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Section 1: The Basics of Good Negotiation

¢ Understanding the dos and don’ts of effective negotiation.

e How disputes occur, and how to recognise the signs.

e The impacts of disputes on your business.

e BATNA - the best alternative to a negotiated agreement.

e Using SMART objectives to help display your aims.

e The 4 stages of negotiation - preparing, opening, bargaining, and closure.



Section 2: The Best Negotiation Tools for Your Arsenal

¢ Information gathering and data analysis.

e Supporting your points with evidence.

* Developing a draft proposal.

e Preempting disputes and creating a viable alternative.
¢ Creating an effective discussion.

e Where are you willing to negotiate?

e Leaving room for change.

e How does your proposal benefit the other parties involved?

Section 3: Negotiation Tactics & Tools

* Negotiating around a difference of opinion.

* The 3 versions of a negotiator - red, blue, and purple.

e Understanding body language.

e Non-verbal communication and how to negotiate change.

e Tactics to achieve your end goal.

Section 4: Dealing with Disagreements Professionally

e Team negotiations and working with group discussions.

¢ Mediation techniques and ensuring a positive outcome.

e Meeting in the middle and developing a beneficial outcome for all.
e Interest focus vs. position focus.

* Proposal and persuasion.

Section 5: Stakeholder Identification and Management

e |dentifying and categorising stakeholders based on their roles and interests.

e Understanding stakeholder expectations, commitment levels, and motivations.

e Defining the management role in fostering positive stakeholder relationships.

e Prioritising stakeholder requirements and aligning them with business objectives.

¢ Managing stakeholder resistance and gaining buy-in for project initiatives.

Section 6: Applying Your Communication Techniques

 Effective negotiation examples.

e Your performance analysis and fact sharing.

e Review your negotiations and make continuous improvements.
e Action planning and role-playing.

e Innovative solutions to disputes.
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Advantages & Steps To Implementing Participative Management In 2025
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Discover the benefits of participative management in this blog post. Explore the advantages,
characteristics of a participative manager, and steps to embrace this collaborative
leadership style. Empower your employees, foster innovation, and create a culture of

.engagement and success

YouTube Video

https://www.youtube.com/embed/8i_yT6FMv947?si=WSr9vsXandZkttAV
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