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Course Introduction / Overview:

This intensive training course is designed to transform the way professionals approach contract management and

negotiation by focusing on the most critical, yet often overlooked, element: interpersonal skills. In today's complex

business environment, technical knowledge of contracts is insufficient for achieving optimal outcomes. Success hinges on

the ability to communicate effectively, build rapport, influence stakeholders, and navigate difficult conversations with

emotional intelligence. This program moves beyond traditional negotiation tactics to explore the psychological

underpinnings of successful agreements. Drawing on principles discussed by thought leaders like Roger Fisher and William

Ury in their seminal work, "Getting to Yes," the course emphasizes creating value and building lasting relationships.

Participants will learn to master active listening, decode non-verbal cues, and apply advanced persuasion techniques

ethically. BIG BEN Training Center has developed this curriculum to provide a practical, hands-on experience, ensuring

that contract managers and negotiators can not only secure favorable terms but also foster collaborative partnerships

that drive long-term business success and mitigate potential conflicts before they arise. This is a comprehensive journey

into the art and science of human interaction within the high-stakes world of contracts.

Target Audience / This training course is suitable for:

Contract Managers and Administrators.

Procurement and Purchasing Professionals.

Sales and Business Development Managers.

Legal Counsel and Corporate Lawyers.

Project and Program Managers.

Supply Chain and Logistics Specialists.

Commercial Managers and Directors.

Anyone involved in negotiating, drafting, or managing contracts.



Target Sectors and Industries:

Construction and Engineering.

Information Technology and Telecommunications.

Oil, Gas, and Energy.

Pharmaceuticals and Healthcare.

Manufacturing and Industrial Goods.

Banking, Finance, and Insurance.

Governmental bodies and Public Sector organizations.

Consulting and Professional Services.

Target Organizations Departments:

Legal and Compliance Departments.

Procurement and Sourcing Departments.

Sales and Marketing Departments.

Project Management Office (PMO).

Operations and Supply Chain Management.

Finance and Commercial Departments.

Business Development Units.

Course Offerings:

By the end of this course, the participants will have able to:

Master advanced communication and active listening techniques to uncover hidden interests.

Apply emotional intelligence to build rapport and manage relationships with stakeholders effectively.

Develop and implement strategic negotiation plans for various contract scenarios.

Utilize ethical persuasion and influence tactics to achieve win-win outcomes.

Confidently manage and resolve conflicts that arise during the contract lifecycle.

Analyze and adapt to different personality types and negotiation styles.

Enhance non-verbal communication skills to project confidence and credibility.

Lead complex, multi-party negotiations with greater strategic insight.



Course Methodology:

The training methodology at BIG BEN Training Center is designed for maximum engagement and practical application,

ensuring that participants leave with skills they can implement immediately. This course avoids a purely theoretical

approach, instead immersing attendees in a dynamic learning environment. The core of the program is built around

interactive role-playing simulations that mirror real-world contract negotiation challenges, allowing for safe practice and

constructive feedback. We utilize a blend of expert-led presentations, in-depth case study analyses of both successful and

failed negotiations, and facilitated group discussions to explore diverse perspectives. Participants will engage in peer-to-

peer learning activities, teamwork exercises, and self-assessment tools to identify personal communication styles and

areas for development. A significant emphasis is placed on personalized coaching and feedback from the instructor

throughout the sessions. This experiential and participant-centered approach ensures a deep and lasting understanding of

the interpersonal dynamics crucial for success in contract management and negotiation, fostering both competence and

confidence.

Course Agenda (Course Units):

Unit One: The Psychology of Negotiation and Communication

Fundamentals

The critical link between interpersonal skills and contract success.

Understanding your default communication and negotiation style.

Principles of active listening and powerful questioning.

Building authentic rapport and trust with counterparts.

Decoding non-verbal cues and body language.

Overcoming common communication barriers in negotiations.

Setting the psychological stage for a collaborative negotiation.



Unit Two: Advanced Persuasion and Influence Strategies

The science of persuasion and ethical influence.

Framing proposals and arguments for maximum impact.

Using storytelling to make a compelling case.

The art of asking the right questions to guide the conversation.

Techniques for presenting data and complex information clearly.

Developing and maintaining credibility throughout the negotiation.

Adapting your influencing style to different audiences and stakeholders.

Unit Three: Emotional Intelligence in Contract Management

The role of emotional intelligence (EQ) in high-stakes negotiations.

Developing self-awareness to manage your own emotional triggers.

Recognizing and responding to the emotions of others.

Using empathy as a strategic tool in negotiation.

Maintaining composure and professionalism under pressure.

Managing stakeholder relationships and internal politics.

Building long-term, resilient business relationships.

Unit Four: Managing Conflict and Difficult Negotiations

Identifying the root causes of conflict in contract disputes.

Strategies for de-escalating tension and managing hostility.

Navigating negotiations with difficult or aggressive counterparts.

Techniques for breaking deadlocks and finding creative solutions.

The principles of principled negotiation versus positional bargaining.

Conducting difficult conversations with clarity and confidence.

Introduction to mediation and alternative dispute resolution concepts.



Unit Five: Integration, Application, and Complex Scenarios

Managing multi-party and team-based negotiations.

Addressing cross-cultural communication challenges in international contracts.

Advanced role-playing simulation of a complex contract negotiation.

Giving and receiving constructive feedback on negotiation performance.

Integrating interpersonal skills across the entire contract lifecycle.

Developing a personal action plan for continuous skill improvement.

Final review and synthesis of key course concepts.

FAQ:

Qualifications required for registering to this course?

There are no requirements.

How long is each daily session, and what is the total number of training

hours for the course?

This training course spans five days, with daily sessions ranging between 4 to 5 hours, including breaks and interactive

activities, bringing the total duration to 20 - 25 training hours.

Something to think about:

To what extent can mastering interpersonal skills transform a purely transactional contract negotiation into a strategic,

value-creating partnership?



What unique qualities does this course offer compared to

other courses?

This course distinguishes itself by moving beyond the procedural and legalistic aspects of contract management to focus

deeply on the human element that ultimately dictates success. While many programs teach negotiation tactics, this course

is built on a foundation of behavioral science and emotional intelligence, equipping participants with a sophisticated

understanding of the psychological drivers in any negotiation. We emphasize the development of adaptive

communication skills rather than rigid scripts, enabling professionals to build genuine rapport and influence outcomes

authentically. The curriculum is uniquely structured to bridge the gap between theory and practice through intensive,

realistic simulations that challenge participants to navigate ambiguity, manage difficult personalities, and resolve conflict

under pressure. Unlike courses that focus solely on achieving a "win," our philosophy, inspired by works like "Getting to

Yes," centers on creating sustainable, value-driven agreements and fostering long-term partnerships. The focus is on

transforming participants from contract administrators into strategic relationship managers who can secure better deals

while strengthening business alliances.


