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The Institution of Engineers, Malaysia

The Institution of Engineers, Malaysia
Bangunan Ingenieur, Lots 60/62, Jalan 52/4, Peti Surat 223, 46720
Petaling Java, Selangor Damul Ehsan

2-Day Course on

Negotiation Skills in a Project Environment

Organised By: Project g* pnagement Technical Division, IEM
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\\L % &Time : 8.45a.m - 5.30p.m

2

2

BEM Approved CPD Hours = 14.5
Ref. No: IEM18/HQ/178/C

could only be confirmed upon payment. “

Enclosed herewith a crossed ct ) for the sum of RM

issued in favour of “The Instit@gon Engineers, Malaysia” and crossed ‘A/C payee only’. I/We
understand that the fee is not retdndable if I/We withdraw after my/our application is accepted by the

Organising Committee as stated in the cancellation term. If I/We fail to attend the seminar, the paid
registration fee will not be refunded.

Contact Person: Designation:

Name of Organization:

Address:
Telephone No.: (0) (Fax)
(H) (HP)
Email:
Signature & Stamp Date

Photocopies are acceptable
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* Fees MUST be fully paid A WEEK BEFORE the comzg @ .)t.. course. Bookings, on!
outstations MUST be forwarded with paymentﬁe@ EFORE the day &(Q& Seats
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REGISTRATION FEE (SUBJECT TO 6% GST)

Grade Normal Online

IEM Student Member RM250.00 RM200.00

IEM Graduate Member RM700.00 RM650.00

IEM Corporate Member RM800.00 RM750.00

Non IEM Member RM1,600.00 RM1,500.00

Terms & Conditions:

o Closing date : 29 June 2018

. For ONLINE REGISTRATIONS, only ONLINE PAYMENT is applicable [via RHB and
Maybank2u —Personal Saving & Personal Current ; Credit Card - Visa/Master].

. Payment via CASH / CHEQUE / BANK-IN TRANSMISSION / BANK DRAFT / MONEY
ORDER / POSTAL ORDER / LO / WALK -IN will be considered as NORMAL REGISTRATION

. FULL PAYMENT must be settled before commencement of the course, otherwise
participants will not be allowed to enter the hall. If a place is reserved and the intended
participants fail to attend the course, the fee is to be settled in full.

. Fee paid is not refundable. Registration fee includes lecture notes, refreshment.

. The Organizing Committee reserves the right to cancel, alter, or change the program
due to unforeseen circumstances. Every effort will be made to inform the registered participants
of any changes. In view of the limited places available, intending participants are advised to send
their registrations as early as possible so as to avoid disappointment.



Synopsis : Negotiation Skills in A Project Environment

Negotiation skill is learned throughout our lives. As a child we learn ways to get our parent’s attention.
We “negotiate” our way to get what we want verbally or through our body language. We grow up
learning and often the hard way realising that the work environment is somehow quite different,
wider in scope, poses more challenges, subtle and unforgiving. Communication skill is a foundational
skill for managing people. It includes negotiation skills, one aspect that many find great difficulty
applying and challenging while others makes it seems so easy. Negotiation skills however can be
learned from strategic thinking, forethought and honed through constant practice to become an art
with much improved outcome.

Leaders know good negotiation skills at the work place plays a significant role in making the work
environment conducive, friendly and promote cooperation that results in synergy that are often
overlooked. Such synergies translate into profitable outcomes through lower cost of procurement and
higher margins from marketing and sales.

Negotiation is more effective when we are persuasive, well prepared, long before we set out to engage
the third party. It requires forethought, good background work and proper understanding of human
behaviour so that our approach can be strategic and decisive at appropriate moments. Its importance

can be seen by its inclusion in LEADERSHIP skills, one of three aspects of the PMI talent triangle. It iY\X\ ingag!

also recognised as 1 of 5 key soft skills of project management maturity, DPM3 published If\7g
global.com, (Mar 2018). X\
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Success in negotiation entail clear negotiation objectives, identifying the r(a
negotiation stance to adopt in the given context and situation. Appro§j
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e Identify what they dor{know so they can work on them

e Apply and relate knowledge learnt to their work place

e  Expose participants to the soft-skills needed to succeed in negotiation

e Be familiar with and use of the ROGAN synergistic exchange index and principles of
reciprocity to enhance negotiation success

Who Could Benefit From The Course

Project Managers/Leader/Team Members, Coordinator/Administrator/Supervisor/Sponsor/Director;
Professional /Graduate Engineers; Architects / Quantity Surveyor; IT Professional / Scientists;
Technical/Functional / Business/ Financial/ Marketing/Event Managers; Senior Manager/General Manager/CEO;
Developer/ Contractor/ Consultant/Project Client; Government and Non-government officers; Anyone
responsible for or involved in projects and management of change

CANCELLATION POLICY

IEM reserves the right to postpone, reschedule, allocate or cancel the course. Full refund less 30% if cancellation
is received in writing more than 7 days before start date of the event. No cancellation will be accepted prior to
the date of the event. However, replacement or substitute may be made at any time with prior notification and
substitute will be charged according to membership status.

PERSONAL DATA PROTECTION ACT

| have read and understood the IEM’s Personal Data Protection Notice published on IEM’s website at
http://www.myiem.org.my and | agree to IEM’s use and processing of my personal data as set out in the said
notice.

About The Course Leader
Robert Gan PMP®, IDPM(Camb), AICA, NCC S&D

o Immediate Past President, Project Management Institute — Malaysia Chapter (Max 5 terms)

. Adjunct Professor, UMP

. Expert witness in Project Management, Advisor to PGB Pte Ltd, Singapore

o Researcher in Project Management maturity, The University of Nottingham, Malaysia Campus
o Managing Partner, ROGAN Strategic Advisory PLT, IDPM Coach/PMP®/CAPM® exam preparation

Robert is a seasoned professional Project Delivery Partner with 20 years of Programme and Project
Management experience that has included people, processes and technology. He formal training in the
management of Projects and Accountancy has helped in Project Financials, Stakeholders’ management,
Quality/Risk/Procurement Management, Szams Analysis & Design and Application Systems deployment.
Robert has helped corporate busig ‘A’ in addressing business issues, procedure realignment,
provision of alternatives, pro:q ‘sil \ r?—a Su. solutions and business process improvements.
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When serving P )cip‘ Cl ):u ant with PwC and another big four regional consulting organisations,
RobeﬂF@ Q }es ~in-class project management methodologies and rolled out more than 20
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proje! fv ulti-country and multi-cultural in scope across the Asia-Pacific region in countries like
€,

Taiwan, Hong Kong, Indonesia and Malaysia in industries from Financial services/banking,
/leral construction, IT suppliers, ERP implementers and Software developers, M&E and Engineer-to-order
(ETO) manufacturers. The in-depth experience managing stake holders’ expectations, subcontractors and
vendors has helped Robert to complete projects on time, budget & quality.

Coaching & workshops as well as the professional series in Negotiation skills, Conflict Management, Project
estimation & budgeting control, Project Leadership & soft skills. He continues to be invited to speak at many
public symposiums, seminars and in-house events of MNCs and local conglomerates in the APAC region. He
is now undertaking research with the University of Nottingham in Project Management maturity part of
which is expected to be published with IGI-global in March 2018.
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ion and observin (Rt Fft has conducted extensive Project Management Training & coaching for business & technology users
egotiation skill Y‘;\\ )I «fgthe project life cycle. He has delivered Project Management and PMO Competency based Training,
n

Course Schedule & Outline
Day 1

Day 2

08:45 -10:45 The Project Environment 08:45 - 10:45 Project Planning
The PM Contextual e Scoping WBS
Framework e Logical Framework Analysis
10:45-11:00 | Tea Break 10:45-11:00 Tea Break
11:00 - 13:00 Project Environment 11:00—-13:00 e Project Schedule / Critical Path
Dynamics e Project Quality
PM Life Cycle e Project Risk Register
Project Life Cycle
13:00 — 14:00 Lunch Break 13:00 — 14:00 Lunch Break
14:00 - 16:00 Project Organisation 14:00 - 16:00 Project Execution
16:00—16:15 | Tea Break 16:00 - 16:15 Tea Break
16:15-17:30 Project Initiation 16:15-17:30 Project Status Reporting

e Project Chartering Project Closure

e Project Stakeholders
Identification

e Setting Stakeholders

Expectations







