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30-hour hands-on training course in skills and theory of negotiations and conflict resolution.

Intercultural experience through case study, exercises, scenarios, tests and mock trials with home reading (~300 p.) and writing (up to 20 p.).
Not for fragile women, stubborn men, those with weak stamina, those accustomed to routine neither for those who can not attend classes and believes in final exam storming
Workshop Highlights
· Do you know yourself as a negotiator? What kind of legal mastermind you are? 

· A few questions to ask yourself to assess your power. What will bring you to the stronger bargaining power? How to avoid being squashed by a more powerful opponent?
· What is to be done when you over-underestimate yourself and/or your opponent? Your best immediate response when someone offers you less than you want or more than you could swallow.

· Common mistakes and blunders of amateurs.
· Could you negotiate with a third party and litigate with the plaintiff at the same time? What to do when co-respondent is helping the plaintiff on purpose?
· Should you negotiate with agents or principals only?
· What is BIG NELZIA in negotiations?

· When you should never say Yes? When you should never say No? When you should never say Maybe?
· What is OBO, ONO, is it a big NO NO?

· Who is moving first and why?
· Intimidation, manipulation, bluffing, deadlines, pressure and more.
· Negotiating with a judge? What is that? How to convince the prosecutors to do their job instead of saying NET!

· Out of court settlement or in-court settlement?

· Settlement conference before an appeal or after? Or else instead?
· A few reasons why negotiations fail.

· What is not to divulge during a negotiation?
· The art of questioning. Hitting the target.

· The art of listening. How to use silence as a powerful negotiating tool.

· The art of reading signals. Reality check.

· What to do if you don’t have time to prepare for a negotiation?
· What you should do if the other side gets angry or emotional?
· How to break an impasse? How to lead to yesable answers?
· And more… 
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Never get angry. Never make a threat. 

Convince people. Preferably with a gun.

Don Corleone. The Godfather
Dear BizNis people, 
Please, note that the Negotiations Skills course is a practical skills course and its effectiveness pretty much depends on your home reading and class participation. Hence--the importance of MANDATORY ATTENDANCE. 25% and more absence in class end up in flanking. You cannot learn swimming unless you plunge into the water. You will be Spartans. You will hone your skills in class and not at home. On your sofa you will read the theory and absorb some knowledge. In the class you will be listening, thinking, creating and doing.
Your negotiating behavior is driven largely by your attitudes to the complexities of the situations in which you have to make rapid choices - sometimes under pressure - about which course of action you should take. If within your attitudes lie confusions about what is involved in negotiation practice, then you will behave in many negotiating situations less appropriately than you could if your attitudes had been subjected to the robust review of the kind outlined in this course!
It is a case study method of learning. Please, take advantage of it.
It is a little bit unusual for Russian students. It's like this. You read at least hand-outs (compiled materials) a class ahead (you've got the schedule) and do the background reading of Getting Past No and hand-outs in your own pace checking the topics we cover in class.
Prepared class participation is very critical since we are doing tests, cracking problems, performing exercises, working out cases, analyzing negotiation scenarios, making mock trials.

Each class will be structured approximately in the following way:  19:00-20:30 tests, analysis, discussion of the topics, movie fragments, then 5 min. break, 20:35 introduction to a case for 5 min., splitting the group into parts, mostly two, one going to the next room to prepare for negotiation up to 21:15-21:30, then mock group negotiations in the main classroom until 22:00. Depending on the negotiation outcome the analysis might be done immediately after or in the beginning of the next class or both and sometimes in writing. 
One major two-stage negotiation case will be done on two Friday nights (Law Firm Beauty Contest-negotiating retainer agreement with real Russian lawyers and transactional negotiation together with some of them vs another). 
Through the course all group exercises (over 60) will be more and more complicated. Negotiating exercises are intensive and constructed on frontier reality cases from personal and borrowed international and domestic solo- and team practice.
Grading criteria are standard for Socratic Method of learning: quality of class participation, quality of written homework and deadlines, reports on mock negotiations and your progress in haggling tests, negotiation scenarios, exercises and final exam. Standard business school curve is used for grading. After the final you will be given quick and personal negotiating profile deriving from respective tests, performance in and out of class and observations.

Homework in writing (up to 20 pages all together) given in every class may be delivered in any readable by a reasonable person form: registered mail, electronic letter, hologram, pigeon mail, snail mail, hand delivery etc. E-mail is preferred.
3-hour final written exam is designed to polish your newly obtained skills or old ones sharpened and it covers all learned theory and street-wise practice.

Additional hand-outs and movie scripts are given to interested students to better understand the negotiation issues if needed. Help is available for those who have difficulties with the language of the course.
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