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Course Introduction / Overview:

This comprehensive training course is designed to transform participants into adept negotiators and strategic deal-

makers. In today's competitive business landscape, the ability to negotiate effectively is not just a skill but a critical driver

of success. This program moves beyond basic tactics to explore the intricate psychology and strategy behind high-stakes

agreements. Drawing on foundational principles from seminal works like "Getting to Yes" by Roger Fisher and William Ury,

the course provides a robust framework for principled negotiation. Participants will learn to prepare meticulously,

understand the motivations of their counterparts, and navigate complex dynamics to create and claim value. We will delve

into advanced communication techniques, conflict resolution, and the art of structuring deals that are not only favorable

but also sustainable. BIG BEN Training Center has developed this immersive experience to equip professionals with the

confidence and competence to handle everything from simple contracts to multi-million-dollar mergers. The curriculum is

meticulously structured to build skills progressively, ensuring that by the end of the five days, every participant can lead

negotiations with strategic foresight and tactical precision, securing optimal outcomes for their organization.

Target Audience / This training course is suitable for:

Sales and Business Development Professionals.

Procurement and Supply Chain Managers.

Legal Counsel and Contract Managers.

Senior Executives and C-Level Leaders.

Project and Program Managers.

Entrepreneurs and Business Owners.

Human Resources Professionals involved in labor negotiations.

Consultants and Client Relationship Managers.

Government Officials and Public Sector Negotiators.



Target Sectors and Industries:

Technology and Software.

Banking, Finance, and Insurance.

Real Estate and Construction.

Healthcare and Pharmaceuticals.

Manufacturing and Engineering.

Retail and Consumer Goods.

Professional Services and Consulting.

Oil, Gas, and Energy.

Government Agencies and Public Administration.

Telecommunications and Media.

Target Organizations Departments:

Sales and Marketing.

Procurement and Sourcing.

Legal and Compliance.

Business Development and Strategy.

Project Management Office (PMO).

Executive Leadership.

Human Resources.

Finance and Mergers & Acquisitions (M&A).

Operations Management.



Course Offerings:

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

Develop and implement robust negotiation strategies for complex scenarios.

Master the principles of both distributive and integrative bargaining.

Analyze and leverage the psychological drivers of all parties in a negotiation.

Effectively prepare for negotiations by defining BATNA, ZOPA, and walk-away points.

Structure and close deals that create long-term value and sustainable relationships.

Manage difficult tactics and high-pressure situations with confidence.

Apply advanced communication and persuasion techniques to influence outcomes.

Navigate cross-cultural and multi-party negotiation dynamics successfully.

Resolve conflicts constructively and transform disputes into agreements.

Lead the entire deal-making process from initial contact to final implementation.

Course Methodology:

The training methodology at BIG BEN Training Center is centered on experiential learning and practical application. We

believe that negotiation and deal-making are skills best honed through practice, not just passive listening. This course

employs a highly interactive and engaging approach, blending expert-led instruction with a variety of hands-on activities.

Participants will engage in realistic role-playing simulations that mirror real-world business challenges, allowing them to

test strategies in a safe and constructive environment. In-depth case study analyses of famous negotiations and deals will

provide valuable insights into what works and what does not. Group discussions, brainstorming sessions, and peer-to-

peer feedback are integral components, fostering a collaborative learning atmosphere where participants can share

experiences and perspectives. Our expert facilitators guide participants through each module, providing personalized

coaching and actionable feedback. The program is designed to bridge the gap between theory and practice, ensuring that

participants leave not only with new knowledge but with the tangible skills and confidence to apply their learning

immediately and effectively in their professional roles.



Course Agenda (Course Units):

Unit One: The Foundations of Strategic Negotiation

The core principles of effective negotiation.

Understanding different negotiation styles and their impact.

The psychology of persuasion and influence.

Distinguishing between positions and interests.

Comprehensive preparation: Research, planning, and setting objectives.

Defining your Best Alternative to a Negotiated Agreement (BATNA).

Establishing the Zone of Possible Agreement (ZOPA).

Ethical considerations and building a reputation for integrity.

Unit Two: Advanced Negotiation Strategies and Tactics

Integrative vs. Distributive negotiation approaches.

Techniques for creating and claiming value.

Advanced questioning and active listening skills.

Managing difficult negotiators and challenging tactics.

Using objective criteria and data to support your position.

The strategic use of concessions and timing.

Anchoring, framing, and other cognitive biases in negotiation.

Building and managing negotiation momentum.

Unit Three: The Architecture of Modern Deal-Making

Structuring complex deals for mutual gain.

Key financial considerations in deal-making.

Identifying and mitigating risks in agreements.

Fundamentals of contract negotiation and legal clauses.

Navigating multi-party and team-based negotiations.

The role of mediators and third parties.

Post-negotiation: Ensuring successful implementation and compliance.

Case study analysis of major corporate deals.



Unit Four: Mastering Communication and Interpersonal Dynamics

The power of non-verbal communication and body language.

Building rapport and establishing trust with counterparts.

Advanced conflict resolution and de-escalation techniques.

Navigating cross-cultural communication barriers in global deals.

Persuasive storytelling to frame your proposals effectively.

Managing emotions in high-pressure negotiation environments.

Providing and receiving constructive feedback during team negotiations.

Adapting your communication style for different audiences.

Unit Five: High-Stakes Scenarios and Capstone Simulation

Principles of negotiating in crisis situations.

Special considerations for mergers and acquisitions (M&A) negotiations.

Negotiating under tight deadlines and immense pressure.

A comprehensive, multi-stage deal-making capstone simulation.

Live coaching and feedback during the simulation exercise.

Debrief and analysis of negotiation outcomes and strategies.

Developing a personal action plan for continuous improvement.

Final review and key takeaways for career-long application.

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 empathy and

relationship-building retain its strategic importance in complex, high-stakes deal-making?

What unique qualities does this course offer compared to

other courses?

This course distinguishes itself by moving beyond surface-level tactics to provide a deeply integrated understanding of the

art and science of negotiation and deal-making. While many programs focus solely on a set of repeatable tricks, our

curriculum is built on a foundation of psychological principles, strategic frameworks, and financial acumen. We emphasize

the "why" behind every strategy, enabling participants to adapt their approach to any situation rather than relying on a

rigid script. The course's structure is uniquely holistic, covering the entire deal lifecycle from initial preparation and

psychological profiling to the legal intricacies of contract structuring and post-negotiation implementation. A significant

differentiator is our emphasis on dynamic, high-fidelity simulations. These are not simple role-plays but complex, multi-

stage scenarios designed to replicate the pressures and ambiguities of real-world, high-stakes negotiations. This

immersive, hands-on approach ensures that learning is not just theoretical but deeply embedded, fostering true mastery

and confidence. The focus is on developing strategic thinkers who can create value, build lasting relationships, and

architect deals that stand the test of time.


