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Introduction:

In an era where professional success hinges on the ability to connect, persuade, and collaborate, the British
Training Center presents a transformative program designed to elevate interpersonal mastery. This course bridges
cutting-edge theory with real-world application, empowering participants to navigate complex dialogues, resolve
conflicts, and secure mutually beneficial outcomes. Whether closing high-stakes deals or fostering lasting
partnerships, learners will gain tools to thrive in diverse professional landscapes.

Training Objectives and Impact:

By the end of this program, participants will be able to:

Apply advanced active listening techniques to decode underlying messages and build rapport.
Leverage emotional intelligence to manage conflicts and foster collaborative environments.
Design persuasive narratives using storytelling frameworks tailored to diverse audiences.
Execute win-win negotiation strategies that align with long-term business goals.
Adapt communication styles across cultural, virtual, and hierarchical contexts.
Utilize non-verbal cues and body language to reinforce credibility and influence.
Overcome resistance and objections through tactical empathy and problem-solving.

Targeted Competencies and Skills:

Advanced Active Listening.
Emotional Intelligence & Conflict Resolution.
Persuasive Storytelling & Framing.
Cross-Cultural Communication Agility.
Strategic Negotiation Planning.
Non-Verbal Communication Mastery.

Target Audience:

This program is tailored for:

Senior managers and executives leading cross-functional teams.
Sales and business development professionals aiming to close high-value deals.
HR specialists focused on employee relations and mediation.
Entrepreneurs and startup founders negotiating partnerships and investments.
Project managers coordinating stakeholders with competing priorities.



Course Content:

Unit One - Foundations of Advanced Communication:

The psychology of effective communication in professional settings.
Barriers to communication and strategies to overcome them.
Active listening: Techniques to validate, clarify, and respond strategically.
The role of empathy in building trust and rapport.
Harnessing tone, pace, and diction for maximum impact.
Case study: Dissecting successful communication models in global organizations.

Unit Two - Emotional Intelligence in Negotiation:

Linking emotional intelligence to negotiation outcomes.
Identifying and managing emotional triggers in high-pressure scenarios.
Techniques to de-escalate conflicts and reframe adversarial dynamics.
Building resilience and maintaining composure under stress.
Role-play: Simulating tense negotiations with feedback analysis.

Unit Three - Persuasion and Strategic Storytelling:

Crafting compelling narratives using the “Hero’s Journey” framework.
Data-driven persuasion: Blending logic with emotional appeal.
Tailoring messages for executives, clients, and diverse stakeholders.
Ethical persuasion vs. manipulation: Establishing boundaries.
Workshop: Designing and delivering a persuasive pitch.

Unit Four - Cross-Cultural and Virtual Negotiation Tactics:

Navigating cultural nuances in communication styles (e.g., direct vs. indirect).
Adapting negotiation strategies for virtual platforms and hybrid teams.
Tools for maintaining engagement in remote settings.
Case study: Resolving a multinational merger negotiation.
Best practices for follow-ups and maintaining cross-cultural relationships.

Unit Five - Advanced Negotiation Strategies for Win-Win Outcomes:

The Harvard Negotiation Model: Interests vs. positions.
BATNA (Best Alternative to a Negotiated Agreement) development.
Tactics for handling hardball strategies and unethical negotiators.
Creating value through collaborative problem-solving.
Final simulation: Multi-party negotiation with real-time coaching.


