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PUBLIC
SPEAKING
Effective public speaking is the most powerful tool of leverage. Maximize the
impact of your communication. In our 8-hour one-day course, you will learn to
speak confidently, get your ideas across clearly, and engage your audience.

Brilliant ideas don’t communicate themselves.
Jan is a project manager for an agricultural technology company. As part of his
job he’s developed some exciting innovations and has published his research
in a journal. He’s ready to take his career to the next level by speaking in
events, giving lectures, and networking with experts in the ag-tech field. A
public speaking course is a perfect way for him to improve his skills as well as
get honest feedback.

TOPICS:
1.KISS (keep it simple, stupid)
 
The world is complex and is getting faster
and faster. However, we are less attentive.
Therefore successful speakers have a short
message and get straight to the point.
Learn how to extract your idea into an
accessible, targeted and engaging
message. What must be said? What should
be said and what can be said? Sharpen your
skills and present your message in a
compelling and impactful way.

2. Verbal and nonverbal communication
 
One secret public speakers know is that
verbal and nonverbal communication can
be equally important. Find out tips and
techniques, such as body language and
use of voice, to upgrade your presentation
style and present your talk in a confident,
engaging and impactful way to any forum.

4. Rhetorical tools to spice up your speech
 
Spice up your speech with rhetorical tools.
Let us guide you as to which tools can be
effective for different purposes.

5.  Dealing with challenging questions
 
Our course will enable you to differentiate
between provocations, real questions, and
how to deal with both. You will learn to
analyze your audience, anticipate, and
reply to their questions. You will learn how
to answer in an effective way, while
building a bridge to the message that you
want to deliver.

3. Openings and closings
 
Did you know that an audience’s attention
span is at its highest point at the very
beginning and end of your presentation?
Your opening and your closing are prime
time to engage them and ensure that your
messages are heard loud and clear. Learn to
craft a grabbing opening and an
unforgettable closing that will enthrall your
audience.

6. Storytelling
 
What do you think? Do you want to hear a
story or see some slides? I’d like to share
with you a story sounds more appealing
than I’d like to share with you some slides.
We love stories and you can develop
storytelling skills and communicate
messages in stories. Even complicated
messages can be explained simply in a
story.



NEGOTIATION
SKILLS
Not one day passes without negotiation. Whether in your professional or private environment - we are
constantly negotiating. Once you understand the rules, you can enjoy negotiation in the same way one
enjoys a game. In our four-hour course, you will learn methods that can help you win others to your way
of thinking, bargain strategically, and do so with confidence. You will leave knowing how to negotiate in
many common scenarios.

You don’t get what you deserve, 
but what you negotiate.

It’s been 10 years since Gabriel began working in sales at a company that manufactures precision tools for
export around the world. According to his calculations, he’s sold 20 million tools at least. He’s been
getting pay raises every two years, but this year the company launched a new product that ended up
costing a lot of money for R & D without any sales yet. His boss has been hinting that the raise might not
come this year. Gabriel didn’t know what to do, so he turned to us. With just a bit of coaching, we came
up with a strategy to get Gabriel his raise while maintaining a good relationship with his boss and
company.

TOPICS:
01. Negotiation Power and BATNA (Best Alternative to a Negotiated Agreement)
 
How much power do you have? More than you realize. Unlock the ability to multiply and harness your power in
just a few short hours as we help you master the art of negotiation.
 
How can you understand your opponent’s position? Learn time-tested methods to deconstruct your opponents
thoughts, motivations, and most likely scenarios. Identify new ways to use this information to gain a stronger
negotiating position.
 
When is it time to give up on a negotiation? Master the key signs and indicators of a negotiation’s potential for
success.
 
How can we create the most advantageous BATNA and how can it help negotiations? Understand how to
strategically leverage a BATNA to both secure your negotiating position and weaken the position of your
opponent. Uncover how this well-known course of action can be the secret in your negotiating success.
 
Determine the right offer at the right time and you can triumph.
 
02. Negotiation  strategy
 
There are four main types of negotiation strategies: competitive, cooperative, lose-lose, and win-win. Leave our
workshop with the tools you need to determine the most advantageous strategy in any situation.
 
03. Dirty tricks
 
Dirty tricks can make negotiations very unpleasant. Learn to identify dirty tricks and distinguish them from
good-faith negotiations. Once you identify them, learn to comprehend them, and diminish the negative effects
on your party.
 
04. Active listening
 
Have you ever given a speech or talk and felt like nobody was listening? How did that feel? Everyone who speaks
wants to feel heard. Uncover the secrets to being an active listener.
 
05. Harvard Principle
 
Probably the most famous of all negotiation theories, we’ll teach you everything you need to know about
adopting the Harvard Principle to advance your negotiation skills.



STARTUP TOOLS FOR 
COMPANIES & NGOS
In just one day, go home with the tools that start-ups use to bring innovation,
creativity, and entrepreneurship. Learn why start-ups and established
companies grow differently. Discover start-up secrets that can make your
business better no matter what its size.

You never change your life until you step out of
your comfort zone; change begins at the end of
your comfort zone.

David is VP of R & D at a pharmaceutical company. Recently the CEO was
talking with him about how a medical device start-up managed to create a
product that he himself had dreamed about making. David’s boss was
frustrated, but also motivated. His boss talked him with coming up with some
ideas on how to bring innovation from the start-up world into their business.
David came to us looking for how he could incorporate start-up ideas or
methods to make his R & D process faster.

By applying the “lean
startup method” you

can advance creativity
and reduce TTM (time

to market) in any
industry. In our

workshop, you will gain
the skills needed to

build your MVP
(minimally viable

product) and scale it up.

LEAN STARTUP 
METHOD

Can you explain your
product in 30 seconds?

Anyone with a new
product or startup seeking
funding must master the

elevator pitch. This concise
pitch is designed for you to

communicate value and
dazzle investors on-the-go.

Be ready to share your
ideas whether it’s in an
actual elevator ride or a

networking meeting.

How do startups use
emotional intelligence,

stakeholder mapping, and
leadership opportunities to

shape management
strategies? Gain insight on
startup management style
and how it can improve any

company’s management
methodology. Prepare to

persuade a company of any
size that they should try a

startup management style.

PITCHING
CHANGE

MANAGEMENT
STYLE



THE
FACILITATOR

Jonathan is a serial entrepreneur, Swiss
lawyer, lecturer, and mentor. He has co-
founded several companies, speaks 11
languages and drinks a glass of fresh-
squeezed orange juice every morning. 
 
Jonathan’s mission is to help entrepreneurs
and business leaders to make impactful
presentations, get the best deal out of every
situation and make people think out of the
box. 

References:
 

Lecturer at HSO / NBW / Nomad Cruise
Guide trainer at Free Walk Switzerland
Facilitator at IRAS COTIS

 
 
“Jonathan gave us insights on best practices when leading a tour. He detailed
methods to deal with crowds, keeping an audience engaged and storytelling. It
was very interesting to learn methods that are very powerful yet not very well
known or that he even created.”    
Julien, Tour coordinator, Free Walk Zurich
 
"Jonathan from Glentry organized a manager-workshop in Tel Aviv last year. We
especially liked how he was able to explain how out-of-the box thinking can be
introduced in established companies in a few easy steps. We can highly
recommend his workshop."
 Yoav, Managing Partner, Digipave
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