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How can women effectively advocate for themselves 
while also establishing collaboration and connection 
with other parties? Women are less likely to ask, initiate, 
or be positively disposed towards negotiations. By 
viewing negotiation as problem solving, we can move 
it from being a winlose game to one of mutual benefit. 
Participants will learn ways to practice informal nego-
tiating in everyday interactions to increase their ability 
and confidence, and improve their chances of getting 
more of what they want and deserve.

Interactive Learning
This interactive course will emphasize learning 
through real situations that participants bring to the 
program, as well as simulations and role-plays, small 

and large group activities and discussions, and as-
sessments and questionnaires designed to promote 
understanding and adaptivity across varied negotia-
tion situations.

Throughout the program, participants will continually 
identify and reflect upon individual strengths and 
weaknesses in terms of contextual, personality and 
behavioral factors that influence negotiation processes 
and outcomes. Participants will monitor their own skill 
development by reflecting on their experiences and by 
receiving feedback from other students and instructors. 
The knowledge and skills gained from the course are 
applicable to all facets of life, professional and personal.

Day 1 10 am – approx. 6 pm

Day one of the course will introduce key concepts and frameworks, interpersonal communi
cation, and the assessment and preparation process for successful informal negotiations.

Assess
Recognizing opportunities
During this section we learn about the dual challenge 
women face of both understanding when we have 
opportunities to negotiate and learning what we need 
to know in order to advocate for what we want.

 > How do we figure out what we want
 >  How do we recognize the value that  
we bring to the table

 > Getting over the fear of asking

Recognizing challenges
During this section we discuss the challenges that 
women can have in advocating on behalf of ourselves 
for everyday things we negotiate for, from buy-in for 
our ideas to resources we may need. We learn ways 
to overcome those challenges by understanding our 
individual approach to conflict and ways to leverage 
strengths in the negotiating process.

 >  How we often undermine ourselves in the  
negotiating process

 >  How do we identify our vulnerabilities in  
negotiating for ourselves

 >  Intercultural Conflict Style Inventory

Prepare
Planning solutions 
During this section we learn about how to prepare for 
a negotiation by creating value for ourselves and other 
parties, and anticipating other party’s concerns.

 >  Integrating interests
 > Creating currencies
 >  Making your value visible

Getting negotiations off the ground 
During this section we learn how to leverage different 
kinds of power to maximize our outcomesand initiate 
the negotiation process.

 >  Power interdependence
 >  Enlisting sponsors and allies
 > Ways of asking and getting

Program Overview

There will be a free networking  
opportunity at the end of day one.!

“Kate brings both warmth and knowledge to what she does. She made the session fun, safe, and enlightening. 
I now have specific tools I can use to improve the way I communicate with stakeholders.” 

Katy Naronis, Vice President, American Express



Act
Mutual Gains Problem Solving 
During this section we learn about how to take  
advantage of women’s natural ability to build  
consensus, creatively problem solve, and ways  
to stop seeing negotiations as only a competitive  
process with winners and losers.

 >  Fostering collaborative problem  
solving through questions

 > From contest to cooperation
 > Bridging solutions
 > “Yes…and” tactic

Tactics and Strategic moves 
During this section we introduce different tactics and 
strategic moves in the negotiating process and ways  
to get unstuck when negotiations stall.

 > Tactics and how to turn them
 > Strategic moves
 > How to get unstuck

Consider
Advantages and challenges
In this section we discuss specific advantages and  
challenges that women face in the negotiation process. 
We learn how to mitigate some societal propensities 
that keep us from advocating for ourselves and find 
ways to both take advantage of our natural propensities 
to collaborate in finding solutions as well as ensuring 
we get what we want.

 > Confidence gap
 > Power prohibitions
 > The female advantage
 > When advantages break down

Day two participants will develop a deeper understanding of the negotiation process, 
how to apply appropriate strategies, and added specific considerations women need 
to consider as they negotiate and advocate for themselves.

Day 2 9 am – approx. 2 pm

Kate Sweeney

Kate Sweeney is an instructional designer and facilita-
tor at Exec-Comm, specializing in presentation, client 
relationship and leadership skills. She brings extensive 
leadership development experience in both the United 
States and internationally.

Her expertise spans a wide variety of industries, for 
which she has trained individuals e.g. from top firms in 
Consulting, Banking, Financial Services, Manufacturing, 
Retail and High Tech. Kate lived and worked in count-
ries as diverse as Japan, China, India, Italy and France.

Besides working with private clients Kate teaches 
Strategic Communications at Columbia University’s 
Enterprise Risk Management Master’s Program.  

Before that, she worked amongst other things for  
the US Department of Defense, training military 
 personnel in tactical and strategic leadership and 
communication skills.

“This was an awesome workshop. It really makes you stop, 
think and decide what your answer should be for the situation you are in.” 

Leslie Keller, Manager, Chubb



Registration

Ann-Cathrine Siepmann, FORIS 

E-mail:  events@foris.com
Phone:  +49 228 95750-22 
Fax:  +49 228 95750-27

Registration contact

Costs
1.490€ + VAT
Early Bird  
Discounted Rate 
until 30.06.2019

1.890€ + VAT

FORIS will donate 
all surpluses from 
the event to  
„Kinderherzstiftung 
der Deutschen 
Herzstiftung e.V.“  
in Bonn, a non-pro-
fit organisation, 
that helps children 
who suffer from 
heart conditions.

Full name

Company

I confirm the receipt of the data protection notice 
and the information about the right of withdrawal. Address

FORIS AG is a pioneer in the field of legal financial ser-
vices, especially in litigation and arbitration fundings. 
Over the last 20 years, FORIS has been actively shaping 
the market. With the invention of commercial litigation 
funding in 1996, FORIS laid the foundation for legal 
financial services in Germany. After the IPO in 1999, 

www.foris.com

the range of legal services was successively expanded 
both domestically and internationally. 

Today, FORIS is one of the leading providers of 
 commercial litigation funding and monetization of 
disputed receivables.

I register bindingly under acknowledgment of the attached 
terms and conditions to this FORIS workshop.

Date, Signature

Yes, I want to take part in this event.

Venue:
Hg Event Space
2 More London Riverside, 
London SE1 2AP

mailto:events%40foris.com?subject=
http://www.foris.com
https://www.google.com/maps/place/2+More+London+Riverside,+London+SE1+2JP,+Vereinigtes+K%C3%B6nigreich/@51.5051877,-0.0822106,16.76z/data=!4m5!3m4!1s0x487603456feb2ba9:0x890f383007cc4a96!8m2!3d51.5052502!4d-0.0804974


1. Registration
1.1.  By registering for the workshop the participant accepts the following 

terms and conditions.
1.2.  The number of registered participants is limited to ensure high-quality 

training. Within this limit, registrations will be accepted on a first-come, 
first-served basis.

1.3.  A registration will become binding upon the receipt of the confirmation 
e-mail sent to the participant. Participation will be conditional on FORIS 
having received full payment of the workshop fee.

2. Cancellations and Substitutions
2.1.  Participants are entitled to cancel the registration as follows: 

Cancellations notified to FORIS in writing (e-mail or fax shall suffice) 
at least 60 days before the workshop begins, will be fully refunded 
by FORIS. Cancellations received 59 to 30 days before the workshop 
begins, FORIS will retain 50 per cent of the workshop fee and re-
fund the remainder. If FORIS receives a cancellation 29 or less days 
before, or if the participant fails to attend the workshop without 
written notification to FORIS, FORIS will retain the full workshop 
charge. Substitution of a participant registered for the workshop 
can be requested and, if accepted by FORIS, will be free of charge 
at any time. 

2.2.  FORIS reserves the right to cancel the workshop and/or change 
workshop details including, without limitation, the change of the 
trainer (subject to an equivalent substitution), the location (within 
30 km of the scheduled venue) etc. Should FORIS cancel or change 
the workshop in any relevant way, the participant will be entitled 
to withdraw from the workshop and receive a full refund of the 
workshop fee. FORIS shall not be responsible for any other costs 
incurred by participants (e.g. travel costs, accommodation). 

You have the right to withdraw from this contract within 14 days without 
giving any reason. The withdrawal period begins from the day of the con-
clusion of the contract. In order to meet the deadline the timely dispatch 
of the withdrawal on or before deadline will suffice. To exercise the 
withdrawal right you shall inform us by durable medium (e.g. letter, fax, 
e-mail) addressed to 

FORIS AG
– Management Board – 

Dr. Volker Knoop / Prof. Dr. Hanns-Ferdinand Müller
Kurt-Schumacher-Str. 18-20

53113 Bonn
Germany

or by fax at +49 228 95750-57
or by e-mail at: info@foris.com

either drafted in your own words or by using the standard withdrawal 
form as described below.

Effects of withdrawal
If you withdraw from this contract, we shall reimburse you for any pay-
ments we have received from you without delay and at the latest within  
14 days from the date we received your withdrawal. For the reimburse-
ment we will use the same means of payment you used in the original 
transaction unless otherwise agreed with you. In no event will you be 
charged any reimbursement fees.

If the service begins before the end of the withdrawal period, you have to 
pay a reasonable amount after exercising your right of withdrawal. Ade-
quate is the amount corresponding to the proportion of services already 
provided up to that date compared to the total volume of services provided 
for in the contract. The relevant time will be the time when we received 
your withdrawal notification.

Model withdrawal form (fill in and return this form only if you wish to 
withdraw from the contract) 

I/We* hereby give notice that I/We* withdraw from my/our* contract of the 
following service* 

__________________________________________________________________________

ordered on*

________________________

Name of consumer(s) and Address of consumer(s) 

__________________________________________________________________________

__________________________________________________________________________

Date ___________________

Signature of consumer(s) _________________________________________________

(only if this form is notified in writing) 

*Delete as appropriate.

3. Fees, Services and Discounts
3.1.  The workshop fee is €1,890 plus VAT. For any reservation request 

bindingly submitted on or before 30 June 2019, FORIS will offer the 
workshop for a discounted early registration fee of €1,490 € plus VAT.

3.2.  The workshop fee includes participation in all components of the 
workshop, e.g. presentation, lectures, interactive group work, 
discussions, course materials, beverages and lunch snacks at the 
venue. FORIS will organise a free-of-charge network event at the 
end of day 1 of the workshop in a location close to the workshop 
venue. Accommodation, travel and personal expenses are not 
included in the workshop fee.. 

4. Data Protection
4.1.  Information on how we process your data in the context of the 

organisation, preparation, handling and execution of the workshop, 
for participant lists and advertising purposes in relation to FORIS 
services can be found in our privacy policy  
(https://www.foris.com/en/data-protection.html).

4.2.  You have the right to refuse FORIS’ use of your data for the partici-
pants’ list and/or advertising purposes at any time. Should you wish 
to refuse or restrict this use, you can inform us accordingly at:

FORIS AG 
Kurt-Schumacher-Str. 18-20
53113 Bonn, Deutschland 

or by e-mail at: datenschutz@foris.com.

5. Withdrawal Right 
Any participant qualifying as a consumer has the right to withdraw from 
this contract as set out below. 

Terms and conditions

Consumer information

mailto:info%40foris.com?subject=
https://www.foris.com/en/data-protection.html
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