
 

 

 

CONCILIA LLC. PRESENTS WILLIAM URY, the course that 
will finally be.  

Oct. 12Tth 2012, VICENZA, ITALY.  

The course is a European exclusive and seats are limited.  

Ury is considered one of the greatest trainers and facilitators 
in international training scene: a world authority in the field 
of negotiation.  

Consultant and broker for over thirty years in the business / 
political, and popular author of the recent bestseller "The 
positive NO".  

To download the course brochure for URY:  

www.concilia.it/william_ury_eng.pdf   

To download the registration form: 

www.concilia.it/reg_eng.pdf    

Info and registration: 

CONCILIA LLC.  
concilia@concilia.it  
T.: (39) 0642016845  
F.: (39) 0693387583 
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Practices and innovative strategies for effective negotiating 

Seminar with William Ury
an exclusive seminar  brought to you by Club Mondiale della Formazione™

 THE POWER OF  
  A POSITIVEno



After great speakers like 
Brian Tracy, Robert 
Cialdini, Jeffrey 
Gitomer and Jack 

Canfield, Hi-Performance and Club 
Mondiale della Formazione have the 
pleasure to introduce the most brilliant 
speaker worldwide about negotiation: 
WILLIAM URY

William Ury 
Consultant and mediator in politiCal and business issues

William Ury is co-founder  of Harvard’s Program on Negotiation and currently directs the Global Negotiation Project. 
Over the last 30 years, Ury has served as  a negotiation adviser and mediator in conflicts ranging from  the boardroom  
to international crises, from corporate mergers to wildcat strikes in a Kentucky coal mine to ethnic wars in the Middle 
East, the Balkans, and  the former Soviet Union. With former  president Jimmy  Carter,  he co-founded the International 
Negotiation Network, a non-governmental body seeking to end civil wars around the world. During the 1980s,  he 
helped the US and Soviet governments create nuclear crisis centers designed to avert an accidental nuclear war. In 
that capacity, he served as a consultant to the Crisis Management Center at the White House. Most recently, Ury has   
served as  a third party in helping to end a  civil war in Aceh ,   Indonesia,  and  helping  to prevent one in Venezuela.  
He has taught negotiation to tens of thousands of executives, managers, government officials, military officers, teachers, 
lawyers, doctors, union officials, coal miners, UN peacekeepers, diplomats, and others.  He has consulted for dozens 
of Fortune 500 companies at the highest levels, including Marriott International, Price Waterhouse Coopers, 
Ford Motor Company, First Data, Schering-Plough, Prudential Insurance, Pepsi Cola, Novellus, and AT&T.  
Ury has also consulted to the White House, the State Department, and a host of not-for-profit organizations.

THE ROLE OF A POSITIVE NO:

It allows you to start from NO...  
to say YES to business, 

YES to satisfying relationships 
YES to your needs:  

in a word ... to say YES to life!

YOUR TRAINER

His most recent publication “The Power 

of a Positive No”, thanks to a simple 

3-step method, teaches how to say NO 

in a clear and effective way, in order 

to enhance assertiveness and better 

manage priorities, without damaging 

relationships. For significant benefits, in 

your professional and personal life.

William Ury is  the author of the just-published The Power of a Positive No: How  to Say 
No & Still Get to Yes and co-author  (with Roger Fisher) of Getting to Yes: Negotiating 
Agreement Without Giving In, a five   million-copy bestseller translated into over 20  
languages. Ury is  also author  of the award-winning Getting Past No: Negotiating with 
Difficult People and Getting To Peace. 



William Ury 
THE POWEr OF aa POSiTiVE NO

“We can apply our innovative genius not only to devising new computers and jet planes,   
  but to better ways  of dealing with differences. Conflict is inevitable, violence is not.”



W Leadership & Authority

“Ury’s book Getting to YES has an unrivaled 
place in the literature of dispute resolution. 
No other book in the field comes close to its 
impact on the way practitioners, teachers, 
researchers, and the public approach 
negotiation.”

National Institute on Dispute Resolution

Goals & Strategies

“William Ury has a remarkable ability to get 
to the heart of a dispute and find simple but 
innovative ways to resolve it.”

Jimmy Carter - U.S. Former President 

Negotiating Skills

“Saying no can be awkward, guilt inducing, 
nerve racking, embarrassing, even risky to 
friendship and career. Ury, a professional 
negotiator whose work has taken him to such 
conflict-ridden locales as Chechnya, Israel, 
Nepal and Aceh, Indonesia, is widely known 
for his negotiating skills. Ury highlights great 
no-sayers, from Gandhi to Warren Buffett to 
Larry Bird’s agent.”

Time Magazine

what 

they say about him...



. Why a positive NO is much more worth 
than a YES expressed without conviction 
and against your own interests . How to say NO in order to  profoundly 
transform your professional and personal 
life .To protect your own interest, while 
respecting those of others.How to reduce stress, anxiety and guilt, 
which are typical of these situations .How to defuse the other side’s attack, 
manipulation, and guilt tactics.To build healthier relationships and 
produce win-win outcomes

“Negotiation is 
about saying ‘NO’... 
and still getting to 
‘YES.’”

No is perhaps the most important and 
certainly the most powerful word 
in the language. Every day we find 
ourselves in situations where we need 

to say No — to people at work, at home, and in our 
communities - because No is the word we must use to 
protect ourselves and to stand up for everything and 
everyone that matters to us. But as we all know, the 
wrong No can also destroy what we most value by 
alienating and angering people. That’s why saying 
No the right way is crucial. The secret to saying No 
without destroying relationships lies in the art of the 
Positive No, a proven technique that anyone can learn.

ONE-DAY SEMINAR The Power of a Positive No offers concrete advice and practical strategies 
for succeeding in saying No in virtually any 
situation. Whether you need to say No to your 
customer or your coworker, your employee or 

your CEO, your child or your spouse, you will find in this 
seminar the secret to saying No clearly, respectfully, 
and effectively. Using real-life situations, and drawing on 
his own experiences negotiating high-stakes conflicts around 
the world, Ury describes the barriers that prevent people from saying No and reveal  
his practical three-step method to overcome them.

 THE POWER OF  
  A POSITIVEno

T h i s  i s  w h at  yo u ’ l l  l e a r n :

We all want to get to yes, but what happens when  
the other person keeps saying no?

How can you negotiate successfully with a stubborn boss, 
an irate customer, or a deceitful coworker?

. You’ll be able to deal with your 
children’s pressuring request without 
leading into a fight . You’ll manage your customers discount 
requests, without fear of losing them .You’ll better handle any kind of 
negotiation or business partner, buying  
at better prices.You’ll be able to say no to your partners or 
team members, without fear to hurt their 
feelings or diminishing their value .You’ll be clear and straightforward with 
your friends or family, without fearing 
that a No could affect your relationship

Benefits examples for your daily life:



No
In today’s world of 
overload and overwork, 
no word is more 
important than NO. 
Every day we find 
ourselves in situations 
in which we need to say 
No:  to people in the 
office, at home and in our 
communities. No is the 
word we use to protect 
ourselves, to stand up for 
what matters most, and 
to change what no longer 
works.  But the wrong No 
can make people anger 
and alienate. That’s why 
saying No in the right 

way is crucial.
Do you feel stressed 
or positive while you 
say NO? During the 
seminar William Ury 
provides practical 
insights and techniques 
for saying No clearly 
and effectively – without 
damaging relationships 
– whether you need to 
say No to your boss, 
your colleague, your 
employee, or your child. 
How we use it can make 
the difference between 
success or failure.

Program Fee -  All Inclusive:  

Each Attendee Will Receive: 
• Working Materials
• Meals: Light Lunch and Coffee Break
• Attendance Certificate

General Info
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Programme  
 an intensive and highly interactive one-day seminar on leading success-

ful negotiations

1) THE ANATOMY OF A NEGOTIATION
•	 Why negotiation is the most important 

challenge for today’s managers
•	 How to measure the success of a 

negotiation
•	 The negotiator’s dilemma: Choosing hard 

or soft positional bargaining
•	 Why negotiation is 20% bargaining and 

80% learning
•	 Negotiation in the Information Era
•	 BREAKOUT: Balancing cooperation and 

competition

2) UNDERSTANDING THE CORE ELEMENTS  
          OF A NEGOTIATION
•	 Separating people from the problem
•	 The negotiator’s most valuable skill
•	 Keeping your eyes on the prize: Remaining 

focused while sifting through the details
•	 Discovering what the other side really 

wants
•	 Building your negotiating power and 

maintaining control at the bargaining 
table

3) BREAKOUT: NEGOTIATION EXERCISE
•	 Preparing for a negotiation with limited 

time
•	 Rehearsing: A valuable technique
•	 Learning from each negotiation

8.00 - 9.00 a.m:  Welcome and Registration

9.00 - 1.00 p.m   Seminar - 1st. Session

1.00 - 2.30 p.m    Lunch

2.30 - 5.00 p.m   Seminar - 2nd. Session
 

4) NEGOTIATION STRATEGIES THAT MAXIMIZE RESULTS
•	 How to build a good relationship regardless of substantial 

differences
•	 Why a good solution is not enough: Getting to conflict 

resolutions that last
•	 Generating creative solutions for mutual gain
•	 The power of silence in negotiations
•	 Becoming a negotiation expert

5) HOW TO SAY “NO” AND STILL GET TO “YES”
•	 The test of leadership: Being able to say “No”
•	 Why saying “No” is really saying “Yes” to what you want
•	 How to uncover the “Yes” behind your “No”
•	 How to back up your “No” with power
•	 How to deliver a Positive “No”
•	 How to manage the other’s reaction
•	 Offering a proposal that leads to “Yes”
•	 BREAKOUT: Constructing your own Positive “No” 

6) BREAKOUT: NEGOTIATION EXERCISE
•	 Preparing for difficult negotiations
•	 Dealing with difficult people
•	 Internal and external negotiations  

7) HOW TO GET PAST “NO”
•	 Understanding why the other party is saying “No”
•	 Inventing options to help the other party say “Yes”
•	 What to do if the other party doesn’t want to negotiate
•	 How to respond to threats and personal attacks: 

Transforming conflict into agreement
•	 Using the power of surprise
•	 How to defuse suspicion and anger
•	 How to negotiate when the other side is more powerful
•	 BREAKOUT: Writing the other’s victory speech

8) WRAP-UP AND ACTION PLAN
•	 Incorporating negotiation into your action plan
•	 Final remarks and conclusions
•	 Open discussion



No 
is the 
key to 

defining your strategic focus and  
it’s important to acknowledge that every 
important Yes therefore may require a thousand Nos. 
All too often, we cannot bring ourselves to say No when 
we want to and know we should. Or we do say No but say it 
in a way that blocks agreement and destroys relationships. 
We submit to inappropriate demands, injustice, even 
abuse – or we engage in destructive fighting in which 
everyone loses.  The way out of this trap is a Positive 
No. In contrast to an ordinary No which begins with No 
and ends with No, a Positive No begins with Yes and 
ends with Yes. A Positive No sequence, in short, is a Yes 
No Yes. The first Yes expresses your needs and values, 

the No 
a s s er t s 

y o u r 
power, and 

the second 
Yes furthers your 

relationship. The key is 
respect – for yourself and for 

the other person. The Positive No represents 
a marriage of the two most fundamental words in 
language: Yes and No. The great art is to learn to 
integrate the two – to marry Yes and No. That is the 
secret to standing up for yourself and what you need 
without destroying valuable agreements and precious 
relationships. Saying a positive No is a true gift not 
only to ourselves and the Other, but to the larger 
whole. If Leaders and Nations knew how to say No 
positively, people would stand up for what is right in 
productive ways that lead to constructive solutions.  
The result would be more conflict, to be sure, but much 
less war and much more justice.             - W. Ury

Focus on 
V I C EI C E n z AA  1 2  O CO C T O B E R  2 0 1 2

“A positive no has the power to profoundly transform our 

lives by enabling us to say yes to what truly matters.” 

                   
                   

                   
  William Ury

DELIVERING A POSITIVE NO REQUIRES COURAGE, VISION, EMPATHY, FORTITUDE, PATIENCE, AND PERSISTENCE.



CLUB MONDIALE DELLA FORMAZIONE™ 
The World Training Club was born from the inspiration Mody and Nello 
Acampora, founders of Hi-Performance, and Mirco Gasparotto, 
President of Arroweld. Its activity is addressed to companies open to 
innovation and it is motivated by the strong belief that training + personal 
development = success is the most effective formula, especially in times 
of crisis, uncertainty and turbulence of the international market. 

The Club has organized several events with world-renown trainers such 
as Brian Tracy, Robert Cialdini, Jeffrey Gitomer, Jack Canfield  and 
the participation of over 4,000 entrepreneurs, managers and professionals

O u r     M i s s i o n:

 Our committment is to spread the culture of personal development 
and to give each person easy access to techniques, methods  

and strategies in order to succeed and improve  
the quality of one’s own life and profession.

For  enrollments and information: 

Event  powered by

Email:  concilia@concilia.it 
Fax:   +39 (0)6. 933 87 583



 Vicenza, 12 October 2012  

THE POWER OF A POSITIVE NO 

WILLIAM URY SEMINAR 
APPLICATION FORM

_ 1 TICKET (coffee break + light lunch included):  
   300 euro  + vat     

                                                                                                                                           

 

Event  p owered by

Hi-Performance® srl - Via Paolo Emilio, 7 - 00192 Rome - ITALY  Tel: +39 06 36005152 -  Fax: +39 06 36000752 - E-mail: info@hiperformance.it - www.hiperformance.it

Payment
CREDIT CARD  _ (please tick the box if you choose this option)

Type:

Owner

Credit Card nr. ________________

Valid until ___/___/___ CV2 ___
(3 digits safety code printed on the back of your card)

SIGNATURE 
(obligatory)

BANK TRANSFER _(please tick the box if you choose this option)

Beneficiary HIPERFORMANCE srl

Bank Banca Popolare di Sondrio 
ACCOUNT#   
2849/74

Address Via del Tritone 205 -  00187 ROME - ITALY

Iban IT 53 C 05696 03226 000002849X74

SWIFT / BIC code POSOIT22

Remark for the 
transaction:

William Ury Seminar 2012

I request an invoice issued to: 
(Invoice has to be requested within this form, by filling out all required data. If information is not complete, the invoice will be issued on behalf of the participant.)

Company name

VAT nr. ________________
Address                                                                                                                                                                                                                   n°

Zip code City                                               

Country

Email address to receive the invoice

Invoice

2/
10To confirm your application, please fill out this form (front/back) and send  it  

together with copy of your payment to our fax nr. +39 (0)6.933 87 583 or to concilia@concilia.it 

Participants
FIRST PARTICIPANT - Personal Data

Name

Surname

Date of birth

Profession

Address                                                                                       n°

Zip code City                                                            

Country

Home Ph. Office Ph.

Mobile Ph. Fax nr.

Email

SECOND PARTICIPANT - Personal Data

Name

Surname

City

Telephone



Hi-Performance® srl - Via Paolo Emilio, 7 - 00192 Rome - ITALY  Tel: +39 06 36005152 -  Fax: +39 06 36000752 - E-mail: info@hiperformance.it - www.hiperformance.it

GENERAL CONDITIONS REGULATING ENROLLMENT AND PARTICIPATION TO HI-PERFORMANCE COURSES:

Seller data: Hi-Performance S.r.l. having its legal office in Rome, Italy at Via Paolo Emilio, 7, Fiscal Code  and VAT Number 05600831001, registered company in Rome (REA RM-905414), 
phone +39 06 36005152, Fax +39 06 36000752, web site http://www.hiperformance.it, e-mail info@hiperformance.it, owner of registered trademark Hi-Performance ® (“Hi-Performance”) 
1. Enrolment:  The finalization of the enrolment in the course and the execution of the contract between the client (“Client”) and Hi-Performance S.r.l. (“Hi-Performance”) takes place when 
the Client (i) signs the Enrolment Form, or (ii) communicates the payment order of the price or part of the price, or (iii) communicates to Hi-Performance the data required for payment.  The 
Client, subsequently, will receive written communication that will be considered valid even if sent by fax or by email, from Hi-Performance containing the essential information regarding the 
purchased course, the price, means of payment selected and conditions applicable to the purchase.  
2. The amount for participation: The amount for participation in the course exclusively includes VAT, taxes, the training and materials possibly provided during the course; the amount does 
not include costs such as travel, room and board, and anything else not expressly indicated on the Enrolment Form.  The promotional offers that provide for delayed forms of payment and/or 
reductions in price are conditions of the Client’s respecting the terms of payment; delayed payment shall cancel the delayed form of payment and/or reduction in price allowed and the Client 
shall be obliged to issue immediate payment for the entire price – in accordance with Hi-Performance’s price list.  When a corporate entity purchases the course and Hi-Performance issues an 
invoice to such entity, the course is understood to be purchased and effected for purposes of personnel training.  The Client, who has not exercised the right to cancel in the terms and in the 
ways indicated, shall be obligated to pay the balance of the full price of the amount for participation in the course, even if the Client does not take part in the same course.  The failure to pay the 
price set forth shall lead to the right of Hi-Performance to (i) seek legal action to obtain the payment of the price or (ii) to terminate, effective immediately, the present agreement, so as not to 
allow the participation in the course and to retain the amount that has possibly been received already as partial damages.  
3. Service of simultaneous translation: In courses having foreign language speaking trainers, a service of simultaneous translation is provided for an additional payment or is included in the 
price as indicated in the participation form.  To make use of such service, the participant shall use infra-red headphones that are provided by a technical partner of the Event Producer Company 
that requests as condition for use, that the participant leave credit card details as a guarantee in case said headphones are lost, stolen or damaged.   
4. The courses: The courses have the exclusive aim of providing training, not therapy, not cures, not treatments and not any other similar aims.  The Clients participate in the courses under the 
guidance of specialized trainers.  Hi-Performance does not guarantee personal, professional and financial growth that was achieved by the creators and/or trainers as the courses are the result 
of years of study and work.  The Client assumes the full responsibility of his or her own personal, economic and financial choices and thus is aware of the risks related to any form of investments.  
Hi-Performance shall not in any case be responsible for possible damage to persons and/or property that should occur during the courses.    For some events Hi-Performance is the distributing 
firm of courses which are organized by partners of Hi-Performance.  
5. Right to cancel:  The Client, who is an individual not acting for his/her entrepreneurial, commercial, professional business (the “consumer”) may exercise the right to cancel, without any 
penalty and without the duty to specify the reason, within ten (10) business days by sending a registered letter with signed returned receipt to: Hi-Performance S.r.l., Via P. Emilio, 7, 00192 
Rome, Italy.  The communication may also be sent, within the same period by telegram, telex and fax, on condition that it is confirmed by registered letter with signed returned receipt within 
the following forty-eight (48) hours. The registered letter is understood as having been sent in the necessary time if delivered to the accepting post office within the terms established.  The 
terms indicated above for the consumer’s right to withdrawal start from the date of enrolment in the course.   Hi-Performance within thirty (30) days from the date on which it has become aware 
of the Client’s exercise of the right to cancel, Hi-Performance shall take steps to effect the refund of only the amount for participation in the course paid by the Client, without any additional 
cost.  The consumer may not exercise the right to withdraw in events of (i) services that have already begun to be carried out, with the agreement of the same consumer, before the expiration 
of the term that allows for right to withdrawal, and (ii) services related to free time when upon the act of concluding the contract, Hi-Performance undertakes to provide such services on a 
determined date or in a pre-established period.
6. Postponement the date and/or change the location for the course: Hi-Performance may postpone the date and/or change the location for the course through written communication 
sent to the Client by fax or by email up to (10) days before the beginning of the course if (i) up to such date, the minimum number of participants has not been reached or if (ii) events that 
make the regular carrying out of the course difficult and/or uncertain have been verified.  In such case the Client – that shall not have the right to any compensation and/or damages – will be 
automatically enrolled in the following edition of the course that shall be held on the date and in the place communicated by Hi-Performance. The Client may in any case exercise the right to 
cancel by sending a registered letter with signed returned receipt to: Hi-Performance S.r.l., Via P. Emilio 7, 00192 Rome, Italy within three days of the date of receipt of the written communication 
from Hi-Performance postponing the date and/or changing the location for course; in such case, within thirty (30) days from the date in which it has become aware of the Client’s exercise of the 
right to cancel, Hi-Performance shall take steps to effect the refund of only the amount of participation in the course paid by the Client, without any additional cost.  
7. Impossibility to take part in the course for serious reasons: In the event that it is impossible to take part in the course for serious reasons, within ten (10) days preceding the beginning 
of the course, the Client may communicate to Hi-Performance in writing its intention (i) to give up his/her participation to another person fully indicated in the same communication or (ii) to 
postpone his/her participation to another edition of the same course or, in the event that Hi-Performance decides to no longer hold the same course, to a different course.  In such events, a 
supplement for the cost of the different course may be provided for in accordance with Hi-Performance’s price list, as well as possible administrative costs or costs for added services that make 
it necessary to effect the said transfer and/or postponement. 
8. No Audio-Video Recordings Allowed: The Client is strictly forbidden to make audio and/or video recordings of the course so as to protect the privacy of the other participants and to 
respect the right of the trainer’s image.  
9. Privacy: The Client confirms to have carefully reviewed on the website www.hiperformance.it the information report pursuant to Article 13 of the Italian Legislative Decree n. 196 dated 
the 30th of June 2003, according to which the personal data provided by the Client shall be used by Hi-Performance – holder of such personal  data – according to the principles of fairness, 
lawfulness and transparency solely for the purpose of keeping the Client updated on the activities of Hi-Performance and its Hi-Performance brand and such personal data shall be processed 
both manually and electronically and shall be communicated to third parties in relation to the performance of activities related to the proper execution of the present contract.  At any moment 
the Client may exercise the rights provided for by Article 7 of the Italian Legislative Decree 196/2003.   
10. Authorization to use the own image: Pursuant to 196/2003 of the Italian Legislative Decree, the Client expressly authorizes Hi-Performance, owner of the Hi-Performance brand to 
freely use photographs and /or images and/or shots that represent him/her during the course pursuant to the present contract both for promotional and commercial aims giving up any relevant 
monetary claims.
11. Contest to win prizes:  The data provided will allow the Client to participate in the “Hi Premium Club“ contest to win prizes and the personal details will be processed pursuant to the 
applicable laws regarding the protection of personal details and such data shall be stored in Hi-Performance’s computer systems and shall be kept on file with Hi-Performance or it shall be 
managed by third parties providing services for the prizes.  
12. Applicable law and Jurisdiction: The present contract is regulated by Italian Law (Legislative Decree no. 206 dated the 6th of September 2005 and by the norms of the Italian Civil Code).  
Should any dispute arise, the competent jurisdiction shall exclusively be the Court of Rome. Disputes involving one party who is an individual not acting for his/her entrepreneurial, commercial, 
professional business (the “consumer”) shall be resolved exclusively by the court of the place of residence or domicile of the individual/consumer, if such place is in the Italian territory.

THE CUSTOMER  (please fill out in a legible way. Thank you)
 
Legible Signature                                                                                                                                                                                                           Date

Name and Surname (in capital letters)

Pursuant to articles 1341, 1342 and 1469 bis of the Italian Civil Code, I confirm to have carefully read, understood and wanted to specifically approve the above list clauses: 1.Enrolment; 2. 
The amount for participation; 4. The courses; 5. Right to cancel: 6. Postponement the date and/or change the location for the course; 7. Impossibility to take part in the course for serious 
reasons; 8. No Audio-Video Recordings Allowed; 9. Privacy; 10. Authorization to use the own image; 11. Contest to win prizes; 12. Applicable law and Jurisdiction. 

Legible Signature                                                                                                                                                                                                           Date

For Receipt                                                                                                                                      Date 

2/
12




