What ae construction and engineering
professionals saying about the KARRASS
Effective Negotiating® Seminar?

"Everyore regotiating cortracts sbuld tale this course!
Excellert class! Best I've had in ynl4+ years hexd"
Supervising Engineer

"The course was very vable and | am ecomnending that
the course bedid again axt year so rare d our staff can
be tained" Construction Group Chief

"l gererally despise @ining courses with "gaes"” or "ole
playing,” however the ores useddr this course werall
very effective interestirg ard fun.” Contracts Manager

"l lik ed how the peseners ted the furdamental prircipals
of negotiation to our specié corstriction related
challerges” Project Manager

"My other staff eds to partipate in this class! kally
enjoyed it." District Manager

"I have ecomnerded to our Divisbn Director that we
should have all bour corsultart contiact maragers atted
this semimar. For that matter ary of our people wh work
directly with corsultaris or coiractors shuld have this
training." Bridge Design Engineer

"For the nost part I'm ot a bg belever in taining, we
have too mach work to @. BUT, every oge in a while oa
comes alog that you caneally use ad this was oa d
them. I've @t to say this course wasethest I've ever
been involved with. ¥u guys @ a fantasttc job arl |
have used #ntools nary times sice the course both at
work ard in my private life" Project Manager

"The information peserted gave ra a rw perspectiveor
my negotiations. Great course!" Design Engineer

"This semirar teacks in a hads on, elevar ard inspiring
manrer mary corcepts that | bedive will help us all to be
more effective egotiators™ Construction Engineer

"This course haséiped ne cortertrate on tle opposig
side’s tactcs aml stmateges instead dlosing composug to
enotions. | have ard will continue to ecomnerd this
course to otbrs" Field Engineer

"The course was very vable — | will be able to advise
those people thategptiate cotract costswhat to askdr
and look for." Construction Program diministrator
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The World Leader In Negotiating Programs

Contact Sttephanie @ Infocus Training, Inc
Phone 310-271-9005

The KARRASS [EFECTIVE
NEGOTIATING® semirar
for cortractors
ergineers ard
project nraragement
professionals.

...iIs a fast paced, hard-
hitting, ard enjoyable two-ay
seminar We teech and
denonstrate practca  skills,
strategis and tactics that
atterdees can use imeditely.

This semina  provides
ergineers project managers,
cortract maragers architects
ard corstruction ard  desgn
professionis with practcal
techniqgues and psychologial
insights reeced to lelp make
better Both-Win agrenerts.

More than just a single-evet)
KARRASS provides extersive
follow-up. Each attendee receives
a comprehesive padkag of
multimeda materds to reinbrce
the concepts discussd during the
semimr, including a seminar
workbod, two of Dr. Kariess hard
cover bocks, a set of 6 ErFecTive
NEGOTIATING® progam CDs, and
the KARRASS Compess—the
negdtiatiors  coathing ard
navigatordl tod.

KARRASS also conducts a
post-semimasuvey to help
reinfore the information
preseted in tke semiar ard
hep measurethe attendees’
success ate in acquirig the
skills necessary to ackwve nore
successful egotiations.




“I can’t wait to try this out. It vould hae taken me tenegars 6 trial
and eror to learn what I'e picked up in the last swdays”

We shaov_you hav to awid common assumptions that onlgduce ypur negotiating peer.

Assumptions like:

« "The customer has mgroptions ...

other @ndos can do the sameqpect or a lot less!"

But, in fact, the customer may leawo other bids awhere close to gur price or the other

vendos may be tied up with othergects

« "The customer has a limiteditbget.” Maybedr this fiscal yar but they hawe plenty in ngt
fiscal year's budget, which starts in just a couplensonths
« "They hawe enough capabilities to do it thems=¥ But only if they bump other pojects

that hae higher priority

«"It' s in their &vor if we can’'t each aggement and deadlock.” But yhieave other critical

projects and deadline ggsues

During the seminar & shav you hav to identify and handle tactics thaten put yu on the
defensie. Comments lik:
*"Are you kidding? Your competition is fbering to complete this pfect in half the time!"
*"Where did you get this price? e got bur other bids and tlgeare all so much less!"
« "We don’t hae the kind dbudget pu're talking about hex"
«"You need 60 people to do this phase — last timenly used 32."

HANDLING THE TOUGH NEGOTIATING ISSUES

» THE SCHEDULE-low to regotiate an effective "et
well" plan when unbreseen mblens ard delays
threaten to cause éhpioject to miss importan
milestores

e CHANGES-how to anticipate the type and
magnitude d charges that mght occur an to
protect yourself fom beirg pressued irto doing
them for free

e COST BREAKDOWNS/MLUE PROPOSITON-how to
protect agaist poviding cost inbrmation while
establishig the value in cost sawys or evernue
gereration for your custorer.

* MAINTAINING A GOOD WORKING RELATIONSHIR-
how to calm an mte custorer who may involve
senor marmagenment or g aourd you, or nay
carcel the pioject or a porbn d the joh

* MANAGING THE PROJECFinsuring you cotrol the
project aml get active partipation from your
custoner's key resouces to pevert unexpected
delays that ray be diffcult to ovecone later

BEWARE OF THE "FUNNY MONEY" TRAP

Don't lose sght of the real dbllar value involved
when regoptiating over:

e Daily or hourly fees or corsulting, appaisers
agerns, or speailty sub-cotractors;

* Mobilization costs;

* Price per culn yad o corcrete or excavaton or
price per ton basphalt.

» Unscheduled custorar neetirgs;
» Delays caused by custem(or thid party);

» Paymert at er o project vs paynens based on
percertage d work completed,;

» Work hours d direct labor;
» Equipnert rate per bur;

= Data pocessig rate per bur.

" You're in good compan

Companies such as GM, Generd Electric, Boeing, Bechtd, Dillingham Construction,
Fluor Halliburton, Lockheed Martin, Raytheon, and Turner Construction have dl used
KARRASSSs Effective Negotiating Seminars to help sharpen their negotiating skills.

We examine innocent —et untimely — statement®y may mak that can putgu at a disadantage

and jeopatize negotiations

= "We've got plenty bresouces awilable right na."
«"Don’t worry, we can incorpate that change later — I'll takcae d it at no additional

chage"

« "We've had a tough spring, ifeMand this congct it will bring us back to plan.”
«"There ae still a fav design issues @vhawe to figue out.”

We demonstte the art focreative compomise and the bestay to malk concessions

* How do you huild a cedible opening position?

* What is the best ay to tade minor concessionsrfmajor concessions?
« Why "splitting the diffeence” is neer a good idea.

e How to say "no" in a &y that minimizesasentment ém your customer

* How small concessions add up.

e Using the "quid-pr-quo technique” toWld a stonger ageement — egsconcessions ém
the customer that may heawnuch geater alue to yur compan

BUILDING YOUR NEGOTIATING POWER
« How to lerd legitimacy to every positin talen.

= How to cevelop pobing questbns to urwover your
custoner’s real positon.

e Techniques dr getting budget information while
protectirg your team fom giving away etailed
cost bealdowns.

eWhen — ad how — to use a teamegptiating
appoach.

« Establishig milestores to leep tle pioject on
scledule, ard to surbce ad solve poblens at an
early stag avoding stessful confontations.

eHow to gain geater isight into the hdden
pressues your custoer has placed on ¢ir own
project maragers purchasig mamgers
corsultarts ard otrer staff.

» Understanling how cultuial differerces affect th
way people agotiate

DISCOVER HOW TO MAKE CREATIVE
BOTH-WIN AGREEMENTS

e Recefining the scope of the customer’s
requirenmerts to afbrd your custorar a lower total
cost. Tl pioject is w easer for your team to
complete ad more pofitable.

» A willingness to sharrisk aml resouces can save
monrey for both pares

= Adjusting pmoject phases a@nimplenerntation to
save noney while optimizimg resouces

» Realizirg efficiercies by adjustig custoner aml
compary resouces br testirg, docunertation,
inspecton ard quality cortrol to help steamlire
the pioject’s flow d work.

e Using a better mix blabor to esure completdn
on scledule.

eUsing your customer's work facilities or
administrative lesouces to lower your ovedad



