Why Si gn 1-Day Instructor-led Workshop

AM
9:00-9:30 Launch
* Group Activity: Day 1 review
9:30-10:30 Identify Your Negotiables

+ Leaking Value

+ Value Exchanges

» Negotiables

« Group Activity: Identify Negotiables

10:30 —-10:45 Break

10:45-12:15 Map the Path to Agreement

« Identify your “gets”

« Group Activity: Identifying your “gets”

« Sequence your “gets”

« Group Activity: Sequence your “gets”

» Engaging Stakeholders and anticipating resistance

« Group Activity: Identifying Stakeholders and
positioning your “gives” to overcome resistance
Group Activity: Practice asking for your “get” and
positioning your “give” to secure your ask

Corporate @ Skills
Visions | Training

12:15 1:00
1:00 2:15

2:15-2:30
2:30 - 3:15
3:15-3:30
3:30 - 4:15
4:15-5:00

Capture Value Skills

Drive Agreement by Leveraging Tension

+ Tension Model

» Negotiating Behaviors Model

» Competitive Behaviors — Make Demands & Trades
» Group Activity: Competitive negotiation

« Pair Activity: Competitive negotiation

Break

« Pair Activity: Vacation Exercise

+ Collaborative Behaviors - Active Listening, Explore
Options

* Group Activity: Collaborative negotiation

Break

» Using all 4 behaviors
* Pair Activity: Using all 4 behaviors

Closing Reflection & Wrap up
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