Registration Form - Negotiating the Gender Divide

PLEASE NOTE: This page can be used as a Tax Invoice - ABN 84 244 523 855
Please complete and fax back to IPWEAQ - (07) 3632 6899

Name

Organisation
Address
Role/Position

Email
Mobile
Phone Fax

Payment presents

Registration fee $850.00 inc GST (includes two-day workshop, lunch, morning and afternoon tea)

No. of Attendees  Price TOTAL inc GST NEGOTIATING THE GENDER DIVIDE

X | $860.00 = A WOFkShOp for Women in
| would like to pay by: Select one of the following options. Govern ment |nd ustry & Ed ucation
D Cheque ’

Payable to Institute of Public Works Engineering Australia (Qld)
If paying by cheque post your cheque together with this form to
IPWEAQ, PO Box 2100, Fortitude Valley

|:| Credit Card A fee of 1.5% will be added to your payment for Mastercard or Visa
Fax completed registration form & credit card details to (07) 3632 6899

D Visa D Mastercard
Card Number [ [[ [ J[ ][ J[ I I DI

ExpiryDate | |[ ][ ][ ] Total Amount I PW EAQ
Purchase Order no. ....eeveveeeeennne -

Cardholder’s Name p: (07) 3632 6800

Signature f: (07) 3632 6899 I PW EAQ
e: info@ipweag.asn.au -

D Direct Debit into IPWEAQ Bank Account: w: www.ipwea.org.au/Queensland Educates > Represents >

BSB 084 123 Account 205038440 PO Box 2100, Fortitude Valley BC 4006 Connects > Leads >
Please note your surname as the reference. 4/43-49 Sandgate Road, Albion 4010




The Program Your Facilitator

omen Who pa rtiCipate During the program you will learn how to:
in th|S intenSive tWO_day > open the doors of gender perception
g Ho > sex, lies and stereotypes - uncover the myths and expectations of being
program will develop in e e
S|g ht a nd Sk| I IS in hOW to > work with hidden agendas that determine success

> be more aspirational in their outcomes

2N hance their |nﬂ uencing > communicate with power and confidence

o . . > speak up and speak out; dare to ask

O ppOrtu nities Workl ng N > promote yourself - through the artful boast
he local government and

public works area.

> communicate effectively to improve performance outcomes

> say what you mean - avoid what you don't mean
use power and influence to be more assertive, less aggressive
develop strategies to enlist support and allies across the organisation
manage the process to successfully negotiate your desired outcomes

use ‘gender-blending’and ‘gender-flexibility’ for down to earth cooperation - Annie Guth rie MBA, BA, D|p Ed

not alienation

V V V V

Annie is a management consultant with Cadence Management Consulting and is also a licensed nego-

Learn to - The program will be dynamic and interactive using video clips, case studies and tiation consultant with ENS International. She has over 20 years experience working in a diverse range

practice to build insight and skills. It provides a practical approach for managing

Uncover the m thS ] ) ) ! . ) of organisations in both the public and private sectors. Her negotiation and consulting work with ENS
. y the process of mﬂuenc!ng others..You will be led through interactive exercises, case International led her to develop a special interest in women’s issues as negotiators. In response to a grow-
Handle the hidden agendas studies and rehearsals in order to: ing number of senior professional women saying they were interested in learning more about the art of

negotiation from a women's perspectiove, Annie conducted a comprehensive research study of success-
ful Australian women to identify how they negotiate.

Effectively use ’genderspea 4 - diagnose the critical components underlying the negotiation process
« understand what drives the other party

- recognise and develop intentional style flexibility

- formulate strategies that shift the power balance

« structure verbal and non-verbal language to gain cooperation

Key Benefits

Prog ram Qutcomes The program will help build confidence and strategies to positively influence and exert control, leading

to the ability to successfully negotiate desired outcomes. It will: be dynamic and interactive using video
- Getting better performance outcomes for your organisation clips, case studies and practice to build insight and skills. It provides a practical approach for managing
- Increase the confidence you require to be a successful negotiator and influencer the process of influencing others. You will be led through interactive exercises.

« Gain the desired outcomes you are seeking
« Influence others in the workplace through being strategic

i « Strengthen your ability to manage conflict and achieve better outcomes for you in your council
« Learn how to be more assertive and advance yhour own career

« Increase the confidence you require to be a successful negotiator and influencer
« Be more effective in your personal and professional lives. « Improve your ability to influence others in the political setting of local government
« Learn how to be more assertive

Skills developed in the program can be applied immediately to everyday situations at work and in life.

Day 1 Day 2

8.30 Registration 8.30 Day commence
10.30-10.45 Morning Tea 10.30-10.45 Morning Tea
12.30-1.30 Lunch 12.30-1.30 Lunch
3.00-3.15 Afternoon Tea 3.00-3.15 Afternoon Tea
430 Day finish 4.30 Close

CADENCE

Creatina Momentum for Chanae

v



