
A successful negotiation begins with preparation: gathering information, 
identifying interests and currencies of exchange, and creating options. It 
requires a sensitivity to the emotional aspects of negotiating and the ability 
to overcome an impasse. In today’s world, a win-win approach is the only 
acceptable approach to negotiation.

This practical and interactive 2-day course was designed for people who 
must negotiate in a variety of settings. It is based on the approach in the 
books Getting to Yes and Getting Past No by Harvard professors Roger 
Fisher and William Ury. Facilitated by David Goldwich, a trained lawyer and 
mediator, this course focuses on preparing for negotiation and provides a 
framework for negotiating win-win outcomes.

NEGOTIATING TO CREATE VALUE 
Using Win-win Principles to Negotiate Better Agreements

Participants 
will receive a 

complimentary copy 
of David Goldwich’s 

book.

David is able to use simple 
and relatable instruction to 
effectively convey and drive 
home the essential points.
ALEX HUN   Senior Consultant, IDA

David gave a lot of examples 
which helps me understand 
better. It's a great [negotiation] 
course. I've learnt a lot. 
KAREN MING   Learning Technologist 
Manager, NTU

David is very knowledgeable 
and kept everyone involved 
throughout the course. 
Humorous and yet taught us 
valuable skills. 
IRIS ROSING   Procurement, Apple

David is such a great 
speaker and shared a lot of 
information. The course was 
fantastic.
TAMILMARAN RUKMANI   Mediator, 
Family Justice Courts

2 & 3 August 2018 (Thursday & Friday)  |  Concorde Hotel Kuala Lumpur

SUPPORTED BY:



OBJECTIVES
This course aims to help participants:
• Understand the elements of the “principled” negotiation 

approach.
• Distinguish interests from positions and learn how to uncover 

hidden interests.
• Leverage on differently valued currencies of exchange to create 

value out of nothing.
• Develop alternatives and a powerful Plan B so you cannot lose.
• Use anchor points to get more every time.
• Adopt a counterintuitive approach to get better results.
• Understand the emotional aspects of negotiation.
• Learn how to overcome an impasse.
• Frame issues to your advantage.
• Know the behaviors of winning negotiators.
• Understand your counterpart to maximise the chances for a 

win-win outcome.
• Use an eight-step template to systematically prepare for any 

negotiation.

METHODOLOGY
Lecture and discussions supported with simulations, skits, 
demonstrations and video presentations.

WHO SHOULD ATTEND
• Managers & Supervisors
• Lawyers, Bankers & Financial Advisors
• Purchasing Agents & Contracts Officers
• Executives
• Sales & Marketing Staff
• Customer Service Representatives
• Administrative & Technical Staff
• Anyone whose work requires them to negotiate with and 

influence others

COURSE OUTLINE

An Introduction to Negotiating
• Understanding negotiation
• How do you negotiate?
• The negotiation process: Four stages
• Distributive, integrative, and mixed motive negotiating

The Win-Win Approach: Creating and Claiming Value
• Negotiating multiple issues–it isn’t just about price!
• Choosing your strategy
• Using anchor points to your advantage
• Offers and counteroffers
• Currencies of exchange and how to leverage them

Getting Past No
• The art of doing the opposite
• Check your reaction
• Check their emotions
• Reframing
• The Golden Bridge
• Using power wisely
• Dealing with an impasse

Behaviors of Winning Negotiators: What They Do, and Don’t Do
• Asking questions
• Listening
• Persuasiveness
• Explaining before disagreeing
• Empathy–seeing it their way
• Lateral thinking
• Avoiding negative behaviors

Preparing to Negotiate: Using an Eight-Step Checklist
• Interests vs. positions
• Currencies
• Options
• Plan B
• Rationale
• Communication
• Relationship
• Implementation
• Bonus section: The Eleven Commandments of Negotiation

NEGOTIATING TO CREATE VALUE 
Using Win-win Principles to Negotiate Better Agreements

TESTIMONIALS
“David’s coaching on negotiation skills has been transformational and beneficial for me. The session has given me an edge to negotiate confidently with 
our stakeholders to achieve a win-win situation. I wish I could have attended his course earlier.” 
Angela Chung, Senior Social Worker

“The audience left the session feeling they gained a great deal of knowledge that can be applied to their everyday business and personal lives.” 
Joyce Wong, Assistant Director, Admin/Rehabilitation Services



REGISTRATION FORM
Please  the appropriate checkboxes.

Negotiating to Create Value: 
Using Win-win Principles to Negotiate Better Agreements

FACILITATOR

David Goldwich, the 
Persuasion Doctor, teaches 
people how to become more 
infl uential, compelling, and 
irresistibly persuasive. He 
has an MBA and JD degrees 
and practiced law in the 
United States for more than 

ten years, arguing before judges and political, 
government, and community bodies. He knows 
how to persuade the toughest audiences.

David speaks internationally and conducts 
workshops in persuasive business 
presentations, negotiation, storytelling for 
leaders and sales professionals, and other 
areas of infl uence and persuasion. He is 
the author of four books, including Kickass 
Business Presentations: How to Persuade Your 
Audience Every Time.

PROGRAMME FEES

Member/Member Firm (MIA/ACCA) | RM 1,590
Non-member | RM 1,908

The above programme fee is inclusive of 6% GST.

PROGRAMME DETAILS & REGISTRATION

2 & 3 August 2018 (Thursday & Friday)
Concorde Hotel Kuala Lumpur

Contact : Alya
Tel : 03 2722 9195
Fax : 03 2722 9009
Email : sp@mia.org.my 
Address : Malaysian Institute of Accountants
  Dewan Akauntan
  Unit 33-01, Level 33
  Tower A, The Vertical
  Avenue 3, Bangsar South City
  No. 8, Jalan Kerinchi

 59200 Kuala Lumpur

GST No. : 000955203584

PROGRAMME FEE 
• Fee is payable to MALAYSIAN INSTITUTE OF ACCOUNTANTS 
• Fee includes course materials, lunch and 2 tea breaks per day.
• Full payment of the above amount shall be made within thirty (30) days from the date of the Payment Advice 

or on the day of the event, whichever earlier.
• Admittance may be denied upon failure to make full payment as per the above requirement.

CANCELLATION/TRANSFER
Upon registering, participant(s) are considered successfully enrolled in the event. Should participant(s) decide 
to cancel/transfer their enrolment, a cancellation/transfer policy shall be applied as follows.
a. Written cancellation/transfer received less than seven (7) days from the date of the event:
 - A refund (less administrative charge of 20%) will be made
 - Unpaid registrations will also be liable for 20% administrative charges
b. Written cancellation/no show on the day of the programme:
 - No refund will be entertained
 - Unpaid registrations will also be liable for full payment of the registration fee
 - Partial cancellation is not allowed
You can substitute an alternate participant if you wish to avoid cancellation/transfer charges. Any difference 
in fees will be charged accordingly. 

*Please select the participant classifi cation carefully as it determines the fee payable. No alteration will be 
allowed after the registration is accepted. Terms and conditions apply.

CERTIFICATE OF ATTENDANCE AND CPE HOURS
• Upon full attendance of the programme, participants will be issued an “E-certifi cate”. Participants will receive an 

email with a download link and are required to download the e-certifi cate within 30 days. For this purpose, it is 
COMPULSORY to fi ll in the email address clearly.

• For MIA members, the CPE hours will be credited into the Membership System within 2 weeks of the event.
• Participants will only be entitled to the CPE credit hours upon attending the entire duration of the programme. 

CPE credit hours will not be accorded for partial attendance.

DATA PROTECTION
Personal Data is gathered in accordance with the Personal Data Protection Act 2010 (Act 709).

DISCLAIMER
Malaysian Institute of Accountants (MIA) reserves the right to change the speaker(s), date(s) and to cancel the 
programme should circumstances beyond its control arise. MIA shall not be responsible for any costs, damages 
or losses incurred by the participant due to the changes and/or cancellation. MIA also reserves the right to make 
alternative arrangements without prior notice should it be necessary to do so. Upon signing the registration form, you 
are deemed to have read and accepted the terms and conditions herein.

PARTICIPANTS' DETAILS

Participant 1     Full name as per I/C (Dato' / Datin / Dr / Mr / Mrs / Ms):   Vegetarian Meal

Designation: Email:

* Member / Member Firm * Non-member Membership No.:

Participant 2     Full name as per I/C (Dato’ / Datin / Dr / Mr / Mrs / Ms):   Vegetarian Meal

Designation: Email:

* Member / Member Firm * Non-member Membership No.:

Participant 3     Full name as per I/C (Dato’ / Datin / Dr / Mr / Mrs / Ms):   Vegetarian Meal

Designation: Email:

* Member / Member Firm * Non-member Membership No.:

ORGANISATION'S DETAILS

Organisation:  

Industry: Contact Person:

Address:

Email: Tel: Fax:

GST ID No.:

(Applicable for Companies/Individuals registered
  with the Royal Malaysian Customs Department) Signature & Company Stamp:

PAYMENT DETAILS

Payment by Cheque

Bank & Cheque No.:   Amount RM:

Payment by Credit Card   Visa  Master

Cardholder's Name:

Card No.:    Expiry Date:

I Authorise Payment of RM:

Cardholder's Signature:   Date: 

IMPORTANT NOTES:
Registration is on a fi rst-come-fi rst-served basis. 
Only fully completed registration form will be processed.


