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Negotiation Skills

Overview: 
Sales people who can successfully master the art of negotiation are the real winners in the selling arena. They can save valuable time, develop a higher degree of satisfaction from closing sales faster and earn greater respect from their customers. 

Negotiation is about getting what we want from others – it is a back and forth communication designed to reach a mutually beneficial agreement and a ‘win-win’ outcome.  Good negotiation skills can turn “maybes” and “not todays” into “yeses”. This half day course covers the communication skills and attitudes needed to negotiate effectively and helps delegates to develop strategies for dealing with tough objections and difficult customers.

Learning Objectives:

· Understand  how often we all negotiate and the benefits of good negotiation skills

· Explore the characteristics of a good negotiator

· Learn about our own communication style and skills

· Examine the 4 Phases of Negotiation.

· Identify the 7 Steps to Agreement

· Develop strategies for dealing with tough objections and ‘difficult’ customers

· Have the opportunity to practice the “how to’ of these skills in a supportive environment

Content will include:

· Defining negotiation

· Self Perception test

· Qualities of a good negotiator

· Useful negotiation tips and tactics

· When not to negotiate

· Listening, anticipating, compromising

· Avoiding confrontation

· Concession Trading

· Practical exercises/role play/group work
Duration : ½ day 

Trainer : 
Eleanor O’Kelly Lynch – Golden Apple Training 

