


T
MASTERY PROGRAMS

Professional Skills Training

Negotiation Mastery
There’s always a deal to be made — negotiation is the art of discovering it.

Negotiation is at the heart of every professional and business interaction: whether with clients,
suppliers or colleagues. The key to making those interactions profitable and sustainable is the ability
to find the deal that makes everyone happy. This has always been true, and is even more key in the
current economic climate.

The culture of negotiation needs to spread and deepen throughout the organization, leading to a
constant questioning of costs and looking for opportunities to make savings which can be
re-deployed elsewhere.

Using the latest thinking from Harvard Business School this one-day program looks at how to reach
sustainable agreements that satisfy all parties. Participants will learn to use powerful tools to deal
with the most complex multi-party negotiations.

The course leader will introduce concepts, which each participant will practice and master. There will
be rigorous coaching and feedback from the course leader and (when applicable, the course coach)
as well as participant to participant feedback.

Negotiation Mastery participants will be able to:

M Negotiate confidently and skillfully with any business stakeholder to achieve optimum solutions at
minimum cost;

B Understand the key negotiation principles of BATNA, Reserve Pricing and ZOPA;

M Build profitable and sustainable relationships through negotiating “win-win” solutions;

M Call upon a repertoire of advanced techniques to get around any impasse in the negotiation due to
conflicting demands;

M Deal with aggressive tactics of different types of negotiator;

B Master the role of body language around the negotiating table; &

M Apply powerful bargaining methods using:

the Harvard Approach of Principle-Centered Negotiations

NLP methods to understand the process from the other side of the table

The power of a positive No to get to Yes

Negotiating backwards to successfully resolve complex multi-party negotiations
Identifying and neutralising dirty tactics from the other side
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