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Negotiating for Profits 

 

Aim 
 

This workshop is designed to assist the learners with the approach and skills necessary to 
enter competitive sales or buying orientated negotiations. It gives the learner a structured 

approach to the theory of negotiation easily enabling them to recognise tactics used against 
them and assisting them in gaining clarity on their own goals, thereby enabling better 

outcomes.  
 

A comprehensive approach to negotiation, this workshop can be presented over one day‘s 

training. This workshop combines well with the presentation skills training workshop to form 
a two-day training session. 

 
 

 

About this Course...        

 
 

 
 

 
 

 
 

 

 

 
 

Who Should Attend this Course? 
 

This course will benefit all staff involved in negotiations, including sales staff, Managers and 
Supervisors. 

 

Outcome 

 

The learner will be able to identify the theory of a negotiation and be able to adapt their own 
communication to reach a favourable goal orientated outcome. 

 
 

The unit standards above are an indication of the content of the workshop.  Our workshop theories are designed to include the 
outcomes recommended by SAQA US IDs.   

 

 

 

SAQA US ID NQF LEVEL CREDITS US TITLE 

 13948 4 5 
Negotiate an agreement or deal in 

an authentic work situation 

  

 
 

To assist with the conducting of 
negotiations in a non-offensive yet goal 

driven manner. 

Duration: 1-Day 
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Content 
 

The Negotiator  The what, when, where, why and how 
of a good negotiator 

 How to approach clients and clearly 
communicate your message 

 The six key vulnerabilities in 
negotiation 

 

Getting Ready to Negotiate  The phases of negotiation  
 Our attitudes to negotiation 

 The six aspects of influence: 
Reciprocity, scarcity, consensus, liking, 

authority, and consistency 
 

Factors that Influence Negotiations  The aspects that should be included in 
negotiations  

 

Recognising Personalities and Behaviours
  

 
 

 Knowing when to enter which mode 
with a negotiated outcome in mind 

 Leveraging on cooperation vs. 
assertiveness to ensure that positive 

outcomes are reached 
 Recognising the steps to building 

 
Recognising Negotiating Tactics  The negative approach, the 

concession, the accession, splitting the 

difference, and the ultimatum 
 Beware the bulk order and the salami 

effect 
 Good cop bad cop 

 
Five Modes of Conflict  The five modes: Competing, avoiding, 

accommodating, compromising, and 
collaborating 

 

Understanding the Concept of Power  
 

 Internal power relates to confidence 
and knowledge and is not for others to 

take, it is simply yours 
 External power shifts from person to 

person depending on the situation, 
location, time etc. 

 Put it into practice by means of a case 
study 

 

Practicals 
 

 Putting it all into practice 
 Recognising negotiation tactics such as 

the Salami effect and splitting the 
difference closing the deal 

 Having a system, paperwork and follow 
up in place 
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Experienced Facilitators 

Staff Training  

Why Choose Staff Training? 
 

Our facilitators are experienced and well-versed in obtaining the desired outcomes for our 

workshops. We use a variety of presentation methods and are extremely capable of adapting 

to the needs of the room (group) on the day. 
 

On-Going Learning 
 

Staff Training provide a number of SETA and SACE assessment options, as well as our Online 

Skills Check and Afterburner options (expanded on below). 
 

Immediately Implementable 
 

Our workshops are highly interactive and practical allowing for easy implementation of 

theory in the working context. This is of paramount importance to us and our facilitators 

work hard to assist the learners with this translation of theory to practice. 

 

Adaptable Training 
 

It will always remain at the trainer‘s discretion to include or exclude small parts of a module 

that they find more applicable to the needs of the group. That said, our trainers are always 

clear on their mandate prior to the training. 
 

Appropriate Setting 
 

Training is always most effective in a room where it is quiet and uninterrupted and there is 

space for groups to move around or break away during group discussions. Should the 

workshop be hosted at your premises, we request that the delegates are fully present and do 

not get called out to see to daily matters as this is disruptive for the remainder of the group. 
 

Individualised Preparation 
 

In some instances there may be pre-workshop preparations necessary by the delegates, but 

this will be communicated in good time. 
 

Thinking Ahead 
 

Staff Training offer a follow-up service to the client where we keep contact with the 

delegates, encouraging them to explore areas of self-improvement identified during the 

workshop or as a result of their internal Skills Check evaluations. The easy process we walk 

them through culminates in a report that can be forwarded to their line managers through 

our portal and your HR department. Our clients find this service invaluable. The companies 

who use it report a higher level of accountability amongst their staff and more visible and 

sustained behaviour change.  
 

Our Afterburner is a post-workshop, online add-on with three additional topics of learning, 

two quizzes and a myriad of videos applicable to the relevant course content. 
 

There are additional charges for these services. 
 

Highly Customisable 
 

Should you wish for Staff Training to customise your workshop we humbly request wherever 

possible at least four working weeks‘ notice prior to presentation. 

 

 

 

 

 

Info@StaffTraining.co.za LinkedIn.com/company/Staff-Training     Facebook.com/StaffTraining 

http://www.stafftraining.co.za/
mailto:Info@StaffTraining.co.za



