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Negotiation Skills

Introduction: ' _

We live in an age in which negotiation is an integral
part of life. All around us there is evidence of this:-
Business agreements and economic co-operation;
organisations forming alliances and mergers; sales
pitches; projects; peace-negotiations; tendering;
procurement; pricing; employment contracting and
the like. All these involve and depend on successful
negotiations.  Negotiation is a fact of life, and
everyone needs this generic skill.

The importance of being competent in the area of
negotiations is better understood against the
backdrop of what is happening in our modern era:-
Globalisation has meant that we need to be able to
interact and trade competitively and satisfactorily with
other nations and people who may be very different to
ourselves. Political and demographic shifts necessitate
an increased ability to discover and embrace
“win-win” strategies. The growing interdependence
of organisations and groups requires that we be able
to appreciate and accommodate workplace diversity,
communicate persuasively and build stronger relationships
for the sake of our common and future interests.

Objectives: i

This course aims to equip candidates with understand-
ing, insight and skill in the process and techniques of
interaction between parties. Candidates will leave the
course knowing how to direct their efforts in such a
way as to reach mutually acceptable and satisfying
agreements.

Benefits:

gain insight into the negotiating styles of different
personalities

learn how to profile the personality of the person
you are negotiating with

gain insight into effective negotiating strategies
that can be used with different personalities

be able to predict the probable response and
behaviour of the person you are negotiating with
be better able to understand and practice a more
constructive style of reaching an agreement

learn how to negotiate in such a way that the
outcome will hold

be able to negotiate solutions that are based on
common interests

be better able to avoid or (at least) resolve conflict,
despite widely dividing differences

be better able to establish common ground and
create alternatives

be better able to exchange information through
effective communication

Who Should Attend?

It is suggested that the course should be directed
towards those whose negotiation skills directly
influence their success at work, including:-

Sales and Marketing personnel

Legal personnel

Buyers and other Procurement personnel
Public Relations personnel

Mentors and Career Coaches

Training personnel

Human Resources personnel
Receptionists

Secretaries

Switchboard Operators

Course Lecturer:

John Blacklaws

John Blacklaws is an
accredited international

business consultant. John

gained his experience in
senior Operations and HR
management  roles in the multinational
corporations Liberty Life, British Petroleum,

Anglo American Corporation and BHP Billiton.

John consults widely on business optimization
and talent management matters. His clients are
based in the Middle East, Southern Africa, the
United Kingdom, Korea and the West Indies.
John lectures to MBA level, and frequently
speaks at international conferences. In addition
to managing his own business consultancy, John
is an Associate of several foremost international
business consultancies. He is a certified PMP®
Project Management Professional, accredited by
the international  Project
Institute®.

Management

Course Fee:

Course Outline:

DAY 1:

What is negotiation?

Preparing to negotiate — basic negotiation
skills

Skills practice

The climate for negotiating — standard
procedure for negotiating process

Trying to find common ground
Communicating persuasively

Skills practice

DAY 2:

How to handle conflict and aggression
The need for well-developed interpersonal
skills for negotiations

Skills practice

DAY 3:

Typical business interactions requiring
negotiation skills

Effective interpersonal interactions
Skills practice

Building trust

Specialised negotiations

Skills practice

BD 450 or US$ 1,215 (Inclusive of snacks, buffet lunch, certificate of attendance & course handout)

Attendance Policy: Only Participants with at least 80% attendance report shall be entitled to
Certificate of Attendance.






