How to Teach
Negotiation Skills:
A Practical Workflow
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Moves theory into a
teach-practice-feedback loop
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Why Teaching Negotiation N
I[s Fundamentally Different

- Negotiation is a behavioral
| skill, not just knowledge

- Learners must perform under
realistic pressure to improve

- Adult learners bring fixed
habits, overconfidence, or
avoidance

- Fear of conflict affects over
three-quarters of employees

- Effective training needs
psychology, structure, and
repeated practice




BATNA, Reservation Point, ZOPA Interests vs. Positions Interest-Based Negotiation
Creates Value
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BATNA, reservation point, ZOPA: preparation vocabulary

® [nterests vs. positions: communication vocabulary

® |Interest-based negotiation creates value
® Separate people from the problem
e Creating vs. claiming value
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A Repeatable Teaching Workflow
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e Sequence: concept, example, practice, feedback, reflection

Use role-plays mirroring real work for engagement

®

Relevance drives learning transfer to the job

@

Half-day: tight theory, focused practice

@

Full-day: expand simulations and debriefs




Designing Practice
That Feels Real and Safe

Frame role-plays as practice,
not assessment; normalize
imperfection

Use short, repeated
simulations to build Watches with

negotiation muscle memory purpose and
' provides

p constructive
Give observers clear tasks: feedback

watch for tactics, emotional
cues, and structure

Design scenarios with
realistic pressure, hidden
agendas, and time limits

Let learners stumble; safe
mistakes produce the
deepest learning

Practice
with intention

PARTICIPANT ENVIRONMENT

A

Practices
negotiation
strategies in

realistic scenarios

Realistic pressure,
hidden agendas,
and time i

create authenti

A psychologically safe space
to explore, attempt, and learn

_ Reflect,
FEEDBACK ~ 7 adjust, and
LOOP improve




Structurlng the Debrlef to Drive In51ght

STRUCTURED FOUR-STEP DEBRIEF
e Guide reflection: what

) . A purposeful flow that drives insight happened, what worked
Open-ended discussion and lasting learning. witatito tr;r hed :
that can drift and miss
what matters.
OBSERVE
What happened? Focus on observable
0.9 ® oo e What did we see and hear? = behaviors, not
personality or style
. . IDENTIFY
- . What worked well? L‘;@ Connect every
What were strengths 4 .
and effective moves? observation back to
v core negotiation
e Drifts to opinions concepts
and stories CONNECT ( }\
. How do these observations e~ d)
e E?iltjyslgn person3ity link to core negotiation L4 Debriefing, not the
: concepts? role-play, is where
e Eésg%‘f‘c?arl?g; ir;’r::‘:g;;s e durable learning occurs
e Insights fade; learning What will we try next time? r{\;}?‘\
doesn’t stick What specific actions will A4 Protect debrief time;
e Debrief time vulnerable we take? never skip it under
! to time pressure time pressure

THE
FEEDBACK
LOOP




Giving Feedback

That Changes Behavior

- Self-assessment first, F
then specific evidence, .

then one commitment F E E DBACK LOOP

g SeLF- / COMMITMENT
@ Avoid vague praise; ASSESSMENT EVIDENCE

- Focus on observable
behaviors: "you paused
before responding"

connect feedback to
taught concepts

- End with a single
concrete action to
practice next round




Evaluating Learner

Progress Without Over-Formalizing

S TR e T E = e TR =W T+ o

<©> OBSERVATION FOCUS

(Y

e Observe:
preparation, questioning,
concession management,
relationship preservation

o Preparation
e Questioning

e Concession Management

o Relationship Preservation

CHECKLISTS & PEER OBSERVATION

o Use simple checklists and
peer observation sheets
|
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Pre Self-Assessment
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Track progress: pre/post
self-assessment, behavior
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Post Self-Assessment
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change, on-the-job ‘

follow-up '®)
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Behavior
Change

On-the-Job
Follow-Up



THE ADAPTABLE BLUEPRINT

Adapting the Workflow

to Diftferent Audiences

TAILOR THE NEGOTIATION APPROACH

AFAFA-

Tailor examples to roles:
sales, procurement, PMs,
educators

New managers: simple
frameworks, build confidence

Senior leaders: advanced
strategy, multi-party scenarios

FOCUS FOCUS FOCUS FOCUS
Value creation, Risk management, Clarity of scope, Engagement, Reframe negotlatlon as
building trust, cost efficiency, stakeholder alignment, collaboration, alignment, influence,
long-term supplier reliability delivery success mutual learning

partnerships problem-solving

¢ = THE ABAFTABLE BLUERRINT *~— ¢

e TR e ol i [ Gl T




" /Common Trainer Mistakes ﬁ\
and How to Avoid Them K

@ HOW TO AVOID IT

* Avoid theory overload; '
prioritize simulation and TS

feedback time

e Avoid theory overload;
prioritize simulation and
feedback time

e Use examples relevant
to participants’ real
work scenarios

@ e Never skip structured

Use examples relevant
to participants’ real
work scenarios

Never skip structured
debriefing, even under
time pressure

e Debriefing is the !_ e Debriefing is the
learning moment, not an E> learning moment, not an

optional extra optional extra

( : j - THE PRACTICE CYCLE : )

debriefing, even under
time pressure




.. | Making Training Stick

ADAPTABLE

| Beyond the Session

POST-SESSION

Prepare and set e Practice, simulate, e e \i Reinforce, apply,

the foundation ‘ Q MANAGER and debrief MQ ) MANAGER and sustain
%,

| ) COACHING COACHING
A L J

- One-off workshops fade; reinforce habits through follow-up practice
- Repeat key concepts across different simulations and debriefs

- Involve managers in goal-setting and observe real negotiations

- Coach and support new behaviors to ensure long-term transfer




Implementation Checklist: /..
Before, During, and After

PRACTICE

® - Pre-session: select

relevant cases, prepare
role-play materials, brief
trainers, set up room or
virtual breakout spaces.

e - During: cover concepts

briefly, run multiple
practice cycles, protect
time for structured
debriefs.

o - Post-session: schedule

follow-up practice,
support manager
reinforcement, measure
behavior change over
time.




Facilitating

Different Participant Profiles

THE HESITANT THE UNDER-CONFIDENT THE SKEPTIC
LEARNER PARTICIPANT OBSERVER

Reframe negotiation as
problem-solving for
hesitant learners

 Provide prepared
phrases to build
under-confident
participants’ confidence

Motivation:
Wants to
participate but
fears making
mistakes.

Motivation:
Questions value
and prefers
evidence.

Motivation:
Needs structure
and reassurance

to contribute.

TRAINER RESPONSE TRAINER RESPONSE TRAINER RESPONSE

* Invite skeptics to

/ \ Create a safe space ( % Provide tools and Engage their critical

{ ®°° ) and normalize = phrases to build . A thinking with analyze their own

L~ learning through -~ confidence and s framework analysis , o
practice. clarity. ' and application. paSt nego'flatlons

using the frameworks

e Channel resistance
and hierarchy with
clear expectations
and challenging roles




m - Teach negotiation as a behavior:

A 2 " concept, example, practice,
\/ feedback, reflection

BN

o - Prioritize realistic practice and
| structured debriefing over theory

o - Protect feedback time in
every session design

- =Rlan for sustained learning:
follow-up, manager support,
repeated practice
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