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Who is this course for?
The diploma is designed for anyone who have to engage in negotiations in their
work or private lives. For example, the course might appeal to:
Sales and marketing managers
Estate agents
Buying and procurement professionals
Executives in middle and senior management
Team leaders and supervisors
Human resource managers
Contractors in all industries
Teachers and educators
Legal professionals
Members of the Garda Siochana
Sports professionals and trainers
Football and sports agents
Almost everyone who wants to enhance and understand negotiation skills to
help their personal circumstances from buying a car to get a pay increase!

Course Aims
Negotiation is a vital skill and is used in a range of contexts in business and
organisational life. In essence, negotiation is the process of making a deal and
agreeing on the activities on which it is arranged. Having the required skills as a
negotiator means that you will be able to excel at being an interactive
communicator and this will enhance your career success.
This diploma programme will provide you with the skills and knowledge to become
a better negotiator such that you will be able to engage in the process of
bargaining. You will learn how to prepare negotiation strategies, approach complex
and team negotiations and options when dealing with difficult situations and be
able to cope with interpersonal conflict. You will have the opportunity to discuss
your current negotiation challenges and successes and put together action plans
for approaching these situations within your workplace
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“ You don’t get what you
deserve, you get what you
negotiate”
(Anon.)
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What you will learn
You will explore the seven key elements of negotiations, such as;
Interests – being able to probe and understand the needs, wants and
motivations of the parties involved in the negotiation;
Legitimacy – being able to put forward proposals that the parties involved
will see as fair and legitimate;
Relationships – being able to strengthen the relationships of the parties
involved to enable some rapport to be established;
Alternatives and BATNA – in every negotiation there are alternative
approaches and outcomes and there might be occasions where
compromises are required and this might take the form of the ‘best
alternative to a negotiated agreement’ (BATNA)
Options – being able to identify options that the parties involved in the
process that can satisfy the interests and these could be contingencies or
trade-offs
Commitments – being able to establish agreements, offers and promises
that are acceptable to parties involved in the process
Communication – being able to communicate with the parties involved in
the process whereby that all issues, options and alternatives are surfaced
such that all agendas are transparent.
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Learning Objectives
The programme will be delivered over an eight week period with a live
webinar session each week in which the following indicative content will be
explored.
Recognise the phases involved in all negotiations.
Recognise the key interpersonal skills needed at each phase
Know how to prepare and plan before each phase.
Know your preferred negotiation style and its strengths and weaknesses
Understand how blockages and deadlocks can happen and what to do
about them
Know how influencing and persuasion skills contribute to a productive
negotiation
Be better able to handle difficult people and conflict situations
Work more effectively as part of a negotiating team
Improve your ability to actively persuade colleagues and other
stakeholders
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Effective business negotiation is a core leadership and management skill.
This is the ability to negotiate effectively in a wide range of business
contexts, including dealmaking, employment discussions, corporate team
building, labour/management talks, contracts, handling disputes, employee
compensation, business acquisitions, vendor pricing and sales, real estate
leases, and the fulfillment of contract obligations.
Business negotiation is critical to be creative in any negotiation in a
business setting.
Business negotiation strategies include breaking the problem into smaller
parts, considering unusual deal terms, and having your side brainstorm
new ideas.
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