


It’s not enough to hone old skills, you

need a bran

new tool box and the

mastering techniques to go with it.

New challenges require new skills. In today’s fast-paced, increasingly
competitive business climate, conventional negotiating approaches are no
longer enough. Even under heavy pressure, you must learn to think creatively,
establish a favorable climate, and make more innovative agreements.

Karrass, the world leader in negotiation training, will
show you how to navigate through today’s economy
with a dynamic new negotiating approach that will
help you find new synergies while you build stronger
working relationships.

With a more advanced global economy, comes the

need for multicultural understanding, tolerance, and
multicultural negotiating skills, including the knowledge
of how other cultures negotiate. In Effective Negotiating 2
you'll see how these skills are growing worldwide and
the reasons why you need to embrace the multicultural
realities.

An entrepreneurial approach.

Where some see dangers in the internet, others find new
opportunities. There is no reason to let the internet be a
source of miscommunications and misunderstandings.
Karrass teaches you how to turn the net to advantage.

With the skills you harness in Effective Negotiating 2,
you'll discover the secrets of data mining, including a
host of resourceful ways to gain vital information.

Today’s business climate demands a different type of
negotiating.

That means understanding how to develop negotiating
strength through building trust; recognizing where
business opportunities lie and how to turn them to an
advantage; and create values through the dynamic skill
of everybody wins negotiating.

Immediate application.

Through case studies and exchanging ideas with other
business professionals, this interactive workshop brings

the challenging issues facing negotiators to light. The
exercises in class will further illuminate the dynamic
principles Dr. Karrass has developed and allow you to
experience immediate application of new skills just as you
did in Effective Negotiating , but ata much higher level.

You cannot go wrong.

This is a must-attend seminar for anyone who wants to
enjoy a wealth of practical ideas that are immediately
useful for your challenges today and for the rest of your
life. You cannot go wrong learning how to be a more
effective negotiator, in fact, it's one of the smartest things
you can do for your company and for your business.

You will leave the seminar with a new level of confidence,
equipped with new tools that will enhance your entire
business career. As you deepen your understanding of
negotiation, and learn how to apply your new skills
during the process, you'll find it easier to develop the
kinds of deals that work for everybody.

Successful organizations have them.

Successful organizations got there because they have
effective negotiators with the skills you'll learn and
master from Dr. Karrass’s teaching. Successful negotia-
tors know how to create an atmosphere of trust, master
the six phases of negotiation, convert adversaries into
trusted business associates, and close the deal in a way
that brings greater satisfaction to both parties.

Space is limited-register today
online at www.karrass.com or
call us at (323)866-3800.



Unlike other seminars,
KARRASS seminars are packed
with practical information.

This information is easily
understood, entertaining, and
immediately useful.

You will learn the strategies and behaviors

that build relationships, improve the negotiation
environment, turn adversaries into trusted
partners, and help close successful
negotiations.

e How to understand the dynamics and
methods of successful negotiations in the
age of the Internet.

* How the KARRASS methods are sure to
advance your career

* How to keep the negotiation moving
forward

e How to reduce aggravation for more
success

* How to prepare and plan successful
strategies

e How to navigate through the stages of
negotiation

 How to handle pressure tactics and
maintain control

 How to use multi-cultural negotiation styles
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