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CERTIFICATE OF COMPLETION

PROGRAM ON NEGOTIATION AT
HARVARD LAW ScHOOL
Sungdae Lee
HAS SUCCESSFULLY COMPLETED
THE HARVARD NEGOTIATION MASTER CLASS
APRIL 3-5,2018

2018 Harvard
Negotiation Master
Class

Institute of Technology » Tuits University

that

Suhg—dae Lee

s participated

Managing the Difficult Business Conversation

November 14-15, 2005 =

2013 Harvard
Negotiation &
Leadership

2015 Harvard
Secrets of
Successful Deal-
Making

CIICTTEICAT B OF GOMPLETTGA

Procxas ox NEGOTIATION AT
Hasvann Law Scuoor
HARVARD NEGOTIATION INSTITUTE

Sungdac Lee
HAS SUCCESSFULLY COMPLETED

2005 Harvard
Managing the
Difficult Business

Conversation

CCERTIFICATE OF COMMETION

ProGRAM ON NEGOTIATION AT

Harvarn Law Scroot

Sungdae, Lee

HAS SUCCESSFULLY COMPLETED

NEGOTIATION AND LEADERSHIP
DECEMBER 9-11, 2013

2014 Wharton
School Executive
Negotiation
Workshop

UNIVERSITY OF PENNSYLVANIA
THE WHARTON SquOI,
ARESTY INSTITUTE OF EXECUTIVY PUCATION

This is to certfy that
Sungdae Lee
has successfully completed the
Executive Negotiation Workshop:
Bargaining for Advantage®

in witness thereof this certificate 1s presented
on

November 7", 2014

This prgram qualifics for 1.3 Contnuing Education Units
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homepage: www.snrlab.com

X3} 010-2088-9461
O|H| & sdlee@snrlab.com

Facebook: https://www.facebook.com/mywisetree
@snrlab https://www.facebook.com/snrlab/

Linkedin: @sungdaelee https://www.linkedin.com/in/sungdaelee/
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Brunch: @snrlab https://brunch.co.kr/@snrlab
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