Negotiate LikeA Pro- 1 Day

CourseDescription: Thisone-day course teaches participantstechniquesfor creating and achieving what they
desirein negotiations. Thiscourseisdesigned for normal negotiationswhich go on between supplier, vendor, and
customer. Theparticipantswill examineoptionsfor creating win-win situations, handling the hard nose negotiator,
and reducing the possibility of being taken advantage of by opponents. Thiscourseisnot designed to deal with
labor or hostageissues.

Course Objectives:

* Anayzethebenefitsof negotiations

*  Examinekiller mistakes

» Evduaethreewaysof bargaining

» Discussthethreeviewsof preparation

» |dentify techniquesfor persona preparation

»  Assesspreparation techniquesto counter your opponent

* Desgnandarrangethefirst sesson

* Review how and why to set parameters

» Classfy techniquesfor handling emotionally chargedissues
* |dentify standard negotiation funneling practices

» Dedgnquestionsthat benefit your position

» Discusswordsto useinthe questionsfor greater impact

» Andyzebarriersto overcomeduring negotiations

»  ldentify guiddinesfor examining opponents

» Evauateresearchtechniquesfor checking out the opponent
» Examinewaysto overcome priceobjections

» Discussthebenefitsof reinforcing price before negotiations
* Analyzestandard negotiation Srategies

* ldentify techniquesto usetofollow up after thedeal ismade
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