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Course Overview

This course is presented in two distinct segments: an introduction to fundamental negotiation skills and
tactics and then the second will examine the nature of a client — vendor relationship in a project. The
intent of this two part package is to help the student develop a more effective interaction with project

team members as well as vendors.

The first part will help participants understand the risk involved in a traditional “win-win” approach to
project negotiations and develop a new strategy and supporting tactics that will either assure
“satisfaction” on both sides or at least maintain good will if an agreement cannot be reached. They learn
to analyze the nature of their satisfaction for every negotiating situation and develop tactics to achieve

it.

Professionals in project teams deal with people-related situations, problems, and opportunities every
day. They are the critical link between what the project’s executive management team wants to do and

what the line team members, that critical interface where work actually gets done, will do.

Participants will learn some very simple, yet powerful, principals about negotiations that are applicable
in any situation. Whether you are very confident and assertive or introverted and compliant, these
techniques will help you prepare for and conduct negotiations more successfully than you ever have

before.

You will also learn how to identify and counter some of the typical 'dirty tricks' that are used in many
unethical negotiations. Although we do not guarantee that you will be satisfied with every future
negotiation you attempt, we do promise that following our techniques will assure that you have no

regrets about the outcomes.
This course will help you negotiate more confidently and effectively:

Relationships between project departments

Team member accommodations
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Vendor relationships
Disciplinary actions

Misconduct allegations

Disputes between team members

Some skills you will learn include:

How to prepare for the upcoming negotiation and negotiate more confidently

How to preserve good will even if you cannot reach agreement

How to deal effectively with emergency situations where you do not have preparation time

How to ask questions that help you develop your strategy

How to stay on track and not get distracted

How to use outside standards to reduce the potential for conflict

How recognize and deal with “dirty tricks”

A variety of ways to close a negotiation and get agreement

Understanding the value of “interests” and the danger of “positions”

How to define what a successful outcome looks like from your perspective and theirs

When have you had to negotiate with a coworker for somethins »~ ‘esired?

How successful (%

Why?

How successful (%) \

Why?
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