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Course Content & Outline

Section 1: The Importance of Skilled Negotiation



» The key factors involved in negotiation.
» Why is negotiation important to move forward?
e Where is internal negotiation required?
e Where is external negotiation required?

* BATNA - the possible agreement zone.

Section 2: Dispute Resolution

e Meeting challenges vs single-person interactions.
 Finding mutually acceptable solutions to problems.
* Objection handling and dealing with a hard ‘no.’

» The formal dispute process.

e Mediation processes.

Section 3: Taking on Board Feedback

» What does your client need from you?
 Acting on and dealing with rejection.

e Making decisions under pressure.

e Critical thinking and strategic problem-solving.

 Evaluating and revisiting offers.

Section 4: The Psychology Behind Effective Negotiation

e The importance of body language.

* Building and maintaining trust.

» Developing bonds and sharing benefits.
» Dealing with cross-culture negotiation.
* Influencing others.

* Displaying credibility.

Section 5: The Best Negotiation Strategies

 High-level conversations and staying on track.



» Leveraging your knowledge and skills.
« Creating exciting opening offers.

» Negotiation ethics - what not to do.

» Face-to-face negotiations.

e Telephony negotiations.

o Written negotiations.

* Sharing information and best practices.

Section 6: The Skills of a Good Negotiator

* The strengths and weaknesses of a good negotiator.
e How to combat your weaker areas.

» Pushing your strengths to sell your product.

» Creating a personal plan for the future.

» Removing blockages in communication.

Section 7: Contractual Agreements

» The purpose of contractual agreements.
* How to deal with contract breakages.
 Establishing a ‘meet in the middle’ contract.

» Reviewing terms and renewing contracts when required.
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YouTube Video

-https://www.youtube.com/embed/OyHU6zAHEpw?si=C8y4E9IQpwxzzEC
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