
Training Objectives
Provides participants with the theory, structure and process of  
communicating for strategic gain.

Course Content
Negotiations - problem or opportunity?

Preparation required for a successful negotiation.

Selecting a negotiation team - essential skills.

Understanding uses of  power, authority, need for a negotiating mandate 
and limits.

Successful conduct of  a negotiation in terms of  communications.

Review of  interpersonal, intergroup strategies and techniques.

Identification of  one's needs, the needs of  the other party and setting 
optimal resolution results.

The negotiation process, traditional and new approaches, pre-planning, 
resourcing, strategies, tactics, envisaging results.

Presenting and receiving positions and their alternatives.

"Win-Lose", "Lose-Win", "Lose-Lose" and "Win-Win" situations.

Reaching agreements.

Note
Participants will be asked in a pre-course questionnaire to bring real 
negotiating situations, or we provide real case studies.

Also Available
Customized workshop to accommodate individual organization and/or 
team needs.

Access to additional on-line material to complement training.

Language:
English & French

Course Length:
1, 2 or 3 days

Maximum Students:
15 participants

Target Audience:
General
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