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Who? Staff in your organisation whose roles involve negotiating - whether it’s with 

external clients, suppliers or internal colleagues. 

 

 

Why? To give delegates the knowledge, skills and confidence to negotiate more 

effectively for the benefit of the organisation as a whole. 

 

 

What? The workshop covers the following areas:  

 

• Definitions and contexts - what we mean by negotiation and when we 

most commonly engage in it 

 

• The six stages involved 

 

• Bargaining positions - what they are and their pros and cons 

 

• Persuasion techniques  

 

• An introduction to simple processes and tools used in professional 

service selling 

 

• Key skills that a good negotiator or negotiation team need 

 

• Outcomes - win/lose vs. win/win and whether these are ‘real’ or 

perceived. 

 

 

How? The workshop is delivered using a mixture of lecture, practical examples, 

exercises and group discussion. 

 

The main practical element is a fast-paced commercial negotiation exercise 

which involves all delegates working with (or against!) each other. 

 

 

When? We’d suggest at least a whole day for this workshop and can ‘bolt on’ 

individual coaching when necessary. 

 

Ideal workshop size is up to12 delegates. 

 

 

 

Finally... Our aim in running this workshop is to meet your training needs, not so we can 

simply trot out the same material we do for other clients! The contents above 

are therefore only indicative. We are very happy going ‘heavy’ or ‘light’ on 

particular areas or indeed covering additional topics if you would like us to. 

 

For example, in our experience of training negotiation skills, delegates will more 

commonly be negotiating internally with colleagues and with suppliers rather 

than externally with clients.  If the latter is actually more important to delegates, 

we can customise some of the material and examples we use. 
 


