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Professional Negotiation - Strategies for Success Training Course

Introduction:

Negotiation is the cornerstone of building lasting professional relationships and achieving mutually beneficial
outcomes. At the British Training Center, we recognize that mastering this skill requires a blend of strategic
thinking, empathy, and adaptability. This course is designed to transform participants into confident negotiators
capable of navigating complex scenarios—from high-stakes business deals to resolving workplace conflicts.
Whether you’re aiming to close a critical contract or foster collaboration, this program equips you with the tools to
excel.

Training Objectives and Impact:

By the end of this program, participants will be able to:

Apply core principles of negotiation to diverse professional contexts.
Design tailored strategies aligned with organizational and personal goals.
Leverage emotional intelligence to build rapport and manage tensions.
Navigate cultural differences in global negotiation settings.
Utilize persuasive communication techniques to influence outcomes.
Transform conflicts into opportunities for creative problem-solving.
Evaluate negotiation outcomes to refine future approaches.

Targeted Competencies and Skills:

Strategic Planning.
Active Listening & Persuasion.
Emotional Intelligence.
Conflict Resolution.
Cross-Cultural Communication.
Critical Thinking.
Time Management under Pressure.

Target Audience:

This program is tailored for:

Senior Managers and Team Leaders.
Sales and Business Development Professionals.
HR and Procurement Specialists.
Entrepreneurs and Startup Founders.
Legal Advisors and Consultants.



Course Content:

Unit One - Foundations of Professional Negotiation:

Defining negotiation and its role in business success.
Key differences between distributive and integrative bargaining.
The psychology of decision-making in negotiations.
Ethical considerations and maintaining long-term relationships.
Common pitfalls and how to avoid them.
Case study: Analyzing a failed negotiation and lessons learned.

Unit Two - Strategic Preparation and Framing:

Conducting stakeholder analysis and setting SMART goals.
Researching counterparts’ interests, priorities, and constraints.
Building a BATNA (Best Alternative to a Negotiated Agreement).
Crafting persuasive value propositions.
Role-play: Simulating pre-negotiation preparation.

Unit Three - Advanced Communication Techniques:

Active listening and decoding nonverbal cues.
The art of asking open-ended vs. closed questions.
Framing messages using the “Rule of Three.”
Managing objections with the “Feel, Felt, Found” technique.
Practice session: Delivering a compelling pitch under time constraints.

Unit Four - Navigating Complex Scenarios:

Handling deadlocks and high-pressure tactics.
Multi-party negotiations and coalition-building.
Addressing cultural nuances in global deals.
Leveraging technology in virtual negotiations.
Case study: Mediating a cross-border merger negotiation.

Unit Five - Post-Negotiation Evaluation and Growth:

Measuring success using quantitative and qualitative metrics.
Documenting outcomes and ensuring compliance.
Soliciting feedback for continuous improvement.
Building a personal negotiation style.
Final simulation: A full-cycle negotiation with peer feedback.


