
The objective of this one-day workshop is to teach how to prepare for and 
conduct effective negotiations.  Participants will have an opportunity to practice 
and get feedback on their negotiation skills during class.  At the end of the 
training session, participants will be able to:

·   Identify opportunities for negotiation
·   Determine the behaviors of the successful negotiator
·   Understand the stages of negotiation
·   Plan for negotiation
·   Follow the steps in the negotiation process
·   Recognize their negotiation style and that of others
·   Develop negotiation strategies
·   Confidently enter into a negotiation with a win/win philosophy
·   Develop a personal action plan to improve their negotiation skills

I In addition to practicing negotiations, participants will assess their negotiation 
style and learn how to use the Situational Negotiation Strategy Selector.  
Relevant work-related situations will be used during role-play and critique.  
Those completing the course will receive a certificate of completion.

This course is designed for anyone in the organization who is called on to 
negotiate for  the company.  
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