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BE A “SMART, STRATEGIC & SUPERIOR” BUSINESS NEGOTIATOR .. NEGOTIATION EXCELLENCY
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| Module 01 )
i Module 05

1, Negotator Style Assessment — Self— Observer (3C24) '

2, Communication Preference Styles Survey — Self & Obserber (FINA) | H=E HEUA Sy 2F 2~ 4002 UE S

3. Influencing Styles Questionnaire — Self & Observer (1SQ) T2 Y 7 S el 3y 22 U8 MY 29
oDz 9 T3 QE0| Oja 28 A7 MEl SM “Be a True Business Negotiation Strategist™

“Seli-awarsness—based assessment process fo enhance negotiation capacities”

Megotiator Style Assessment (3C2A)

Module 1

Module 04

A2 EHy dEf fe(mzE03 ¥ 7N QFo 3t 416 AlZE ME] SM)
“Acquire World—Class Actual Negotiation Skills and  Strateagies To Win™

1

odule :  Module 4
Negotiation '
Principles

Mndule 02

Module 03
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“Know How fo Effectively Deal with the Different Business Culures”
M| LiE : Business Cross Culture EZE

ol Helzt HE(=20H ¥ 0 S 2t 2~8 Al M SM)
“Understand Essential Logic and Knowledge of Business Negotiation™

Module 3
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Module lil - The Negotiation Processiah

Copyright 2002, BNE Consulting Co. All rights reserved.

Case Instructions

o 7

. Read information earcfully
. Plan your strategy

. Negotiate with other party
. Do not exchange sheets

5. Straight cash deals only

. Submit either:

Signed Agreement or
Best Offer”

- Gumbits & Counter gambits you used

CONSULTING
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BE A “SMART, STRATEGIC & SUPERIOR” BUSINESS NEGOTIATOR .. NEGOTIATION EXCELLENCY

1. Principles of Global Business Communication H|[ =LA HF LA O]Mo| 7= I {l2| ( 3A|ZF: 09:00~12:00 )
“Understand Essential Knowledge and Skills of Global Business Communication”
FHH =LA HARLAOMS| 7| Ae| A Y-S o8 5td, 43K H|=L A dar FdE fle
-2 HFLIAOIMZ fIot 3 AA| : Ethos(AFRIAE]), Logos(=2|EtEd), Pathos(& A& W Zh)
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43 ™ IR 1F ZME O] & 2|3t Professional Communication/Speech Secret 3 (B0 2HHE 2 3)
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1. ol HABRLIFHOIM &g & A2 : Basic Business Communication Exercise Simulation

=

2. Negotiation Self Assessment &4 & X7 24 (3C2A) X 501 PA™EF M= 0|8 (2A2F: 13:00~15:00)
“Self-awareness-based assessment process to enhance negotiation capacities”
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- Collaborating (F X ¥of T E) - Competing(BHEX H4t ML) - Compromising (EHEA & M2
- Avoiding (2|O/™ ¥4 B =/HEH =) - Accommodating (87X T4 MM E)

3 . Negotiation Principles : @40| gl2|et A&l 18 (3AIZt : 15:00~18:00)

“Understand Essential Logic and Knowledge of Global Business Negotiation”
: Chot M At S0t e Soto YESS M A, Hl=H AP Yo 7|2 A MEf ohg S s

2. YA Z  Exercise Case Simulation

=
M First or Opening Offer Strategy c RN Mo QI ™E}
B Business Negotiation Process CHIZLA Hatol Z2 M4 O[3
B Anchoring D g AR S A ERE (o TR ME|A 2ol R Zo R HME
B Framing & reframing ca2 AL elAa ME2R 2HE MAIE S Jiigel M o2l 23t 8

Q3 F2hg opLt,
T




BE A “SMART, STRATEGIC & SUPERIOR” BUSINESS NEGOTIATOR .. NEGOTIATION EXCELLENCY

A AT ARLAOMO M WA U 2M 29
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- Factual (AFEE/AEX AtD ) - Intuitive ( 2 2HA/&C|X AT ) - Normative ( & /H A AL ) - Analytical ( 24 X/X|&H AtD)
1. MEY ME[FZ ARLIZ0IM 524G X FE 2 Credibility Build-Up Communication Exercise Simulation
2. Negotiation Principles : @42 ®l2|2t J&l 22 (2A1Zt : 13:00~15:00 )
“Understand Essential Logic and Knowledge of Global Business Negotiation”
B Negotiation Break-down MOl HEE HY et O SiAM  (Impasse / Stalemate / Deadlock)
B Dealing with Difficult Negotiators R R HAYl CRe S
B Concessions Strategies NS S I R
B Mistakes in Negotiation C YN MRE 5 Us 242t of /e FE
3. "MU|FE3dyEsTER O L2 2U2 QU Best A2 A Stk *AHEY == 8l= MetE BME 3A1ZF: 15:00~18:00 )

M. Too Good To Lose
EX|7[A HF Ok CHE AlQf ZA/HAS XU E Q1A RESHE dE|HO|H =2|Q HAEHE 71
B. Too Risky & Costly to Refuse
M2 BATNA(HICHE AM D YESHAL SRz QX & Be|= DH40|L EXAE g2z, A-SH|A o2 ZEslot
~ ZRisk &t P[HE0| HF H O{X|Zt5HH =850 AfSt= Al Rt EHEHER REdSt= I'_EQI Held e Y
5, No Risk at All
\ =10 B 7% 2™ Hidden RiskLl =7} H|-8 Cost £ & ©10], 0|2 Profit 1t &f|E Benefits 2t S0{Lt=
 QIMB}1 Safe Z-BSF Clean 49 Profitable AFY Business 2 THEFSLT ZFSHH Bt nEo| AN —L,_=E| ME AT

: Exercise Case Simulation
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Bk ”
1. Winning Negotiation Gambits and Strategies : ¥ ™ 43611 Z2H Yot= "E 2 EY H| =LA @ MeF M= (8AIZH 09:00~18:00)
“Acquire World-Class Actual Negotiation Skills and Strategies To Win”

r
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B Closing Negotiation Strategies and Tactics : &4 Z7| Ao ThHlX| &S w20 L7t fSts A0 SeUERE AE Rdte T2 M L M
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B Unethical but Powerful Negotiation Gambits and Strategies : H|- 22| &l J2{L} 2L St Q1 40| &4 ek M= (3A|ZH 09:00 ~12:00)
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1.. Cross-Culture Business Behaviors and Winning Strategies : A% 3 E3t#E H|=L|
"Know How to Effectively Deal with the Different Business Cultures”

850, 7E, §5, 30t S Y gUl=7tel 28 HZL A AFUAO|H/HY 58 X =8 WHE=0

MBHQ B4 Aol QB BASY L M 4+

B Understanding Relationship between Business Behaviors and Cross-Cultures : &2t & ChYot H| =LA
=

B Country-wise Business Behaviors in Negotiation : Ct¥ot =7t 24 E4 Gl 2 Mt

-1. Dealing with the Americans/Europeans/Asians/Chinese/Japanese

-2. Tips for Conducting Meetings with the Americans/Europeans/Asians/Chinese/Japanese

-3. Tips for Writing to the Americans/Europeans/Asians/Chinese/Japanese

-4. Tips for Presenting to the Americans/Europeans/Asians/Chinese/Japanese

-5. Tips for working with the Americans/Europeans/Asians/Chinese/Japanese

-6. Tips for Enhancing Your Relationship with the Americans/Europeans/Asians/Chinese/Japanese
B Country-wise Winning Negotiation Strategies and Tactics : CH& =71 43 @XM 8l M=

2. Hlg2[Hol gy HFEL 2tHQl 228 Hl=L A

18
0>

tol &%l MaF M= (5 AlZt 13:00~18:00)

Unethical but Commonly Used Negotiation Gambits

B The Decoy: 0| o] EtelS 0|20 W= RAUM : STH EE A o Akl

B The Red Herring: &5t 1= YotX| 22 Wt . SONY 2F Philips 2| 7|& A2 Atz
_Cherry Picking: Ol & 2| £, H2|IL|Z : O|= AtSAt E22f ALHASA SSH S Ak
‘Escalation: 2t Tt S| E17|, A2 HE : GEQ| Jack Welch & Z8F Wirlpool 83 Al

HIZ LA S A2 Exercise Case Simulation

EXCELLENCY
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BE A “SMART, STRATEGIC & SUPERIOR” BUSINESS NEGOTIATOR

M 2 (8A]ZF 09:00~18:00)

1. In-Depth and Intensive Strategic Global Business Negotiation Management : T 2F& H|=L|A &4

( At &4 A& Case simulation/exercise course: Multi parties-multi issues)
"Be a World Best Business Negotiation Strategist” “&}&0| OfL|Ct, siA0|Ct”
c MAEO| L nfstAE ol HAFEF 7Y Tool2| AFEHE O|55tL 5, ot M EAE S AMEEO0[D FMH Ql(Factual & Analytical) 471

BRI

M Situation Analysis & Strategy Development
1360° 4 EM TOOLS 0|8t HE FE 2

W TOS(E 4+ ALH) Analysis & Strategy/Tactics Application

LR A AT ZA7HOI0) Tt A5 2 TOOLS 0|83 MY FITH U AfCHo| IH2 AN HAMAME Jju

M Issue Analysis & Action Strategy/Tactics Development
DHE Y ARRHE BHH 360° dEEM TOOLS 0[8¢ 82 JE 245 S AIRtE doie Ydutel F3st &
BATHS 23t HE jY Q2D AIRKE IR mot2 S AN By MY M 4
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BE A “SMART, STRATEGIC & SUPERIOR” BUSINESS NEGOTIATOR .. NEGOT/IATION EXCELLENCY
5. Negotiation Planner — Step 4. Developing St
-4 Issue—wise Implementation Sce

— S .

MB HZLA By TRHA

1. Buy-in "MEFY H| =LA 340 ddo2 HIIM2 521 MEIEE= =02}
1. Anchoring MOI EEI_ E.I LI.O x’-l o 0‘|EI- ol n|7.|| -I-I_EI_ ”
2. (Collaborative) Avoiding = 2{1= HiALL. Best &= =4l Ofcr.

3. Uncontrollable Authority

1. TOS Power Breaking

2. Defeating A tati u
ereating Argumentation *OFEHEI HH EI_I_*I BATNA

- Weakness & Threat
- TOS’s BATNA nullification
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1. Collaborative Argumentation
- My Strengths & TOS’ Unknown Opportunity "_*.I J_'_g.l HI E LI ﬁ EI'E L-| E Win-Win ?‘%6" E.I'"

- Increase Dependence on Me

1. Easier Acceptance

H3SE A — = o =
2. Take it or leave "7-I'I'°EI- T gi: EE?_I-EE AI%E %I'I:_Il'OI'EI'"
3. Time Pressure
1. Nibbling = o

u | - 1/}
2. Withdrawing an Offer I1!-I:II-XI I:'I'. AEIEI: *CII>|7|-TI— %:I'l'_': -T—.lEI'

3. Sweetener



신데렐라맨.이렇든저렇든 OK.안심시켜라.avi
런어웨이주리.리프레이밍.avi
인터내셔널.최적의 사업파트너로 인식.avi
거친녀석들.본보기위협.avi
007퀀텀솔리스.역량과시.기대이익.Sweetener.avi
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../영상클립/오션13.슈퍼갑을의 Take it or leave.avi
../영상클립/Shindler List/쉰들러리스트.겁주려면 제대로 줘라.1분40.avi
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BE A

In—Depth Analysis : Prior to the Nego

HIZLA AN O824 2 43 5y

NOS

PErsSon

(BeZiTt)

» Family status (e.g., married,
single, children)?

« Leisure or recreational
activities?

» Work habits (e.g., long hours,
early to work)?

* Behavior style (e.g.,
perfectionist, task-oriented )

* Number of years with current
organization?

« Stability in current position?

« Overall reputation as
negotiator or negotiation style?

» What special-interest groups
might affect the negotiator?

“"SMART, STRATEGIC & SUPERIOR"

TOS" Culture
and

Its Effects
(o] ==}t Ash

» Are meetings likely to be
punctual?

» How fast or slow the
negotiation pace likely be?

» How important is “Saving
Face” likely be?

« Are differences of opinion
likely to be emotional or
argumentative?

* How many people will be in
the negotiation team?

» Should you prepare a formal
agenda and/or presentation?

BUSINESS NEGOTIATOR withBNE CONSULTING

Hzgmg e o “PCONmay
Tune-Up Checklist
:Prior to the Negotiation

10S*

Organization
(RHfl ===

Past

Negotiations
(2EAH &4k o)

» What is the past, present
and projected sales/financial
status?

» What organizational problem
exist (e.g., restructuring,
repositioning, tough
competition)?

* Who is TOS’s boss, and
what do you know about him
or her?

* Is the organization under any
time pressure (e.g. delivery,
debt/fee payment,
annual/quarterly report)?

Copyright 2002, BNE Consulting Co. All rights reserved.

» What were the subjects of past
negotiations (e.g., price, delivery,
incentive payment, volume,
investment)?

» What were the main obstacles
and outcomes of the negotiations
(e.g., company policy, financial
situation, emotional conflict,
compromise, contract
termination)?

» What objections were raised
(e.qg., price raise, incentive
deduction, increased sales target,
recruit)?

» What strategies and tactics
were used by TOS (e.g., time
pressure, walk-away, withdrawing
an offer) ?

* How was the outcome achieved,
over what period of time (e.g.
13.5% price D/C over 1 month
3days prior prod.)?

&

CONSULTING



BE A "SMART, STRATEGIC & SUPERIOR” BUSINESS NEGOTIATOR withBNE CONSULTING

Negotiation Planner : 2~'2] (SNEP : Stratec

Planning your negotiation is a straightforward, four-step
process that must be applied to both Seller and Buyer.

Developing
Strategies
And

|dentification Prioritization Establishment
of of Of Settlement

Issues Issues Range -
(8] &bo| x| =kt (oM M2 (2 E QM) actics

e (H2Fd & 71 e

1

Copyright 2002, BNE Consulting Co. All rights reserved. — CONSULTING
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BE A “"SMART, STRATEGIC & SUPERIOR” BUSINESS NEGOTIATOR .. NEGOT/AT/ION EXCELLENCY

Tool Basecl HANSS SO0 AKX A0 H
AT EA AHIE XA ASSH 4 UEE XIS

= 20| JIsolH, u=s S0l X0l ZEst
4

28 ( SNEP : Strategic Negotiation Planner) (0 A])

7. Tool Based HAMFEF 2 9l Do| HA

TOS5* Key Persons Checklist (KEPC): Prior to the Negotiation

Role Name & Tite | Key lssues I Probable Biasss Characterstics Contacis I
Negotiation Planner— Step 1. Identification of Issues

Deacision Maker

Has ullimate ashorily b

miakethe buying dedsion Lhgel o
Advisor

A et gyt b (TOS’ Situation SWOT Analysis Checldist ) T anving amioti

guidsne nbrmakm, Dewvelop Strategic Actions to emphasize TOS' pesitive threats and to dilute TOS's negative threats, which are identified in the
and n=ight TOS SWOT Analysis.

Ope TOS® Positive Threats {TPT: Fear to use) Emphasizing Stralegy Actions (TPTH)

TOS* Negalive Threats { TNT: Common threat) Diluiing Sirategy Acfonz (TNTD}




BE A “SMART, STRATEGIC & SUPERIOR” BUSINESS NEGOTIATOR .. NEGOTIATION EXCELLENCY

& Al E= A
=S S3S

sountry-wise Gultural Business Behavior'in: Negotiation (*Z Ol 02 0ilx1]

SR OWANEGOLEANGRSIWOrK N Asia and the Pacificaia
P OWANEgotiations work in Latin America

1. Pace of Negotiations Slow T

1=

1. Pace of Negotiations Slow
2. Negotiating Strategies
Opening Offers vis-a-vis Settlement Moderate to high initial demands 2. Negotiating Strategies
Presentation of Issues Group of issue may be presented Opening Offers vis-a-vis Settlement Moderate Initial demands
Presentations Fairly formal Presentation of Issues One at atime
Dealing with Differences Polite, quiet when right Presentations Informal
Concessions Slow Dealing with Differences Argumentative, whether right or wrong;
passionate
3. Emphasis on Personal Relationship High ConcessionsSI
ow
4. Emotional Aspects . . . .
Sensitivity Valued 3. Emphasis on Personal Relationship High
Degree of Emotions Usually not visible .
4. Emotional Aspects
5. Decision Making Sensitivity Valued
Overall Method Group Consensus (Level-wise) Degree of Emotions Passionate
Emphasize Logic (Tuned with Boss’ Aspiration o .
Emphasis on Group/Team High: Decisions from Mid/Low leve - Decision Making )
groups Overall Method Impulsive, spontaneous
Emphasis on Face-saving Extreme (For everyone, esp. Boss' Emphasize Concepts
Influence of special interests on Decision Maker (s) Openly influenced Emphasis on Group/Team Low: Decisions from top person
Emphasis on Face-saving Extreme
6. Contractual and Administrative Factors Influence of special interests on Decision Maker (s) Expected, condoned
Need for an Agent Average
Degree of Contract Specialty Moderate 6. Contractual and Administrative Factors
Degree of Paperwork/Bureaucracy Moderate Need for an Agent Average
Need for an Agenda Moderate Degree of Contract Specialty Moderate

Degree of Paperwork/Bureaucracy Moderate

* Russians have a reputation for being warm and intelligent people but not hard workers who show a lot of initiative. -
* Make prior appointments and be punctual.

« Business dealings go through the appropriate ministry and are likely to move quite slowly through the bureaucratic machinery.

« Be prepared to devote a lot of senior executive time. Russians are very status-conscious and want to deal with your key decision makers. Use the most impressive title allowed you by your organization.

« Business presentations should be factual and full of technical details. Be prepared to defend technical aspects and performance standards, particularly of high-tech products. Russians want to know exactly what
they are buying. Consider bringing along a specialist.

« Compared with negotiators in many cultures, no long-term personal relationship is necessarily desired or expected by your Russian counterpart.

« Save yourself a lot of room to negotiate. Russian initial demands are often extreme.

« If you are the seller, try to determine if there is genuine interest and ability to pay for your product or service. Beware of giving detailed information if you sense that your counterpart seeks only the information, and
not the deal.

« If your counterpart needs your product particularly if it is high-tech, price may be less of a sticking point than in other countries.

« Be patient. Russian negotiators typically have limited authority, so they frequently check with headquarters. You can also expect Russians to be slow in making concessions.
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