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Negotiating to Win

Gain the skills, insights and competencies required in all negotiations—in every industry—at every level.

 Whether it’s allocating resources for a project, funding a new initiative or establishing a supply chain for a new product or service, negotiation is inevitably at the heart of the process. But few people understand the structure, techniques and approaches available to them as they seek to positively influence an outcome. This hands-on seminar gives you a step-by-step guide to effective negotiation. You must identify the problem, understand it from the other’s perspective, generate alternative solutions and select a solution that benefits both sides. All parties need each other to achieve their goals. Negotiation focuses on solving the problem and closing the gap between what both parties want.
 


Seminar Number: 02513








4.8



(261 reviews)


	In-Person
	Live Online
	At Your Company Location



Course Scheduling & Pricing






Home>Course Topic>Communication Skills>Negotiating to Win








Who Should Attend

Those responsible for negotiating the best possible terms of an agreement for their organization.










	
  In-Person2 Day(s)
12 CAE, 1.2 CEU, 12 CLP, 14 CPE, 12 PDCs, 12 PDU, 12 PHR, 12 PMU, 12 SPHR


	
  Live Online2 Day(s)
12 CAE, 1.2 CEU, 12 CLP, 14 CPE, 12 PDCs, 12 PDU, 12 PHR, 12 PMU, 12 SPHR












 









	Overview
	How You Will Benefit
	What You Will Cover
	Outline
	Reviews
	Credits


 




Whether it’s allocating resources for a project, funding a new initiative or establishing a supply chain for a new product or service, negotiation is inevitably at the heart of the process. But few people understand the structure, techniques and approaches available to them as they seek to positively influence an outcome. This hands-on seminar gives you a step-by-step guide to effective negotiation. You must identify the problem, understand it from the other’s perspective, generate alternative solutions and select a solution that benefits both sides. All parties need each other to achieve their goals. Negotiation focuses on solving the problem and closing the gap between what both parties want.



 






	Know when—and when not—to negotiate 
	Develop an effective plan and strategy for any negotiation
	Know what behavior to adapt at each stage of the negotiation
	Adjust your communication style to achieve desired results 
	Successfully apply the principles of persuasion to any negotiation situation 
	Effectively negotiate face-to-face, on the phone or through e-mail and other media





What is Negotiation?
	The basic concepts of negotiation 
	What is negotiable in typical business situations 
	Identify approaches to negotiation


Negotiation Stages

	Identify the six stages of negotiation 
	Use appropriate behaviors in each of the stages 
	Define the influences on the negotiation process


Planning Your Negotiation

	Plan a negotiation 
	Determine a settlement range 
	Apply the planning framework in practice negotiation


Persuasion

	Apply the persuasion process 
	Use the frame/reframe process to understand the other party 
	Examine possible approaches to use when there is confrontation 
	Use listening skills in the negotiation process


Communication

	Explain the four dimensions of DISC and the style tendencies of each 
	Describe the characteristics of dual styles and their impact on negotiations 
	Describe how to adapt style to maximize the results of negotiations 
	Identify why negotiations become derailed and how to avoid negotiation traps


Crafting a Strategy for Your Negotiation

	Plan a strategy to apply your negotiations 
	Describe the process of identifying a problem or issue for negotiation 
	Identify steps and techniques for choosing appropriate communication methods 
	Create and apply a strategy for a business negotiation simulation


Action Plan 

	Apply what you’ve learned to plan a negotiation for back on the job



Special Feature

Leave with AMA’s Negotiation Planner to help you prepare your negotiations every step of the way and effectively apply your newly learned know-how.

AMA Blended Learning combines instructor-led training with online pre- and post-seminar assessments, tune-up courses and other resources to maximize your training goals. Through a blend of proven instructor-led seminars and powerful online technology, AMA Blended Learning provides a compelling and more comprehensive experience for the learner—producing a greater return-on-investment for the employer and the seminar participant.

Note: This program in not intended for labor union negotiators of either side.






Learning Objectives

	Identify What Is Negotiable in Typical Business Situations
	Apply the Six Stages of Negotiation
	Apply the Principles of Persuasion to a Negotiation
	Identify Ways to Adjust Communication Styles to Achieve Agreement
	Recognize the Opportunities and Risks of Social Media and AI in Negotiations
	Craft a Negotiation Strategy for a Business Negotiation


What Is Negotiation?

	Define the Basic Concepts of Negotiation
	Define What Is Negotiable in Typical Business Situations
	Identify Approaches to Negotiation


Negotiation Strategies

	Identify the Six Stages of a Negotiation
	Use Congruent Behaviors in Each of the Stages
	Define the Influences on the Negotiation Process
	Explain the Four Dimensions of DiSC® and the Style Tendencies of Each


Planning Your Negotiation

	Plan a Negotiation
	Determine a Settlement Range
	Apply the Planning Framework in a Practice Negotiation
	Explore the Benefits and Challenges of Social Media and AI in Negotiation Planning


Persuasion

	Apply the Persuasion Process
	Use the Frame/Reframe Process to Understand the Other Party
	Use Listening Skills in the Negotiation Process
	Describe the Characteristics of the DiSC® Styles and Their Impact on Negotiations
	Describe How to Adapt Style to Maximize the Results of Negotiations
	Identify Why Negotiations Fail
	Develop a Story to Move a Negotiation Forward


Crafting a Strategy for Your Negotiation

	Plan a Strategy to Apply to Your Negotiations
	Describe the Process of Identifying a Problem or Issue for Negotiation
	Identify Steps and Techniques for Choosing Appropriate Communication Methods
	Craft and Apply a Strategy for a Business Negotiation Simulation
	Consider Ethics and Ethical Stance


Download Extended Seminar Outline PDF
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The class, while discussing intuitive content, allowed me to step back and evaluate my effectiveness from the eyes of the students via exercises. It also went over techniques that I did not think of. Overall, it was valuable.












5








Wook K. 


 

BA


 

Industry: Financial Services













Excellent experience. Great instructor, applicable material, sufficient timeline to cover material and conduct practical exercises.
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Damien K. 


 

Senior Buyer


 

Industry: Manufacturing













Excellent course. The in class instruction, mock team negotiations, group discussions, and honest feedback from the instructor combined to create a valuable learning experience. The instructor was very knowledgeable and was effective at keeping participants engaged.







5








Chris J. 


 

Power Analyst


 

Industry: Government













Enjoyed the course and gained a fuller appreciation for the amount of preparation that is required for thorough and successful negotiations, as well as the technique for addressing many different styles.
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Deborah M. 


 

Manager, Integrity & Operations Services


 

Industry: Energy, Utilities & Waste













I really liked the interactive sessions. They put you on the spot to apply the tactics addressed. I enjoyed how different they were and the increase in complexity. The stories in between the lectures were a great add.
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Kevin M. 


 

Sr Program Manager


 

Industry: Manufacturing
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This course is valid for 12 PMUs.

9 Professional Effectiveness [PE]

3 Relationship Management [RM]
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As a CAE Approved Provider educational program related to the CAE exam content outline, this program may be applied for 12 credits toward your CAE application or renewal professional development requirements.
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AMA is recognized by SHRM to offer Professional Development Credits (12 PDCs) for the SHRM-CPSM or SHRM-SCPSM.






[image: ]


Talent Triangle PDUs

9 Power Skills[PS] 3 Business Acumen [BA] 

Project Management Institute (PMI) Talent Triangle, 2015.

Reproduced with the permission of PMI. Copyright and all rights reserved
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American Management Association is accredited by the International Accreditors for Continuing Education and Training (IACET) and is accredited to issue the IACET CEU.
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HRCI. The use of this seal confirms that this activity has met HR Certification Institute’s® (HRCI®) criteria for recertification credit pre-approval.
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American Management Association is registered with the National Association of State Boards of Accountancy (NASBA) as a sponsor of continuing professional education on the National Registry of CPE Sponsors. State boards of accountancy have final authority on the acceptance of individual courses for CPE credit. Complaints regarding registered sponsors may be submitted to the National Registry of CPE Sponsors through its website: www.nasbaregistry.org. For additional information or for more information regarding administrative policies such as complaints and refunds, please contact Martha Leon at 212-903-8173.





Recommended CPE Credit: 14 hours/Intermediate

Prerequisites: Familiarity of communication skills

Advanced Preparation: Online pre-and post-assessment

Delivery Method: Group Live

Field of Study: Non-Technical – Communication & Marketing















In-Person Schedule

3 Sessions Available




Live Online Schedule

4 Sessions Available








	$2,695.00 Non Members
	$2,395.00 AMA Members
	$2,268.00 GSA






Date
Select a Timeframe





Sort
Sort by Date (Ascending)
Sort by Date (Descending)





State
State
District of Columbia
New York





City
City







		Date	Duration	State	City	Zip	
	 	
2024-05-30
2024-05-31
May 30, 2024 - May 31, 2024
	2 Days	NY	
New York	
10019
New York
	
Register Now



	 	
2024-08-26
2024-08-27
Aug 26, 2024 - Aug 27, 2024
	2 Days	DC	
Arlington/Washington	
22202-4807
Arlington/Washington
	
Register Now



	 	
2024-11-18
2024-11-19
Nov 18, 2024 - Nov 19, 2024
	2 Days	NY	
New York	
10019
New York
	
Register Now











	$2,695.00 Non Members
	$2,395.00 AMA Members
	$2,268.00 GSA






Date
Select a Timeframe





Sort
Sort by Date (Descending)
Sort by Date (Ascending)







		Date	Duration	
	 	
2024-06-24
2024-06-25
Jun 24, 2024 - Jun 25, 2024
	
2 Day(s)

06/24/2024, 9:00AM- 5:00PM; 06/25/2024, 9:00AM- 4:30PM;

	Register Now
	 	
2024-07-15
2024-07-16
Jul 15, 2024 - Jul 16, 2024
	
2 Day(s)

07/15/2024, 9:00AM- 5:00PM; 07/16/2024, 9:00AM- 4:30PM;

	Register Now
	 	
2024-09-25
2024-09-26
Sep 25, 2024 - Sep 26, 2024
	
2 Day(s)

09/25/2024,10:00AM- 6:00PM; 09/26/2024,10:00AM- 5:30PM;

	Register Now
	 	
2024-12-10
2024-12-11
Dec 10, 2024 - Dec 11, 2024
	
2 Day(s)

12/10/2024,11:00AM- 7:00PM; 12/11/2024,11:00AM- 6:30PM;

	Register Now







2695.00
$






















Phone
Email
Chat
Help
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Be the first to hear about the latest trends in management, leadership, communication, project management and so much more. Sign up for our mailing list!



















Discover AMA

	About Us
	AMA Worldwide
	U.S. Locations
	AMA Faculty
	Career Opportunities
	Become an Affiliate
	News
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Customer Service

	Request a Digital Catalog
	Contact Us
	FAQs
	Terms & Conditions
	 
	 
	 





Other Links

	Government Learning Solutions
	Women's Leadership Center
	Executive Conference Centers
	Continuing Education
	Self Study
	AMACOM Publishing
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American Management Association is a world leader in professional development, advancing the skills of individuals to drive business success.


	Facebook
	Instagram
	Twitter
	LinkedIn
	Youtube









©2024 American Management Association. All rights reserved.
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