Strategic Negotiation Program (SNP) - with Boston University

Seminarium Internacional
November 13-16, 2017

Lunes, 13 de Nov.
Monday, Nov. 13

Martes, 14 de Nov.
Tuesday, Nov. 14

Miércoles, 15 de Nov.
Wednesday, Nov. 15

Jueves, 16 de Nov.
Thursday, Nov. 16

9:00-10:30

10:30-11:00

11:00-12:30

El Arte de la Persuasion y Negociaciones Basada en Negociacion Multilateral
Comunicacioén Principios
The Art of Persuasion and Principled Bargaining Multi-part Negotiations
Communication
Michelle Barton Bill Kahn Bill Kahn
Networking Coffee Break Networking Coffee Break Networking Coffee Break

Implementar la Persuasion

Implementing Persuasion

Planificaciéon y Preparacion

Planning and Preparation

Conclusion y Plan de Accion

Conclusion and Action Planning

Influencia y Persuasiéon

Influence and Persuasion

Negociaciones Efectivas

Michelle Barton Bill Kahn Bill Kahn
12:30-14:00 Almuerzo / Lunch Almuerzo / Lunch Almuerzo / Lunch
La Naturaleza de las Estilos de Negociaciéon Estrategias de Resolucion de

Conflictos y Los Roles de
Terceros

14:00-15:30 The Nature of Effective Negotiation Styles Conflict Resolution Strategies
Negotiations and 3rd Party Roles
Michelle Barton Bill Kahn Bill Kahn Bill Kahn
15:30-16:00 Networking Coffee Break Networking Coffee Break Networking Coffee Break Networking Coffee Break

16:00-17:30

Los 6 Principios de la
Persuasion

Negociacion Competitiva

Negociaciones con
Empresas

Gerentes y Mediadores

Six Principles of Persuasion Competitive Bargaining Negotiations with Managers and Mediators
Organizations
Michelle Barton Bill Kahn Bill Kahn Bill Kahn
B T Tiempo de Estudio Tiempo de Estudio Tiempo de Estudio Cena de Clausura
: : Study Time Study Time Study Time Clsoing Dinner

*Programa sujeto a cambios.




