			
Purchasing Negotiation Skills

This course outline should be used to determine whether the course is appropriate for the student, based on current skills and training needs.

	Duration:

	 1 day

	Audience:

	For purchasing people who are have had experience of purchasing and wish to consolidate and develop those skills


	Objectives:


	To improve understanding of the negotiation process to a higher level


	Course Topics:

Assessing your Negotiation Skills

Negotiation in your environment
· What is your environment
· What are the problems
· Company Objectives
· Your Objectives
· Assessing Opposition

Recap Negotiation Skills
· Communication
· Active Listening
· Questioning Techniques
· Non-Verbal Behaviour
· Presenting Your Views
· Meta-Talk
· Persuasion Techniques
· Decision Making

Principles of Negotiation
The Five Rights

	

The Negotiation Framework
· Reflection
· Needs
· Objectives
· Facts
· Environment

Negotiating Obstacles
· Power Struggle
· Manipulation
· Confrontation
· Mistakes
· Tangents
· Rejection

Negotiation in Business
· Importance of Purchasing
· Ploys/Tactics
· Negotiating Proposals
· Negotiation Breakdown







