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Course Introduction / Overview:

In today's interconnected corporate landscape, leadership success is defined not just by vision, but by
the ability to negotiate effectively and manage a complex web of stakeholder relationships. This course
moves beyond foundational concepts to provide a sophisticated framework for senior-level negotiation
and strategic stakeholder engagement. Drawing upon principles from seminal works like "Getting to Yes"
by Roger Fisher and William Ury, we explore how to shift from adversarial tactics to value-creating,
interest-based bargaining. Participants will learn to analyze and navigate intricate power dynamics, build
sustainable alliances, and communicate with influence. This program is designed to equip leaders with
the diplomatic and strategic tools necessary to manage expectations, resolve high-stakes conflicts, and
drive consensus across diverse internal and external groups. At BIG BEN Training Center, we have
developed a curriculum that integrates these two critical leadership competencies, ensuring that
participants leave not only as better negotiators but as more effective and influential leaders capable of
securing long-term organizational success and fostering collaborative environments. This is an
immersive journey into the art and science of corporate diplomacy and strategic influence.

Target Audience / This training course is suitable for:

e Senior Managers and Directors.

Team Leaders and Project Managers.

C-Level Executives and Business Unit Heads.

Business Development and Sales Professionals.

Procurement and Supply Chain Managers.

Human Resources and Corporate Affairs Leaders.

Government Officials and Public Sector Managers.

Entrepreneurs and Business Owners.
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Target Sectors and Industries:

Technology and Information Technology.

Banking, Finance, and Insurance.

Healthcare and Pharmaceuticals.

Engineering, Construction, and Real Estate.
¢ Oil, Gas, and Energy.

e Telecommunications.

o Manufacturing and Industrial.

o Government and Public Sector Agencies.

e Consulting and Professional Services.

o Non-Profit and Non-Governmental Organizations.

Target Organizations Departments:

Executive Leadership and C-Suite.
Project Management Office (PMO).

Sales and Business Development.

Procurement and Supply Chain Management.

Human Resources and Internal Communications.

Legal and Compliance.

Corporate Strategy and Planning.

Marketing and Public Relations.

Operations Management.
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Course Offerings:

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

o Master advanced negotiation frameworks beyond basic win-lose scenarios.

¢ Develop and implement comprehensive stakeholder mapping and analysis plans.
» Navigate complex power dynamics and office politics with strategic acumen.

« Lead multi-party negotiations with confidence and achieve consensus.

o Employ sophisticated influencing and persuasion techniques to gain buy-in.

« Manage and de-escalate high-stakes conflicts with difficult stakeholders.

 Align negotiation strategies with overarching organizational goals.

o Build and maintain long-term, high-value strategic alliances.

o« Communicate with greater impact and clarity in critical situations.

e Develop a personal action plan for continuous improvement in negotiation and stakeholder
management.

Course Methodology:

The training methodology at BIG BEN Training Center is designed to be highly interactive, experiential,
and directly applicable to the participant's professional environment. We believe that advanced skills in
negotiation and stakeholder management are honed through practice, not just theory. Therefore, the
course heavily emphasizes a hands-on approach, utilizing a blend of expert-led instruction, dynamic
group discussions, and peer-to-peer learning. A significant portion of the training will be dedicated to
complex, real-world case studies and customized role-playing simulations that mirror the challenges
leaders face. These exercises provide a safe environment to test new strategies, receive constructive
feedback from both the facilitator and peers, and refine techniques in real-time. The program also
incorporates self-assessment tools to help participants understand their natural styles and identify areas
for development. Our approach ensures that learning is an active process, empowering participants to
internalize sophisticated concepts and return to their organizations with a practical toolkit of strategies
they can implement immediately for measurable results.

www.bigben-training.com




Course Agenda (Course Units):

Unit One: Foundations of Strategic Negotiation and Stakeholder Engagement

o The dual pillars of modern leadership.

Moving beyond BATNA to create value.

Principles of interest-based versus positional bargaining.

Introduction to stakeholder theory and its practical application.

Identifying and categorizing key internal and external stakeholders.

Understanding the psychology of negotiation and influence.

Setting clear objectives for negotiation and engagement.

Unit Two: Mastering Advanced Negotiation Techniques

o Multi-party negotiation and coalition building.

e Techniques for managing complex and high-stakes deals.

o Navigating cultural differences in international negotiations.

o The role of emotional intelligence in managing the negotiation process.
e Advanced questioning and active listening strategies.

o Handling ultimatums, deadlocks, and aggressive tactics.

o Ethical considerations and maintaining integrity in negotiations.

Unit Three: Architecting Stakeholder Management Strategies

o Advanced stakeholder mapping and power-interest grid analysis.

Developing a strategic stakeholder communication and engagement plan.

Managing competing stakeholder expectations and priorities.

Techniques for building trust and rapport with critical stakeholders.

Proactive risk assessment in stakeholder relationships.

Measuring the effectiveness of stakeholder engagement initiatives.

Leveraging technology for stakeholder relationship management.
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Unit Four: Influence, Persuasion, and Managing Difficult Dynamics

o The science of persuasion and principles of influence.

Crafting compelling arguments and presenting with impact.

Strategies for influencing without formal authority.

Managing difficult personalities and conversations.

Conflict resolution models for stakeholder disputes.

Building consensus among diverse and conflicting groups.

Transforming adversaries into allies and partners.

Unit Five: Capstone: Leadership, Crisis Negotiation, and Action Planning

e Integrating negotiation and stakeholder management for strategic leadership.

Leading through crisis: negotiation and communication under pressure.

Case study simulation: a complex multi-stakeholder scenario.

Developing a personal leadership and influence style.

Peer coaching and feedback on real-world challenges.

Creating a 90-day action plan for implementation.

Course review and final Q&A session.

FAQ:

Qualifications required for registering to this course?

There are no prerequisites.

How long is each daily session, and what is the total number of training hours for
the course?

This training course extends over five days, with a daily duration ranging from 4 to 5 hours, including
breaks and interactive activities, bringing the total to 20-25 training hours.

Something to think about:

In a multi-stakeholder negotiation where interests are diametrically opposed, how can a leader shift the
focus from positional bargaining to value creation without compromising core organizational principles?
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What unique qualities does this course offer compared to
other courses?

This training course distinguishes itself by holistically integrating the two critical and interdependent
leadership disciplines of advanced negotiation and stakeholder management. While many programs
treat these as separate skills, our curriculum is built on the premise that one cannot be mastered without
the other. True leadership influence stems from the ability to negotiate effectively on behalf of, and with,
a complex network of stakeholders. We move beyond simplistic tactics and theoretical models to explore
the intricate dynamics of corporate diplomacy. The course emphasizes a strategic, long-term
perspective, teaching participants how to build sustainable alliances and create shared value rather than
just securing short-term wins. The methodology is deeply experiential, focusing on sophisticated, multi-
layered simulations that mirror the ambiguity and pressure of real-world executive challenges.
Participants will not just learn what to do; they will practice how to think, adapt, and lead in high-stakes
environments, developing the strategic foresight that separates effective managers from truly influential
leaders
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