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Management of Negotiation
- (N Decision-making

Dates/Language/Venue: June 9-12, 2009/ Partly Chinese, partly English with sequential Chinese Interpretation/ Shanghai ~ Fee: RMB30,800
TBD / Partly Chinese, partly English with sequential Chinese Interpretation / Beijing

Negotiation is the art and science of securing agreements between two or more parties who are interdependent and who are
seeking to maximise their outcomes. It plays a crucial role in every aspect of business, however, many of us know very little
about the strategy and psychology of effective negotiation. Being an effective negotiator, decision-making is another critical
skill that managers need to develop, as negotiation is a common form of interactive decision-making. In many circumstances,
negotiators lack the time and information to make rational decisions by using analytical approaches. We have to rely on
intuition and experience to make important decisions which will significantly impact the negotiation result.

Objective

. The purpose of this programme is to develop your expertise in managing transactional and dispute resolution negotiations
that occur in a variety of business settings. It is designed to be relevant to a broad spectrum of problems faced by managers.
In this programme, the latest and Noble Prize winning theory, together with vivid and practical methods, will be adopted to
help you recognise decision biases, avoid decision pitfall and become a super decision-maker.

I Who Should Attend
This course is designed to be relevant to a broad spectrum of negotiation and decision-making challenges that are faced by
managers across different levels in diverse careers.

B Programme Benefits
Participants in this programme will:
>> Gain a better understanding and appreciation of negotiation intricacies and challenges
>> Have a framework for negotiation - a set of concepts integral to preparing, negotiating, and subsequently evaluating the
negotiation process and outcomes
>> Develop new and creative behaviours, skills and tactics that are critical in becoming an effective negotiator
>> Learn latest and practical decision-making approaches
>> Be able to identify decision bias, and not to be a “normal fool”
>> Understand how to apply what have been taught in making management, marketing, and investment decisions

B Programme Coverage
>> Preparing the negotiation
>> Knowing when to behave competitively and when to behave collaboratively in a negotiation
>> Managing the negotiating process
>> Closing the deal
>> Common decision biases
>> Ways to avoid decision biases
>> Decision-making under uncertainties and risks
>> Using decision-making art to achieve negotiation and gaming effectiveness
>> Using decision-making art to win people’s heart
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My overall impression of the programme was quite good. The professor dug out a number of in-depth
issues through application of an easy-to-understand teaching method, and some of them were of great
benefit to me, especially the parts of multi-party negotiation process, team negotiation process, vivid
cases in decision-making, thought-provoking analysis on human nature and corresponding solutions.

Ma Xiaodong
Manager Northeast Zone Consumer Sales and Marketing
Sony (China) Limited Shanghai Branch
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Introduction to Negotiation and Principles of Negotiation

>> An effective framework for understanding negotiation >>
situations

Simulation 1

Cooperating and Competing >>

>> Understanding when to cooperate and when to compete

Simulation 2

Creativity in Negotiations

>> Exploring creative options >>
Simulation 3

Internal Negotiations

>> Negotiating in the workplace >>
Simulation 4

Team Negotiations

>> Opportunities and challenges of negotiating in teams >>
Simulation 5

Decision Biases
Ways to Avoid Decision Biases
Decision-making under Uncertainties and Risks

Using Decision-making Art to Achieve Negotiation and
Gaming Effectiveness
Using Decision-making Art to Win People’s Heart

After taking the Management of Negotiation and Decision-making programme offered by CEIBS, there
are no other words which can better describe how | felt about it than harvest, excitement and enjoyment.
By "harvest", | mean we have systematically acquired world-class negotiation and decision-making skills,
not only from our own practices, experiences and lessons, but also from introspections triggered by the
professor's wise remarks. The harvest during the 4-day programme is beyond measure. "Excitement"” lies
in the fact that the eye-catching 4-day programme ended in a twinkling of an eye - the free and
passionate style of delivery and the unique way of approaching a topic with profundity and an easiness to
understand gave us direct access to brand-new and cutting-edge theories of economics and
psychology. The "enjoyment" originates from a whole new way of thinking and retrospection on our
current paradigm which made us realise that a better option is always available and that both life and
work could be more fantastic!

Jean Zhang

Human Resource Director, Greater China
LLenovo Group Limited




Dates/Language/Venue / /

>> June 9-12, 2009 / Partly Chinese, partly English with >>2009 6 9 12 /
sequential Chinese Interpretation / Shanghai (CEIBS /
Shanghai campus, 699 Hongfeng Road, Pudong,
Shanghai).

>> TBD / Partly Chinese, partly English with sequential >> / /
Chinese Interpretation / Beijing (CEIBS Beijing 2 A 3
Representative Office at 3/F Raycom InfoTech Park
Tower A, 2 Kexueyuan South Road, Zhongguancun,
Beijing).
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Admissions Procedures

Applicants can apply for the programme in either form: >>

>> Online application: Please visit the CEIBS Executive
Education website, select the programme you want to
take, and click “Apply Now” to apply for the programme;
or

>> Submit application by fax or mail: Please visit the CEIBS
Executive Education website, select the programme you
want to take, click “Application Form” to download the
form, then fill in the form and send it to the CEIBS
Customer Service Team by fax or mail. You are also
welcome to call the CEIBS Customer Service Team for a http://Amww.ceibs.edu/execed_c
printed Application Form.

>>

CEIBS Executive Education website: http://exed.ceibs.edu 20 20
Applications are requested 20 working days before the
programme start date. Applications are reviewed as they
arrive and admissions are subject to the final confirmation of
CEIBS. Any applications received after that date will be
considered on a space-available basis. For more information,
please contact our customer service team in Shanghai, 30,800
Beijing or Shenzhen.
15
Fee
The cost of the programme is RMB30,800, which includes
tuition, case licensing fees, lunches, stationery, other course
materials, and interpretation and translation fees if required.
The full fee must be paid no later than 15 working days before 15
the start of the programme. Applications made within 15 20 15
working days of the start of a programme require immediate
payment.

15

Cancellations 15
Cancellations or changes of a programme registration may be
made without penalty at least 15 working days before the
start of the programme. If a confirmed booking is cancelled
within 15 working days of the start of the programme, or if the
applicant fails to attend the programme, a cancellation fee
equaling to 20 percent of the total programme fee will be
charged. When a request to substitute participant(s) for the
same programme is made less than 15 working days before
the start of the programme, the seat(s) will not be guaranteed.
If an applicant is unable to attend the programme, the
applicant may transfer to a different session of the same
programme or another CEIBS Executive Education
programme within the same calendar year, but must pay any
differences in fees between the two programmes. All changes
and cancellations are subject to the final confirmation of
CEIBS.

* CEIBS reserves the right to amend information on this programme
lgc/u?’mg price, date, location, faculty, daily schedule and other
etails.



Associate Professor of Entrepreneurship, CEIBS

EDUCATIONAL BACKGROUND:

Ph.D., Darden Graduate School of Business, University of Virginia,
USA

M.B.A., IESE Business School, Spain

B. Com., University of Madras, India

TEACHING/RESEARCH INTERESTS:

Professor Velamuri is Associate Professor at CEIBS, where he
teaches entrepreneurship and negotiation. He is also on the
faculty of IESE Business School and is a Visiting Professor of the
Indian School of Business. At IESE Business School, he was the
Academic Director of the Global Executive MBA and Inside India
programmes. He has taught MBA and Executive Education
programmes at business schools in the U.S., Germany, Mexico,
Peru, Uruguay, Egypt and Nigeria. He has two areas of research
focus. The first explores how the ethical behaviours of firm
founders influence their ability to mobilise stakeholder support.
The second examines the relationship between entrepreneurial
strategies and firm growth.

ACADEMIC ACHIEVEMENTS:

Professor Velamuri’s research has been published in the Journal
of Business Venturing, Journal of Business Ethics, Asian Case
Research Journal, Journal of Entrepreneurial Finance and
Business Ventures, the Financial Times Mastering Management
Series, and in other academic and practitioner outlets. He is a
member of the editorial board of Journal of Business Venturing.
He is the co-editor of a book titled Entrepreneurship in Emerging
Regions around the World. He has also published several book
chapters and approximately 20 case studies.

CORPORATE EXPERIENCE:

Professor Velamuri has been a facilitator in executive education
programs for American, European and Asian corporations and for
the CEO-Collaborative Forum, which brings together 30 CEOs of
high growth, venture capital backed European technology firms.
He has also worked as a consultant for the World Bank and the
International Finance Corporation on projects in India, Nigeria,
Ghana, Kenya, Tanzania, and Rwanda. Prior to joining academe,
he has six years experience as a manager in the International
Division of Grupo Tudor, one of Spain’s largest manufacturing
companies. He also has eight years experience as a full-time
consultant to Spanish, Indian and American clients.

)

Ramakrishna Velamuri

Programme Co-directors
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Xi Kalyuan

Visiting Professor, CEIBS

Theodore Yntema Chair Professor, The University of Chicago

EDUCATIONAL BACKGROUND:
Ph.D., Psychology, Yale University

TEACHING/RESEARCH INTERESTS:

Professor Xi’s research and teaching are focused on
decision-making, marketing, happiness, and cross-cultural
psychology. He is one of the most outstanding Chinese scholars
in the field of interplay between psychology and economics. He
was mentioned for his contribution to psychological and
experimental economics at the 2002 Nobel Prize Award
Ceremony by Prize Winner in Economic Science Prof. Daniel
Kahneman. Professor Xi was invited to speak in aimost all leading
universities in  U.S. and China. His presentations were
well-received by all.

ACADEMIC ACHIEVEMENTS:

Professor Xi is the author or coauthor of over 30 articles and
working papers, which can be found in journals like Trends in
Cognitive Sciences, Current Directions in Psychological Science,
Organisational Behaviour and Human Decision Processes etc. He
has served or is serving on the editorial board of Journal of
Marketing Research, Organisational Behaviour and Human
Decision Processes, Journal of Behavioural Decision Making,
Management and Organisation Review, and Journal of Asian
Business Studies.
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Contact Us

Customer Service Team

Executive Education Department

China Europe International Business School
699 Hongfeng Road, Pudong

Shanghai, 201206, P.R.C.

Tel: (86 21) 2890 5187/5197

Fax: (86 21) 2890 5183

E-mail: exed@ceibs.edu

699
201206
(86 21) 2890 5187/5197
(86 21) 2890 5183
exed@ceibs.edu

Customer Service Team

CEIBS Beijing Representative Office

3/F, Tower A, Raycom InfoTech Park

2 Kexueyuan South Road, Zhongguancun
Beijing, 100190, P.R.C.

Tel: (86 10) 8286 2890/1688

Fax: (86 10) 8286 1678

E-mail: exed@ceibs.edu

A 3
100190
(86 10) 8286 2890/1688
(86 10) 8286 1678
exed@ceibs.edu

http://exed.ceibs.edu
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Customer Service Team

CEIBS Shenzhen Representative Office
Room 2302A, 23F, Han Tang Building
Overseas Chinese Town

Shenzhen, 518053, P.R.C.

Tel: (86 755) 2693 5750

Fax: (86 755) 2693 5743

E-mail: exed@ceibs.edu

23 2302A
518053
(86 755) 2693 5750
(86 755) 2693 5743
exed@ceibs.edu




