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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.
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About this Course...

70 assist with the conducting of
negotiations in a non-offfensive yet goal
dpiven manney:

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.

SAQA US ID NQF LEVEL | CREDITS | US TITLE
119472 3 5 Accommodate ?udlence_ and
context needs in oral/signed

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.

Duration: 1-Day

’f@ www.StaffTraining.co.za 6 o 0861 996 660
® LinkedIn.com/company/Staff-Training o o


http://www.stafftraining.co.za/
mailto:Info@StaffTraining.co.za
http://www.linkedin.com/company/Staff-Training
http://www.facebook.com/StaffTraining

& stpf Tining

Content
The Negotiator e The what, when, where, why and how
of a good negotiator
e How to approach clients and clearly
communicate your message
e The six key vulnerabilities in 7
. . =
negotiation o
d
Getting Ready to Negotiate e The phases of negotiation o
e Our attitudes to negotiation "6‘
e The six aspects of influence: o
Reciprocity, scarcity, consensus, liking, g
authority, and consistency &
Factors that Influence Negotiations e The aspects that should be included in 8
negotiations T
n

Recognising Personalities and Behaviours e Knowing when to enter which mode
with a negotiated outcome in mind
e Leveraging on cooperation vs.
assertiveness to ensure that positive
outcomes are reached
e Recognising the steps to building

Recognising Negotiating Tactics e The negative approach, the
concession, the accession, splitting the
difference, and the ultimatum

e Beware the bulk order and the salami
effect
e Good cop bad cop

Five Modes of Conflict e The five modes: Competing, avoiding,
accommodating, compromising, and
collaborating

Understanding the Concept of Power e Internal power relates to confidence
and knowledge and is not for others to
take, it is simply yours

e External power shifts from person to
person depending on the situation,
location, time etc.

e Put it into practice by means of a case
study

Practicals e Putting it all into practice
e Recognising negotiation tactics such as
the Salami effect and splitting the
difference closing the deal
e Having a system, paperwork and follow
up in place
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