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Basic Course
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International Business Course

Multi-cultural
Business

« Cultural Perceptions
e Multicultural Analysis
« Developing Multicultural Skills

* Practicing Multicultural Skills

International
Negotiations

« Why do negotiations fail?
« Creating valuable agreements |
» Creating valuable agreements ||

« Multiparty negotiations

International

Presentations

 Powerful Beginnings
 Organizing Your Ideas
« Convincing Your Audience

e Presentation Skills Wrap-up







1. Multi-cultural Business

Session 1 — Cultural Perceptions

* The changing face of Korean business
* Finding cultural misperceptions

Session 2 — Multicultural Analysis
* Finding multicultural issues
» Multicultural role-plays, Problem-solving
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* becoming a globalist



2. International Negotiations

Session 1 —Why do negotiations fail?
* Win-Win vs. Win-Lose
* Negotiation role-plays

Session 2 — Creating valuable agreements |

* Inventing options
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* Extended negotiation practice y 2
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[ Purpose of presentations

[0 Preparing your material

[ Giving a presentation

[0 Answering questions and
handling difficult situations

] Presentation Practice &
Presentation assessments

—
*Ol-kll EE International Presentation

A 3mins presentation about yourself and your company
Why make presentations?

Why are they here?

How much knowledge of the subject do they have?

Creating an Outline.
Writing your key points.
Ending on a positive note.

Highlighting your weakness regarding presentations.

Giving a 6 mins presentation aiming to address your company.

Receiving feedback from your classmates and Instructor after giving your presentation.
Anticipating problems and being prepared.

Dress rehearsal.

Say it out loud and time yourself.

Anticipating questions.

Dealing with interruptions.

Repeating and rephrasing questions.

Survival strategies for Q&A situations.
Confused or non-responsive audience.

Do’s and Don'ts for handling difficult situations.

Highlighting your weakness regarding presentations.

Planning the final presentation.

Giving the real presentations (10mins)

Receiving feedback from your classmates and instructor after giving your presentation.







First Workshop
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Second Workshop
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e Grabbing the audiences’ attention

® Proving your right to speak

Presentation Skill I 4H

e Establishing a connection with the audience

¢ Introducing your ideas

e Stating your theme

e Using evidence convincingly ci Q=2 9Ql ZEA}
e Working through Q&A well

e Handling difficult topics

Presentation SkillIl
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Presentation Clinic I

Presentation ClinicI

Presentation ClinicIl

Presentation CliniclV

S A

Introducing Finetek to investors

Working with slides & visuals

Helping engage the audience

Finetek Presentation Practice and Feedback

Tailoring Finetek Presentation to Different Audiences
Telling Finetek ‘stories’ to teach people

Using your whole body to promote your message
Using voice for power

Advanced practice of Finetek presentation
Team presentations

Preparing to speak unprepared about Finetek
Engaging through eye contact

Secrets to a great presentation — closing the deal
Final presentation practice and feedback
Summary and review of all concepts
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= A International Business Course ™ Workshop

FZM Rod D. Rothwell
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Bridging Cultures Through Storytelling
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Leading in a Global Environment : Challenges & Rewards
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Business writing, Communication Skills
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Business writing, Communication Skills, Presentation




