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Course Introduction / Overview:

This intensive training course is designed to elevate the negotiation capabilities of seasoned lawyers and corporate

executives beyond conventional tactics into the realm of strategic deal-making and dispute resolution. In today's complex

business environment, the ability to negotiate effectively is not just a skill but a critical driver of organizational success

and legal advantage. This program moves past foundational concepts to explore the intricate dynamics of high-stakes

negotiations, where outcomes can define corporate futures and legal precedents. Drawing on advanced principles from

behavioral psychology and strategic management, the course provides a robust framework for navigating complex

scenarios. We will explore the influential work of negotiation experts like G. Richard Shell, author of "Bargaining for

Advantage," to understand how to create and claim value systematically. Participants will learn to dissect negotiation

situations, manage difficult counterparts, and build sustainable agreements. BIG BEN Training Center has developed this

course to provide a deeply practical and intellectually rigorous experience, equipping leaders with the foresight and

adaptability required to excel in any negotiation arena, from the boardroom to the courtroom.

Target Audience / This training course is suitable for:

Lawyers and Legal Professionals.

Corporate Executives and C-Suite Leaders.

In-House Counsel and Legal Department Heads.

Senior Managers and Directors.

Business Development and Sales Leaders.

Procurement and Supply Chain Managers.

Mergers and Acquisitions Specialists.

Government Officials and Public Sector Leaders.

Entrepreneurs and Business Owners.



Target Sectors and Industries:

Legal Services and Law Firms.

Financial Services, Banking, and Insurance.

Technology and Telecommunications.

Pharmaceuticals and Healthcare.

Energy, Oil, and Gas.

Real Estate and Construction.

Manufacturing and Engineering.

Consulting and Professional Services.

Government Agencies and Public Administration.

Target Organizations Departments:

Legal Department.

Executive Management.

Sales and Business Development.

Procurement and Sourcing.

Mergers and Acquisitions (M&A).

Human Resources.

Corporate Strategy.

Compliance and Risk Management.



Course Offerings:

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

Develop and implement sophisticated negotiation strategies for complex deals.

Analyze and deconstruct the psychological drivers of negotiation counterparts.

Master advanced communication techniques for persuasion and influence.

Effectively prepare for high-stakes negotiations by defining BATNA, ZOPA, and value propositions.

Navigate multi-party and cross-cultural negotiation dynamics with confidence.

Manage and de-escalate conflict in contentious negotiation scenarios.

Apply ethical frameworks to maintain integrity and build long-term relationships.

Structure and close agreements that are robust, sustainable, and mutually beneficial.

Lead negotiation teams and manage internal stakeholder alignment.

Course Methodology:

The training methodology for this course is centered on active, experiential learning to ensure that theoretical concepts

are translated into practical, applicable skills. BIG BEN Training Center believes that negotiation is a skill best honed

through practice, feedback, and reflection. Therefore, the program is heavily based on dynamic and interactive sessions,

including realistic role-playing simulations modeled on actual legal and corporate cases. Participants will engage in a

series of challenging negotiation exercises, both individually and in teams, allowing them to experiment with different

strategies in a controlled, constructive environment. Each simulation is followed by a detailed debriefing session,

involving peer feedback and expert coaching to identify strengths and areas for improvement. The methodology also

incorporates case study analysis of landmark negotiations, group discussions to explore diverse perspectives, and

interactive lectures to introduce advanced frameworks and psychological principles. This blended approach ensures

participants not only understand the art and science of negotiation but also leave with the confidence to apply their new

skills immediately in their professional roles.



Course Agenda (Course Units):

Unit One: Foundations of Advanced Strategic Negotiation

The Evolution from Principled to Strategic Negotiation.

Core Theories and Frameworks Revisited (Harvard Method, Game Theory).

The Psychology of Decision-Making in High-Stakes Environments.

Understanding Your Natural Negotiation Style and Its Biases.

The Critical Role of Preparation and Strategic Planning.

Distinguishing Between Value Claiming and Value Creation.

Setting the Ethical Boundaries and Professional Conduct in Negotiations.

Unit Two: Advanced Preparation and Strategy Formulation

Comprehensive Stakeholder Analysis and Influence Mapping.

Mastering BATNA (Best Alternative to a Negotiated Agreement) Analysis.

Defining the ZOPA (Zone of Possible Agreement) in Complex Scenarios.

Developing a Flexible and Adaptive Negotiation Agenda.

Information Strategy: What to Share, When to Share, and What to Withhold.

Crafting a Compelling and Persuasive Opening Offer.

Anticipating Counterpart Tactics and Preparing Counter-Strategies.

Unit Three: The Psychology of Persuasion and Influence

Advanced Principles of Persuasion and Cialdini’s Framework.

The Art of Framing and Reframing Issues to Your Advantage.

Utilizing Tactical Empathy to Build Rapport and Gain Insights.

Advanced Questioning Techniques to Uncover Hidden Interests.

Decoding Non-Verbal Cues and Body Language.

Managing Cognitive Biases in Yourself and Others.

Building Trust and Credibility in Adversarial Situations.



Unit Four: Managing Complexity and Conflict in Negotiations

Strategies for Multi-Party and Team-Based Negotiations.

Navigating Cross-Cultural Communication and Negotiation Styles.

Techniques for Dealing with Difficult People and Hardball Tactics.

Managing Emotions and Maintaining Composure Under Pressure.

Breaking Impasses and Overcoming Deadlocks Creatively.

The Role of a Mediator in Dispute Resolution.

Negotiating Effectively via Email, Phone, and Video Conference.

Unit Five: Mastering Deal Closure and Post-Negotiation Strategy

Techniques for Closing the Deal Effectively.

Drafting Agreements that Prevent Future Misunderstanding and Conflict.

The Art of the Post-Settlement Settlement.

Implementing and Monitoring Negotiated Agreements.

Building Long-Term Strategic Relationships Post-Negotiation.

Evaluating Negotiation Performance and Capturing Lessons Learned.

Final Simulation: A Complex Multi-Party Legal and Corporate Negotiation.

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:

In an era of increasing automation and AI-driven analytics, how does the uniquely human element of tactical empathy

retain its primacy in high-stakes corporate and legal negotiations?



What unique qualities does this course offer compared to

other courses?

This course distinguishes itself by moving beyond standard negotiation theories to address the specific, high-stakes

realities faced by legal professionals and corporate leaders. Unlike generic programs, it integrates a dual perspective,

examining challenges and opportunities from both a legal and a business standpoint, which is critical for roles in M&A, in-

house counsel, and executive management. The curriculum is built on a foundation of psychological depth, focusing not

just on what to do, but on understanding the underlying human dynamics that drive decisions. We emphasize tactical

empathy and cognitive bias management, skills that are often overlooked but are paramount in complex negotiations.

Furthermore, the course's methodology is intensely practical, prioritizing bespoke case studies and sophisticated role-

playing simulations over passive lectures. Participants do not just learn about negotiation; they actively negotiate in

scenarios designed to mirror the pressures and complexities of their professional environments. This focus on experiential

learning ensures that the advanced strategies discussed are not merely academic concepts but become ingrained,

actionable skills ready for immediate deployment.


