
Negotiation Strategies and Ethics (CPD 345)    Dec 6, 2022 
Ramada Plaza – 1818 Victoria Avenue, Regina, SK 
 
 
Martin Latz is one of the world’s leading experts and instructors 
on negotiation techniques. Since 1995, he has taught over 
100,000 lawyers and business professionals how to negotiate 
more effectively and his programs have consistently received 
the highest praise. A Harvard Law honours graduate, Marty will 
help make you a better negotiator.  
 
Marty is the author of Gain the Edge! Negotiating to Get What 
You Want and has appeared as a negotiation expert on CBS’ 
The Early Show and such national business shows as CNN’s 
Your Money and Fox Business. He also writes a monthly 
negotiation column.   

For more on Latz and to check out his negotiation columns, visit www.LATZNegotiation.com. 
 
 

Time Sessions 

8:30 am Morning Registration 

9:00 am Gain The Edge!® Negotiation Strategies for Lawyers 
 

10:30 am Refreshment and Networking Break 

10:45 am Gain The Edge!®  Negotiation Strategies for Lawyers 
 

12:15 am Afternoon Registration 

12:30 pm Lunch Break 

1:15 pm Negotiation Ethics: Winning Without Selling Your Soul 
 

2:45 pm Refreshment and Networking Break 

3:00 pm Negotiation Ethics: Winning Without Selling Your Soul 
 

4:30 pm Adjournment 

Marty Latz, Esq. 
Adjunct Professor – Negotiation 1995-2005 
Arizona State Univ. Law 



AM Session – Gain The Edge!® Negotiation Strategies for Lawyers  

You negotiate every day. In fact, your ability to effectively negotiate may be the most critical skill 
you possess. Yet most negotiate instinctively or intuitively. This seminar will help you approach 
negotiations with a strategic mindset.    
  
And make no mistake – no matter how much you’ve negotiated, you can still learn. Adding that 
one new tactic may be the difference between winning and walking away empty-handed.  
  
Skills You’ll Learn  

1. Latz’s 5 Golden Rules of Negotiation  
2. Strategies to get past “No” – if all appears lost  
3. Ways to gain leverage when seemingly powerless  
4. Deadline and timing tips – manage them to gain the edge  
5. When to hold – and when to fold  

  

PM Session – Negotiation Ethics: Winning Without Selling Your Soul  

In this session, a panel of local negotiation experts join Marty to offer their opinions on a series of 
ethically challenging negotiation scenarios, which will also be presented to attendees.  
  
Panel:  

 Nicholas Cann, K.C., McKercher LLP 
 Jodi Wildeman, K.C., MLT Aikins LLP 
 Itemobong Umoh, Dispute Resolution Office  

  
Participants will learn:   

1. How to ethically and effectively avoid answering certain questions and how to share 
strategic information in high-stakes legal negotiations;  

2. What type of information lawyers must ethically and legally share in various legal 
negotiation environments;   

3. Where lying and/or “bluffing” crosses the legal line;   
4. What constitutes puffery – and what does not;   
5. How to skillfully and ethically play their leverage cards; and  
6. Latz’s Eight Golden Rules of Negotiation Ethics.  

 

 


