULT 

30 seconds — WHAT I WANT NEXT 

OPPORTUNITY + VALUE + CALL TO ACTION 

Performance Rules 

       Relevance ·        Value ·    Clarity ·      Evidence ·               Professionalism ·         

Action 

90-Second Formula 

WHO I AM → WHAT I CAN DO → WHY IT MATTERS → WHAT HAPPENS 

NEXT 

This becomes an excellent final individual performance of the entire course. 
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15. Peer Feedback — 2 Stars + 1 Move ⭐🚀 
  STAR 1 — PROFESSIONAL VALUE 

“One part that communicated your professional value clearly was...” 

  STAR 2 — COMMUNICATION 

“One communication choice that made you sound professional was...” 

        ONE MOVE 

“One change that could strengthen your next professional opportunity is...” 

Feedback Rule 

Specific. Evidence-Based. Constructive. Professional. 
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16. Think Before You AGREE 🔍🤝 
6A Check Student Question 

       Aim Do I know what I want to achieve? 

   Audience Do I understand the other party or employer? 

       Assets Do I know what value I can offer? 

         Alternatives Do I know what I can negotiate or change? 

     Agreement Do I understand what I am agreeing to? 

        Action Do I know what should happen next? 

For Week 15, a memorable 6A Professional Opportunity Check. 

Golden Rule 

Never accept an opportunity simply because it is offered. Understand its value, 

its expectations, and what you are agreeing to. 
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17. Metro Passport — Station 15 🚇 
Self-Check: I CAN... 

Capability Not Yet Almost Yes! 

Identify my negotiation goal ○ ○   

Distinguish must-haves from nice-to-haves ○ ○   

Express my needs professionally ○ ○   

Explain the reasons behind my position ○ ○   

Ask about the other party's interests ○ ○   

Make conditional concessions ○ ○   

Respond professionally to an offer ○ ○   

Recognize my walk-away point ○ ○   

Identify basic sections of a contract ○ ○   

Distinguish obligations, rights, and conditions ○ ○   

Identify important contract terminology ○ ○   

Analyze a job description ○ ○   

Match my skills to job requirements ○ ○   

Communicate achievements with evidence ○ ○   

Write a tailored cover letter ○ ○   

Present my professional value confidently ○ ○   

Turn communication into professional opportunity ○ ○   

Capability Badge 

           PROFESSIONAL OPPORTUNITY BUILDER 
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18. Evidence of Learning 
Week 15 should culminate in a performance portfolio, rather than a conventional 

vocabulary test alone. This fits the source's emphasis on simulations, drafting, 

feedback, review, and revision. 

Evidence Capability Demonstrated 

                               Opportunity Problem Card Diagnose professional communication 

risks 

       Negotiation Strategy Card Prepare strategically for negotiation 

              Negotiation Language Card Express needs professionally 

         Give–Get Card Make strategic concessions 

     Contract Language Map Identify essential contract elements 

           Contract Meaning Card Distinguish rights, obligations, and 

conditions 

       Professional Value Card Communicate skills through evidence and 

results 

       Job–Candidate Match Card Align capabilities with opportunity 

requirements 

       Professional Cover Letter Communicate fit persuasively 

        Opportunity Performance Integrate advanced professional 

communication 

When all pieces come together: 

       MY PROFESSIONAL OPPORTUNITY PORTFOLIO 

Evidence of what I can communicate, negotiate, understand, and create—not 

simply what I can remember. 
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19. Week 15 Capability Map 
                          WEEK 15 

          PROFESSIONAL OPPORTUNITY 

                  BUILDER 

                            

                  PREPARE 

                     ↓ 

                                   

                 NEGOTIATE 

                     ↓ 

                              

                   TRADE 

                     ↓ 

                                   

                   AGREE 

                     ↓ 

                          

                UNDERSTAND 

                     ↓ 

                            

                  POSITION 

                     ↓ 

                            

                   APPLY 

                     ↓ 

                             

                  ADVANCE 

                     ↓ 

                          

          PROFESSIONAL OPPORTUNITY 

                     ↓ 

                            

          PROFESSIONAL OPPORTUNITY 

                  BUILDER 

Final Message 

“Professional opportunity begins when you know your value, communicate it 

clearly, and understand what you are agreeing to.” 

Metro Station 15 

Know Your Value. Negotiate Professionally. Understand the Agreement. 

Communicate Your Fit. Create Opportunity. 

           Station 15 Completed — PROFESSIONAL OPPORTUNITY BUILDER 
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20. Capability Bridge: Week 14 → Week 15 🚇 
WEEK 14 —     PRESENTATION & DEMONSTRATION BUILDER 

“I can turn ideas and work into a clear, confident, and engaging presentation that 

creates audience impact.” 

PURPOSE → AUDIENCE → STRUCTURE → VISUALIZE → DELIVER → 

ENGAGE → RESPOND → IMPACT 

↓ 

        INTERCHANGE 

↓ 

WEEK 15 —      PROFESSIONAL OPPORTUNITY BUILDER 

“I can negotiate professionally, understand essential business agreement 

language, and communicate my value to create professional opportunities.” 

PREPARE → NEGOTIATE → TRADE → AGREE → UNDERSTAND → 

POSITION → APPLY → ADVANCE 

Week 14 asks: 

“How can I turn my ideas and work into audience impact?” 

Week 15 asks: 

“How can I turn my communication capability into professional opportunity?” 

This transition is especially appropriate because the source itself positions Week 15 

after meeting participation and presentation delivery as the final advanced professional-

communication stage. 
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21. Final Course Capability Progression: Week 6 → Week 15 
🚇 
The Metro Journey can now reach a very strong conclusion: 

WEEK 6 —       PURPOSE & DRIVE BUILDER 

Know what I want to achieve. 

↓ 

WEEK 7 —    BUSINESS PLAN BUILDER 

Turn my goal into a plan. 

↓ 

WEEK 8 —               INFORMATION EXCHANGE BUILDER 

Exchange information with others. 

↓ 

WEEK 9 —        DIGITAL COMMUNICATION BUILDER 

Communicate professionally in digital environments. 

↓ 

WEEK 10 —         BUSINESS EMAIL BUILDER 

Turn written communication into action. 

↓ 

WEEK 11 —              SCHEDULE COORDINATION BUILDER 

Coordinate people and time. 

↓ 

WEEK 12 —          INFORMATION-TO-ACTION BUILDER 

Turn information into organized work. 

↓ 

WEEK 13 —               MEETING COLLABORATION BUILDER 

Turn discussion into shared decisions and action. 

↓ 

WEEK 14 —     PRESENTATION & DEMONSTRATION BUILDER 

Turn ideas and work into audience impact. 

↓ 

WEEK 15 —      PROFESSIONAL OPPORTUNITY BUILDER 

“I can use professional communication to negotiate, understand agreements, 

communicate my value, and create opportunities.” 

Therefore, the final capability progression becomes: 

PURPOSE → PLAN → EXCHANGE → COMMUNICATE → ACT → 

COORDINATE → ORGANIZE → COLLABORATE → PRESENT → 

ADVANCE 

And at the deeper developmental level: 

MY PURPOSE → MY PLAN → OUR INFORMATION → OUR 

COMMUNICATION → OUR ACTION → OUR WORK → OUR DECISIONS 

→ OUR IDEAS → AUDIENCE IMPACT → MY PROFESSIONAL 

OPPORTUNITY 

This makes Metro Station 15 more than a final lesson on “Negotiation, Contracts, and 

Job Applications.” It becomes the destination of the course: students take everything 
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they have learned about professional English communication and use it to protect 

interests, communicate value, make informed professional decisions, and create 

their next opportunity. This interpretation remains consistent with the source's overall 

course conclusion, which describes a progression from foundational communication 

through digital communication, scheduling, organization, meetings, presentations, and 

finally negotiation, contract basics, and job applications. 
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