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INTERMEDIATE BUSINESS SKILLS SESSIONS 

Negotiation Skills 
 

A practice based course on how to negotiate well. Some modern theory is presented, and a lot of 

practical role play is used to make sure the attendees become confident and winning negotiators.  

 

The Negotiation is a method by which people settle differences. It is a process by which 

compromise or agreement is reached while avoiding argument. In any disagreement, individuals 

understandably aim to achieve the best possible outcome for their position (or perhaps an 

organization they represent). However, the principles of fairness, seeking mutual benefit and 

maintaining a relationship are the keys to a successful outcome. 

Specific forms of negotiation are used in many situations: international affairs, the legal system, 

government, industrial disputes or domestic relationships as examples. However, general 

negotiation skills can be learned and applied in a wide range of activities. Negotiation skills can  

be of great benefit in resolving any differences that arise between you and others. 
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COURSE DETAILS 

Course title: Negotiation Skills 

Duration: 2, 4, or 8 Hours 

Course type - international or 

regional: 

Regional 

Delivery method - classroom, 

eLearning, blended etc: 

Classroom 

DELEGATE PROFILE 

Target audience Fee earners  

Career level:   Support professionals - any level 

Attendance by nomination/ 

request/ other - compulsory?: 

Nomination or request 

CPD points tbc 

Suggested Group Size 6-12 people 

SESSION INFORMATION 

IT requirements Projector or TV screen for computer would be useful 

LEARNING OBJECTIVES/OUTCOMES - what will delegates learn/be able to do as a result of attending the course? 

■ Learn 4 points for principled negotiation 

■ Learn the “BATNA” model - Best Alternative To a Negotiated Agreement 

■ Test your negotiation skills with a quiz and find out areas in which to improve 

■ Learn the strategies of dealing with anger 

■ Learn and apply negotiating strategies 

■ Apply constructive solutions to overcome dead-ends or log-jams 

 


