T HE G AME N EGOTIATORS P LAY ™

A UNIQUE
WORKSHOP

egotiation Dynamics — The Game ™
is an advanced negotiation workshop
that combines face-to-face negotiations
with sophisticated information
technology to create a highly realistic,
intense and time-effective learning
experience.
As in real life, negotiations in The Game
are embedded in ongoing business
relationships. A state-of-the-art compu-ter program evaluates your deals and tracks
their ramifications for future dealings.
Negotiations that span years in real life
unfold in just three — but very intense —
days.
The wealth of experience gained during
Negotiation Dynamics — The Game ™ will
enable you to play the negotiating game
with greater confidence and with
superior tactical finesse.

DO YOU HAVE WHAT IT TAKES

TO BE AN EFFECTIVE NEGOTIATOR?

ccording to popular belief, the Art of negotiation requires unique
personal qualities such as “gut feeling” or “Fingerspitzengefühl”. In
contrast, countless How To books claim that “you can get what you
want” – provided you have the right set of “tools”. Clearly, both views
are crude caricatures.
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WHY A COMPUTER
SIMULATION?

egotiation Dynamics — The Game ™ does not simulate negotiations.
People negotiate with people. You will negotiate with fellow
participants, not with a computer. Information technology plays
a supporting role, and is designed to overcome key limitations of
traditional paper-based role-plays.
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embedded in evolving business
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Small group
discussions
provide a forum
for professionals
to share
negotiating
experience.

UNIQUE FEATURES
Evolving Business Relationship
Negotiations are embedded in an evolving
business relationship. Thus, your situation
will change as a consequence of the deals
that you negotiate, the decisions that you
and your counterpart take unilaterally,
as well as external factors. At any moment
in time, the market, your options,
the constraints that you are facing
— in fact, your entire environment —
will depend on what happened before.
Negotiation Dynamics — The Game ™ tracks
the dynamics of this evolving relationship
over time. Thus, as in real life, you and your
counterpart will shape your own future.

Information is Critical
Negotiations are information driven.
A key feature of Negotiation Dynamics —
The Game ™ is that the information that will
be available to you depends on your previous
deals and decisions. In addition, you may
search for information through a special
tool called Neginfo™. And of course, you
may learn a great deal from your
counterparts as well.

Thus, you and your fellow participants will
be able to explore a vast array of interesting
and creative deals.

Interpersonal Dynamics
Your negotiating experience will be both
exciting and highly realistic. As in real life,
your objectives, your perceptions and your
emotions will be affected by the interpersonal
dynamics within an ongoing business
relationship

360º Feedback
Throughout your learning experience,
Negotiation Dynamics — The Game™
provides reliable feedback. Negotiation
experts offer informal tips and suggestions
while you are preparing for negotiation.
After closing a deal, the computer provides
prompt and detailed feedback about your
outcome. This is complemented by an indepth analysis of key conceptual issues
during the debriefing sessions. And
towards the conclusion of the workshop
you receive comprehensive 360º process
feedback based on observations from
fellow participants.

Negotiate Creative Deals
Negotiation Dynamics — The Game ™
challenges you to become a more creative
negotiator. You may “invent” variables and
create your own agenda. A special
procedure was developed to reconcile
creativity of negotiators with the logic of
computers.

Personal Growth
You will discover some of your real strengths
as well as, perhaps, some of your “bad habits”.
You will learn to play the negotiating game
with greater confidence and with superior
tactical finesse.

You will experience that
Negotiation Dynamics — The Game™,
like negotiating in real life, is not only
challenging but can also be great fun.
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negotiations with your
counterpart

The computer guides you
through a sequence
of self-explanatory
menus

Address your questions
to Neginfo™
Plan your Agenda

Register your agreement
(or no deal) before
the Negotiation
Deadline!

The system verifies
and validates the data,
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THE VERDICT:

AN ALYZE

Debriefing
and Class Discussion

Detailed Individual
Feedback from Computer

PREPARE
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TOPICS COVERED

WHO WILL BENEFIT

Within a context where negotiations are embedded in an evolving business relationship, Negotiation Dynamics
— The Game ™ highlights the structural features and process dynamics of typical situations such as:

Negotiation Dynamics — The Game ™ is designed for dealmakers, executives and entrepreneurs who are
willing to share their experience and wish to further sharpen their negotiating skills.
Prior training in negotiating skills is useful but not essential.

Sales Negotiations

Technology Transfer Agreements

Procurement

Outsourcing Agreements

Internal Negotiations within an Organization

Settling Disputes Out of Court

Managers handling procurement

Executives in liaison roles such as country managers

Contract Renegotiations

Mediation and Arbitration

Sales managers

Investment bankers

Key account managers

Consultants

Project managers

Lawyers

Human resource managers

Entrepreneurs

Price Negotiations
Package Deals

COURSE
INFORMATION
LANGUAGE: English
LENGTH: 3 days

While the program is not restricted to managers in specific functions, it will be of particular interest to:

ABOUT US
Negotiation Dynamics — The Game ™ was designed by Professors Ingemar Dierickx and Luís Almeida Costa.
Software development was carried out by

(www.galoit.com)

Ingemar Dierickx
Ingemar Dierickx holds a PhD (Business Economics) from Harvard University and an MBA from the
Harvard Business School, where he was a Baker Scholar. He also holds law degrees from the Harvard
Law School (LL.M.) and the Rijksuniversiteit Gent (Lic.Jur.). For nearly 25 years, he was Professor of
Negotiation Analysis at INSEAD. His research on Negotiation Analysis and into the microeconomic
foundations of Strategy has been widely published in scientific journals such as Management Science,
Journal of Business, Strategic Management Journal, International Journal of Industrial Organization,
and European Economic Review. As an outstanding teacher, he received several awards, including
a special Lifetime Achievement Award for teaching excellence. He created INSEAD’s executive program
on Negotiation Dynamics and was its Director for fifteen years. After joining The Moscow School
of Management (Skolkovo), he became a founding partner of D &AC – Negotiation Advisors, a company
that offers a wide range of negotiation support services. He has also produced a highly successful
training DVD on Price Negotiations. For nearly three decades, Ingemar Dierickx has represented and
advised high net worth individuals and corporate clients in a broad spectrum of industries including
banking, insurance and re-insurance, consulting, accounting, legal services, travel, aerospace,
the automobile industry, retailing, oil and gas, mining and metals, power generation, the pharmaceutical
industry, telecommunications, television and entertainment, software development, commodity
and specialty chemicals, as well as the public sector. As a trainer and coach, he has run hundreds
of highly successful negotiation workshops around the world.

Luís Almeida Costa
Luís Almeida Costa holds PhD and MSc degrees in Management from INSEAD, and a Licenciatura in Economics
from Universidade Católica Portuguesa (Portugal). He is an Associate Professor at Nova School of Business
and Economics (Portugal), where he was an Associate Dean and the Director of the MBA Program. Luís
Almeida Costa taught Negotiation Analysis at INSEAD for many years, both in the MBA Program and
in executive development programs. He also teaches Negotiation at IMD and at Solvay Brussels School
of Economics & Management. Luís Almeida Costa has been designated the Best Teacher at several institutions
where he has taught. His research, teaching and consulting focus on Negotiation Analysis and Competitive
Strategy. His research has been published in Journal of Economics and Management Strategy, Journal
of Business, International Journal of Industrial Organization, Handbook of Strategy and Management, etc.
Luís Almeida Costa is a founding partner of D&AC – Negotiation Advisors, a company that offers a wide
range of negotiation support services. Luís Almeida Costa was responsible for consulting projects and conducted
executive programs for governmental agencies and companies operating in many industries, such as banking,
insurance, FMCG, retailing, telecommunications, consulting, legal services, media planning, oil and gas, the
automobile industry, the computer industry, the pharmaceutical industry, power generation, and pulp and
paper. He worked in several countries, including Belgium, France, Germany, Great Britain, Hungary, Italy,
the Netherlands, Portugal, Singapore, Turkey, and the United Arab Emirates. He was honored by the President
of Portugal with the title of Comendador of the Order of Prince Henry the Navigator.
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