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Section 1: Setting Your Agreement

e Understanding your business needs.

e What can you guarantee to your client?

¢ Winning a bid and a successful offering.

¢ Discuss operational changes within your gift.
 Deciding on continuity plans.

e Discussing risk areas.

e Drafting a winning proposal.

¢ Looking to the future - where do you want your relationship to go?

Section 2: Understanding Your Contractual Obligations

e How to understand your contractual obligations.

e Understanding the best course of action for negotiation.

e Building a successful negotiation team.

e Establishing your commitments.

e How to delegate to the most relevant party.

e Using employee strengths to meet contractual obligations.
e Financial obligations and incentives.

¢ Developing an open discussion.

Section 3: Preparation & Setting Goals

e Managing goals for multiple parties.
e The key stages of planning and preparation.
e Setting expectations within your remit.



e Report management and how to prove compliance.
e Project planning roadmaps.
e Reviewing your progress and auditing your plans.

e Scorecards, SLAs, and KPIs to monitor progress.

Section 4: Advanced Communication Techniques

e Understanding the emotions of the other party.
* Managing expectations.
e Influencing and persuasion techniques.
* Body language and the importance of emotional intelligence.
e Remote and non-verbal communication methods - the benefits of having everything in
writing.
e Managing conflicting priorities.
¢ Informal negotiation techniques.
* Recognising and managing disruptive behaviour.
» Asking for additions after the contract is signed.

Section 5: Mediation & Arbitration

e Mediation aspects, forms, and techniques.

e Preparing your defense.

e Attending a litigation trial.

e Arbitration commitments and making changes.

e The various dispute resolution possibilities and best-case scenarios.
 Legal implications of losing a dispute.

e Record your dispute formally and explain how this works.

e Moving forward after a dispute.

e Rebuilding a professional relationship.
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