
This program has been approved by the Board on Continuing Legal Education of the Supreme Court of New Jersey for 3.0 
hours of total CLE credit.  Of these, 0.0 qualify as hours of credit for ethics/professionalism, and 0.0 qualify as hours of 
credit toward certification in civil trial law, criminal trial law, workers compensation law and/or matrimonial law.

NJ CLE  NOTICE

Lawrence D. Eichen, Esq. is a litigation attorney with over 25 years of negotiation experience.  He is also a highly skilled 
Mediator.  He has resolved over a thousand cases through e�ective negotiations.  Mr. Eichen’s experience includes: 
commercial, personal injury, workers compensation, tra�c, DUI, criminal, collections, employment, and matrimonial.  He is 
a member of the New Jersey State Bar Association (NJSBA) and New Jersey Association of Professional Mediators (NJAPM).  
He is also Level II Certi�ed in EFT and a member of the Association of EFT Professionals (AEFTP).  (973) 539-2831

COURSE INSTRUCTOR

Do you ever get stressed or anxious when it comes to negotiating?  Do you walk away from a settlement wondering
if you could have gotten more for your client if you were better at negotiating?  Do you sometimes feel overly concerned
about what your adversary, client or others may think of you during the negotiating process?  If you’re like most attorneys,
the answers to these questions are “yes”.  The truth is that even with the typical stress inherent in negotiating, many
attorneys can get good or very good results, but very few can get consistent excellent results.

This brand new course combines a distinct formula for Excellence (E=MC5) with powerful Emotional Freedom
Techniques (EFT) designed speci�cally for Attorneys to obtain negotiation excellence.  Part I explains E=MC5, which is
modeled after Einstein’s Theory of Relativity E=MC2 (but without the physics).  We’ll discuss the 5 components of the
formula (Commitment, Con�dence, Courage, Compassion, and Calmness) and, when mastered, how they exponentially
improve your negotiation skills.  Part II discusses “Strategies for Negotiation B.R.A.V.E.R.Y”.  Negotiating involves risk and
being courageous.  In this section, we discuss how Belief, Reasonableness, Accountability, Validation, E�ciency, Relationships,
and Yielding are additional techniques that can dramatically increase your e�ectiveness at negotiating.

Part III introduces EFT (a.k.a. “tapping”) to attorneys.  EFT is part of the �eld known as “energy pyschology” which utilizes
the unseen energy system within our body, together with principles of the mind/body connection to treat mental,
emotional and physical conditions.  EFT is highly e�ective and has been spreading like wild�re since its inception in the
eary 1990’s.  Millions of people use EFT and the transformative power of “tapping” to improve performance, productivity
and relationships.  This section includes hands on instruction and practical examples of how attorneys can use EFT as part
of their arsenal to obtain excellence in negotiating.  Emphasis includes common negotiation problems with challenging
adversaries, clients, judges, partners, colleagues, employees, court sta�, and law enforcement. 

Excellence
Negotiation=

► Improve Relationships
► Defeat Limiting Beliefs
► Overcome Fears
► Decrease Anxiety
► Reduce Stress
by enabling you to:
improves performance 
Powerful EFT process

+
► Calmess
► Compassion
► Courage
► Confidence
► Commitment

Excellence by Mastering:

enables you to obtain
Winning Formula E=MC5

Harnessing the Combined Power of E=MC5 and EFT 
Excellence for Attorneys
Tapping Into Negotiation CREDITS
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