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The Course will cover the following areas:.





Understanding Types of Negotiation


Seeing Other Points of View


Reading Other People


Defining Your Negotiation Style


Working with Your Own Negotiation 'Rules' and Beliefs


Playing the 'Game' of Negotiation


Negotiate Upwards and Downwards


Knowing Your Bottom Line


Knowing What to Give Away


Dealing with Hidden Agendas


Making Decisions


Finessing


Closing The Deal











Effective Negotiation Skill





Our approach to good negotiation isn't about winning and it isn't about someone else losing. It is, however, about learning to 'play the game' better, because that's what negotiation is - a game. And like any game there are rules and conventions. ��Our negotiation programmes help people define their own rules and beliefs about negotiation and how they either support or get in the way of success. From there we look at each person's individual negotiation style and develop people's negotiation skills in being able to see better what's going on for other people, reading body language, and handling tricky meetings.





Who Should Attend:


Managers


Executive


Supervisors








For Enquiry & Registration,


Please contact:





BUSCAT Sdn Bhd. (761020—X)


312—B Level 2 Diamond Complex,


Bangi Business Park,


43650 Bandar Baru Bangi, Selangor.


Tel : 03 20969361


Fax : 03 20969397


www.buscat.com.my


buscat@ymail.com
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2 Day Course





Venue : Residence Hotel   


              UNITEN


Date    : 28 – 29 March


Time   : 9.00 a.m – 5 p.m


Fee      : RM 1,290/person





Group Discount is available
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