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COURSE INTRODUCTION / OVERVIEW:

This intensive training course is designed to elevate the negotiation and contract management skills of legal and
professional experts to an advanced level. In today's complex business environment, the ability to navigate intricate
negotiations and manage robust contracts is paramount to organizational success and risk mitigation. This program
moves beyond foundational concepts to explore the sophisticated strategies and psychological nuances that define
successful outcomes. Drawing upon seminal works in the field, such as "Getting to Yes" by Roger Fisher and William Ury,
we will delve into the principles of principled negotiation, focusing on interests rather than positions to create mutual gain
and preserve relationships. Participants will learn to masterfully prepare for negotiations, analyze their Best Alternative to
a Negotiated Agreement (BATNA), and effectively manage the entire contract lifecycle. BIG BEN Training Center has
developed this curriculum to provide a practical, hands-on experience, equipping attendees with the tools to handle high-
stakes deals, resolve complex disputes, and draft legally sound agreements that stand up to scrutiny. This course is the

definitive step for professionals seeking to achieve mastery in legal negotiation and strategic contract management.

TARGET AUDIENCE / THIS TRAINING COURSE IS SUITABLE FOR:

e Lawyers and Legal Counsel.

e Contract Managers and Administrators.

e Procurement and Sourcing Professionals.

e Corporate Executives and Business Managers.
e Paralegals and Legal Assistants.

e Commercial and Sales Directors.

e Project Managers.

e Compliance Officers.

¢ Anyone involved in negotiating, drafting, or managing contracts.
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TARGET SECTORS AND INDUSTRIES:

Legal Services and Law Firms.

Corporate and Commercial Sectors.

Banking and Financial Services.

Construction and Real Estate.

Information Technology and Telecommunications.
Oil, Gas, and Energy.

Pharmaceutical and Healthcare.

Governmental Bodies and Public Sector Agencies.

Manufacturing and Engineering.

TARGET ORGANIZATIONS DEPARTMENTS:

Legal Department.

Procurement and Purchasing Department.
Contract Management Department.

Sales and Business Development.

Project Management Office.

Finance Department.

Human Resources.

Compliance and Risk Management.
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COURSE OFFERINGS:

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

¢ Develop and implement advanced negotiation strategies for complex legal and commercial scenarios.

Master the art of principled negotiation to achieve win-win outcomes.

o Analyze and strengthen their BATNA (Best Alternative to a Negotiated Agreement).

o Draft, review, and manage contracts to minimize risk and maximize value.

o Effectively handle difficult negotiators and high-pressure tactics.

o Apply psychological principles to influence and persuade counterparts ethically.

e Lead multi-party and cross-cultural negotiations with confidence.

o Utilize alternative dispute resolution (ADR) techniques like mediation and arbitration.
e Ensure contractual compliance and manage the post-negotiation phase effectively.

e Navigate the ethical dilemmas inherent in high-stakes negotiations.

COURSE METHODOLOGY:

The training methodology at BIG BEN Training Center is designed to be highly interactive, experiential, and directly
applicable to the professional challenges faced by participants. This course rejects a passive, lecture-based format in favor
of a dynamic learning environment that fosters deep understanding and practical skill development. A significant portion
of the training will be dedicated to hands-on exercises, including complex negotiation simulations, role-playing of high-
stakes scenarios, and in-depth case study analysis drawn from real-world legal and commercial disputes. Participants will
work in teams to dissect contract clauses, identify potential risks, and strategize negotiation approaches. These
collaborative activities are complemented by expert-led discussions, interactive Q&A sessions, and structured peer
feedback, allowing attendees to learn from both the instructor and the diverse experiences of their colleagues. The focus is
on building practical competence, ensuring that every participant leaves with not just theoretical knowledge, but also the
confidence and refined skills to apply advanced negotiation and contract management techniques immediately in their

workplace.
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COURSE AGENDA (COURSE UNITS):

UNIT ONE: FOUNDATIONS OF ADVANCED LEGAL NEGOTIATION

The Psychology of Persuasion and Influence in Legal Contexts.

Moving Beyond Positions to Interests: The Principled Negotiation Framework.
Advanced Preparation: Stakeholder Analysis and Strategic Planning.

Defining and Strengthening Your BATNA and ZOPA (Zone of Possible Agreement).
Understanding Different Negotiation Styles and Adapting Your Approach.

The Role of Communication: Active Listening and Strategic Questioning.

Opening Offers and Anchoring Strategies in a Legal Framework.

UNIT TWO: STRATEGIC CONTRACT NEGOTIATION AND DRAFTING

Key Stages of the Contract Lifecycle Management.

Drafting Clear, Unambiguous, and Enforceable Contract Clauses.
Negotiating Critical Terms: Liability, Indemnification, and Warranties.
Techniques for Reviewing and Analyzing Counterparty Contracts.
Risk Allocation and Mitigation Strategies in Contract Drafting.
Managing Boilerplate Language and Its Hidden Dangers.

Closing the Deal: Finalization and Execution Protocols.

UNIT THREE: MANAGING COMPLEX AND HIGH-STAKES NEGOTIATIONS

Strategies for Multi-Party and Team-Based Negotiations.

Navigating Cross-Cultural Communication Barriers in International Deals.
Handling Difficult Tactics, Ultimatums, and Deadlocks.

Negotiating with Powerful Counterparts and Managing Power Imbalances.
Techniques for High-Stakes M&A and Intellectual Property Negotiations.
Maintaining Composure and Making Decisions Under Pressure.

Leveraging Technology and Data in Modern Negotiations.
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UNIT FOUR: DISPUTE RESOLUTION AND CONFLICT MANAGEMENT

e Fundamentals of Alternative Dispute Resolution (ADR).

e Mediation Techniques for Facilitating Mutually Acceptable Solutions.
e The Role of Arbitration in Commercial and Legal Disputes.

o Negotiating Settlements to Avoid Costly Litigation.

e De-escalation and Conflict Transformation Strategies.

o Drafting Effective Dispute Resolution Clauses in Contracts.

e Managing Emotional Responses in Contentious Negotiations.

UNIT FIVE: ADVANCED TACTICS, ETHICS, AND POST-NEGOTIATION

¢ Advanced Bargaining and Concession-Making Strategies.

e The Ethics of Negotiation: Navigating Gray Areas and Professional Responsibility.

Building and Maintaining Long-Term Professional Relationships.

The Post-Negotiation Phase: Ensuring Implementation and Compliance.

Conducting a Post-Negotiation Analysis for Continuous Improvement.

Personal Action Planning for Skill Integration.

Final Simulation: Integrating All Concepts in a Complex Negotiation Scenario.

FAQ:

QUALIFICATIONS REQUIRED FOR REGISTERING TO THIS COURSE?

There are no requirements.

HoOW 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.
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SOMETHING TO THINK ABOUT:

In a high-stakes legal negotiation, where does the line between ethical persuasion and manipulative tactics lie, and how

can a professional ensure they never cross it while still securing the best possible outcome for their client?

WHAT UNIQUE QUALITIES DOES THIS COURSE OFFER COMPARED TO
OTHER COURSES?

This training course distinguishes itself by moving beyond standard negotiation theory and focusing intensely on the
unique pressures and complexities inherent in the legal and contractual professions. Unlike generic negotiation programs,
our curriculum is specifically tailored to address the challenges of drafting enforceable agreements, managing litigation
risk, and navigating the ethical responsibilities that bind legal professionals. The course integrates advanced
psychological principles with practical legal strategy, teaching participants not just what to do, but why certain tactics are
effective in high-stakes environments. Our emphasis on realistic, complex simulations and case studies drawn from actual
commercial disputes and corporate transactions ensures that learning is applied and contextual. Participants will not
simply learn about BATNA,; they will be challenged to develop and leverage it in dynamic, multi-party scenarios. The focus
is on building sophisticated, adaptable skills that enable professionals to create value, manage conflict, and protect their

organization's interests with confidence and integrity, making it a uniquely practical and career-advancing experience.

www.bigben-training.com




