Joint AIJA-IBA seminar on Sale mandates and auctions, 21-23 June 2007, Munich, 57 p.

Index of contents.

Points to Note : Tremonti Case Study, 10 p.

Case Study - final, 2 p.

Friday morning — Tasks 1 & 2, 1 p.

Friday morning — Tasks 3to 5, 1 p.

Friday afternoon — Task 6, 2 p.

Friday afternoon — Task 7, 1 p.

Saturday morning -  Spa negotiation, 1 p.

Saturday morning — mock negotiation — audience, 6 p.

Saturday morning - Instructions for purchaser (principal), 2 p.

Saturday morning — Instructions for Seller (principal), 2 p.

Saturday morning — Instructions for Purchaser’s lawyer, 2 p.

Saturday morning — Instructions for Seller’s lawyer, 2 p.

MARTINIUS Philip, Panel Discussion: Sale by Auction — Process, Keys to Success
and Potential Pitfalls, 7 p.

POESCHEL Ines, Client management - who manages whom?, 2 p.

Project management, annex 1, 1 p.

Project management, annex 3, 1 p.

Project management, understanding the key aspects, 8 p.

GORGONY! Orsyola, "TEAMS" Key concepts lawyers are often unaware of..., 6 p.



