E X E C U T I V E E D U C AT I O N

EXECUTIVE PROGRAMME

DEVELOPING
YOUR NEGOTIATING SKILLS
To succeed in your professional assignments, you will no doubt be called on to deploy your
relational skills and negotiating abilities. This may involve negotiating additional resources
with your manager, a redistribution of work within your team, specific quality standards with
a supplier, the modalities of a given service with a customer, or an emergency intervention
by the support team. So what does negotiation actually involve? Negotiation is not about
imposing your views to the detriment of the other party, but finding a win-win solution that
ensures a long-lasting relationship with your partners. This training course will show you
how to achieve this by developing your negotiating skills using the mutual gains approach.

This programme is designed for:
 usiness unit managers
b
line managers
project leaders
functional experts
anyone who has to negotiate resources internally or from outside suppliers

At the end of this course you should be able to:
 repare your negotiations effectively
p
negotiate in an organised and constructive way
adopt the most successful approaches as you negotiate

The management certificate shows you have acquired
the skills covered in the course.

Benefits of the programme:
you will acquire negotiating skills that are more and more essential as the corporate world
becomes more complex and cross-functional
you will develop your ability to get solutions and resources that will enhance your performance
and that of your team
you will show yourself to be someone who is able to fulfil the needs of your team whilst
preserving good relations with the people they work with
For further information please phone 01 41 38 14 36

EXECUTIVE PROGRAMME
DEVELOPING YOUR NEGOTIATING SKILLS

3 MONTH TRAINING
PATH (21 HOURS)
A welcome message includes your login ID for the training course website.
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KEY FEATURES OF THE COURSE

Preparing for
the programme

Tests and
operational
exercises relating
to your own needs

Premium quality
diversified resources
developed with the
help of leading world
experts in each field

Assess your level before you begin
your training, and tell us what
you expect from the course so
that your trainer can recommend
a personalised training path.

Mastering the
fundamentals
Begin training and putting the
fundamentals into practice,
making the most of your trainer’s
experience and advice.
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Building on what
you’ve learned
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Receiving your
certificate

Consolidate the skills you’ve
acquired and build on them.
Receive an action plan
recommended by your trainer.

Experienced qualified
trainers you can
communicate with
in writing at any time

WHAT YOU WILL LEARN

Preparing to negotiate
 utting yourself in “mutual gain” mode
P
Organising yourself effectively
Making your preparatory work as useful as possible

WHAT YOU WILL LEARN

Carrying out your negotiation
Identifying your strengths and weaknesses as a negotiator
 aking into account the interpersonal dimension of negotiation
T
Being assertive during a negotiation

Management Certificate
CrossKnowledge and KEDGE Executive Education hereby certify that

Your trainer assesses your progress
on the course. When the course
is completed, you’ll receive
a certificate endorsing the skills
you’ve acquired.

[Name Surname]
has demonstrated proficiency in the skills required by the program

[Course Title]
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Steve Fiehl
Director of Pedagogy
CrossKnowledge
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Jean-Luc Faye
Directeur Executive Education
KEDGE Business School

