O

REGAL EXCHANGE

& ASSOCIATES LTD




Expett Negotiator

About the course

Negotiation is a coe, indeed criticalskill
for mary business and pfessional peopl&he
process of negotiating demand®og business
judgment and a den understanding of human
psycholog. Mary functions within an organisation and
business necessitate a higteleof capability in this aabut
often the need dr those directly inolved in finacial
management to be able to negotiatels under estimateéor
mary executies,the need for negtiating skills is made mer
important by the strategic naterof mary business negotiations.
Private EquityMergers & acquisitions alliances with suppliers
and customersmajor corporate dealstrade and tariff
negotiations with Geernments and public officials and
discussions with consultantsyditors and other skilled
entities all equire a high leel of negotiation abilityhis
programme has been ueloped for all those
involved in these types of negations as well
as the full range of pfessionals
involved in negotiations
general.

Course diector

Dbhn Potter is an experienced business
psychologist who has had manears of practical
negotiating experience in a variety of settingge has run
several successful businesses includingopgnty development
businessll of which inolved the application of efttive negotiation
skills in oder to develop each of the businessesie has also been
involved in the security aspects of negotiation aodsfome two decades
has been ivolved in training hostage negotiatds siegehijack and kidnap
situationsall of which he has beenvoived in live operations.

He currently works with a range of people including senioreexties,the
senior civil sevicethe judiciay,the military and the policeHe is a Chatered
Psychologisg Chatered Scientist and a Chi@red Engineer and gained his
PhD in Leadership during his time as a member of the lecturing staff at
Royal MilitayAcadeny Sandhurst.

Dbhnisvice-Pesident of Regal Exchange aratks extensiely inAfrica,

the Middle Eas&umope and the USA.In 1998 he was appointed
Visiting Pofessor to the Uniersity of Exeter, UK and he is now a
SeniorAssociate for the National Schbof Governmentan
Associate of both th&arwick Business School and the
Portsmouth Business Schools and a member of
the faculty of the Defencécadeny of
the UK.

Course objecties

By the end of this pyggramme wu will:

® Be able to plan a negotiation edtively
® Have acquied a range of nexjiating tactics

® Be in a position to become an exgaregotiator in a
variety of settings

® Be able to influence others in both a cooperatand
competitive context

® Understand what mads people tick and how to influence the
® Be able to use time effecély to create yur desied outcomes
® Understand the ole that peceived power plays in negotiation

® Have acquied a curent perspectie of how negtiation
works in todg's world

® Be moe avare of what eally vorks in negotiation
® Create win-win negotiation outcomes
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Day one Day two

Section One Taking the eerview SectionThree understanding posv

e Introductions and opening up and decision making style

communication ® Decision making styles andwo
e Taking the oerview — the three to work with them
stages of negotiation e The main soures of pover
e The Essence of Financial In negotiation
Negotiations ® Developing information paer
® The Four Frames of' nergiatic_)n'- ® The effectie use of questions
the natue of win—win negotiation e Listening skills
® The concept of pur BATNA e Understanding the meta pgram

® What the reseach on appoach to listening
negotidion shows Cultural diffeences

® Managing concessions Negotiating in a team context

® What males a good negfiator? Handling erors

® The Rower of Planning - Getting toYES — the Harard
understanding the Zone of Negotiation Poject

Possible Ageement(ZOPA) o )
L . ® Negotiation ExrciseThree
® Negotiation Errcise One . .
. . ® Tactics Sessiohhree
® Tactics Session One

. . Section Bur
Sectionlwo - understanding those
with whom we negotiate and eativity ® A look at complex negotiations
® The essence of human naéur e Strategic issues
what motivates people e Briefing or final exercise

e Self avareness ceativity exrcise

® Understanding theale of
minimising self @ssue to unlock
the creative unconscious

e Creating a clear vision of what
you want — mobilising the ka
of Attraction

® Team negotiations

® Avoiding the pitfalls and common
mistales made in negotiations

® Negotiation ErrciseTwo
® Tactics Sessiofwo

Team negotiation mject
Debrief
Personal action planning session

Building the netwrk and
sustaining the learning

Open Forum

Course Ends

Drinks Reception
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Course tes

please tick

Standad delegatede:£1200

The fee includes all tuitiolynchesteaching
equipment and course documentati@elegates
are responsible for their wn accommodation.
Delegates places a not guaranteed until ganent
has beeneceived.An invoice will be sent upon
receipt of booking.

| wish to register for
Expett Negotiator,

23rd - 24th October 2008,
Nairobi,Kenya

Personal details

Family name: (Dr./Mr./Mrs./Ms./Other):

First name:

Position: Department:

Compaty:

Address:

City: Postcode: Country:
Telephone: Fax:

Email (equired):

| hare read and agre to abide by all terms and bookingratitions on this form
Patticipant signatie: Date:

Sponsor

We wish to register this delegate for the course indicated @@/e undetake to pay his/her fee andelease
him/her flom all compan responsibilities for the periodfdhe programme(please print clearly)

Name: Position:
Signatue: Date:

Pgment details

Cancellations andéfunds

Cheque made peable to Regal Exchange and
Associates Ltcbr SWIFTPlease alwa quote the
invoice number which qu will recei\e once yu
hase registeed,or alternatiwely please quote the
reference REG 2008/30 and the delegates name
in the transfer instructions.

For Cancellations (which must b& writing) receivd by Regal
Exchange anissociates 15 or feer working dgs befoe the scheduled
training eent, the full fee is pgable For Cancellations mae than 15
working dys befoe the scheduled training emt we charge a 33%
cancellation fe®efunds wheg applicablayill be made within 30 des of receipt
of the written cancellatiorRegal Exchange aAdsociates esewes the right to
cancel gents,change enues (within the same city) and substitute trainarsrs
and consultants at its disgtion Where events ae cancelled by Regal Exchange and
Associatesparticipants will eceie a full efund for coursedes paidif alternatie
dates offeed ae not acceptabléf for ary reason Regal Exchange Asdociates decide
to amend or cancel thevent we will not be responsible for aifares,hotel or other
costsincured by egistrants.

Pyment method: Q) cheque ) swiFt

Booking/Inbrmation

Transérs and substitutions
Mail to: Vika kettyle, Regal Exchange aAdsociates,
2 - 8 VictoriaAvenue London EC2M 4NS

Fax:+ 44 (0) 20 3206 1151

Tel: + 44 (0) 20 3206 1150

Email:vkettyle @regalexchangeom

Patticipants wishing to transfer to another course less than tBking da's befoe the
scheduled training ent will be charged a transfezd of 33% of the full feen the basis
that we allow ony one transfer per individual mad8ubsequent cancellation or
transfers will be charged at the full rataticipants wishing to transfer to another
course moe than 15 verking dgs befoe the scheduled trainingzent may do so at
no chargeViews expressed by trainers artheir ownRegal Exchange afigisociates
disclaims liability for advice givor vievs expessed by antrainer at courses listed

Photocopies of this form & accepted in this biochure, or in ary notes or documents mvided to participants.
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