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Refine and develop valuable skills in negotiating
with clients, suppliers and other third parties

Have you found yourself in a situation when you couldn't find the appropriate
expression, the most perfectly suitable term? When you didn't know how
to achieve your aim at a conference — especially in a foreign language
conference?

Even one well formed and aimed sentence can mean success in business
communication, therefore it is vital to have confident international skills in
English even in difficult situations!

As a result of the training:

@ You will get familiar with the basics, strategies and tactics of international
negotiation.

@ Negotiation and communication skills develop.

@ Through negotiation situations your skills will develop, you will get reliable feedback
about your production.

@ You will learn an effective negotiation technique, which will help you to successful
negotiations.

@ You will be able to plan your time and structure your desired aims.

@ You will be able to control conflicts you face in negotiations.

@ You will leam to handle even hard-to-handle people, your empathic skills will develop,
you will be able to raise empathy towards your point of view, we will hand you "hints” of
negotiations.

www.iir-hungary.hu 06-1/459-7301 training@iir-hungary.hu
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@ DAY1

The Role of Perception & Beliefs
of Expert Negotiators

The day’s programme will begin by exploring
the misunderstandings surrounding com-
petitive and collaborative negotiations, and
identifying how you can benefit by convert-
ing competitive negotiations into collabora-
tive approaches and develop partnership-type
relationships. You will also have the opportu-
nity to audit your own negotiation style and
scrutinise your own beliefs and approaches to
identify how best you can further improve and
refine your skills and develop new negotiating
strategies.

Sensory Acuity vs. Assertiveness

- effective listening techniques

 defining empathy and assertiveness

« listening and and asking exploratory questions and
when to use them

« getting to grips with alternative questioning strat-
egies

GROUP EXERCISES

o,

Understanding the Implications of the

Win/Win Concept

« examining the .inner game’ of effective negotiation

« identifying the beliefs that are important in negoti-
ating effectively

 Teviewing your own beliefs: do you need to make

changes?
®,

PAIRS EXERCISE

COURSE LEADER

Dr. Troy Wiwczaroski is an
Assoclate Professor at Debrecen Universi-
ty, where he has been teaching since 1995.
Specializing in public speaking, negotia-

www.iir-hungary.hu

06-1/459-7301

Negotiating Skills — the Art of Influence
and Persuasion

Throughout the day you will receive intensive, hands-
on guidance to enable you to acquire expert skills in
the key areas of negotiation. You will gain an insight
into how alternative approaches to negotiation can
be best employed in various negotiating situations,
and discover how you can achieve a positive out-
come with uncooperative and hostile ,opponents”.

Needs Definition

« understanding what the other side really wants
» positions vs. interests: Porter's 5 Forces

» ermotions vs. motivators

» power negotiation vs. needs-based negotiation

INDIVIDUAL EXERCISE

®,

Yes Sets

« building a history of agreement into the meeting

« overcoming resistance and handling your 'hot but-
tons'

« reframing’ technique

 techniques for focusing on the issue and not on
the opponent

« techniques for avoiding misunderstandings

» how to avoid making premature concessions

PAIRS EXERCISE

Sending Positive Messages

* putting your point of view across in a positive man-
ner

- understanding the power of body language and
voice quality

« the assertive method

« 5 principles of behavior

« the broken record technique

PAIRS EXERCISE:

tion/conflict management and commu-
nication training in English and German,
Dr. Wiwczaroski's teaching and research
include a focus on the skills-based pro-

training@iir-hungary.hu



THE ART OF NEGOTIATION AND CONVINCING

3-4™ MARCH 2016, BUDAPEST

= DAY 2

Planning and Conducting
Effective Negotiations

Throughout the following two sessions partic-
ipants will work in small groups planning and
role playing a series of negotiations.

You will begin by establishing an effective
structure for planning your negotiations, en-
suring you are thoroughly prepared and help-
ing maximise the use of limited planning time.
Common mistakes made during the planning
process will be highlighted.

Then you will discover how to control nego-
tiations in order to achieve your desired out-
come whilst maintaining a constructive rela-
tionship. You will see for yourself the differ-
ence between average negotiators and expert
negotiators, understand why

many people fail to secure successful out-
comes, and learn key actions which can be

taken to ensure you avoid the potential pitfalls.

Planning the Negotiation

« working through a planning process: negotiations
preparation worksheets and their use

* specifying outcomes

* building a team and assigning roles

« analysing a database and understanding where the
power lies

« building a settlement range

« planning the negotiation

« testing the plan

EXERCISE ,

Conducting the Face to Face Meeting

- working through the meeting process: setting the
scene and creating an environement

- obtaining vital information: agreeing outcomes and
establishing the agenda

 probing in order to develop understanding

» making proposals and giving and receiving con-
cessions

fessional development of his students,
who come from many branches of the uni-
versity. His students have gone on to work
In management, academia and responsi-
ble ministerial and administrative positions

# www.iir-hungary.hu
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 applying effective closing techniques
= agreeing action & recording outcomes
» monitoring the result

Coaching on Key Behaviours

In this session you will have the opportunity to eval-

uate your own performance and identify how you

can avold making crucial negotiating errors.

« receiving individual coaching and feedback on cur-
rent negotiating behaviour

» analysing strengths and weaknesses using negoti-
ating skills assessment checklists

« developing your key learning points

Classic negotiation warm-up exercises Q

Breaking Deadlocks

This session will give you constructive techniques

to enable you to deal effectively with difficult nego-

tiating situations and people, and help you convert a

negative situation into a positive outcome.

» acquiring key techniques for overcoming obstacles
to agreement

« understanding the difference betwen haggling and
negotiating

- the power of metaphor

- applying the ,negative consequences” technique
using counter examples to diffuse objections and
overcome barriers

PAIRS EXERCISE !

International negotiations

- vital tips for negotiating in an international setting
» understanding some of the more common negoti-

ation ,ploys’ and how to counter them

PAIRS EXERCISE

Personal Development Plans

Drawing on your experiences and learning achieved
throughout the seminar, this session gives you the
opportunity to ,audit” your current strengths and
weaknesses and draw up a personal development

throughout Hungary, Europe and the world.
Dr. Wiwczaroskl is a native of Texas and re-
ceived his Master's and PhD degrees from
Washington University in St. Louis, one of
the top 10 universities in the United States.
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Refine and develop valuable skills in negotiating
with clients, suppliers and other third parties
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1. RESZTVEVO: 2. RESZTVEV0:
Vezetéknév \ \ Keresztnév \ Vezetéknév Keresztnév
Beosztés \ Beosztds
Osztaly \ Osztaly
Végzettség \ Végzettséq
Telefon \ Telefon
Fax' \ Fax'
Mobiltelefon' \ Mobiltelefon'
E-mail \ E-mail
Airas? \ Alsiras?
A rendezvényen valé részvételt engedélyezd/elrendeld személy: SZAMLAZASI CiM:
Vezetéknév ‘ ‘ Keresztnév ‘ - O

. Cégnév
Beosztds \ rinvitisas ‘ - ‘
Osetily ‘ ranyitoszam elység

Utca/Postafidk
Adminisztrativ kapcsma“arté " E-mail cimének, fax- és mobilszamanak megadésaval hozzajarul ahhoz, hogy az IIR tovébbi ényeirdl e akon is kapjon tajél
Vezetéknév ‘ ‘ Keresztnév ‘ ? A képzésre/rendezvényre regisztrald személy alirasaval igazolja, hogy a képzésen/rendezvényen személyesen vesz részt.
* Az On helyettese, amennyiben On nem tud részt venni a rendezvényen.
Beosztas \
Osztdly \ JELENTKEZES ELKULDESE >
Helyettesitd személy® ; ;
Vezetéknév \ | Keresztnév | QSOPORTOS KE DV'EZM ENYERT
Beosztds \ KERJE EGYEDI AJANLATUNKAT!
Osztal
Al.,.yz } 06-1/459-7334 « MARKETING@IIR-HUNGARY.HU
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RESZVETELI DiJAK
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Araink nem tartalmazzak az afat m A feltiintetett megtakaritasok a tobb napos rendezvények hataridés kedvezményét, valamint a regisztralt napok szamatél fiiggs
kedvezmény nett6 0sszegét tartalmazzak M A részvételi dij tartalmazza a dokumentacié koltségeit. @ A rendezvényen kép- és hangfelvétel késziilhet.
A részvételi dij tartalmazza az étkezés koltségét, mely a szamlan kilon tételként feltiintetésre kerdl.

FIZETES VISSZALEPES VAN MEG KERDESE?

ésével elfogadja a j ési és ésének beérkezése utdn visszaigazoldst és a koltséguiseld szamlazdsi cimére .
kidllitott eldlegbekérdt kildink. Kérjiik az ott feltiintetett 6sszeget sziveskedjen a rendezvény el6tt atutalni. A rendezvényre valo bejutds csak akkor garantalt, A A . A i _ _
ha befizetése céginkhoz 3 munkanappal a rendezvény eléitt beérkezik. Ha az utalds a rendezvény kezdete eldtt 2 munkanapon betut torténik meg, kérjik, UgyfeLSZOIQalat' Takacs Tinde +36 1/459 7300
hogy azt a dval igazolni szit a rendezvény helyszinén a regisztralaskor. Fizetési késedelem esetén a koltséguiseld késedelmi
potlék fizetésére kotelezett. Esetleges program-és helyszinvaltoztatds jogat fenntartjuk. Visszalépés csak irdsban lehetséges. A részvétel visszamonddsa P . e
esetén 20.000 Ft+AFA/f6. a rendezvényt megeldz6 2 héten beldli lemondas esetén 40.000 Ft~AFA/f6 adminisztracios koltséget szamolunk fel. A rendezvényt Konce pcio: Lukacsi Ag nes +36 '70/70 3-5465
megel6zd 2 munkanapon belilli lemondds esetén a kdltséguiseld a teljes részvételi dijat kteles megtériteni. A bejelentett résztvevd részvételének
madositasa meghatarozott feltételek mellett lehetséges. tovabbi i 4cidra lenne szitksége igyfé 8 (06-1/459-7300) készséggel all

rendelkezésére illetve a www.iir-hungary.hu honlapunkon tovébb téjékozadhat. Marketing: Mile Ménika +36-1/459-7334
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