
 

  

WIN-WIN NEGOTIATION COURSE SYNOPSIS 
AIM Your ability to negotiate effectively and achieve your goals is the key to business and personal 

success.  The course teaches you to become more effective in influencing others by learning 
powerful NEGOTIATION SKILLS to choosing the right questions to ask and building relationships 
to attain win/win outcomes. 

People negotiate on a regular basis throughout their professional life with colleagues, managers 
and customer/clients, and in their personal life with family and friends. 

Win-win negotiation requires ‘back and forth communication’ to resolve the issue from the 
perspective of all parties to reach a mutually acceptable agreement.   

• Incorporate collaborative negotiation skills to attain goals for win-win outcomes. 

• Broaden negotiation to consider the perspective of all parties to deepen your understanding 
of the issue for negotiation. 

• Improve communication and relationships with people. 

COURSE 
CONCEPT 

Negotiation is a form of communication that is entered, with another party:  either between two 
individuals or a group.  Negotiation is a means of getting what we want from others.  Often, this 
involves back and forth communication designed to reach an agreement when you and the other 
side have some interests that are shared and others that are opposed. 

Although negotiation takes place every day, it is not easy to do.  The method of principled 
negotiation enables parties to negotiate issues and looks at mutual gains to reach a fair and 
satisfying agreement. 

COURSE 
CONTENT 

• Principles of effective negotiation  

• The Third Side in Negotiation or Going to The Balcony 

• Tips for gaining perspective on a conflict 

• Stages in Negotiation 
1. Preparing for negotiation  

includes:   
o Mapping the conflict  
o Identifying our goals 
o SWOT analysis  
o Best Alternative to a Negotiated Agreement (BATNA)  
o Worst Best Alternative to a Negotiated Agreement (WATNA) 
o Zones of Possible Agreement (ZOPA) 
o Logistical considerations for your negotiations 

2. Interacting during negotiation 

o Define the problem in terms of needs 

o Brainstorm possible solutions/options 

o Select the solution that will meet the needs of both parties 

o Plan who will do what, where and by when 

o Implement the plan 

o Evaluate the negotiation process 

3. Closing the agreement 

• Reflection on your negotiation 

• Practice your negotiation skills with feedback from an observer 

• Checklist for negotiation 
• Tips for negotiating a successful win/win outcome 



 

  

DURATION Approximately 5-hours.  

PROGRAM 
DELIVERY 

Online or Face-to-Face. 

The online course consists of the theory with a range of interactive activities.  Activities include: 

• Reflective activities 

• Plan a negotiation 

• Practice negotiation 

• Mapping the issue for negotiation 

• Analyse a conflict for negotiation using a variety of tools:  SWOT analysis, BATNA, WATNA 
and ZOPA analysis 

• Questionnaire 

• Review videos with reflective analysis 



 

 

 

 

 

OPTIONAL 
EXTRA 

One-to-one Retirement Coaching sessions are available on a need’s basis 

AUDIENCE Individuals who are seeking to reduce stress, improve communication, relationships and 
wellbeing at work and everyday life. 

PROGRAM 
PRINCIPLES 

Our principles rest on the following foundations: 

• Respect your professional journey that reflects your lifelong learning, challenges, issues 
and growth. 

• Develop positive relationships with mutual trust. 
• Maintain confidentiality with all information that will be shared during the program. 
• Listen to you with an open heart and mind, without value judgements. 
• Empower you to guide you rather than give direction. 
• Support your development to enable you to move forward at your readiness in your 

time. 

PERSONAL 
NOTE 

Thank you for entrusting us to work with you during the program to progress your journey.  We 
are respectful for the opportunity.  We will support you in a positive way with honesty and 
integrity. 

Retirement is a stage of your life that is a gift. 


