Negotiation techniques

Learning the role

Analysing your own personal negotiating skills whilst getting a clear understanding of other people’s negotiation styles, which will enable you to adapt your style to suit individual situations 

Learning the importance of listening to understand exactly what the other party is saying and questioning to resolve any ambiguities enabling you to assert yourself effectively in any situation 

Build your leadership and team building skills 

Following the process 

Practice your techniques in a range of real-life scenarios

Preparing a negotiation strategy

Understanding the seven steps for effective negotiation 

Define the purpose 

Examine the background 

Create your strategy 

Specify objectives 

Assess your bargaining power 

Plan and prepare for conflict 

Agree team tactics

Conduct negotiations with confidence 

How to avoid miscommunication 

Getting to grips with trade-off and concession tactics 

Developing common ground to resolve differences 

Understanding the need to have an effective negotiation strategy

Interacting with others

Agreeing and modifying objectives 

Improve your negotiating position 

Working with others more confidently 

Building the relationship 

Negotiate better contracts and agency/supplier agreements 

Gaining support and collaboration of colleagues 

Understanding body language enabling you to read hidden messages 

Adapting your approach to different style differences 

Reacting more positively to those needing to reach agreement 

Understanding how to welcome objections and turn them into advantages 

How to deal with difficult and stubborn negotiators 

Renegotiating priorities and deadlines 

Leverage your strengths to produce successful outcomes

