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FOR RESULTS 

 
 

“The best negotiation course on the market”  
- Carla Watts, Management Training Manager, BP Exploration, UK 

 
“The highest evaluation scores ever on an internal training course.” 

- Børge Torbjørnsen, Training Manager, Statoil, Norway 
 
 

Current business practices mean that people spend a lot of time negotiating with others 
- their staff, colleagues, managers, clients, suppliers, and others  both inside and outside 
the organisation. They are trying to improve performance, manage a project, resolve 
conflict, motivate, give clarity and direction, 
sell their ideas, negotiate for limited 
resources, gain commitment. Their own job 
performance is dependent on the work of 
others, who may not work directly with or 
for them, and may even be located in a 
different part of the world. Top performers 
in this environment are able to negotiate 
win:win outcomes by using a strategic 
approach that focuses on building the 
relationship at the same time as achieving 
the task.   
 
 

Participants on NEGOTIATING FOR RESULTS learn how 
to diagnose and plan for situations strategically to achieve 
their business objectives while maintaining positive 
working relationships. 
 
New for 2012: All participants receive a free copy of 
The Financial Times Essential Guide to Negotiation, the 
new book on negotiating by course designer and lead 
trainer, Geof Cox. 
 
Who will benefit? 
All managers, leaders, team members and professionals 
who rely on others to achieve results, especially where 
they need to get things from people over whom they have 
no  authority.  



For more information on NEGOTIATING FOR RESULTS contact Geof Cox 
Telephone: +44 (0)117 968 1451  Email: geofcox@newdirections.uk.com 

www.newdirections.uk.com 

Objectives 
After the workshop, participants will: 
• Understand the importance of negotiating in today’s business climate  
• Learn how to achieve win:win results  
• Recognise their current negotiating skills 
• Expand their range of negotiating skills  
• Use a comprehensive planning guide to analyse and prepare for a negotiation 
• Choose an appropriate negotiating approach based on the desired result 
• Recognise negotiation tactics, how to use them and how to respond to them 
 

 
 

Clients 
Some organisations who used Negotiating for Results: 
Chevron Oman Waste Water Services Kuwait Oil 
Statoil  NXP Semiconductors ParcelForce 
CIGNA   Housing Corporation BP 
Sue Ryder Care  BT O2 
 
 

 
Outline 
Negotiation in Organisations 
• Identifying difficult situations where negotiation is a preferred strategy 
Influencing and Negotiating 
• Assessing personal strengths in influencing and negotiation skills 
• The four styles of effective communication 
• The core skills of questioning and listening 
• Exploring the use of different styles in different situations 
Planning and Preparing for an Effective Negotiation 
• The OPEC model for managing the process of a negotiation 
• Personal strengths in managing process and communication style 
• Using a planning guide 
• Wants and needs – the importance of identifying need 
Negotiating for Win:Win 
• Strategic and tactical negotiation approaches 
• Practical exercises in applying negotiation skills in real life and simulated situations 
• Building resistance to the use of tactics and ‘dirty tricks’ 
• Characteristics and behaviours of successful negotiators 
Negotiating in Complex and Difficult Situations 
• International and cross cultural negotiations 
• Managing matrix relationships successfully 
• Negotiating by telephone 
• Working in negotiation teams 
 
The course can be conducted over one to three days (shorter designs have less skill development 
practice), presented in English, German, Dutch or French, and adapted for specific situations such 
as international or cross-cultural working, managing conflict and negotiation by telephone. 


