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You closed a de
Congratulation:




Shared Co
Operation

vision Collaboration

Before During

Preparation Meeting Constant
Analysis Arguments and communication
Preliminary counterarguments Adjustments

contacts Deal Looking forward



Winning and losing
are just emotions

> Before  During 1 After )

Watch your Beyond the deal
language




Short term results in a sustainable
business philosophy



What is Negotiation about?



Negotiation is not...

*All about price
A male exclusive world
A Win-win or Win-Lose situation



Negotiation

Negotiation







Did you ever feel like the winner? Or like the
loser?



What is International
Negotiation?






SOME 3500 YEARS AGO, THE
PHOENIC [ANS (OUR ANCESTORS)
INVENTED MONEY INSTEAD OF
BARTER.

STARTING TODAY,

) THOU SHALL PAY
- IN MONEY.

EUROPE

IBERIA

AFRICA

The Commercial Network
of the Phoenicians
B Phoenicia

—— Trade routes

250

250 500 km



* Negotiation is as old as mankind
 But has become a science

* And international because

* Financial crisis and assert of cultural values more
powerful under pressure

* Global markets and sources of labor are shifting to the
East and South

* Relationship skills are taking over linear task-oriented skills






Culture is not a thing

It is the process whereby groups of people
coordinate meaning and action, yielding
both institutional artifacts and
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PARTICLE PATTERN







Stimulus

Time management

Communication styles
Decision making
Problem solvin
= Reflected

Negotiation practices

Refracted



Everything happens for a reason. The
thing is to identify that reason



A typology of International Negotiators

e Either/or e Both/And e Either/And

e Dilemmas e Paradoxes e Paradoxical
trade-offs




Event management negotiation
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What would you have done if you were John
and Paul?



Exclusion



Exclusion
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Inclusion



Integration



Negotiation situation




Negotiation situation

. Package Package‘




Negotiation situation

Package Package.

1

Either/And

Package 3
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CULTURAL
INTELLIGENCE

cQ cQ
CQ DRIVE STRATEGY CQ ACTION

MOTIVATION COGNITIVE

CULTURAL
SYSTEMS
NORMS AND
VALUES

INTRINSIC
EXTRINSIC
SELF-
EFFICACY

META
COGNITIVE

AWARENESS
PLANNING
CHECKING

BEHAVIORAL

VERBAL
NON VERBAL
SPEECH/ACT




Who are you and where are you
going to?

If you have no destination, any
direction will take you there



Don’t be your own victim

* Do more than wish — choose your partners

* Life is not hard, but the market is shrinking

* Follow the mob or be a trendsetter

* What you can’t see can hit you

*Ifitis built right, it lasts

e If you think short term, short term is all you’ll get




Avoid Self-Boycotting

 Don’t have a love affair with old beliefs
* |[deas and products are ephemeral
* The future is not a destination



Let’s keep in touch

NEGOTIATION
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What Physics Can Teach Us about
International Negotiation



http://www.linkedin.com/in/ElianeKarsaklian
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