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Negotiation

Course Overview

Having effective negotiation skills has become a vital part of your personal toolkit. Achieving best outcomes for all
parties involved with a win/win approach is desirable for most businesses today if they are looking to develop and build
long term relationships. The aim of win/win negotiation is for all parties to find a suitable solution that is acceptable
and where everyone feels they have had some wins along the way. This seminar will look at how to effectively reach
that outcome where everyone can walk away having found the best mutually acceptable compromise.

Course components and learning outcomes
The principle components and learning outcomes relating to this seminar include:

Planning for negotiation using an effective framework
Understanding the different negotiation styles

Learning how to leverage your position for maximum impact
Choosing appropriate tactics for different situations

Scripting and practicing key negotiation phrases with real situations

Process

This is a high impact and participative seminar incorporating a wide range of deliberate accelerated learning
techniques including role simulations, scenarios, scripting and group discussions. Attendees will be asked to provide
actual case studies of negotiation situations so that in teams they can collectively go through the process working
towards a win/win outcome. A work book is provided and contains extensive notes, models and practical tools to be
used back in the workplace.

Participant Profile

e For people who feel they are been taken advantage of, or who are struggling to get what they want from
people whose help you need

e For team leaders, supervisors and managers who want to reach successful outcomes where all parties feel
like winners

e Sales teams who are using negotiation skills as part of their selling process in achieving sales

Course Pricing $495.00 + GST

Course Dates 14 July Christchurch
6 August Auckland



Progress Seminars Negotiation
h Enrolment Form

Venues and Dates
(please tick the date/venue you will be attending)

CHRISTCHURCH Prqgress ngir)a}rs ‘Endeayour Rpom’
D Unit 4/41 Sir William Pickering Drive
14 July Burnside, Christchurch Ph 03 3574402
AUCKLAND Waipuna Hotel and Conference Centre
D 58 Waipuna Road, Mt Wellington
6 August Phone: 09 526 3003
Attendees Company Details
Name: Company Name
Ph:
Name: Contact Person
Ph:
Name: Contact Phone Number
Ph:
Name: Contact Email Address
Ph:
Name: Signature
Ph:

Investment for the Negotiation Seminar

$495 + GST per person. This includes all course folders, materials, lunches and tea breaks.
Please refer to our terms and conditions on our partnership programme tab at www.progressseminars.co.nz

Travel & Transfer Information

Any accommodation and transfers that might be required are your responsibility and cost.

Special Requirements

Please note any special requirements: (ie dietary etc):

Please complete and return to Jane Andrews at Progress Seminars Ltd
PO Box 16024, Christchurch 8441
Phone: (03) 357 4405 Fax: (03) 357 4403 Email: jane@progressseminars.co.nz




