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Negotiation Skills


Facilitor: Rick Reid, C.P.P.





Date: 		Saturday - Sunday, March 24+25, 2012, 8:30 am – 4:00 pm


Location:	Hudson Bay Mining & Smelting Staff House Meeting Room – Flin Flon, MB





Workshop Investment:  $850.00 per person


Fee includes materials and lunch on both days





About the Facilitator:


Rick Reid has been the Manager, Supply Chain at VAW Systems Ltd. in Winnipeg since June 2009. �He currently serves as a Director on the PMAC National Board and is Past-President of the Manitoba Institute of PMAC. He has extensive experience teaching PMAC education programs, including Negotiations, Global Sourcing and Knowledge Management.


Rick studied Business Management at the University of Manitoba and holds both C.I.M. and P.Mgr management designations. 
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About the Workshop


Negotiation skills are an essential competency for any manager, and especially those responsible for supply chain management.  This workshop provides you with a roadmap for leading or participating in successful negotiations.  You will focus on the entire negotiation process, and learn the activities and techniques to be used from the preparation stage to the actual face-to-face negotiations.  It covers understanding the other negotiator, responding to power imbalances, as well as looking beyond the deal to building longer-term relationships.  Interactive activities, including negotiation simulations and role-playing exercises, feature prominently and allow opportunities for participants to fine-tune their own negotiating skills


Learning Objectives and Outcomes:





Understand and develop the primary negotiation skills. 


Apply tools for negotiation preparation— including self-assessment and assessment other of the party. 


Apply the tools of distributive negotiation and integrative (“win-win”) negotiation. 


Identify obstacles to integrative negotiation in the buyer-supplier (supply chain) context. 


Apply strategies for effective negotiation in the multiparty context. 


Describe challenges and strategies for dealing with coalitions, agents, constituents and teams in negotiation. 


Understand the importance of trust and relationships in negotiation. 


Practice ethical negotiation practices—and recognize unethical practices. 


Create a personal negotiation report.

















Inquiries about the workshop: 





Contact MIPMAC at (204) 231-0965 or �HYPERLINK "mailto:mbpmac@mts.net"�mbpmac@mts.net�


Visit the MIPMAC website at � HYPERLINK "http://www.mb.pmac.ca" �www.mb.pmac.ca�








Make cheque or money order payable to:


Manitoba Institute PMAC





Mail registration & Payment to:


MIPMAC


200-5 Donald Street


Winnipeg, MB R3L 2T4





Or fax your registration form to: 204-233-1250





Or email your registration form to: mbpmac@mts.net





This workshop is designed for:





*Supply Chain Executives 


*Procurement & Purchasing Professionals 


*Leaders and Managers





CPP/SCMP DESIGNATION HOLDERS will receive 


FIVE (5) MAINTENANCE CREDITS 








