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Course Introduction / Overview:

Effective negotiation is the cornerstone of successful business, transforming potential conflicts into profitable

partnerships and securing long-term value. This course provides a comprehensive framework for mastering the art and

science of negotiation, moving beyond simple tactics to instill a strategic mindset. Drawing upon foundational principles

from seminal works like "Getting to Yes" by Roger Fisher and William Ury, participants will explore the core concepts of

principled negotiation. The curriculum is designed to equip professionals with the skills to prepare meticulously, execute

flawlessly, and close agreements that are not only favorable but also sustainable. At BIG BEN Training Center, we believe

that the best negotiators build bridges, not walls. This program delves into the psychology of negotiation, communication

techniques, and strategies for handling complex, high-stakes situations. Participants will learn to navigate difficult

personalities, manage cross-cultural nuances, and leverage their Best Alternative to a Negotiated Agreement (BATNA) to

achieve optimal outcomes. This is more than a skills workshop; it is a transformative experience designed to build

confidence and competence in any negotiation scenario, ensuring you can secure efficient and robust business

agreements consistently.

Target Audience / This training course is suitable for:

Sales and Business Development Managers.

Procurement and Purchasing Specialists.

Contract Managers and Administrators.

Legal Counsel and Paralegals.

Project and Program Managers.

Senior Executives and Team Leaders.

Human Resources Professionals.

Entrepreneurs and Business Owners.

Client Relationship Managers.

Supply Chain and Logistics Coordinators.



Target Sectors and Industries:

Information Technology and Telecommunications.

Banking, Finance, and Insurance.

Construction and Real Estate.

Manufacturing and Engineering.

Oil, Gas, and Energy.

Healthcare and Pharmaceuticals.

Retail and Consumer Goods.

Consulting and Professional Services.

Government Agencies and Public Sector Organizations.

Logistics and Transportation.

Target Organizations Departments:

Sales and Marketing.

Procurement and Sourcing.

Legal and Compliance.

Project Management Office (PMO).

Human Resources.

Finance and Accounting.

Operations and Supply Chain.

Executive Management.

Business Development.

Customer Service and Relations.



Course Offerings:

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

Develop a comprehensive negotiation plan and strategy for various business scenarios.

Master the four principles of principled negotiation to create win-win outcomes.

Accurately identify and strengthen their Best Alternative to a Negotiated Agreement (BATNA).

Employ advanced communication and active listening techniques to build rapport and uncover interests.

Analyze and counter common negotiation tactics and ploys effectively.

Manage emotions and psychological biases in high-pressure negotiation situations.

Navigate the complexities of multi-party and cross-cultural negotiations.

Structure agreements that are clear, enforceable, and mitigate future risks.

Resolve conflicts and deadlocks constructively to move negotiations forward.

Close deals confidently while preserving and enhancing long-term business relationships.

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 move beyond traditional lecture-based formats to create a

dynamic learning ecosystem where skills are built through practice and feedback. The course heavily relies on a blend of

expert-led instruction, intensive case study analysis of real-world business agreements, and structured role-playing

simulations. These simulations allow participants to apply negotiation strategies and tactics in a safe, controlled setting,

receiving immediate and constructive feedback from both the instructor and their peers. Group discussions and

collaborative problem-solving exercises are integrated throughout the five days to encourage the sharing of diverse

perspectives and experiences. Participants will work in teams to dissect complex negotiation scenarios, develop strategic

approaches, and present their solutions. This hands-on approach ensures that theoretical concepts are translated into

practical, repeatable skills. The focus is on doing, reflecting, and refining, ensuring that every participant leaves with the

confidence and competence to handle any negotiation challenge they may face in their career.



Course Agenda (Course Units):

Unit One: The Foundations of Strategic Negotiation

The core principles and ethics of effective negotiation.

Distinguishing between distributive (win-lose) and integrative (win-win) negotiation.

The five stages of the negotiation process from preparation to closing.

Conducting thorough pre-negotiation research and planning.

Identifying key stakeholders and their underlying interests.

Setting clear objectives and defining your walk-away point.

Understanding the Zone of Possible Agreement (ZOPA).

Unit Two: Communication and Persuasion Techniques

The art of active listening to uncover hidden information.

Formulating powerful, open-ended questions to guide the conversation.

Mastering non-verbal communication and body language cues.

Principles of influence and persuasion based on psychological research.

Building rapport and trust to foster a collaborative atmosphere.

Framing proposals and offers for maximum impact.

Articulating your position clearly and confidently.

Unit Three: Advanced Negotiation Strategies and Tactics

Developing and leveraging your Best Alternative to a Negotiated Agreement (BATNA).

Strategies for creating and claiming value in a negotiation.

Recognizing and countering common hardball tactics and ploys.

Managing emotional responses and maintaining composure under pressure.

Understanding and mitigating the impact of cognitive biases.

Techniques for making concessions strategically without giving away value.

Using silence and timing as powerful negotiation tools.



Unit Four: Navigating Complex Negotiation Scenarios

Strategies for effective multi-party and team-based negotiations.

Addressing cross-cultural differences in communication and negotiation styles.

Key legal considerations in drafting and finalizing business agreements.

Negotiating via email, phone, and virtual platforms.

Managing internal negotiations with stakeholders and decision-makers.

Techniques for breaking deadlocks and resolving impasses.

The role of a mediator in complex disputes.

Unit Five: Integration, Application, and Continuous Improvement

Comprehensive role-playing simulation of a high-stakes business agreement.

Peer and instructor feedback on negotiation performance.

Techniques for closing the deal and formalizing the agreement.

Post-negotiation analysis and performance review.

Building and maintaining long-term relationships after the negotiation.

Developing a personal action plan for continuous skill development.

Final review of key concepts and course takeaways.

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 a high-stakes negotiation where the other party is using ethically questionable tactics, at what point does strategic

adaptation cross the line into compromising one's own integrity?



What unique qualities does this course offer compared to

other courses?

This course distinguishes itself by moving beyond the surface-level tactics and "tricks" often taught in negotiation

seminars. Its core uniqueness lies in its deep integration of psychological principles with practical, strategic frameworks.

While other courses may focus solely on the mechanics of deal-making, we emphasize understanding the human

element—the cognitive biases, emotional triggers, and unspoken interests that truly drive negotiation outcomes. The

curriculum is structured not just to teach what to do, but to cultivate a profound understanding of why certain strategies

work. We utilize a highly immersive learning model centered on complex, real-world case studies and dynamic role-

playing simulations that mirror the pressures and ambiguities of actual business negotiations. This practical application

ensures that skills are not just learned but are deeply embedded. Furthermore, the course places a strong emphasis on the

ethical dimensions of negotiation and the critical importance of building sustainable, long-term relationships, a facet

often overlooked in programs focused exclusively on achieving short-term wins. Participants leave not as tactical players,

but as strategic, reflective, and confident negotiators.


