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Introduction:

Effective communication lies at the heart of successful professional relationships. Whether closing deals, resolving
conflicts, or inspiring teams, the ability to negotiate, influence, and persuade is indispensable. The British Training
Center proudly presents a transformative program designed to equip professionals with advanced tools to
navigate complex interactions confidently. Drawing from decades of expertise in behavioral psychology and
strategic communication, this course bridges theory with real-world application, empowering participants to
achieve mutually beneficial outcomes in any scenario.

Training Objectives and Impact:

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

Master core negotiation techniques to secure win-win outcomes.
Apply psychological principles to amplify persuasive communication.
Develop strategies to build trust and rapport rapidly.
Leverage emotional intelligence to decode and influence stakeholders’ motivations.
Design compelling arguments tailored to diverse audiences.
Overcome resistance and objections using ethical persuasion frameworks.
Enhance decision-making agility in high-pressure negotiations.

Targeted Competencies and Skills:

Active Listening & Empathy.
Strategic Questioning.
Conflict Resolution.
Emotional Intelligence.
Persuasive Storytelling.
Adaptive Communication.

Target Audience:

This program is tailored for:

Senior Managers and Team Leaders.
Sales and Business Development Professionals.
HR and Talent Acquisition Specialists.
Entrepreneurs and Startup Founders.
Project Managers and Consultants.
Public Relations and Marketing Executives.



Course Content:

Unit One - Foundations of Effective Negotiation:

Defining negotiation and its role in professional success.
Key differences between distributive and integrative bargaining.
Preparing a negotiation playbook: goals, limits, and concessions.
The power of BATNA (Best Alternative to a Negotiated Agreement).
Building rapport through verbal and non-verbal cues.
Managing emotions and biases during negotiations.

Unit Two - The Science of Influence:

Principles of influence: reciprocity, scarcity, authority, and consistency.
Ethical considerations in influencing others.
Framing messages to align with audience values.
Using social proof to strengthen credibility.
Techniques to preempt and address counterarguments.
Case studies on influence in cross-cultural contexts.

Unit Three - Persuasive Communication Strategies:

Crafting narratives that resonate emotionally and logically.
The role of storytelling in persuasion.
Utilizing data and visuals to reinforce arguments.
Adapting communication styles for different personalities.
The art of active listening to uncover hidden needs.
Persuasion in written communication: emails, proposals, and reports.

Unit Four - Advanced Negotiation Tactics:

Multi-party negotiations: balancing competing interests.
Tactics for deadlock-breaking and creative problem-solving.
Leveraging time pressure and deadlines strategically.
Negotiating remotely: challenges and best practices.
Handling aggressive or manipulative negotiators.
Post-negotiation follow-up to sustain relationships.

Unit Five - Real-World Application and Simulation:

Role-playing complex negotiation scenarios (e.g., salary discussions, vendor contracts).
Peer feedback and refinement of techniques.
Developing a personalized action plan for continuous improvement.
Analyzing real-life case studies of successful (and failed) negotiations.
Integrating influence tactics into daily leadership practices.
Final assessment: delivering a persuasive pitch to a panel.


