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� The 7 fundamental principles of tough negotiation
� Troubleshooters guide to negotiating multiple

variables, including:
� price � terms � contracts
� discount � schedule � people

� Expert communication techniques to ensure you
get the best deal

Unpick the fundamentals of the negotiation process
Distinguish between the different types of negotiation:
� distributive � intergrative
The foundations of effective communication
Explore the differences between:
� persuasive communiaction � negotiation

How to control and execute successful negotiations
Set clear objectives and identify needs
Establish negotiation structure, terms and variables
Explore the dynamics of negotiation
� reading between the lines � interpersonal behaviour
� strategic ploys � non-verbal communication
Evaluate and fine-tune your approach

10 tough techniques to stay ahead of the game
� how to use silence � maintaining neutrality
� summarising � thinking time
� note taking � holding fire
� promotion of feeling summarising � deadlines
� reading between the lines � constraints and varaiables

Confidently facilitate the negotiation process to get the best
possible deal

Savings
through tough
Negotiation

To run this course in your
organisation call 01790 755783

Patrick Forsyth: Patrick has over 20 years experience as a
consultant and has worked widely in many different industries, both in the
UK and internationally. He has written over 50 books including the
Economists “Marketing: A Guide to the Fundamentals”. As a member of
numerous professional management institutes, Patrick specialises in
marketing, sales and management.

FREE BOOK: Patrick Forsyth’s
Negotiator’s Pocketbook
RRP £7.99
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