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NNeeggoottiiaattiinngg    
CCooddee::  CT91-900 DDuurraattiioonn::  1 day 
SSeerriieess::  Business Management  PPrriiccee  $290 plus GST 

 

EEssttaabblliisshhiinngg  yyoouurr  tteerrmmss  ooff  
aaggrreeeemmeenntt 
Understanding negotiation objectives
Understanding and establishing your 
requirements 
RReesseeaarrcchhiinngg  tthhee  ootthheerr  ppaarrttyy 
Information gathering 
Estimation of the other party’s 
requirements 
PPrreeppaarriinngg  ffoorr  aann  aaggrreeeemmeenntt 
Planning for an agreement 
The negotiation environment 

CCoonndduuccttiinngg  aa  nneeggoottiiaattiioonn 
Understanding the negotiation 
process 
Communicating during a negotiation 
Challenging negotiation situations 
AAddvvaanncceedd  nneeggoottiiaattiinngg  ttaaccttiiccss 
Control in negotiations 
Negotiation tactics 
Negotiation ethics 

 
  
BByy  ccoommpplleettiinngg  tthhiiss  ccoouurrssee,,  ppaarrttiicciippaannttss  wwiillll  lleeaarrnn  hhooww  ttoo::    

 Identify the objectives and variables that influence a negotiation and 
establish requirements for a negotiation.  

 Gather information about the other party and estimate the other 
party’s requirements based on the information.  

 Formulate a plan for agreement and determine the logistics of where, 
when, who, and what.  

 Use a process to conduct a successful negotiation, use effective 
communication and questioning during a negotiation, and handle the 
different types of negotiation styles and situations.  

 Gain control in a negotiation, recognise negotiation tactics used to 
gain an advantage over the other party, and respond appropriately to 
the use of unethical tactics. 

PPrreerreeqquuiissiitteess:: None 
 


