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NEGOTIATION CONFERENCE 
DUBAI 2020

 –––––––
In addition to Zurich and New York,  

we will bring the N-Conference 2020  
to Dubai and Shanghai. Dubai will  

be hosting the World Expo 2020 and  
is an important hub for our clients  

in the Gulf Region. 
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The time has come to conceptualize our philosophy in a structured method.  
Our clients often tell us that they are using the Schranner Method® even though 
we have not necessarily presented it as such. In addition, universities have 
begun to analyze our method in order to contrast it with the Harvard Concept®. 

Our philosophy is based on the realization that conflict should come at the 
beginning of a negotiation, not at the end. We would like to encourage you to 
approach conflict pro-actively and professionally. Win-win is not the be-all  
and end-all of negotiations—we think the better team should win. Pursuing  
a decision in your favor is not objectionable, but desirable—as long as you play 
fair and stick to the rules.

Negotiations of the future will follow different rules, and our understanding of 
values such as fairness will change in step with globalization and digitalization. 
In addition, increasing transparency in international business will have a 
massive influence on corporate negotiations. We think, for example, that supply 
chain and purchasing functions as we know them today will cease to exist. 

With this magazine, we would like to inspire you to take a fresh look at the topic 
of negotiations, so you are prepared for the future. Whatever it may hold, the 
prospects are exciting.

Enjoy the read

THE FUTURE  
OF NEGOTIATING

CEO MESSAGEART IN THE OFFICE

THE FASCINATION OF TESTING LIMITS
 –––––––

Andreas Gursky captures the fascinating moment of pushing it to the absolute limit and 
turning around just in time. This fascination for testing limits is also part of difficult 

negotiations: going further to get the best possible outcome, exhausting the full potential 
of the conflict, and changing tack at the right moment.

Matthias Schranner
CEO
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The Future  
of Negotiating

NEGOTIATIONS ARE GETTING TOUGHER—BOTH GLOBALIZATION AND 
DIGITALIZATION REQUIRE US TO ADAPT OUR APPROACH. IN ORDER  

TO SUCCESSFULLY RESOLVE CONFLICTS IN THE FUTURE YOU  
WILL NEED TO BE ABLE TO ANALYZE THEM LIKE A GAME OF CHESS.

Matthias Schranner, at the moment, 
there seem to be negotiations going 
on everywhere: migrants, Brexit, 
trade wars… Is there someone who 
is doing particularly well? 
Jean Claude Juncker, the President 
of the European Commission, 
remains positive and focussed  
on the big picture. For the details, 
has got his experts that enter 
negotiations unafraid of conflict—
people like Michel Barnier who looks 
after Brexit and negotiations with 
Switzerland. This approach is in line 
with our negotiation philosophy. 

What does that mean?
Each negotiating team needs two 
people to lead negotiations. One 
person that remains positive no 
matter what, highlighting common 
interests and thereby acting as 
safety net—that person will be 

INTERVIEW

predictable. In the business world, 
Trump’s approach is the standard— 
the first offer is way too high or too 
low and sure to be rejected.  
NATO discussions serve as a good 
example here. Trump demanded two 
percent of every country’s GDP as 
defence budget—as soon as the 
other countries showed signs of 
compromising he wanted four 
percent. In the business world 
this is normal, but in politics this 
behavior is ruffling a lot of feathers. 

His tweets work along the same 
lines. Someone from his social 
media team told me they monitor 
relevant topics day and night and 
pick the ones they want to dominate. 
Then they publish a totally irrational 
tweet and offer negotiations on the 
issue. It is always the same pattern.
 
So he does not write the tweets 
himself?
According to my source, only part 
of them.

TEXT: RALF KAMINSKI, KIAN RAMEZANI
FIRST PUBLISHED IN MIGROS-MAGAZIN

useful when things get difficult.  
The second person remains 
unaffected by common interests  
and long-term goals, instead 
focussing on the immediate 
objectives of the negotiation.

Who is doing a sub-optimal job?
Theresa May set out red lines  
at the very beginning of Brexit— 
red lines she is struggling to hold. 
She categorically rejected the free 
movement of people at the start. 
However, things are looking a little 
different now.

Are red lines a no go in 
negotiations?
If you put down red lines, you  
must be able to stick to them.  
I would only introduce them if I  
had all the necessary information, 
which is rarely the case.

So Barack Obama would be a 
negative example in this regard?
Definitely. He said that another 
attack by the Assad regime using 
chemical weapons on insurgents 
would result in a US military 
response. He lost all political 
credibility the day he cancelled his 
attacks on Syria.

You have commented that the 
Anglo-Saxon culture is better at 
negotiating than the German-
speaking countries. Why is that?
On the one hand it is about 
language—English is better suited 
to negotiating. Brits and Americans 
never say no. They mean no but say 
things like “that is a great idea, I just 
wonder if it is possible to….” German 
speakers would often say “No, we 
can’t do that” and feel positive that 
they are so honest about it. On the 

other hand, Anglo-Saxon negotiators 
are much better at separating the 
issue from the person. In the 
German-speaking culture, we take 
negotiations personally. If we know 
someone well, we stop negotiating 
hard. In the US, this is totally 
different. Donald Trump said he 
respects Angela Merkel but that her 
approach to the migrant crisis was 
wrong. Or that he likes Theresa May 
but that she is wrong in her response 
to Brexit.

Trump sees himself as a brilliant 
deal maker. Is that true?
I think so, yes. Don’t get me wrong,  
I am not judging his behavior or his 
image of women, I am purely 
interested in his skills as negotiator. 
He sets the agenda, meaning others 
will react and justify their behavior. 
He is in the driver’s seat all the time.

Okay, but does he actually get 
anywhere by doing that?
Yes, he does. He has forced the EU 
to make concessions in the trade 
negotiations without offering much 
himself. In addition, unemployment 
is at a record low and the number of 
illegal immigrants has fallen.

Those are two trends that were 
already visible under President 
Barack Obama.
That is correct. However, Trump 
is disruptive in many areas, just like 
he promised during his election 
campaign. It remains to be seen 
what his record will look like after 
four or eight years.

Is Trump a classical mad man,  
i.e. someone who acts irrationally 
in a negotiation to confuse and 
scare his opposite?
To the contrary, I find him very 

“Trump negotiates according  
to the win-lose approach.”

→
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My wife has a very different 
perspective on this. I am a strategist 
and will think for weeks when to  
put a demand on the table.  
My wife is very impulsive and will 
have long communicated what she 
wants by the time I am ready.  
She forces me to react—kind of  
like Trump. 

In addition to your job and your 
family, you play the piano, run 
marathons and enjoy cooking.  
Do you ever sleep?
Well, I am not doing all of this at the 
same time. And there are phases 
when I work less and devote more 
time to my family. In particular,  
the period between mid-September 
and mid-November is stressful 
as we need to renegotiate a lot of 
contracts. But I am offline for a few 
weeks in summer.

What do you cook?
I love cooking Indian dishes. I have 
been vegetarian for over 30 years 
and Indian cuisine offers a wealth  
of options for vegetarians.  
However, I equally enjoy Thai, 
Chinese or Italian. Cooking allows 
me to wind down.

No classic Bavarian dishes then?
Yes, that is right. Way too much 
meat. I grew up on a farm and  
had to eat all of that all the time— 
it’s enough for a lifetime!

lightness and playfulness. Showing 
some bite is positive, dogged 
insistence less so. Trump’s crazy 
tweets usually incite outraged 
reactions rather than a more light-
hearted response like “OK buddy, 
let’s play”.

What is you view on the relations 
between Switzerland and the EU?
The EU is very much focussed on 
building consensus—everything 
needs to be fair and agreed  
jointly. No wonder a country like 
Switzerland, demanding special 
treatment, causes irritation. The 
issues discussed in the framework 
agreement are not too divisive.  
The problem is that discussions have 
been going on for too long and things 
have become way too emotional.

Switzerland has to put a potential 
deal to the people in a referendum.
Yes sure, but what will the people 
think if not even their politicians 
manage to agree on a deal? Many 
people are disappointed that their 
representatives are not competent 
enough. So I would recommend 
moving on positions now, closing the 
deal and that’s it. Of course there are 
contentious topics, but to put things 
in perspective: this negotiation is not 
about the Gaza Strip! The population 
needs to see that things are moving. 
Otherwise, too much room is left to 
destructive forces. 

Is predictability important in 
negotiations?
There are two approaches: win-win 
and win-lose. If I need everyone to be 
happy at the end, i.e. win-win, then 
my approach should be predictable. 
If I want to win under any circum-
stances and I do not care about  
the other side, I can afford to be 
unpredictable. Trump negotiates 
according to the win-lose approach. 
He wants to win and is willing to risk 
alienating his negotiating partners  
to reach his goals. For the EU, which 
is focussed on balancing competing 
interests, this approach is hard to 
manage. The EU would have to adopt 
a win-lose approach with a view to 
turning this into a win-win outcome. 
Because the reality is that if you 
confront win-lose with a win-win 
approach, you will lose.

How should we approach Trump 
then?
As a winner. We should not react to 
his demands but put forward our 
own ones. If he demands ten percent 
import tariffs on German cars,  
we should not threaten to levy ten 
percent on American cars, but 
demand that he standardize the 
regulations for exhaust fumes in  
all 50 states. That is how you build  
up pressure.

The EU, representing 28 voices, is 
struggling with that approach.
Yes, but that is also because leading 
nations have been weakened. Merkel, 
May, Italy of course… Macron is the 
one who has understood best how  
to handle Trump. He used to be an 
investment banker and therefore 
knows the rules of the game.

when to open doors, and when to 
close them.

You can prepare all of that in 
advance?
You even have to prepare all of  
that in advance! And you should 
avoid thinking about what the other 
side wants.

But you have to listen to the other 
side’s needs.
During negotiations, yes. But not 
before. Many people make the 
mistake of negotiating with them-
selves rather than the other side 
before negotiations have even started. 
This will limit you. Interestingly, this 
is a typical behavior in the German-
speaking world. 
 
So you would suggest entering 
negotiations and demanding 100% 
to see what will happen?  
Demanding 110% would be much 
better.

What else is important?
Staying in control of the negotiation 
process and showing respect at  
all times. Negotiations do not fail 
because of unrealistic demands,  
but because of a lack of respect. 

Only because of that?
Not only—emotions, ideologies, 
early commitments or refusing to 
make concessions are also typical 
reasons.

Are there some people who are 
more gifted at negotiating than 
others?
Yes, those that enjoy conflict. 
Negotiating requires a certain 

You are painting a more favorable 
picture of Trump than most others.
I only look at his skills as a negotiator. 
I am in the US quite regularly and  
my wife is American. In Europe, 
people think he is crazy and they 
want him to be gone as soon as 
possible. In the US, things are a bit 
more nuanced. If he continues like 
this, I think he will be re-elected. 

There is no shortage of conflicts  
in the world right now. Which one 
would you like to negotiate? 
All of them! We have a fantastic 
network of international experts  
and approach every conflict without 
emotional baggage. This is our 
philosophy. Someone who feels 
admiration or dislike for the other 
side is no longer suitable as a 
negotiator. A negotiation must be 
analysed like a board game and the 
pieces moved in order to get to the 
finish. Sufficient distance will allow 
negotiating in any situation. 

Even in messy conflicts like the 
Middle East?
Sure. In South Africa, Ireland and 
former Yugoslavia it worked, too.  
You make peace with enemies, not 
with friends.

What are the basics to keep in mind 
in every negotiation?
You have to have an objective, and 
that objective must be positive. Take 
the trade row, for example. Avoiding 
tariffs is a negative objective and as 
such less than ideal. In addition, you 
need a strategy, a line that you must 
not abandon—otherwise you will 
lose credibility. In addition, you need 
a tactic to decide when to move, 

INTERVIEW

What is your sense of the 
effectiveness of the Swiss 
negotiation style?
It is excellent! When looking for 
consensus and compromise or  
long-term solutions, Swiss diplo-
macy is at the very top. On the flip 
side, Switzerland is struggling  
with new approaches like those  
used by President Trump. This would 
require a more confrontational 
approach, which is not a particular 
strength of Swiss diplomats.

Are you expensive to hire?
Depends. The fees for consulting  
are comparable to a good law firm. 
We usually operate on a flat rate. 
But if it is about a 150-million-dollar 
contract, my fee does not matter.

Do you have competitors?
Not really. We collaborate with  
a few others who are experts in  
their respective field.

Why have you chosen Zürich as 
headquarters for your Institute?
It all started with lectures at 
St Gallen University. St Gallen is  
very pretty, but Zürich is even nicer 
—very multicultural and tolerant. 
And Zürich portrays credibility 
internationally.

Do people in your private life even 
dare negotiate with you? They don’t 
stand a chance! 

“Someone who feels admiration  
or dislike for the other side is  

no longer suitable as a negotiator.”



13

QN
12

“Our clients 
appreciate that  
this workshop  

is offered in 
German, English, 

Russian and 
Mandarin.”

“The same proven 
concepts are  

taught worldwide—
tailored to the  
local culture.”

PROF. DR. KASIA JAGODZINSKA
is a Senior Advisor for the United Nations in 

Geneva and a National Expert for the European 
Parliament. She teaches the Qualified 

Negotiator worldwide in four languages.

THE MUST  
SEMINAR

Leading difficult negotiations from the driver’s seat is key. Those who wait for the 
opposite side to dictate the agenda have already lost. We are convinced that  

a team with clearly defined roles is necessary in order to manage the most difficult 
negotiations. According to our FBI model, the “Negotiator” is in charge of  

leading the negotiation. Our Qualified Negotiator workshop provides you with the  
essential must-have tactics such as agenda setting, resisting unreasonable  

demands and concluding negotiations under pressure. 

QUALIFIED NEGOTIATOR

 

SAMUEL GIOIA
Program Director, is in charge  

of the Qualified Negotiator certification 
together with Amira Martens. 

QUALIFIED NEGOTIATOR®

7 Reasons  
for the role of the negotiator  
in the negotiation team  

1 You negotiate with confidence 
 and a sure hand in any situation 

2 You learn everything you need  
 to know for a tough negotiation

3 Use of state-of-the-art    
 technology in many languages

4 Instructors with  
 practical experience

5 Networking with participants  
 from various industries

6 Alumni membership

7 Certification
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QN“Especially our  
US clients appreciate  

the more confrontational 
approach of the  

Schranner Method.”

“This workshop teaches 
everything you need to know to 
succeed in difficult negotiations 

now and in the future.”

QUALIFIED NEGOTIATOR

“Psychology and 
pragmatism are 

combined in this 
workshop to form  
a greater whole.”

ANDREAS GOSSEN
is the mastermind behind the Qualified Negotiator program. 

 A founding member of the Schranner Institute, he makes 
sure we maintain the gold standard in terms of training 

quality. Andreas’ expertise includes consulting and project 
management for the automotive industry.

ZABEEN MIRZA
Born and raised in New York, she has worked 

on Wall Street with the likes of  
Bloomberg, Reuters and Goldman Sachs.  

She is the head of our US office.

DR. KLAUS LASSERT
is Chief Psychologist at the Schranner Institute. 

He coaches senior executives in  
difficult negotiations and conflict situations.
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We invite our alumni community to 
four exclusive events every year.  

In collaboration with BMW, we hosted 
the Summer Night 2018 in Munich.  

At the event, our clients experienced 
the new BMW 8 series and learned 
about the internal negotiations that 

take place to move a new model from 
the idea stage to the show room.  
All those obtaining a certification 

with our Institute will become part  
of our alumni network.

ALUMNI  
SUMMER  

NIGHT 
2018

EVENT

Oh, what a night... PH
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ZURICH
As in previous years, we have invited world-class negotiators to 

join us in Zurich. Experts from politics, business, police and 
science will share their strategies and tactics at the N-Conference.

Wednesday, October 09, 2019  
 ACADEMY DAY

H 1:30 pm
Registration and Welcome Coffee

2:00 pm – 6:00 pm 
REFRESHER SEMINAR (German)

– The 7 Principles
– Negotiation – Science and Practice
MATTHIAS SCHRANNER 

7:00 pm – 9:00 pm  
GALA EVENING
AWARDS CEREMONY AND GALA DINNER

o

N
CONFERENCE
ZURICH | 2019
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8:30 am
Registration and Welcome Coffee

9:00 am – 10:30 am
THE SCHRANNER METHOD® (German)

– Harnessing the benefits of digitalization
– Proactively addressing conflict
– The new principles
MATTHIAS SCHRANNER advises decision makers in politics and business  
in over 40 contries, including the US, China, Russia, Ukraine and Japan.

10:30 am – 11:00 am
Networking

11:00 am – 11:45 am
THE FUTURE OF DIPLOMACY (German)

– The impact of Donald Trump
– Opportunities in diplomacy
– The limits of diplomacy
DR. PAUL SEGER was the Head of Switzerland’s Permanent Mission to the United Nations in New York 
from 2010-2015. He has been Swiss ambassador to Germany since 2018.

11:45 am – 12:15 pm
THE FUTURE OF THE TRANSFER MARKET (German)

“Soon, football players will sign for 300 million Euros”
VOLKER STRUTH is one of the most important players’ agents in this multi-billion dollar business  
and knows the rules of the game.

12:15 pm – 12:30 pm
PANEL DISCUSSION (Deutsch)

MATTHIAS SCHRANNER / DR. PAUL SEGER / VOLKER STRUTH

12:30 pm – 1:45 Uhr pm
Lunch

1:45 pm – 2:15 pm
LISTENING SKILLS FOR DIFFICULT NEGOTIATIONS (English)

– The „Laws of Listening“
– Listening is „Life or Death“
– Active listening techniques
DAN OBLINGER works as a professional crisis negotiator for the US police forces and has vast  
experience negotiating with emotional and irrational people. 

 

 
2:15 pm – 2:30 pm
LEARN FROM THE BEST NEGOTIATION EXPERTS WORLDWIDE (English)

JULIEN PELABERE, Ph.D. is in charge of the Negotiation Program at La Sorbonne University.  
He has launched a book project to present the best negotiators in the world.  

2:30 pm – 2:45 pm
NEGOTIATING IN A DIGITALIZED WORLD (German)

XIAOQUN CLEVER has 20 years of experience as technology manager for large international corporations, 
where she has been a driver for technological change. 

 
2:45 pm – 3:30 pm
BREAK–OUT SESSIONS

Session 1
SCHRANNER METHOD AND HARVARD CONCEPT – COMMON FEATURES AND DIFFERENCES
MATTHIAS SCHRANNER 

Session 2
EXERCISES TO BECOME A BETTER NEGOTIATOR
DAN OBLINGER

Session 3
LESSONS LEARNED
JULIEN PELABERE

Session 4
DIGITAL NEGOTIATIONS
XIAOQUN CLEVER

3:30 pm – 4:00 pm
Networking

 
4:00 pm – 4:45 pm
PANEL DISCUSSION (English)

MATTHIAS SCHRANNER / DAN OBLINGER / XIAOQUN CLEVER / JULIEN PELABERE 

4:45 pm – 5:00 pm
SUMMARY DAY 1

7:00 pm
CONFERENCE DINNER
Kronenhalle

Thursday, October 10, 2019  
N-CONFERENCE DAY 1 

@

H

o

N
CONFERENCE
ZURICH | 2019

o

@

ï
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8:30 am
Registration and Welcome Coffee

9:00 am – 10:30 am
THE FUTURE OF NEGOTIATIONS –  
HOW GAME THEORY SHAPES DIFFICULT NEGOTIATIONS PART I (English)

PROF. INGEMAR DIERICKX has been advising global corporations in difficult negotiations for 30 years. 
An expert in steering negotiation processes, he teaches at INSEAD as well as other universities. 

10:30 am – 11:00 am
Networking

11:00 am – 11:30 am
THE FUTURE OF NEGOTIATIONS –  
HOW GAME THEORY SHAPES DIFFICULT NEGOTIATIONS PART II (English)

PROF. INGEMAR DIERICKX  

11:30 am – 12:00 pm
THE DIGITAL FUTURE OF NEGOTIATIONS (English)

JAMES KALANI LEE is COO at SAP Ariba, the leading software tool in procurement. He will share his 
view on how technological changes will affect the future of negotiations in digital business.

12:00 pm – 12:30 pm
PANEL DISCUSSION (English)

MATTHIAS SCHRANNER / PROF. INGEMAR DIERICKX / JAMES LEE / ZABEEN MIRZA 

12:30 pm – 1:45 pm
Lunch

1:45 pm – 3:00 pm
KEY NOTE
coming soon 

3:00 pm
OUTLOOK 2020 N-Conference in Zurich, NYC, Hongkong and Dubai
GET–TOGETHER
Onyx Bar

H

Friday, October 11, 2019  
N-CONFERENCE DAY 2 

@

@

o
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INGEMAR DIERICKX

“There is no need  
for embellishments 
or clever phrases.  

Easy does it,  
simpler is better.”

N-CONFERENCE INTERVIEW

Ingemar, why is it so difficult to convince an irrational 
negotiation partner?
The first problem of course is that people will 
immediately understand that we’re not an objective or 
unbiased source of information. They recognize that 
every fact, every argument that we advance serves a 
purpose, and that purpose is to serve our particular 
interest and not theirs. So, understandably when we 
advance arguments, they understand the self-serving 
nature of those arguments. In a way it makes me think 
of what they do in France, with ducks and geese to 
make sure that these animals develop large livers— 
foie gras. They force feed the animal and we tend to do 
the same thing in negotiations. We force feed them the 
facts and we shove the logic down their throats. And 
then we imagine that they’re going to say “oh, great, 
wonderful, do you have some more?” When we become 
argumentative in a negotiation, we create more 
resistance. In fact, I believe that the language of 
negotiation is not arguments—it’s open questions and 
it’s proposals. I mean, the way we solve the problem is: 
first, by trying to understand our counterpart’s situation 
and that’s where probing questioning comes in; and 
second, by coming up with specific proposals to try  
and deal with the problem. 

If I understand you correctly, language is extremely 
important. I have observed that a lot of people change 
language patterns in a negotiation. What do you think?
I totally agree with that. I mean, it’s amazing—there’s 
two points to mention. The first point is that people will 
engage in an ordinary conversation and they’ll explain 
in English. And then they engage in a negotiation, and 
their speech patterns change completely. They no 
longer, communicate in English—they communicate in 
“Legalese”. And they start using all of these empty 
formulas, like, “to tell you the truth” or “frankly 
speaking”. I call them irritators. Like, “I hear what you 
say, Larry...” and then the next word, of course, is 
“but...” -- profoundly irritating. The other thing you 
mentioned was that people mirror each other’s 
behavior, and in terms of language that’s also true. If I 
start using that formalistic language, that bookish sort 
of language, my counterpart will respond in kind “with 
all due respect, Ingemar”. In my experience, this is 
very counterproductive. I always tell people to use 

what I call “blue collar language”, the sort of language 
that you would use when you comment on a football 
game. There is no need for embellishments or clever 
phrases. Easy does it, simpler is better.

What is your impression about our negotiation 
conference?
For many years, I’ve actually been watching Schranner 
Institute grow, certainly in terms of impact and 
reputation, and also its visibility on the internet. And I 
was curious, I was really curious, and I am very happy 
that I was invited to give a talk today at this annual 
conference. I have been very, very favorably impressed, 
not only by the organisation, but also by the quality of 
the audience that you have been able to bring together 
here. I mean, we had 80 people, and these are people 
who are experienced deal-makers. People, who are 
involved in tough negotiations. Actually it’s a privilege 
to be able to talk and exchange ideas with them. 

Ingemar, thank you so much for joining us again for 
the N-Conference 2019.



26 27

NEW YORK CITY

N
CONFERENCE
NEW YORK CITY | 2019

The Schranner Method® is coming home! Key principles of our 
method have been developed by the FBI and the NYPD.  

We are proud and excited to offer our successful N-Conference 
in New York City for the first time.

H 1:00 pm
Registration and Welcome Coffee

2:00 pm – 6:00 pm
REFRESHER SEMINAR (English)

– The 7 Principles
– Negotiation – Science and Practice
MATTHIAS SCHRANNER 

7:00 pm – 9:00 pm
MATTHIAS SCHRANNER AND SPECIAL GUEST 
CELEBRITY IRON CHEF DAVID BURKE

o

Thursday, November 14, 2019 
ACADEMY DAY

CEO and Founder, Matthias Schranner himself 
will be leading a comprehensive, 1-day-only 
Academy Day seminar. Learn tactical and 
strategic negotiation solutions to control 
difficult situations with the tried and tested 
Schranner Method®. Mr. Schranner brings his 
hostage negotiation experience into one 
unique opportunity to learn the premiere 
points of the Advanced Negotiations seminars 
and cutting edge negotiation research and 
analysis put forth by the Institute.  
Held at a 5 Star NYC hotel, this intimate 
opportunity to learn and discuss the nuances 
of negotiations with Matthias Schranner is  
a can’t miss opportunity.

Enjoy a gourmet 3-course meal highlighting 
the best seasonal, local ingredients with 
industry leaders and negotiation professionals, 
and learn from guest speaker Matthias 
Schranner as he will take questions from 
guests and sign books. It is a wonderful 
opportunity to learn more about negotiations 
in a beautiful, relaxed, private atmosphere.

Wednesday, November 13, 2019 
PRE-CONFERENCE  
GALA DINNER
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N
CONFERENCE
NEW YORK CITY | 2019

Friday, November 15, 2019 
N-CONFERENCE 

 
2:00 pm – 3:00 pm
WORKSHOPS / BREAKOUT ROOM

Session 1
JACK CAMBRIA – DECISION MAKING

Session 2
DR. BETH FISHER-YOSHIDA – STRATEGIES AND TACTICS

Session 3
DR. NANCY ZARSE – PSYCHOLOGY AND PROFILING

Session 4
MATTHIAS SCHRANNER – BUSINESS NEGOTIATIONS

3:00 pm – 3:30 pm
Networking

3:30 am – 4:00 pm
LEARN FROM A HOSTAGE NEGOTIATOR
LT. SCOTT TILLEMA is a hostage negotiator and negotiation expert.

4:00 pm – 4:30 pm
INTERACTIVE PANEL DISCUSSION WITH SLIDO.COM 
DR. BETH FISHER-YOSHIDA / DR. NANCY ZARSE / JACK CAMBRIA / LT. SCOTT TILLEMA / MATTHIAS SCHRANNER

4:30 pm
OUTLOOK 2020  
Learn about new programs and future N-Conferences in Zurich, New York, Hong Kong, and Dubai as well as 
new opportunities for partnership with our institute. 

8:30 am
Registration and Welcome Coffee

9:00 am – 9:45 am
THE 7 PRINCIPLES FOR DIFFICULT NEGOTIATIONS
MATTHIAS SCHRANNER advises decision-makers in politics and business  
in more than 40 countries, such as the U.S., China, Russia, Ukraine, and Japan.  

9:45 am – 10:30 am
DECISION MAKING UNDER PRESSURE
JACK CAMBRIA is the retired former commander of the NYPD Hostage Negotiation Unit.

10:30 am – 11:00 am
Networking 

11:00 am – 11:30 am
THE MOST IMPORTANT ELEMENT OF A NEGOTIATION
DR. BETH FISHER-YOSHIDA is the Academic Dean of the Negotiation and Conflict Resolution program  
at Columbia University.

11:30 am – 12:00 pm
THE PSYCHOLOGY OF NEGOTIATIONS 
DR. NANCY ZARSE is a forensic psychologist at The Chicago School of Professional Psychology and  
a consultant for the FBI Countering Violent Extremism Section.

12:00 pm – 12:30 pm
PANEL DISCUSSION
DR. BETH FISHER-YOSHIDA / DR. NANCY ZARSE / JACK CAMBRIA / MATTHIAS SCHRANNER

12:30 pm – 1:15 pm
Lunch 

1:15 pm – 2:00 pm
THE BIG IDEA 
DAVID PETRAEUS was the Director of the CIA and Commander of the U.S. Forces in Iraq and Afghanistan. 
Today, he serves as chairman of the KKR Global Institute and acts as a political and business advisor.
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I 
DO 
IT 

MY 
WAY
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NICOLE SCHINDELAR 
is the owner and managing 
director of a business operating 
in a man’s world. She has fought 
her way up to the top, she is a 
successful businesswoman and 
an Instagram star.
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I DO IT MY WAY

You studied in England and Spain, and launched your 
own agency after graduating in communication 
design. You had a wide range options, yet you made 
the tough choice to take on your father’s business. 
Was that a rational decision?
I have always been warned against making 
decisions emotionally or leading a business 
emotionally. This decision was very emotional, 
though, and I also lead my business emotionally. 
That doesn’t mean that I walk around crying, 
emotions obviously need boundaries. If emotions 
are channeled properly, they can unleash a great 
deal of energy and potential.

Are you proud to run the company?
Yes, at this point I’m proud, and I had to learn that. 
A lot of women in my circle of friends have issues 
with self-esteem, underestimating and questioning 
themselves. 

This kind of self-reflection is important, to a degree. 
How do you know that you’re on the right track?
You get a feel for it over time.

Men would say here “I have a business plan”.
Yes, exactly, that’s right. Between self-reflection and 
self-hatred, women often find themselves falling into 
the pattern of “I’m not good enough”, or “I should 
really do…” I have the same issues. I sit in yoga class 
and look at the woman next to me thinking “she’s 
better at this than I am, I’m sure she goes to yoga 
every day.” So instead of going home happy, I think 
that I should go more often from now on.

So where is the line between self-reflection, 
questioning yourself, and your own contentment?
It gets risky when I’m concerned about being 
appealing to others, when I make myself dependent 
on outside feedback. I have to set boundaries for 

„I need that satisfaction that comes  
from giving everything.“

The Future is  
Female

NICOLE SCHINDELAR IS GERMANY’S “JUNKYARD PRINCESS”.  
SHE TOOK OVER HER FATHER’S BUSINESS AND NOW WORKS AS  

THE ONLY WOMAN AMONG 50 MEN AT HER JUNKYARD.
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myself here in the business as well. There hasn’t 
been a single negotiation where my gender or my 
appearance hasn’t been brought up. It’s not 
necessarily always meant to be demeaning, but 
that’s what it is.

What do men say?
“As a woman, you have a natural talent for 
negotiating”, or “With your looks, things are pretty 
easy”, or “For a woman, you’re a very tough 
negotiator.” They feel the need to point out that I’m  
a woman, as though I wasn’t aware of it.

Do you respond to that by saying things like  
“So you, as a man…”?
I expose the absurdity of it sometimes, and other 
times I get sarcastic. I never show that something 
offends me. In order to survive in this shark tank, 
you have to have a big mouth sometimes.

Do men need boundaries?
Oh yes, of course! The more powerful I present 
myself, the more subdued men will get. 

I DO IT MY WAY

For many, the words “woman” and “power” don’t 
belong in the same sentence.
Women need to develop their weapons, for example 
using information as a weapon. You need to be able 
to take advantage of information and knowledge. You 
need to know more than your negotiating partner.

You’re a business owner, but you still need 
weapons?
I need to be able to read my counterparts specifically 
because I’m a business owner and a leader. At the 
start of a negotiation, I don’t tell my negotiating 
partner that I’m the owner. I first want to see how 
they treat me as a person. When a man learns that 
I’m the owner, he’ll change his behavior. 
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“There hasn’t been a single 
negotiation where my gender 
or my appearance hasn’t been 
brought up. It’s not necessarily 
always meant to be demeaning, 
but that’s what it is.”
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PHOTOGENIC 

–––––––
Nicole Schindelar is a star on Instagram. 

Are men that simple?
There are men who tell me, “Go and get your boss”. 
When I respond “I am the boss”, they’ll say “Go and 
get the actual boss”, so I tell them I’m the owner. 
Often times, they’ll simple leave at this point. They 
don’t want to negotiate with a woman, or work with 
one. The tone at a junkyard is very rough, so I’ll get 
loud sometimes as well. My guys stand behind me 
one hundred percent, so they will quickly put my 
counterparts in their place.

What’s your biggest negotiating strength?
Honesty.

Are you also playful?
No, I’m not.

Are you nice in negotiations?
That depends on your definition of “nice”. The 
problem is that men interpret the smile of any 
attractive woman as flirting.

Closing question: What are you proud of?
I have made a lot of mistakes in the past few  
years and I had to learn everything the hard way. 
I wasn’t prepared for this role because my father 
died suddenly. I didn’t have any training period and 
jumped right into the deep end. That was a hard  
and difficult time for me; it was full of self-criticism. 
However, it was also great because I learned a lot 
and came out of it stronger.

“The problem is that  
men interpret the 
smile of any attractive 
woman as flirting.”

I DO IT MY WAY
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Women are the negotiators of the future—we think they should go their own way rather  
than adopt male behaviors. I DO IT MY WAY is not a workshop against men—it is a workshop 

for women who have to assert themselves in tough business negotiations.

OUR WORKSHOP FOR 
FEMALE LEADERS 

I DO IT MY WAY
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I DO IT MY WAY

RESPONSIBILITY 

It is key to take responsibility and address conflicts head-on.   
Entering negotiations in the driver’s seat by placing demands early on will  

earn you respect and allow you to pursue your goals.

MUNICH  
OCTOBER 18, 2019 
THE CHARLES HOTEL

VIENNA 
OCTOBER 24, 2019 
PARK HYATT VIENNA

ZURICH
OCTOBER 25, 2019 
PARK HYATT ZURICH
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LEARN YOUR POWER  
–––––––

This workshop offers  
a safe space for  

in-depth discussion  
and learning 

from each other.

40
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CONC 
“A strategic approach 

is a must to protect 
your investment in 

negotiation expertise 
over the long-term. 

We help you 
ensure that your 

corporate negotiation  
strategy delivers.”

TOBIAS LANG
has gained unique insights into government 

negotiations through his work as advisor to the 
British Foreign Office and his role as negotiations 
manager for the New Zealand Ministry of Justice. 

During his time at the World Economic Forum,  
he was in charge of the Forum’s collaboration  

with the British and Nordic governments at prime 
minister level. He is now responsible for our  

Chief Negotiation Officer program.

CENTER OF  
NEGOTIATION  
COMPETENCE  

(CONC®)

Our long-term experience in supporting global 
businesses has shown that their negotiation 
expertise underperforms because it is not 
applied strategically. 

However, the accelerating trends of globalization 
and digitalization necessitate a unified negotiation 
approach across the company to stay ahead  
of the curve. 

There are two options to achieve this: 
– External deal advisory for specific negotiations
– Establishing an inhouse center of competence 
 to drive a corporate negotiation strategy and 
 train your own team.

NEGOTIATION COMPETENCE

IN THE FUTURE, CORPORATE NEGOTIATIONS WILL BE COORDINATED BY AN 
INHOUSE CENTER OF COMPETENCE. OUR INSTITUTE HELPS CLIENTS  

BUILD THEIR COMPETENCE CENTER, RIGHT FROM THE NEEDS ASSESSMENT 
THROUGH TO IMPLEMENTATION AND LONG-TERM SUPPORT.

ANALYSIS DECISION  
MAKER TRAINING

IMPLEMEN-
TATION 
CONC®

SUSTAINABILITY 
SUPPORT

ASSESSMENT 
CENTER

Negotiations often escalate 
for the following reasons: 
– Team set up is absent 
 or inadequate
– Lack of a clear licence 
 to negotiate
– Conflict avoidance
– Escalation to 
 top management

Top management  
decides whether to bring  
in external advisers or 
establish an inhouse  
center of competence.  
Implementing a center  
of competence requires  
a mandate from the top.

Most businesses have 
accumulated significant 
negotiation expertise.  
The Schranner Assessment 
Center will help you find  
the right candidates to be 
trained as negotiators, 
commanders or experts.

Our Qualified Negotiator 
program® will train your 
Negotiators, while our 
Advanced Negotiator 
program® will prepare your 
senior staff to become 
strategic masterminds. 
Experts will benefit from our 
specialized Certified 
Negotiator modules.

1. Internal communication 
 about new corporate 
 negotiation strategy
2. Change management  
 program
3. Training your best  
 people to become 
 inhouse advisers 
 (Chief Negotiation Officer®) 
4. Establishing an inhouse 
 “Negotiation Office” 
5. Train The Trainer program

Your inhouse CONC® will be 
supported by our Institute 
along the way. This long-
term partnership will protect 
your investment and ensure 
maximum return.

→ → → → →
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miss this moment, you will inevitably hit a dead end. 
In our experience, negotiators that have overly 
specific guidelines tend to stick to them to the point 
where they miss this key moment.
The most important thing is first of all to know  
that this moment even exists. After that, it’s just  
a matter of having a feel for anticipating that point. 
Someone who is familiar with this point needs  
to be able to let go of their rigid attitudes and 
dogmatism because pushing the conflict too far  
will destroy the negotiation. 

Dogmatism is a typically German trait. You have 
locations in nine countries. What kind of experience 
have you globally had with regard to negotiating 
processes?
To me, the way in which negotiations should be run is 
totally independent of the location. The negotiating 
process is identical all over the world; the steps  
are the same everywhere. Societal structures are  
far more important than any cultural component.  
For example, it is important to know how hierarchical  
a society is—it is important to approach the 
negotiating partner respectfully, and in a culturally 
appropriate manner.

To finish up, please give us a look into the future. 
The goal in the coming years will be to make  
purchase prices more objective and measurable  
with the aid of digitalization. That means classical 
purchasing will cease to exist in the future. 
Digitalization is built on gathered data that is then 
connected to algorithms. Those will be displayed 
through various indices, so that prices simply follow 
market rates. For everything that can be digitized, 
classical purchasing will cease to exist. For the 
remaining cases—big investments, M&A, or complex 
acquisitions—professional negotiating teams that 
work with experts of all kinds will be required  
to bring negotiations to their desired conclusions.

Mr. Kerkhoff, when we talk about procurement 4.0, 
request for proposal und online campaigns, where is 
the human element in the negotiation of the future? 
Through digitalization, standard processes will be 
executed largely without human interference. The 
idea here is to eliminate human error, even with 
regard to purchasing. Alongside this digital domain, 
though, there will still be room for negotiations that 
cannot be managed digitally. These negotiations will 
be approached systematically, with clear guidelines, 
in order to remove situational and personal 
perspectives as much as possible.

When people negotiate in a system, experience and 
gut feeling is eliminated from the equation.
There will always be a combination of systems and 
human assessment, and social competence needs  
to be brought into the negotiating system as well. 
There needs to be an interplay of human experience, 
personality, and a firm grasp of the situation at hand.

Does that mean running through checklists rather 
than freely managed negotiations? 
It is about achieving an objective result. Every 
negotiator will ultimately represent their result  
as the best one possible. It is like a reflex—  
that judgement comes purely from the situation,  
so it only represents a subjective estimation.  
This is something we need to get away from.  
If I have defined a systematic approach before  
the negotiation, then I need to follow it during the 
negotiation, instead of coming up with something 
new in the situation.

Let’s say we’re putting together a job description for 
the professional purchaser of the future. What skills 
and abilities will be important?
We need three types of negotiators that work together 
as a team. A single individual wouldn’t be able to  
meet all the requirements. First, someone who would 
present the business to the outside world, with a great 
deal of charisma and communication skills. Secondly, 
you need a strategic thinker, and third is a doer, who 
can be relied upon to get things done.

That mirrors our FBI model—the negotiator sitting at 
the table and approaching conflict head-on, and the 
commander who is observing from a vantage, 
thinking strategically.
Yes, that’s the trick. While running   the negotiation  
at the table, someone on the team needs to maintain  
a more meta-level perspective in order to lead the 
negotiation strategically. This person provides a safety 
net by maintaining good relations with the other side.

It takes a certain measure of empathy to read 
between the lines. Is empathy something that can be 
learned or taught?
Empathy is enormously important because it builds 
trust and builds bridges. In my personal view, empathy 
or charisma is something like DNA, you either have it 
or you don’t. I don’t know whether it can be learned. 
I’m certain, though, that you need to have an interest 
and enjoy dealing with other people.

There is a critical moment in every negotiation during 
which the offer to cooperate needs to be made. If you 

„Classical 
purchasing 
will cease  
to exist.“

GERD KERKHOFF AND MATTHIAS 
SCHRANNER DISCUSSING THE 

IMPLEMENTATION OF A STRATEGIC 
APPROACH TO NEGOTIATIONS. 

INTERVIEW

GERD KERKHOFF is the founder and CEO of the KERKHOFF Group,  
the market leader for the optimization of costs and efficiency.
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MOVE 
ON 

UP
We are still calling the Black Tower  

in Zurich home, but we have moved into  
the 19th and 20th floors. The two top  

floors offer breathtaking views of the city,  
Lake Zurich and the Alps.

HEADQUARTERS
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HEADQUARTERS

PRECISION 
–––––––

Our large conference tables had  
to be moved into the new offices 

by helicopter—an unfamiliar sight  
in the skies above Zurich. 

ESSENTIAL CLARITY 
–––––––

The interior design of our new offices reflects our passion for negotiations.  
The photographs on the walls show locations of historically  

relevant negotiations, the chairs are from the UN offices in New York,  
and the JFK chair takes centre stage in our conference room.
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PLACES TO 
NEGOTIATE

OUR RANKING OF THE MOST  
RELEVANT LOCATIONS  

FOR NEGOTIATING FOLLOWS  
FIVE CRITERIA: 

Those who are privileged to be invited 
to the WEF Annual Meeting should 

keep some space in their diary. There 
are plenty of opportunities to meet 

interesting people for an off the 
record chat. As soon as you have 

entered the secure zone, there are no 
bodyguards and you can start a 
conversation with just about any 

guest. With Geneva losing influence, 
Davos is muscling its way to the top 

as location for negotiating. There is no 
similar event that brings together so 
many leaders from such a diverse 
range of backgrounds to discuss 

important topics. Davos ticks all the 
boxes for a prime location to 
negotiate: on neutral ground, 

peaceful, with a focus on the relevant 
topics of the future. There are fewer 

demonstrations in Davos and it is less 
polarizing than other places.  

The message from Davos is clear:  
we need to talk with each other rather 

than about each other.

DAVOS  
46° 48′ N , 9° 50′ E 

ON TOUR

“The place 
where  

leaders 
meet.”

PROF. KLAUS SCHWAB

At 

1560 m  
above sea level,  

Davos is picturesque  
but hard to access.

Davos is 
outshining  
UN cities  

like Geneva 
or Vienna. 

DON’T MISS 
the McKinsey party, 
as it offers a unique 
opportunity to rub 

shoulders with world 
leaders form politics 
and business while 

having a drink or 
hanging out on the 

dance floor.

1 
NEUTRAL  

OR NOT  

2
PEACEFUL OR  
AGGRESSIVE  

3 
PAST OR FUTURE 

4 
ENGAGED PUBLIC 

5 
KEY MESSAGE?
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DUBAI 
25° 16′ N, 55° 18′ E 

ON TOUR

Dubai’s rise as one of the top places to negotiate has been 
impressive. It is THE location for important talks—both in 
politics and business. Dubai is less polarizing than other 

countries in the region and with 56 % of all global corporations 
being present, there is a large community of people with similar 

interests. Dubai is peaceful, and the Expo 2020 is sending a 
strong signal to the world. In terms of geography, Dubai is an 
ideal location for global businesses, featuring a large, modern 

airport that connects it to the rest of the world.

SINGAPORE 
1° 17′ N, 103° 50′ E 

Many were surprised about the 
choice of Singapore for the talks 

between President Trump and the 
North Korean leader Kim Yong Il. 

Why Singapore? There are few cities 
in the world that carry as little 

historical baggage as Singapore.  
The signal was clear: Singapore is a 

place for the negotiations of the 
future, not those of the past.  

The modern skyline featuring Marina 
Bay provided the ideal backdrop for 

fresh talks. Both the US and 
North Korea have embassies in 

Singapore, which facilitated 
diplomatic exchanges ahead of the 

talks. 2015 had already seen a 
meeting of the presidents of China 

and Taiwan in Singapore,  
an encouraging sign for future 

negotiations in the region.

“But now 
we can all have 
hope that it will 

 soon end. 
And it will. It will 

soon end.”
DONALD TRUMP

56 %  
OF ALL 

MULTINATIONALS  
HAVE A BRANCH  

IN DUBAI.

Singapore is one  
of the safest cities  

in the world.

63
ISLANDS MAKE UP THE  

CITY STATE OF SINGAPORE.

DON’T MISS  
LITTLE INDIA –  

authentic Indian cuisine in 
the middle of Singapore.

2020
To celebrate  

Expo 2020, we will offer 
our N-CONFERENCE  

in Dubai.

Dubai Mall is the largest 
shopping mall in the world, 

featuring 1.1 MILLION 
SQUARE METERS of 

shops. The parking ground 
of the Emirates Financial 

Towers is the largest in the 
world, with a capacity to 

hold almost 1200 vehicles.

DON’T MISS 
Dubai Aras are small 

boats that cross Dubai 
Creek. After docking  

on the other side,  
try a sample of small 
entrees at one of the  

little restaurants. 
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WITH VISITOR NUMBERS REACHING 27.9 MILLION,  
HONG KONG CAME OUT ON TOP IN THE 2018 RANKING  

OF THE MOST VISITED CITIES IN THE WORLD. 
VISITORS AND RESIDENTS ALIKE ENJOY THE DIVERSITY  

THE FORMER CROWN COLONY HAS TO OFFER.  
OUR ASIA DIRECTOR DAISY YANG PRESENTS HER TIPS  

FOR ENJOYING A FEW DAYS OFF IN THE CITY.
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CITY PORTRAIT

HOTELS 
–––––––

Upper House (3) 
Minimalist interior, 117 rooms with wall-high windows  

and the upmarket hotel restaurant “Café Gray”  
occupy floors 38-48 in this modern tower block on  

Hong Kong Island. 4-6 Hennessy Rd. Wan Chai.
upperhouse.com

 
Lanson Place Hotel Hong Kong (4) 

Chique, family-friendly hotel with a lot of Zeitgeist. Murano lights,  
a piano lounge and Belle Epoque facades give this hotel  

a European flair, and their internationally inspired breakfast  
is delicious. 133 Leighton Rd, Causeway Bay. 

lansonplace.com

Hotel Jen (5) 
This young and stylish hotel in the up and coming  

neighbourhood of Shek Tong Tsui offers a choice of  
283 light-flooded rooms, an excellent Malaysian restaurant  
and a roof terrace with a pool. 508 Queen’s Rd W, San Wai. 

hoteljen.com

“Hong Kong is  
the prime location  

for our growing  
Asian business.”

O ur office (1) is in Causeway Bay, on Hong Kong island.  
The area is lively, and I like to spend time here, even  
when I’m not working. For a delicious western breakfast 
with cappuccino and croissants, my favorite stop is  
a small and delightful espresso bar called 18 grams  

(15 Cannon St, 18grams.com). When I’m craving a traditional Chinese breakfast,  
I go to Tsui Wah (483-499 Jaffe Road, tsuiwah.com), a simple and well-established 
cha chaan teng (tea restaurant) with 35 outlets in the city. I have a cup  
of the strong and sweet milk tea, along with a crunchy toasted bun with 
condensed milk or noodles with fish dumplings. Causeway Bay is a 
shopping Eldorado. When I have time, I browse through the little shops 
lining tight alleys and enormous shopping malls alike. I can particularly 
recommend the concept store GOD (9 Sharp Street East, god.com.hk), which  
offers cool home accessories and other unique items, as well as Boutique 
Vein (Lee Gardens One, 33 Hysan Ave, bvein.com), which sells fashion from  
Sweden, Denmark, and Finland. Close by, you can find IT Hysan One  
(1 Hysan Ave, ithk.com with fashion and other designer items from well-known 
designers like Comme des Garçons, Acne Studios und Maison Kitsuné. 
Eslite (500 Hennessy Rd, eslite.com), a 3 story collection of books and magazines 
in both Chinese and English, is also worth mentioning. For lunch, my 
favorite local spot is called Drunken Fish (1 Great George Street, Tel. +852 23 51 13 23) 
located on the 8th floor of the Island Beverly Building. It offers incredible 
Sichuan cuisine at reasonable prices. Whenever I go there, I order the spicy 
fish, which tastes delicious. Most Sichuan restaurants in Hong Kong aren’t 
spicy enough, because they’ve adapted themselves to Hong Kong palates. 
The Drunken Fish is one of the few that offers authentically spicy food.  
If that isn’t your thing, I recommend the Dim Sum, which is as delightful  
as it is typically Hong Kong. For that, I enjoy the Dim Sum at Wan Chai (2)  
(7 Tin Lok Lane, Tel. +852 28 91 76 77, dimdimsum.hk). →
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A re you looking to go on a quick trip?  
Hong Kong offers a wide range of options 
within easy reach. If you don’t have a lot 
of time, you can go to Hong Kong’s own 
local mountain, the Victoria Peak (6).  

It’s something that everyone should visit at least once; 
the view is incredible. It’s a great place to go jogging or 
biking, followed by a refreshing homemade lemonade at 
the Peak Cafe. Sai Kung (7) requires a bit more time. It’s 
an idyllic peninsula in the New Territories with beaches, 
mountains, and amazing fish restaurants. For dinner  
I like to go to SoHo (8). The trendiest restaurants of  
the city are found in the steep, narrow alleys. Dragon I  
(60 Wyndham St, dragon-i.com.hk) offers amazing Dim Sum as 
well as a cool ambiance. La Cabane Bistro (62 Hollywood 

Rd, lacabane.hk) provides fine French cuisine alongside its 
natural gallic charm. The Yardbird (154-158 Wing Lok St, 

yardbirdrestaurant.com) is known for its Japanese Yakitori 
grill, especially its grilled chicken. For the best pizza of 
the city, I go to Duecento Otto (208 Hollywood Rd, 208.com.hk. 

Later at night, I like to sit on the steps next to the 
Staunton’s Wine Bar (10-12 Staunton St, stauntonsgroup.com). 
Generally, people sit here because there isn’t any space 
left in the bar itself. Instead, they sit on the steps and 
watch the city’s nightlife. Those looking to enjoy a well-
made cocktail in a sophisticated atmosphere go to 
Sevva (Prince’s Bldg, 10 Charter Rd, sevva.hk). The view of the 
bay and the city lights from the terrace is gorgeous. 
Another great place for a beautiful harbor view is 
Wooloomooloo Steakhouse in Wan Chai (256 Hennessy Rd, 

woo-steakhouse.com)). This is also a great place to eat, but 
the real attraction is the bar on the roof.

CITY PORTRAIT

LEISURE TIP 
–––––––

Lamma Island (12) 
Hipsters and creative folk have made this island with a 
decidedly multicultural flair their home base. The area 

boasts beaches and beautiful walkways as well as excellent 
fish restaurants at the fishing village of Sok Kw Wan.

ART 
–––––––

H Queenʼs (9) 
A number of important galleries are located in  

this spectacular new tower block, including  
David Zwirner, Hauser & Wirth, Pace Gallery or Tang 

Contemporary Art. On display and for sale you will find 
mostly contemporary art. 80 Queen’s Rd Central. 

hqueens.com.hk
 

Tai Kwun (10) 
Swiss star architects Herzog & de Meuron  

turned the former justice complex into a cultural  
centre sporting an art hall, an auditorium,  
restaurants and shops. 10 Hollywood Rd. 

taikwun.hk

Liang Yi Museum (11) 
Located in an former warehouse, this private  
museum opened its doors in 2014. On display  

is furniture from the Ming and Quing dynasties  
as well as jewellery by Van Cleef and Arpels,  

Buccellati and Cartier. 181-199 Hollywood Rd.
liangyimuseum.com
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“‘The city that never  
sleeps’ applies to Hong 

Kong as much as it  
does to New York City.”
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“Really  
great  
negotiators 
have  
a natural  
ability.”

ZABEEN MIRZA, DIRECTOR - NORTH AMERICA, INTERVIEWS  
GARY NOESNER, RETIRED FBI CHIEF NEGOTIATOR

60 6160
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INTERVIEW

creating a structured deal where they come out on top 
and the other party doesn’t have a choice. I think it  
is beneficial to let communication lead you down the 
path to create relationships and trust. There is nothing 
wrong with telling your client that you don’t know  
if you can fulfil their request, but that you would like  
to know more about why it is important to them.  
Steven Covey says: “Seek first to understand, then  
to be understood.” This is a clever phrase that really 
helps in a negotiation. 

In business, managers often act too fast. Is there a 
signal that tells you now is the right time to come up 
with a proposal?
We do get signals in the law enforcement context.  
I haven’t done enough business negotiations to say  
the same, but there is probably a parallel to law 
enforcement where people begin to say things, like: 
“What do you think will happen to me when I come out? 
What kind of charges will I face?” What they are telling 
you is that they are thinking about surrendering. They 
are not saying that, but that is what their words tell 
you. It is important to pick up on those clues and find 
out what they would like to see happen, what is 
important to them, and how you can work together  
to make it happen. You have to be careful not to 
overpromise when you get those clues. In business, 
I expect you would get equivalent signals. 
 
How do you protect yourself from coming up with 
a solution too early—what is your formula?
I try to slow things down because everything that 
happens too quickly can give you a false sense of 
accomplishment. In order to be successful in getting 
the outcome you want, everybody has to be on board. 
I think we can find more common ground if we take  
the time to discuss things. 

Earlier we talked about genuineness and sincerity. 
Letʼs say I am the hostage taker and I ask you:  
“What will happen to me after I come out?”  
What’s your reply?
“You are going to be arrested, and you are going to 
appear in front of the judge. I am not a prosecutor. I am 
not a jury. If I told you now what is going to happen to 
you, then I would be lying to you. I am not going to lie to 
you. But what I can tell you is that, if you come out and 

Gary, you have selected and trained top negotiators  
at the FBI. What is the difference between a good 
negotiator and a great negotiator?
Likeability. 

What is “likability” and how do you define it?
We all know it when we see it. We meet somebody in  
a social setting, and we say things like “I like that 
person” or “I enjoyed talking to them and we should 
have them over for dinner”. But how do you define it?  
A famous supreme court judge in the US said:  
“I can't define pornography, but I know it when I see it”. 
Likeability is like that.

What are the hallmarks of likeability, in your opinion? 
Good question. I think genuineness, sincerity and 
expressing interest in what the other person has to say, 
as well as acknowledging somebody else’s point of view 
and communicating that. It’s all about communication!  
I think Americans are particularly vulnerable to wanting 
to get right down to business. Now compare that to how 
Japanese do business—they spend an enormous 
amount of time getting to know you. They ask what your 
father does, why you have chosen to pursue your career, 
and where your family is from. They want to know all 
these things because they want to know the person they 
are dealing with. We tend to brush these things aside, 
but it’s really important stuff. 

For a good negotiator, what is the split between talent 
and training?
I used to believe that I can train anybody to be better  
in my negotiation course, but really great negotiators 
have a natural ability. It's just in their personality,  
it’s the way they are. 

GARY NOESNER
was Chief Negotiator for the FBI and 
therefore responsible for the most 
difficult negotiations. He negotiated more 
than 120 hostage-takings in the Middle 
East, in South America, and Asia. 
He is a faculty member of our Institute 
and an outstanding expert for negotiation 
strategies.         

Could you give us an example?
I remember that once, I had a brand-new negotiator 
coming through the FBI who had only been trained for 
a couple of days. After listening to his role play, I went 
up to him and said: “You are the best negotiator I have 
heard in my entire life. You are doing better than what  
I have been training in 20 years. You have a gift—you 
are likable, you are believable, you are sincere,  
and you are genuine. You will get people to cooperate 
with you. Don’t give this up”. 

Do you think there are situations where gender plays 
a role in likeability?
I am sure there are some cultural specifics, but I think 
that in many respects, women are more patient and 
better listeners. They are perceived to be less 
aggressive, more empathic and more agreeable.  
They start in a good position. The downside can  
be that in some cultures, they may have to deal with 
perceptions of not being authoritative enough.

Can you teach empathy?
It is natural for some people, but I think you can  
train it—it just takes work to learn how to delay your 
own demands. If I want to show empathy, I will  
have to invest time and effort into showing people  
that I want to hear what they have to say before sharing 
my ideas. In other words, I want to understand where 
they are coming from. 

Why might some civilians find it difficult to apply what 
has been taught to police negotiators?
Because in the business world, people focus on results 
and how to get there with the smallest number of 
moves. They are concerned with exerting power and 

FBI

→

“I try to slow things down because  
everything that happens too quickly can give  

you a false sense of accomplishment.”
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don’t hurt anybody, I will tell the judge that you agreed 
not to hurt anybody and that you behaved in the best 
way considering the circumstances. That I can promise 
you.” When hostage takers ask why they can’t have the 
getaway car, negotiators will normally say: “There was 
a problem and we have to get approval.” I would just 
say: “Have you looked out the window? Surely you have 
seen the chaos and confusion. You will appreciate that 
letting you drive away from the bank with the hostages 
is going to create a lot of problems for us. There are 
many people who have to consider if this is something 
we can do or not. I have told them that this is important 
to you, but I am not going to tell you if it is going to 
happen because it entails a lot of tough issues.”  

That has always been my approach. I believe very 
strongly in honesty. If you go into a negotiation with the 
intention of manipulating the other side, I think you run 
the risk of having a negative outcome. 
 
What’s your advice for handling emotional situations?
When I walked into a tense negotiation once, the 
negotiating team wanted me to tell them what to do. 
Instead, I asked them to explain to me what was going 
on, what they saw as the major problem, and if they 
had any ideas on how to overcome those problems.  
My advice is to talk through it. It is amazing how 
effective it is to break tough issues into workable parts 
to avoid overreacting on emotions.  

It seems like you structure everything before you 
talk about it.
Yes, to some extent. It is easy for people to say:  
“Tell us what to do!”. I wouldn’t do that. I would say: 
“I want you to work it through in your mind. I will 
share my ideas, but I want to hear yours first.”  
Try to make the negotiating team resolve the 
problem under your guidance. 

How do you protect yourself from getting 
emotionally attached?
A hostage negotiation is a tense life-death situation 
and I am going to do my best to get everybody out 
alive. But in the end, if somebody dies, I know it’s 
not because of something I did. It's the hostage 
taker’s fault—if he hurts somebody it’s not because I 
told him to do that. 

After years of intense experiences as a Chief 
Negotiator, can you sleep at night?
Always, never had a problem. I often had heated 
arguments with commanders, and if I hadn’t had 
those arguments I probably would have suffered 
negative psychological impacts. But the fact that  
I had warned them about what was going to happen, 
even if they ignored my warning, meant that I could 
tell myself that I had fought hard to save lives.  
If I didn’t manage to save all lives that was very 
disappointing, but I didn’t take it as a personal 
failure, I took it as an organizational failure.

You negotiated Waco—success or failure?
In Waco, we got 35 people out, but it was a failure. 
Why? Because we could have gotten more out.  
I don’t know if we could have gotten everyone out,  

ZABEEN MIRZA HEADS NORTH 

AMERICAN DIVISION AND 

OVERSEES US-BASED FACULTY, 

WHERE GARY NOESNER HAS 

BEEN A MEMBER FOR MANY 

YEARS. ZABEEN ALSO LOOKS 

AFTER GLOBAL STRATEGIC INITIATIVES, INCLUDING 

THE CENTER OF COMPETENCE PROGRAM. THIS 

PROGRAM PROVIDES TAILORED COMPANY-WIDE 

NEGOTIATION STRATEGY AND PROCESS, BUILD 

EFFECTIVE INTERNAL NEGOTIATION TEAMS, AND 

ENSURE ALL CORPORATE OBJECTIVES ARE MET 

WHILE PROTECTING INTERNAL NEGOTIATION TEAMS, 

INCLUDING DECISION-MAKERS AND NEGOTIATORS. 

but I know we could have gotten many more out.  
We failed because we didn’t know how to do that. 
Success is not a clean, beautiful victory; it is the 
realization of what is realistically possible. That is  
how I have always viewed it. 

With all your experience, is there anything you would 
do or teach differently at the FBI today?
I think the FBI’s training program is accurate, but  
what I have learned over time is that there is a need  
to train the decision-makers above the negotiators. 
That is what the FBI’s weakness was, and I would  
focus more attention on that. You have to train decision 
makers to listen to what their experts say, and to 
consider that carefully when making decisions. 

“Success is not a clean,  
beautiful victory;  

it is the realization of what 
 is realistically possible.”

FATAL FIRE 
–––––––

The movie "WACO" is based on a true story. FBI Chief Negotiator 
Gary Noesner (Michael Shannon) negotiated for weeks to get the people out. 
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You are offering #Negotiate for the second time 
in 2019. How did you come up with the idea?
I had the idea during Bits and Pretzels, a startup 
founders festival. I wanted a specific workshop 
for young people between 15-21 years old.

Aren’t you already doing the summer camp?
The Summer Camp in St Moritz offers three days 
of workshops for kids and youngsters. #Negotiate 
teaches young people a lot about a specific topic 
in 4 hours. It is in Munich city centre, easy to 
reach and completely free.

What was the topic in 2018?
In 2018, the topic was “assert yourself”, i.e.  
how to negotiate with stronger, more aggressive 
counterparts. Our gest speakers included 
criminal psychologist Jens Weidner and 
kickboxing world champions Marie Lange and 
Pietro Vecchio. The feedback was amazing, so  
I wanted to offer it again this year.

What’s the topic in 2019?
Our theme this year will be “You are the future”. 
We will be looking at how our things around us 
are changing, what our role in all of this is, and 
what each of us can contribute.

Sounds interesting! Do you have an example?
We have invited a YouTube star and influencer and 
a scientist who will look at how we will interact 
and coexist tomorrow. We want to help people get 
ready for the future.

Will the topic of conflict play a role?
Yes, the aim is to recognize the problems of the 
future and learn how to deal with them.

#NEGOTIATE
A WORKSHOP FOR YOUNGSTERS ONLY—INTENSE, FREE AND SUPER COOL. 

FABIO and his team organize the workshops  
at our summer camp and at #Negotiate
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SEPTEMBER 28, 2019  |  MUNICH
A More information is available on schranner.com/de/executive-education/verhandeln-fuer-jugendliche
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Phillip Ramming, you are a parenting expert.  
What do your kids have to say about your parenting?
My younger son recently told me, “Dad, you’re lucky 
that I turned out as well as I did despite your parenting.” 
Well, alright, the parents are both psychologists.  
That’s not easy for a child.

Adolescence is the most difficult phase of raising  
a child. Who is it more difficult for, the kids or their 
parents?
It really depends on who you ask. Teens want to explore 
the world so they can learn something. Parents want 
them to learn things so that they can go out into the 
world. Kids think they can do anything, and totally 
overestimate themselves. Parents just see total chaos. 
Kids have this deep despair about not being understood, 
while their also parents despair, thinking that they’ve 

Do parents spend too much time discussing?
Let me go into a little more detail here. The biggest 
problem for parents today is isolation. Every family is 
an island unto itself, so there aren’t any large extended 
families anymore, or any norms that tell us what we 
should and shouldn’t do. The world has become so 
diverse that we have lost orientation when it comes to 
parenting. Despite this the need for protection, 
guidance, and support is still there. Because those 
things are missing, a lot of parents do not want to 
jeopardize their relationships to their kids. The result 
is that we negotiate rather than demand.

Would it be an option to trust that everything will  
be fine?
I’m very much of the opinion that parents with this kind 
of attitude aren’t doing their job properly. By refusing  
to negotiate or to set boundaries, they are refusing  
to do themselves justice. It means that they cannot 
handle the threat of temporarily not being loved.  
When you are parenting and setting rules, you will 
temporarily become very unpopular. In some cases, 
you may temporarily lose the relationship with your 
child. That is not much fun, but it is something you 
have to be able to cope with. Parenting is our job, and 
kids will more readily forgive a clear position than no 
position at all.

Let’s say your child spends all day glued to the phone. 
What would be a clear position to take?
Just take the phone away, period. It is the same as 
back in the day when you just took the battery out of 
their flashlight. Make your position clear. A child needs 

sleep. I tell parents who complain that their child is 
online too often and too long: “Take it away!” Then they 
tell me “But the kid gets angry.” Those parents do not 
want to deal with their kid’s reaction. Their child’s 
anger is important though, because it provides the 
opportunity to learn how to deal with frustration and 
increase self-control.

In your workshops, you refer to “non-functioning kids”. 
What do you mean by that?
It is dangerous when parents are convinced that, if 
their kids would just do as they were told, everything 
would be fine. For example, when both parents are 
strongly engaged in their careers, their daily schedule 
is usually very well structured. Everything has to work 
like clockwork, and everyone needs to do their part  
in order for it to work. For that, you need functioning 
children. Besides damage control, though, this kind  
of adaptation doesn’t create any added value. Self-
worth only comes from independently overcoming 
challenges. Strong children can sense this and begin  
to set up their own learning experiences. They take 
detours, visit friends, and even set things on fire 
sometimes. They may not be functional, but they are 
learning for life.

Is it even possible to get parenting right? 
No. As a parent you will get it wrong, at least during 
adolescence. You do not understand, you are mean and 
unfair, and, most of all, you are just a back number. 
Trust those last ten, fifteen years of parenting, and 
keep at it! Even if it does not look like it is working at 
the time, your sons and daughters will make use of it 
when the time comes.

PHILIPP RAMMING  
is a psychologist specializing in child and 
teenage psychology, and a recognized 
expert in parenting. He regularly appears 
on the radio with tips on parenting topics. 

completely failed as parents. Dealing with adolescent 
kids is just like sailing through a storm. Resisting  
too much will make your boat capsize. Tacking upwind 
takes a lot of time, but it allows you to keep your 
general course.

So, being strict doesn’t work? You have a reputation 
for clearly saying what you want.
Clear doesn’t have to mean stubborn. There is no 
strength or consistency without flexibility. Parents need 
to present the family rules in a good light when the  
kids are crossing boundaries. Show them where the red 
lines are! But it’s not worth it to demand perfection,  
or insist on strict adherence to rules, agreements, and 
order all the time. You need to negotiation—parenting is 
like a rearguard battle. When you fail, do it with grace, 
competence, and elegance.

Parenting is not  
a day spa

THE SUMMER CAMP IN ST. MORITZ IS THE HIGHLIGHT OF OUR PROGRAM. IT IS ABOUT  
CONFLICT RESOLUTION AND NEGOTIATION WITHIN THE FAMILY. 

IT IS IMPORTANT THAT KIDS AND YOUNG PEOPLE LEARN TO NEGOTIATE EARLY.

SUMMER CAMP

INTERVIEW: CLAUDIA LANDOLT / FIRST PUBLISHED IN THE PARENTING MAGAZINE FRITZ + FRÄNZI

JULY 31 – AUGUST 02, 2019  |  ST. MORITZ 
A More information is available on 
schranner.com/executive-education/negotiation-summer-camp
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standardized and scientifically evaluated Integral 
Stress Test™. This combines integral data regarding 
the subject’s biography, personality, psyche, 
neurobiological tests, as well as the stress levels,  
and the ability to recover in everyday life, which is 
measured through the variability of the subject’s heart 
rate. This allows for a very precise estimate of the 
subject’s stress levels, and their ability to recover and 
find their center. This ability is often lost in people  
who are subject to chronic stress. Step by step, 
changes in emotions, mood, and behavior will follow, 
leading to exhaustion, pain, as well as difficulty 
sleeping. These symptoms can almost always be 
traced back to neurobiological changes. This kind of 
imbalance can be identified early on through laboratory 
tests and managed without the use of drugs through 

WINTER CAMP

We can best learn whether and 
how our systems cope with 
severe stress by observing 
ourselves at the limits. The 
measurement of stress-related 

neurotransmitters provides an objective way to track 
the adaptive reactions of our systems. Through this,  
we can draw conclusions about both the resources  
that are available to us and our own vulnerabilities. 
The Winter Camp is dedicated to building this self-
awareness as well as defining the individual steps 
towards personal development. The goal is ultimately 
to apply this knowledge and self-awareness—
particularly in difficult negotiations—to produce  
better results. Prior to the cortisol tests before and 
after the bobsled run, participants are put through the 

START WHERE YOU ARE, USE WHAT YOU HAVE,  
DO WHAT YOU CAN. 

–––––––
FLORIAN WOLF, Integral Business Coach und CEO of YourPrevention™ has spent 
many years helping businesses and business leaders build their inner strength, 

efficacy and productivity. His unique approach is scientifically supported, combining 
neuroscience with psychological and behavioral elements.

THE INTEGRAL 
STRESS TEST ™

WITHOUT A DOUBT, RACING DOWN THE OLYMPIA BOB RUN IN ST. MORITZ – CELERINA  
IS AN EXPERIENCE IN PUSHING YOUR LIMITS. FOR OUR WINTER CAMP,  

WE USE THE BOB RUN AS A MEANS TO DELIBERATELY PUT PARTICIPANTS UNDER  
STRESS IN ORDER TO MEASURE THEIR NEUROBIOLOGICAL REACTION. →

70
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TOP: This shows the heart rate variability of a 50-year-old manager. The red phases show permanent activation and strain resulting 
from stress. During the day, there are no regenerative phases of any kind, and recovery from sleep (the green areas) is severely 
compromised. His mental state and productivity are severely reduced. The neurotransmitters, regulated both up and down 
simultaneously, explain changes in behavior including nervousness, restlessness, inability to relax, short temper, interpersonal 
problems, regular alcohol consumption, and sleeping problems.

WINTER CAMP

RECOGNIZE THE TENDENCIES OF EXCESSIVE STRAIN  
AND PSYCHOLOGICAL CHANGES EARLY 

Humans are generally very adaptable. Unfortunately, we also adapt to long term circumstances  
that affect us adversely. This happens because of our natural evolutionary stress regulation mechanisms. 

The following warning signs can indicate the early stages of excessive strain:

NEUROBIOLOGICAL  
IMBALANCE

Chronic stress normally causes  
stress neurotransmitters to be 

regulated in an up-and-down pattern. 
These determine our behavior, 

our mood, and our body functions.  
In this, both the up and down cycle 

present their own symptoms.
biological precursors. The goal of this kind of analysis 
is primarily to recognize systemic causes (which  
often manifest through personality traits such as 
overspending, perfectionism, high personal 
expectations, intrinsic motivations, and lack of 
regeneration over night), in order to strengthen the 
resources we have available to restore our balance, 
and to improve our inner calm and strength.  
Studies in neuroscience have shown that a brain  
under stress can be stimulated positively and changed 
at any time by simply using particular mindfulness 
exercises. Even short, but daily practice can achieve 
this so-called neuroplasticity. The quality of our  
inner attitude allows us to better understand our own 
needs and emotions and provides an important basis 
for clear decision making and self-regulation in 
difficult situations such as negotiations. Moreover, 
interacting with yourself and others consciously also 
allows us to improve our relationships. This is 
important, because relationships in particular are one 
of the scientifically proven essential resilience factors. 
The incredible growth of psychological illness, 
exhaustion, and sleep disorders show that it’s up to 
every individual to find their own strategy to protect 
themselves from harm, and to build up their inner 
resilience, calm, and strength.
 

ALL TEST RESULTS ARE DISCUSSED PRIVATELY IN A QUIET SETTING. 
DATA IS NEITHER SAVED NOR PASSED ON TO ANY THIRD PARTIES.

LEFT: Epidemiological studies 
show that approximately a third  
of the participants are acutely at 
risk of suffering a stress-related 
breakdown at work. Another  
third is displaying pronounced 
symptoms, clearly impacting their 
productivity, leaving just one  
thirds without any symptoms. 
The example on the left shows  
the results of the IST™ for the 
managers of a large German 
corporation.

WINTER CAMP  |  FEBRUARY 13–14, 2020  |  ST. MORITZ 
A More information is available on schranner.com/executive-education/negotiation-winter-camp

CHANGES IN BEHAVIOR  
AND MOOD

Our neurobiological system can provide 
us with a lot of energy (making us 

hyperactive, nervous, jittery, 
short-tempered, or high-strung.  

It becomes impossible to relax and 
recover, sleep quality worsens etc...)  

or it can bring us down (killing our 
drive, robbing our motivation,  

leaving us sad, depressed, or anxious).

TROUBLE SLEEPING,  
EXHAUSTION, OR PAIN

Other physical symptoms include 
back pain, headaches, trouble  

sleeping, or sleep that is not restful.  
It leaves us waking up exhausted 

after a full night’s sleep.  
Other signs of stress can also include 

recurring infections, issues with 
the digestive system or regular 

alcohol consumption. 
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