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Believe it or not, we are all negotiators.  Negotiation is a fact of life.  You discuss pay increases with your boss.  You try to reach agreement on the price of a house with a seller.  You negotiate with your spouse on where to go on vacation.  Everyone negotiates.





More and more people want participation in the decisions that affect them and therefore, preferably want all, most or some of their interests met versus opposed by the other parties involved.  Everyone wants to win but few people in business or personal life are comfortable or skillful at negotiation.





High Performance Negotiation is a two-day workshop where participants learn and practice skills in the art of “Mutual Gains Negotiation” which help an organization develop highly effective as well as respectful negotiators in all business matters.








Purpose:  To increase participants’ skill and confidence in constructively as well as productively negotiate in a variety of business matters.








Objectives:  


Examine several negotiation strategies.


Describe the differences between positional bargaining and joint problem solving.


Use techniques on how to be soft on people and hard on the problems.


Discover the true interests behind each party’s position.


Create options that achieve mutual gain between parties.


Use independent standards to break deadlocks.


Develop a best alternative to negotiated agreements.








Learning Methods:  During the High Performance Negotiation workshop, participants will utilize skill building exercises, role-plays, and real life simulations to make the transition from knowledge to on-the-job results.








Audience:  High Performance Negotiation is designed for employees at all levels of the organization that are required to negotiate to achieve their job position expectations.
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About the Workshop








Module One:  Introductions and Definitions


Module Two:  The Negotiation Process


Module Three:  Preparing For Negotiations


Module Four:  Negotiation Strategy


Module Five:  Determining Interests: The Exploration Process


Module Six:  Inventing Options For Mutual Gain


Module Seven:  Independent Standards


Module Eight:  BATNA





At the conclusion of this workshop, participants will:





Understand and demonstrate the process of Mutual Gains Negotiation.


Understand the skills of listening and clarifying, and making offers that benefit both parties in a negotiation.


Understand how to resolve conflict in a win-win manner.


Understand how to neutralize tactical negotiators.


Understand how to counter dirty tricks.





Private Workshops:  Arrange for one of our professionals to facilitate a workshop for project managers and teams within your organization.





Facilitated Planning Session:  You provide the project team and a success critical project.  We provide the skilled facilitator.  Together, they will map out a plan to help assure successful implementation.





Facilitator Certification:  Have your professional facilitation staff certified to present Project Management in your organization.
















