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LEADERSHIP IN DEVELOPMENT:
NEGOTIATING & LEADING ACROSS BOUNDARIES

CONTENT OVERVIEW
"From our birth until our final moments, we negotiate our lives as best we can,
making trade-offs and compromises for stakes big and small...We are all daily
deal makers and diplomats...Bargaining, haggling, diplomacy, and horse trading
are all forms of negotiation. Virtually all organizational and cooperative actions
are based on negotiations of some sort."

- Jeswald Salacuse, Harvard Law School Program on Negotiation

Although people negotiate all the time, most know very little about the strategy
and psychology of effective negotiations. Why do we sometimes get our way
but other times walk away feeling frustrated by our inability to achieve the
agreement we desire?

Negotiation is the art and science of securing agreements between two or more
interdependent parties. It is a craft that must hold cooperation and competition
in creative tension. It can be very difficult to do well, as even the most
experienced negotiations may fall prey to common biases and errors in
judgment.

Negotiating and Leading Across Boundaries is the core module of a 2-day
program designed for working professionals faced with a broad spectrum of
negotiation problems. It is also designed to complement the technical and
diagnostic skills the attendees have already learned and picked up in their
workplace. A basic premise of this program is that while a manager needs
analytical skills to develop optimal solutions to problems, a broad array of
negotiation skills are needed in order for these solutions to be accepted and
implemented. Great analysis is of little value if you are unable to win support for
the action it recommends.

This module introduces participants to negotiation theory and provides hands-on
practice in developing analytical and interpersonal negotiation skills. Specifically,
the goal is to help you become a more successful and confident negotiator
through learning to analyze the context and structure of a negotiation, your own
interests and alternatives and those of other parties, the opportunities and
barriers to creating and claiming value on a sustainable basis, and the range of
possible moves and countermoves both at and away from the bargaining table.
At the same time, participants will gain experience and insight regarding the
formation and management of trust, relationship building, effective
communication, and persuasion.

KEY OUTCOMES
In this program, you will learn how to:
• Leverage your specific personality traits and abilities to boost negotiation

outcomes
• Enhance bargaining power to claim a larger share of the pie
• Recognize and resolve different types of issues to create and claim value
• Develop strategies for efficient pre-negotiation preparation
• Build and maintain working relationships without forfeiting economic

outcomes
• Deal with difficult tactics
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PROGRAM INFORMATION
Duration: October 2 - 3, 2019
Venue: Kuala Lumpur, Malaysia
Investment: RM2,400 (Early / Group Rate)

RM2,600 (Regular Rate)
This program is claimable under HRDF. Program fee
includes teaching fee, program materials and meals
(excludes travel and accommodation expenses). It
excludes SST of 6%.

Early Rate is applicable for registration before
September 9, 2019
Registration closes on September 25 , 2019

WHO SHOULD ATTEND

This program is ideal for working
professionals, government officials,
policymakers, and entrepreneurs, with
minimum 2 years of working experience:
• who are gaining increased levels of
responsibility in their organization, which
require coordination and communication
with key stakeholders across functions.
• who want to have a general yet
substantive understanding on novel problem
solving approaches.
• who aspire to take on more strategic roles
and initiatives in their organization

APPLICATION & FURTHER ENQUIRIES

Contact person:
Email: cali@asialeadership.org
Phone call: +603-7491-8716/7

PERSONAL DATA PROTECTION ACT

CAL reserves the right to use photographs
and videos taken during the program and
names of participants for promotional
purposes and reserves the right to change
without prior notice any statement in the
brochure concerning, but not limited to,
rules, policies, fees and curriculum.



AGENDA
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TEACHING FACULTY

Time Day 1 Day 2

0800 Registration / Breakfast

0900 Opening Remarks  & Program Introduction
Speakers & Participants, Expectations

Session 1: Introduction to Negotiations
Key Terms, Definitions, Strategies

Session 7 Cross-Cultural Negotiations

1010 Coffee Break

1020 Session 2: Slicing the Pie: How to Win Session 8: Multiparty Negotiations & Coalitions

1130 Break

1140 Session 3: Multi-Issue, Expanding the Pie: How Both 
Parties Can Win

Session 9: Other Commonly Made Mistakes

1250 Lunch

1330 Session 4: Negotiator’s Pitfalls – Positional 
Negotiation

Session 10: Dispute Resolutions & Negotiations

1440 Break

1450 Session 5: 7 Elements to Overcome Obstacles To Win-
Win – Principled Negotiation

Session 11: Building High- Trust Relationships through 
Negotiations

1600 Coffee Break

1610 Session 6: Principle Negotiation – Discovering Your 
Style

Session 12: Power of Fairness and Ethics in Negotiations

1720 Questions and Answer: Debrief Debrief & Closing Ceremony

1730 End

*Organizer reserves the right to adapt the contents and teaching faculty of the program, for the best interests of the program. 

Samuel Kim
Harvard University, MPA
Samuel Hungsoo Kim, a Korean national, is the Co-founder and President of the Center for Asia Leadership
Initiatives (CALI). He is passionate about nurturing and empowering talent in Asia and runs over 50 programs
annually, in 32 Asian countries, to help the region’s emerging leaders explore ways of being socially responsible
as they face today’s complex challenges. His research and training focus on building social capital and
trustworthy institutions; the effective use of power, authority, and influence; and negotiations, mediation, and
confidence-building. To date, some 36,000 burgeoning and established leaders from the governmental, political,
non-profit, and corporate spheres in Asia have benefited from his programs. Prior to establishing CALI, Samuel
worked in a wide range of sectors, from strategy consulting and social entrepreneurship to international
development, politics, and government. He has worked for and with over 30 renowned organizations, including
the United Nations, UNESCO, Samsung, and Toyota. He is a visiting faculty at the Ban Ki-moon Institute for
Global Education, UN Academic Impact, and currently sits on the boards of three social-profit organizations. He
also has served as a visiting fellow at the Asia Center at Harvard University and the Kellogg School of
Management in Northwestern University. Samuel holds a Master’s in Public Administration from the Harvard
Kennedy School of Government; a Master’s in International Cooperation from Seoul National University; and an
LLB in Law, International Politics, and Economics from Handong University. He is the editor of ten books and
regularly writes opinion pieces and editorials.
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