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NIWRAUIINSENI9IA731F10TENTSALIGINBAIINAUTA ID1TW

Duration: 2 Days (9:00 — 16:00)

BOSTON * NETWORK |||

The Global Knowledge Network

PRACTICAL - -
S VIOIRIKS H O

. mna’ué’aﬁaoviimm
NNU=NISIDSDICIDSOV”

WCUUWF]EUE‘VUOlDSD']CIOSE)\)I’T]\)S‘SFIDS:OUHWHG

"Business
Negotiation
Workshop™ $

ﬂ:a\f;:gé Class Class Dil_ti;sce www.bostonnetwork.com
Uootw inhodse el Training o 02'949'0955

Boston Network Co., Ltd. Tel. 02-949-0955, 02-318-6891 Mobile: 086-337-8266
E-mail: seminar@bostonnetwork.com, Web: http://www.bostonnetwork.com



BOSTON + NETWORK

The Global Knowledge Network

Course Description:

Successful leaders generally possess excellent skills in negotiation. Although people have
experience in negotiation, most of them may have not gone through the theories behind it and have
proper practices to sharpen their skills. This course is designed to help those relatively experienced
managers and leaders to further develop their skills. It is a 2-days course. We will review some of
the basic theories and concepts, then move on to real-life experience and role plays to demonstrate
some key points. Attendees are expected to actively participate in exercises, role plays and
discussions

What You will Learn:

Fully understand the negotiation concepts and theories

Reflect their real-life experience and identify areas for development

Have enough practices to reinforce strengths and to limit weaknesses

Share experience and help each other to understand and overcome different styles and tactics
Effectively prepare themselves for various negotiation situations

What You will Cover:
e Negotiation skills in business
— Myths of negotiation
e Types of failures in negotiation
— Leave money on the table
— Winner’s curse
— Walk away from the table
— Agreement bias
e Effective preparation for negotiations
— Self assessment — BATNA concept
— Assessment of the other party
— Assessment of the situation
e Pie-slicing strategies
— Target and reservation points
— Focal point
— Bilateral concessions
— Three criteria of fairness
e Discussion on real-life application
e Expanding the pie (Win-Win strategies)
— Cooperation and Competition
— Building trust & relationship
— Wish & concession lists
— Multiple Issues / Offers
— Side deals
— Contingent contracts
e Discussion on real-life application
¢ Negotiation styles
— Motivation — cooperative, competitive and individualist
— Approach — interest, right and power
— Emotion — neutral, positive and negative

Boston Network Co., Ltd. Tel. 02-949-0955, 02-318-6891 Mobile: 086-337-8266
E-mail: seminar@bostonnetwork.com, Web: http://www.bostonnetwork.com



BOSTON + NETWORK

The Global Knowledge Network

e Negotiation tactics & ethics
— Good guy, bad guy
— Bluff
— Paradoxical intention
— Reactance
— Attitudinal structuring, etc.

Who should Attend:
e This course is recommended for middle to upper management and businessmen who have
conducted negotiations on a regular basis.
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Why Boston Network?

e World Class Curriculum - our course curriculums incorporate best-in-business thinking and
practices and are designed for all organizational levels.

e Renowned Trainers - all our seminars, conferences are led by senior executives, managers,
authors, educators, consultants, even CEOs. They’re not only skilled speakers, but top business
practitioners who have been in the trenches

e Satisfaction Guarantee - we are totally focused on customer satisfaction. Our 100% customer
satisfaction guarantee is the factor that will distinct us from others.

e Experienced Training Specialist - with more than five years of experiences, we bring in latest
business know-how, world-class cutting edge management knowledge, and valuable insights to
Thai society. We held over 200 seminar events each year with more than 10,000 executive
participants countrywide.

100% Satisfaction Guarantee
After attending Boston Network seminar or event, if you are not fully satisfied that we
have delivered everything promised. Simply notify the seminar administrator by the lunch
break and we will refund the entire registration fee.
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