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Advanced Negotiation Simulation

Outline

Our workshop is based
around our preferred model
of “Purple Negotiation”
shown below.

This effectively combines
the styles people adopt in
negotiation with the widely
accepted standard steps in
the negotiation process.

It gives participants the op-
portunity to combine previ-
ous experience of tools
such as MBTI and Thomas-
Kilmann Conflict Indicator
(TKI) to enhance their skills.

Bargain
Propose

Debate

N

RED PURFLE BLLE

For this reason Kiddy’s Ad-
vanced Negotiation Pro-
gramme concentrates on
three main areas:

+ The Negotiation Process

+ Personality in Negotia-
tion

¢ A practical computer-
based simulation

Who Should Attend?
+ Line managers
+ Functional managers

+ People wanting to up-
date their skills

¢ HR professionals

+ Anyone who has to ne-
gotiate within or outside
your organisation

Duration & Location

Thisis a 1.5 day workshop,
normally run at the client’s
venue. Our workshops are
built around multiples of
three participants. This gives
participants the opportunity
to learn from each other
and their own experiences.

Advanced Negotiation
Programme With Simu-
lation

Our 1.5 day Advanced Ne-
gotiation programme com-
bines a significant amount
of practical negotiation ex-
ercises with role plays, ple-
nary discussions and group
work

The workshop covers the
following topic areas:

+ The 4 step negotiation
model

¢ Red, Purple, Blue nego-
tiation styles

¢ Your personality and its
effect on your negotia-
tion

+ Handling conflicting
business priorities

¢ When and how to use
power

+ Managing conflict and
the TKI Conflict Mode
Instrument

¢ Using your personality to
help you influence

+ Dealing with the ploys
and tricks of your coun-
terparty

¢ Managing the bargain-
ing zone
+ Coordinating strategic

negotiating teams and
resources

¢ Closing negotiations ef-
fectively
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¢ Getting to Win/Win

Additionally we run a
computer based simula-
tion which allows partici-
pants to experiment with
their techniques in a prac-
tical environment.

Our preferred simulation is
entitled “Commercial Ne-
gotiation Two”. In this busi-
ness simulation, the partici-
pants divide into two
groups to tackle a chal-
lenging but enjoyable
commercial negotiation
around the manufacture
and supply of goods.

The teams use laptop-
based programs contain-
ing the simulation data to
work out their negotiation
positions before meetings
to negotiate an equitable
outcome.

Next Steps

Please call us to discuss
your specific needs on +44
207 321 3755.

Other Programmes

Some of our other pro-
grammes include:

¢ Managing Global
Teams

¢ Emotional Intelligence
At Work

¢ Managing Stakeholder
Relationships

¢ Managing Your Boss

¢ Team Building On
Yachts

For further information on this or other programmes please contact us on: +44 207 321 3755

Kiddy International Ltd, 100 Pall Mall, St James, London, SW1Y 5NQ
Visit our website: www.kiddyinternational.com



