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NEGOTIATION SKILLS

Inputs:

· What is Negotiation?

· Skills and Qualities needed to be an Effective Negotiator

· The General Principles of Negotiation

· Identifying your current strengths and Weaknesses as a Negotiator

· The Stages and Phases of Negotiation

· Main Outcomes of Negotiation

· Rules for Team Negotiation

· The Importance of Communication in Negotiation

· Listening skills

· Effective questioning techniques

· Identifying and interpretation of Non-Verbal communication

· Creating the Right Attitude for Negotiation

· Don’ts in Negotiation

· Your own Personal Action Plan for future development

Methodology:
Lectures, Discussions, Questionnaires, Role Plays
Benefit to the Participant:

· Develop an understanding of the nature of negotiation skills
· Recognise and avoid common barriers to effective negotiations

· Develop confidence in negotiations

· Use negotiations as an effective means of avoiding conflict

· Learn a range of management techniques relevant in negotiation.
Batch size: 15 – 25 participants
Duration: 2 Days

For whom is this program?
· All sales service and supply chain professionals 
· Human resources managers in industrial premises 

· Key account managers in institutional sales 
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