Strategic Negotiations - 2 Days

The Concept

When negotiating for a strategic or longer-term value, some of the key
concerns negotiators face include:
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0 Aligning internally before negotiating externally
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0 Identifying the “Hot Buttons” that the customer would be keen to get
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O Conducting a SWOT matrix to ascertain where your competitiveness
with regards to the above “Hot Buttons”
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0 Identifying who are the key influencers to win over in the negotiations
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0 Planning and re-claibrating your negotiations as you progress through
multiple rounds
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Having these concerns in mind, the “Strategic Negotiations”
programme is created as a result of 1-to-1 coaching with sales people from
a variety of industries across 27 cities in Asia, based on the tried-and-
proven Chinese military treatise that has been applied to many business
situations worldwide.
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Pre-workshop Preparation

There will be several interviews with key participants to gather actual
negotiation cases that will be adapted as role play case studies throughout
the workshop. Key stakeholders will then vet and give suggestions on how
best to use the cases.
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Programme Outline

Time Day One

9:00 e Check-in: If you are in procurement, list down the challenges
~ you face when negotiating with sales. If you are in sales, list
10:30 down the challenges you face when negotiating with




procurement
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e What is Negotiation?

WHRITA?
0 Getting others to give you what you want, by giving them
what they want

B A At AR R R ARA IOt A YRIT R B AR

0o What exactly do you want? What happens when you can’t
get what you want? {REMTA?AMRIGAZEISERF?

0 What do they want? Xt AEMETA?MRS ARAZMLE

0 Key negotiation concepts e.g. BATNA, ZOPA etc.
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o Exercise 1: Coconut Negotiation
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10:30

[ Break

10:45

10:45 ¢ Know yourself, your negotiating partner and the alternatives
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12:30

What are the Hot Buttons of the other party?
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o How do you compare with the alternatives
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0 Mapping the strategies needed for to improve your position
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e Exercise: Hot Button Competitive Analysis
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Negotiations Matrix
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Customers' Hot buttons s Us A B Discriminator
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o '.rvef! identical projects in past
Specific Experience
1 s 30 25 20 15

IfL + ETHEESTHETTE

r, and therefore

Budget

N 20 5 20 15

more expensive
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Familiarity with Manager

Named
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Positive: our twopro] cts for this client
both came in on time:
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Ability to Meet Schedule

fE a5 30 25 21 15
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o Group discussion: Based on the cases given, discuss from
the perspectives of buyers and sellers and map out your




negotiations matrix. Compare your conclusions
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12:30
[ Lunch
13:30
¢ How to handle objections effectively
AT A FOALIE F N
o0 How to say “No” without gong into an argument with the
other party AT FER S AR EF B HIFIR TIRE At R~
13:30 0 4 steps to resolve objections
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15:00 o Role plays: What are some major objections you face, and
get someone else to resolve them
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o Know when to walk away politely
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15:00
[ Break
15:15
15:15 e Negotiation Frameworks: % ¥I|15 %Y
16 20 o Using the Kraljic matrix to understand how procurement

should catergorize different types of sellers
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The Kraljic Matrix
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o Discussion for procurement: how do you categorize your
sellers? How should you readjust your negotiation

strategy?
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o Discussion for sales which category do you think you




belong to? How should readjust your negotiation strategy?
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e Day One Wrap Up $—X a4k

E6:30 e Summary of Key Learning Points [BiEE%>] 5
17:00 e Prepare for Day Two {755 — KMIHER
Day Two
e Handling Aggressive Negotiating Partners
puEP bl EPNEIS S
o Handling aggressive negotiations behaviors
AT R FIAT A
o Understanding your Thomas Kilmann Instrument conflict
management styles
T B4R Thomas Kilmann Instrument JAZSEIE XAg
é COLLABORATING
9:00 @
-
10:30 B
u COMPROMISING
<
g AVOIDING ACCOMMODATING
O UNCOOPERATIVE A ———— COOPERATIVE
o Debriefing of pre-work surveys
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10:30
[ Break
10:45
10:45 e Asking Questions in Negotiations (I)
~ WHIP AR [ TT (1)
12:30

0 Why do you need to ask questions
MR RIIRT & FRIFEK

o 5 key questioning techniques to find out hidden needs and
gaps
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o Listening to different signals 4t X & {523 TR

o Exercise: Making a list of the questions to ask based on
the negotiation case study




o 3 : IREBIFK , BIRIIERNFH
e Exercise: Hot Button Competitive Analysis
AT BRI
12:30
[ Lunch
13:30
¢ Negotiating based on the case studies
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0 Role Play: Questioning Skills to uncover needs and gaps
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~ 0 Negotiate based on what you learn from the other party
15:00 TRAE XS 7 T FERIRME U TR
o Debriefing on Questioning role plays
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15:00
[ Break
15:15
¢ Reflections and dialogues
RESSHE
15:15 o In breakout rooms: what are some reflections we have
~ NA: BT RE T ARE
16:30 o Moving forward: what are some actions that you will take
JREEARK: VRGP T3)
16:30 e Day Two Wrap Up $£-KE4E
= e Evaluation )l xki&
17:00 i

Objectives and Benefits
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By the end of the training programme, you shall be able to:
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1) Plan and prepare your negotiations for optimal outcomes;
R ESERSRMRFIER

2) Use competitive analysis to achieve better negotiation outcomes
FIATEE ARG EIFHIRFIZESR, AR

3) Influence key customers in a multiple-round negotiations

EZHRRFITIE, 51SKEE

Methodology

This workshop consists of a lively series of short participative lectures conveyed
using plain uncomplicated explanations. Learning will be facilitated through
exercises and case studies. Ample seminar materials will be given to participants




so that these will be a constant source of reference to them. Ample time will be
allotted for group discussion.
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Who Should Attend

This workshop is designed especially for sales and other people who face unique
negotiation challenges in China or Asia, and are looking for practical ways to
achieve better negotiating outcomes.
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