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Janice Teal & Enriched Environment



Berkley Research Report

Our neural tissue is not carved in stone;

It is molded by our experiences

Neuroplasticity
Concept
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Santrock, Crild Dovelopment, S8e. Copyright © 1908 McGraw Hill Companieg, Inc. All Rights Reserved.

Normal Curve and the Stanford-Binet
IQ Scores

Percentage of
s 6 e 13.50% 34.13% 34.13% 13.50% ~2.14% 0.13%

normal curve -—0 . e,

|

Cumulative 0.1% 2.3% 15.9% 50.0% 84.1% 97.7% 99.9%
percentages 2%  16%  50%  84%  98%
Stanford-Binet 1Qs 52 68 84 100 116 132 148
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CO-ORDINATION

FLEXIBILITY



Tue #] BesTSELLER

THE TENTH ANNIVERSARY EDITION

DANIEL
GOLEMAN

Author of Social Intelligence

THE GROUNDBREAKING BooOk

THAT REDEFINES WHAT IT

MEANS TO BE SMART

Emotiona
nielligence

WHY IT CAN MATTER

MORE THAN I10Q
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Total Positive Experience:

——

Negotiating a hetter outcome

Bullding successtul relationship

You've got to be ahle to get pesitive
results in negative circumstances

[ Negotiation as Game



Total Positive Experience:



Cognition

Attitude toward power Cattell
Sources of power Transactional Analysis

Psychology of powerful people MBTI
Stereotypes
\ Anchoring

Availability .

Mathematical intelligence

Multiple Intelligence Vividness System | vs. System ||

Tension between empathy Familiarity Thin Slicing
Social Intelligence and assertiveness Contagion How to improve it

Social proof

N Fixed pie
Competitive :
Resource Scarcity

Be a positive thinker
Collaborative position vs, Interest

Trust



Assessing the situation
Concession planning
BATNA Analysis
ZOPA

Walkaway point

Offer packages
Opening positions
Contextual factors
Developing the agenda

How to set the stage for
successful negotiation



Communication Module

Letters
Writing Proposals
Contracts
Verbal Listening skills
Speaking
Reading
Questioning and Answering

voice, eyes and body
Non-verbal language
Environmental Psychology

Telephone Skills
Communication in virtual  gmail
environment

Chat

Web

Managing first impression
persuading and influencing others
) storytelling
Presentation , . :
dealing with questions
common mistakes of public speakers
How to engage, involve, inspire
First Impression

Rapport building vs.
Communication barriers

Combinational
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Selling and Contracting

something

Tricks and techniques

Persuasion
Tools

Pricing Strategies

Type of the products / services
psychology of objection
mindset  We all live by selling

Anchoring

Precondition

Snowjob

Good guy / Bad Guy
Salami Strategy

Similarity

Commitment (puppy trick)
Threat

Time bounded offers
(Explosives)

| have a bad boss
Blowing hot and cold

Passive acceptance / active
undermining

Bogey strategy
This is our policy

Product / Service presentation
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Boilerplate terms

Drafting contracts :
Specific terms

License
Franchise
Agency

Contract Prototypes  Distributorship
Procurement
Joint venture & Acquisition
Consortium

Hofstede
Cross-cultural negotiation ~ Salacuse
Schein



Tips and Tricks

Probiem solving

|E m Lie & Lie Detection
T w = Hot button
p. . - = Investment
Arbitration and Mediation = i it void
ersonality voids
Creativity u [ Mived s yl
i ﬂ ixed signa
1 Mix-up
Dealing with ditficult people i = S [entsis
= Shadow negotiation
[ a Powerful others
Contaminators I= a Hostages
Negotiating from position of weakness = = Power Mechanisms

Power oriented people

Dealing with them




