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Course Introduction / Overview:

In today's dynamic business environment, the ability to navigate complex commercial negotiations and

resolve conflicts effectively is paramount for leadership success. This Advanced Commercial Negotiation

and Conflict Resolution for Leaders Training Course, offered by BIG BEN Training Center, is

meticulously designed to equip senior professionals and managers with cutting-edge strategies and

practical tools to achieve superior outcomes in high-stakes scenarios. From understanding the

psychological underpinnings of negotiation to mastering intricate deal-making strategies and effective

dispute resolution, this course covers every facet of advanced negotiation and conflict management from

A to Z. Participants will delve into proven frameworks, including those championed by renowned

academics like Roger Fisher and William Ury in their seminal work, "Getting to Yes: Negotiating

Agreement Without Giving In." The curriculum emphasizes strategic negotiation, collaborative problem-

solving, and the development of robust conflict resolution techniques, ensuring leaders can confidently

approach any negotiation, build consensus, and mitigate potential disputes. BIG BEN Training Center is

committed to fostering a learning environment where participants can refine their influence and

persuasion skills, enhance their emotional intelligence in negotiation, and ultimately drive significant

value for their organizations through superior commercial negotiation strategies and conflict prevention.

Target Audience / This training course is suitable for:

Senior Managers.

Department Heads.

Team Leaders.

Project Managers.

Business Development Managers.

Sales and Marketing Directors.

Procurement and Supply Chain Managers.

Legal Professionals.

Human Resources Managers.

Executives and C-suite Professionals.

Anyone involved in high-stakes commercial negotiations or conflict resolution.



Target Sectors and Industries:

Manufacturing and Industrial.

Financial Services and Banking.

Technology and IT.

Healthcare and Pharmaceuticals.

Energy and Utilities.

Retail and Consumer Goods.

Real Estate and Construction.

Consulting and Professional Services.

Telecommunications.

Government Agencies and Public Sector Organizations.

Logistics and Transportation.

Media and Entertainment.

Target Organizations Departments:

Sales and Business Development.

Procurement and Supply Chain.

Legal and Compliance.

Human Resources.

Project Management.

Operations.

Finance.

Marketing.

Executive Leadership.

Contract Management.

Course Offerings:

By the end of this course, the participants will have able to:

Master advanced commercial negotiation strategies for complex deals.

Apply effective dispute resolution techniques to mitigate conflicts.

Develop strategic negotiation plans for diverse business scenarios.

Enhance influence and persuasion skills in high-stakes negotiations.



Understand and leverage power dynamics in negotiation.

Implement collaborative and competitive negotiation approaches.

Utilize cross-cultural negotiation strategies for international agreements.

Improve communication in negotiation and active listening skills.

Identify and manage emotional intelligence in negotiation.

Formulate robust BATNA (Best Alternative to a Negotiated Agreement) and ZOPA (Zone of

Possible Agreement).

Lead successful team negotiations and stakeholder management.

Conduct post-negotiation evaluation for continuous improvement.

Prevent and manage conflicts proactively within organizations.

Build consensus and foster win-win negotiation outcomes.

Course Methodology:

This Advanced Commercial Negotiation and Conflict Resolution for Leaders Training Course adopts a

highly interactive and experiential learning methodology, ensuring participants gain practical, real-world

skills. BIG BEN Training Center believes in learning by doing, which is why the course incorporates a

blend of dynamic approaches. Participants will engage in extensive case studies drawn from various

industries, allowing them to analyze complex commercial negotiation scenarios and apply strategic

negotiation frameworks. Role-playing exercises will simulate real-life negotiations, providing a safe

environment to practice advanced negotiation skills, test different negotiation tactics, and receive

immediate feedback. Group discussions and interactive sessions will foster peer learning and allow for the

exchange of diverse perspectives on conflict resolution techniques and deal-making strategies. The course

also includes practical exercises focused on developing BATNA, ZOPA, and effective communication in

negotiation. Expert facilitators from BIG BEN Training Center will provide personalized coaching and

constructive feedback, guiding participants through the nuances of influence and persuasion, power

dynamics, and managing difficult conversations. This comprehensive methodology ensures that

participants not only understand the theoretical underpinnings but also master the practical application of

advanced commercial negotiation and conflict management.

Course Agenda (Course Units):

Unit One: Foundations of Advanced Commercial Negotiation

Understanding the negotiation landscape and its complexities.

Strategic negotiation planning and preparation.

Identifying interests, positions, and priorities.

Developing your Best Alternative to a Negotiated Agreement (BATNA).



Defining the Zone of Possible Agreement (ZOPA).

The role of information gathering and analysis in negotiation.

Ethical considerations in commercial negotiation.

Unit Two: Advanced Negotiation Strategies and Tactics

Collaborative negotiation for win-win outcomes.

Competitive negotiation and maximizing value.

Distributive bargaining versus integrative bargaining.

Leveraging power dynamics and influence in negotiation.

Persuasion techniques and psychological triggers.

Managing difficult conversations and emotional intelligence in negotiation.

Dealing with aggressive tactics and deadlocks.

Unit Three: Conflict Resolution and Dispute Management

Understanding the sources and types of conflict.

Effective dispute resolution techniques.

Mediation and arbitration processes.

Conflict prevention strategies.

Building consensus and fostering collaboration.

Crisis negotiation and de-escalation tactics.

Post-conflict resolution and relationship repair.

Unit Four: Complex Commercial Negotiation Scenarios

Negotiating contracts and strategic alliances.

Sales and procurement negotiation best practices.

Cross-cultural negotiation and international agreements.

Team negotiation dynamics and leadership.

Stakeholder management in multi-party negotiations.

Negotiating mergers, acquisitions, and joint ventures.

Adapting negotiation styles to different industries and contexts.

Unit Five: Implementation, Evaluation, and Continuous Improvement

Developing a personal negotiation style and action plan.

Post-negotiation evaluation and learning from outcomes.



Building long-term relationships through effective negotiation.

Tools and technologies for negotiation support.

Continuous professional development in negotiation and conflict management.

Leading negotiation teams and fostering a negotiation culture.

Applying advanced negotiation skills in real-world leadership challenges.

FAQ:

Qualifications required for registering to this course?

There are no requirements.

How long is each daily session, and what is the total number of training hours for the course?

This training course spans five days, with daily sessions ranging between 4 to 5 hours, including breaks

and interactive activities, bringing the total duration to 20 - 25 training hours.

Something to think about:

In what ways can a leader's mastery of advanced commercial negotiation and conflict resolution

fundamentally reshape an organization's strategic trajectory and competitive advantage in an increasingly

interconnected global market?

What unique qualities does this course offer compared to other courses?

This Advanced Commercial Negotiation and Conflict Resolution for Leaders Training Course

distinguishes itself through its rigorous focus on practical application and strategic leadership

development. Unlike generic negotiation programs, this course, offered by BIG BEN Training Center,

delves deeply into the nuances of high-stakes commercial negotiation strategies and sophisticated conflict

resolution techniques, specifically tailored for senior professionals. We move beyond basic principles to

explore advanced frameworks, drawing insights from leading academic thought in the field, ensuring

participants gain a profound understanding of negotiation psychology and power dynamics. The

curriculum is designed to foster critical thinking and decision-making under pressure, emphasizing real-

world scenarios and complex case studies rather than just theoretical concepts. Participants will not

merely learn about effective dispute resolution; they will actively practice and refine their skills through

immersive role-playing and personalized feedback. This course empowers leaders to not only secure

favorable deals but also to build and maintain robust relationships, prevent conflicts proactively, and

drive sustainable organizational growth. The emphasis is on developing a holistic approach to negotiation

and conflict management, transforming participants into strategic influencers and adept problem-solvers

who can navigate any commercial challenge with confidence and expertise.


