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ONE DAY WORKSHOP ON NEGOTIATING THE VALUE PROPOSITION
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The Negotiating the Value Proposition Workshop  develops a framework for deciding realistic targets in any negotiation – the nice to achieve, the need to achieve and the no point where we walk away. It explains the concepts of framing your proposal and anchoring the negotiation using lessons from NLP. It looks at both competitive and co-operative negotiation and when and how to use each and explores the five different styles of negotiating that people use.
The workshop allows each participant to practice both competitive and co-operative negotiation both as a buyer and as a seller. And to conduct an assessment of their performance and set improvement targets.
Each participant will receive their peer’s assessment of their performance as well as the facilitator’s individual assessment and suggestions for improvement.

The participants will also receive the spreadsheet to allow them to assess their strengths in any future negotiation to enable them to set the Nice-Need-No targets and an additional spreadsheet detailing their improvement plan for their own future negotiating.
	9.00 –9.20
	The two fundamental types of negotiation Competitive and Co-operative
 How they differ and when to use each.
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A description of the two different types of negotiation, the differences between them, the similarities between them and which circumstances suit each approach. 
What leads to success and failure generally in negotiation and what therefore improves the chances of success.
Finally we consider situations within the company when we need to negotiate with customers such as winning new contracts and negotiating changes to existing contracts and explore which type of negotiation is most appropriate and how sensible groundwork and preparation can improve our chances of a successful outcome.
We also discuss the interaction between negotiating new contracts and implementing them and consider the effects that unsuitable negotiation at either stage can have on the other stage.

	PR

	9.20 – 9.40
	Preparing for and conducting a Competitive Negotiation
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Develops a four phase framework for a competitive negotiation and identifies what is important at each stage and what preparation should therefore be made to achieve a successful outcome.

	PR

	9.40-10.30
	Groupwork : Preparation for Competitive negotiation
Two groups of three prepare their position as both buyer and seller for a group competitive negotiation on a prepared case-study. Each group tries to develop their Nice – Need – No positions that they will try and achieve in the negotiation and tries to assess what they think the other side’s positions will be. They then decide their opening positions to try and anchor the negotiation in their favour, decide how to frame their proposals and agree their concessions plan. Finally they agree their individual roles in the negotiating team.

	All

	10.30-11.00
	The politics of selling and negotiation.
A framework for classifying decision makers into one of five categories by the way they tend to reach decisions is presented together with suggestions for how to react to each type.  Two other frameworks for classifying people by their conflict resolution style and their method of negotiation are developed. as well as roles in a group negotiation.

	PR
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	11.00 -12.30
	Conducting the Competitive Negotiation
The participants conduct a group negotiation using an assessment of their value proposition compared to their strongest competitor.
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	All

	12.30 – 1.00

	Preparing for and conducting a co-operative negotiation
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Develops a four phase framework for a co-operative negotiation and identifies what is important at each stage and what preparation should therefore be made to achieve a successful outcome.

	PR

	1.00 - 2.00
	Lunch


	

	2.00 – 2.30

2.30- 3.00
3.00 – 4.30
	Groupwork: Preparing for a co-operative negotiation

Each team prepares their position for a co-operative negotiation. They agree the key variables they will include in the negotiation and determine their nice – need – no range for each. They then assess how important getting a good result on each of these variables is for them and then try and assess the same information for the other side, Again they agree their roles in the negotiating team and try and agree an overall strategy that they will follow in the negotiation.
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Body Language and negotiating with different cultures
Looks at the lessons that can be drawn from NLP – how to achieve rapport, how to frame your proposals in a positive  way, and how to anchor the negotiations at a favourable point. We also look at the way different cultures approach and conduct negotiation.
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Groupwork: Co-operative Negotiations

The groups carry out a co-operative negotiation giving each participant the experience of being involved in both a competitive and a co-operative negotiation acting as both the buyer and the seller.
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	4.30 – 5.00


	What goes wrong in negotiations and how to get them  back on track
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