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One of the toughest things anyone in sales or management has to do 

on a daily basis is negotiate.   

One of the easiest ways to succeed in negotiation is to have a set of 

systematic skills and strategies to assist with planning and 

preparation, contribute to powerful problem solving and ensure 

satisfactory outcomes with a minimum of stress.   
 

The BEST Negotiation Skills and Strategies Program was developed from a 

management career in sales, marketing and general management in a highly 

competitive industry.   While based on the universally effective BEST principles 

of understanding and respect, it provides a strategic framework for planning 

and preparing for major negotiations, for effective persuasion and for pre-

emptive empowerment.  It includes the following: 

 
 Understanding negotiation  
 The essentials of planning and preparation  
 Clarifying personal and professional limits and boundaries 
 Power issues and how to manage them 
 The proven BEST six-step negotiation process 
 The four-choice model in negotiation 
 Strategies for successful rapport building 
 Working with cross-cultural issues  
 Successful questioning techniques for multi-dimensional understanding 
 Handling complaints and concerns positively 
 Seven steps to resolving conflict  
 Stress diffusing skills – for all parties! 
 Three ways to reach agreement 
 Finalising and following through 

 
This program supports all levels of experience and expertise, and is highly 

involving and interactive.   Both ‘old hands’ and new people have commented 
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on the value of the insights and innovative solutions they gain from the BEST 

Negotiation Skills and Strategies. 

 
TRAINING METHODOLOGY  

 
Workshops can be conducted for up to 25 participants, who will be divided into 

clusters of 5 or 6. The minimum effective group size is 8-10, as much learning 

takes place from participant interaction.  

Equipment used is kept to a minimum, to allow real-time discussion and 

involvement; flip charts and workbooks are our preferred media. Additionally, 

memento items such as coffee mugs are provided to act as ongoing memory 

joggers.  

Although intensive and hard-working, the entire program is lively, interactive 

and enjoyable, providing valuable discovery-learning processes in a friendly 

environment.  

For more information on how we can ensure the BEST Negotiation Skills and 

Strategies  gets the results you want in your organisation, contact us for a no-

obligation discussion.  
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