Nothing will improve your bottom line,
professionally and personally, more
consistently than being able to negotiate
effectively.

1. Pre-Workshop
• Self-assessments
• Specialised readings on negotiation
• Reflection on own negotiation
challenges

Good negotiators are more satisfied and
less stressed at work. A small difference in
your negotiating ability can make a huge
impact on your results.
This highly interactive and hands-on
workshop provides a mixture of the latest
theories and practical tools to enable you to
substantially upgrade your negotiation
skills.

2. Workshop
• Theoretical foundations
• Practical exercises: Role plays,
discussions, debates, video
recordings, and peer assessments
• Stimulation and learning from
other participants
• Core material for reflection and
action

As a result of this workshop, participants
will learn frameworks and have templates
to effectively manage external and internal
negotiations, and gain valuable real
negotiating practice.

3. Post-Workshop
• 6 Webinars throughout the following
24 months
• Monthly videos
• Monthly articles with up-to-date

Negotiation is a performance skill.
YOU CAN LEARN IT!
This action-learning workshop is
based on a mix of specific real life
negotiation simulations, team
exercises, and theoretical concepts.
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Effectively analyse and prepare a negotiation using a

Improve your understanding and predictions of
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people’s behaviours in negotiations.

Apply a variety of negotiation strategies, techniques,
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and approaches to improve your effectiveness as a
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Have increased confidence in your negotiation skills.

•

2+1: Two workshops days + One day of remote

•

Personal feedback from the lecturer and peers

learning (six 75 minute webinars on various

that help identify your strengths and

negotiation topics and challenges) for a
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complete blended learning experience to ensure
material absorption

•

A structured approach for preparing internal
and external negotiations

•

Improved awareness of the impact your
behaviour has on others and how to use this to
your advantage

•

A healthy dose of humour and fun

•

A complete learning experience, including prework and post-workshop assessment

•

UNIQUE: Participants will receive monthly
articles and videos as well as partake in
specialised webinars to continue the learning
journey

•

Increased ability to drive value in your
negotiations

Giuseppe Conti delivering the Negotiation Workshop in 2019.

“Very practical, combining theory with real-world examples, relevant for daily negotiations.”
- Patrick Kos, Head of Legal and Compliance Pharma APAC, Roche

“Very informative lecturer with high level of experience, willingness to share, listen and give constructive
feedback. I will recommend this workshop to my friends & colleagues.”
- Vince Wong, Head of Sales Management at Jungheinrich Lift Truck Corp

Since 2005, Giuseppe has been an award-winning

Victoria is the VP of Procurement in Zuellig Pharma

Lecturer, recognized for his lively and interactive

Holdings. Zuellig Pharma, with USD 11bn revenue,

training workshops across a number of the leading

is one of Asia’s largest healthcare groups, and the

business schools in Europe: Cambridge, EPFL, ESADE,

lead distributor of medication, medical data, devices

HEC Lausanne, HEC Paris, IESE, IMD, Imperial

and treatments across 13 Asian countries. In her role

College, INSEAD, London Business School, Oxford,

Victoria leads the company’s procurement
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department.

University of St Gallen. More recently, he has become
a Professor in Negotiation & Influencing at UBIS
Geneva.
Giuseppe is also a seasoned negotiator combining
academic content with a rich practitioner experience
from his senior procurement and commercial
leadership roles within blue chip multinationals
(Procter & Gamble, Novartis, Firmenich, and Merck).
He runs customized negotiation and influencing
workshops for leading corporations in four continents.

Victoria brings with her over 20 years of Sourcing,
Procurement and IT implementation experience.
Before Zuellig Pharma, Victoria worked in SAP,
Barclays, PwC and Procter & Gamble.
Originally from Russia, Victoria has lived, studied
and worked in Germany and the UK, before moving
her family to Singapore six years ago.

The Leading Edge Negotiation workshop is delivered as an open enrolment workshop for individuals or teams.

January 11th & 12th, 2022

St.Gallen Institute of Management in Asia
110 Amoy Street #03-01
Singapore 069930

SGD 2,000 for 2-day workshop + 1 day of remote learning.
(20% early bird rebate if you sign up by October 31st, 2021)

Up to 20 persons

•

Register online at http://bit.ly/sginegotiation.
Payment can be made via PayNow or bank
transfer.

Contact: Singapore@unisg.ch
Visit: https://singapore.unisg.ch/en

Full payment of workshop fees is required before
confirmation of registration.
• SGI-HSG reserves the right to alter workshop dates and
venue.
• Cancellation policy: 100% refund up to 14 days before
start of workshop.

