Negotiation Skills and Techniques 1mpellus

AN IMPELLUS LEADERSHIP AND MANAGEMENT COURSE

This course examines the core aspects of negotiation; be it driven by the desire to collaborate or compete. Negotiation is a means
to arrive at a solution in a manner that ideally satisfies all parties’ different needs and objectives and calls for assertive behaviour.
The course looks at the process and skills needed to plan and prepare successful outcomes whilst applying techniques to dissipate
conflict and build rapport.

For all dates and venues, see here or call 0800 619 1230

This course can be taken individually or as part of an Impellus Certificate of Learning in Senior Management and Leadership at Level
4.

9:30—-10:00 Welcome, overview and introduction to the programme

10:00 - 11:15 e The purpose of negotiation. e Uncovering value.
Uncovering the e The bargaining challenge. e Planning your negotiation strategy.
truth about

The opening session of the day will set out the purpose of negotiation to help delegates understand the role that they play in influencing a
final agreement. It will discuss the concept of uncovering value (as opposed to just price). Delegates will take part in a negotiation activity
to see how differing positions impact. A four-phased process will then be introduced to help delegates plan and prepare their negotiations
thoroughly.

value

11:15-11:30 Break

11:30-13:00 e  Establishing your wants and trading variables. e  Knowing your opponent and their wants.
Understanding e Tactics to secure your needs.

your and your

opponent’s During this session delegates start to understand the value of their tradable variables versus the cost and perceived worth from their

opponent’s viewpoint. Delegates will also explore ways to understand their opponent’s viewpoint and therefore build rapport and

wants, needs e

and variables

13:00 - 14:00 Lunch

14:00 - 15:15 o Negotiation styles and their appropriateness. e Influencing and building rapport through

Who are you 0 e rifireRE: B SUREESs. excellent interpersonal skills.

up against?
In this session delegates will analyse their preferred negotiation and conflict management style and consider the pros and cons of each
approach. Then there will be an analysis of delegates’ interpersonal skills with consideration of development areas. This session concludes
with a look at the importance of positive mindset in a negotiation environment.

15:15-15:30 Break

15:30 - 16:30 e Negotiation case study — identification of e Bringing it all together and action planning.
Providing O{PIERE.

alternative o Establlshlng your ‘BATNA’.

solutions

The final session of the day offers delegates the opportunity to identify options when a negotiated agreement cannot be reached. As with
all our courses, time will also be available for delegates to draw up their own personal action plan to identify how they can change their
approach in the future.

All Impellus courses are designed to be enjoyable and highly informative. Delegates are given a welcoming and comfortable environment in
which to reflect, challenge and learn. The focus is on being able to bring new skills and thinking back into the workplace.


https://www.impellus.com/course/negotiation-skills-and-techniques/

