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COURSE INTRODUCTION / OVERVIEW:

In today's hyper-competitive business landscape, the ability to negotiate effectively is no longer a soft skill but a critical
driver of corporate growth and sustainability. This course moves beyond basic tactics to immerse participants in the
strategic art and science of high-stakes B2B negotiation. It is designed to transform your approach from a transactional
exchange to a strategic partnership-building process, focusing on long-term value creation for all parties involved.
Drawing upon foundational principles from seminal works like "Getting to Yes" by Roger Fisher and William Ury, we
explore how to navigate complex deal-making, manage multi-stakeholder dynamics, and secure agreements that foster
sustainable business relationships. Participants will learn to prepare meticulously, control the negotiation environment,
and close deals that align with overarching corporate objectives. BIG BEN Training Center has developed this program to
equip professionals with a sophisticated toolkit for handling everything from intricate procurement contracts to strategic

alliance agreements, ensuring they can confidently lead their organizations to achieve superior commercial outcomes.

TARGET AUDIENCE / THIS TRAINING COURSE IS SUITABLE FOR:

e Sales Directors and Managers.

e Business Development Executives.

e Procurement and Sourcing Professionals.

e Key Account Managers.

e Contract Managers and Legal Counsel.

e Commercial Directors.

e Project Managers involved in commercial negotiations.
e Entrepreneurs and Business Owners.

e Supply Chain and Logistics Managers.

e Senior Executives responsible for strategic partnerships.
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TARGET SECTORS AND INDUSTRIES:

Technology and Software.

Manufacturing and Engineering.

Pharmaceuticals and Healthcare.

Professional Services and Consulting.

Financial Services and Banking.

Telecommunications.

Energy and Utilities.

Logistics and Supply Chain.

Government Agencies and Public Sector Organizations.

Construction and Real Estate.

TARGET ORGANIZATIONS DEPARTMENTS:

Sales and Business Development.
Procurement and Purchasing.

Supply Chain Management.

Legal and Contract Management.
Strategic Alliances and Partnerships.
Finance and Commercial Departments.
Project Management Office (PMO).

Operations Management.
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COURSE OFFERINGS:

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

e Develop a strategic framework for preparing and planning complex B2B negotiations.

e Master the principles of value-based negotiation to create mutually beneficial outcomes.

o |dentify and effectively counter manipulative tactics and hardball negotiation styles.

¢ Analyze and manage the interests of multiple internal and external stakeholders.

e Build and leverage BATNA (Best Alternative to a Negotiated Agreement) to strengthen their position.
e Structure and negotiate complex contracts that mitigate risk and drive long-term value.

e Enhance communication and persuasion skills to build rapport and influence counterparts.

e Manage negotiation deadlocks and resolve conflicts constructively.

e Implement post-negotiation strategies to ensure successful agreement execution and relationship management.

COURSE METHODOLOGY:

This training course from BIG BEN Training Center employs a highly interactive and experiential learning methodology to
ensure deep comprehension and practical application of advanced negotiation concepts. The approach is centered on
participant engagement, moving away from traditional lecture-based formats. A significant portion of the training is
dedicated to hands-on learning through realistic B2B negotiation simulations, role-playing exercises, and in-depth case
study analysis drawn from various industries. These activities allow participants to practice new skills in a controlled,
constructive environment and receive immediate, personalized feedback from the instructor and peers. Group
discussions, interactive workshops, and problem-solving sessions encourage collaborative learning and the sharing of
diverse perspectives. The curriculum is designed to bridge the gap between established negotiation theory and real-world
business challenges, equipping participants not just with knowledge, but with the confidence and competence to apply

these strategies effectively in their professional roles immediately following the course.
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COURSE AGENDA (COURSE UNITS):

UNIT ONE: THE STRATEGIC FOUNDATION OF B2B NEGOTIATION

The evolution from tactical to strategic negotiation.

Understanding the psychology of B2B decision-makers.

The dual-concern model: balancing relationships and outcomes.
Comprehensive pre-negotiation planning and intelligence gathering.
Defining objectives, interests, and positions.

Mapping stakeholders and their influence.

Establishing a clear negotiation mandate and walk-away points.

UNIT TWO: CREATING AND CLAIMING VALUE

Moving beyond distributive (win-lose) bargaining.

Principles of integrative (win-win) negotiation.

Techniques for expanding the pie before dividing it.

Identifying and leveraging sources of value for both parties.
Mastering the concepts of BATNA, ZOPA, and reservation value.
Developing creative and tradable concessions.

Communicating value propositions with impact and clarity.

UNIT THREE: ADVANCED NEGOTIATION TACTICS AND COMMUNICATION

Managing the negotiation process and agenda.

Advanced questioning and active listening techniques.

The power of non-verbal communication and body language.
Strategies for building trust and rapport in competitive environments.
Identifying and neutralizing difficult tactics and gambits.

Effective persuasion and influencing strategies.

Frameworks for managing concessions and closing the deal.
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UNIT FOUR: NAVIGATING COMPLEX NEGOTIATION SCENARIOS

e Managing multi-party and team-based negotiations.

e Techniques for building internal consensus and alignment.
e Negotiating with powerful suppliers and customers.

o Cross-cultural negotiation considerations and strategies.

e Handling emotionally charged situations and conflicts.

e Renegotiating existing agreements and contracts.

e Ethical considerations and maintaining professional integrity.

UNIT FIVE: POST-NEGOTIATION AND CONTINUOUS IMPROVEMENT

e The art of drafting clear and enforceable agreements.

e Strategies for successful implementation and contract management.

e Building and managing long-term strategic partnerships.

e Establishing mechanisms for performance review and feedback.

e Conducting post-negotiation analysis for personal and team development.
e Creating a personal action plan for continuous skill improvement.

e Final simulation: Integrating all learned conceptsin a complex B2B case.

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.

SOMETHING TO THINK ABOUT:

In an era of increasing automation and Al in procurement, how does the human element in B2B negotiation retain its

strategic importance for long-term corporate growth?
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WHAT UNIQUE QUALITIES DOES THIS COURSE OFFER COMPARED TO
OTHER COURSES?

This course distinguishes itself by moving beyond the conventional playbook of negotiation tactics to cultivate a strategic,
value-oriented mindset essential for modern corporate growth. Unlike programs that focus narrowly on closing a single
deal, our curriculum emphasizes the entire lifecycle of a business relationship, from initial engagement to long-term
partnership management. We integrate deep psychological principles with robust commercial frameworks, enabling
participants to understand the "why" behind their counterparts' actions, not just the "what". The learning is anchored in
complex, industry-relevant case studies and dynamic simulations that mirror the pressures and ambiguities of real-world
B2B negotiations. This focus on practical application ensures that participants do not just learn theory; they build muscle
memory for handling high-stakes situations. Furthermore, the course places a unique emphasis on internal stakeholder
management and building consensus, a critical yet often overlooked component of successful corporate deal-making. The
result is a holistic and sophisticated skill set that empowers professionals to drive sustainable value and forge strategic

alliances that fuel organizational success.
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