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Negotiation Skills

Strategies and Tactics for Effective Industrial Relations Bargaining

N egotiation skills are critical to effective change manage- “

-
ment. Managing and delivering effective change in complex ar- i

eas such as work organisation, working practices, new technol- * V‘

ogy, staffing levels, reward and remuneration systems, etc fre- T\

quently hangs on the ability of parties to reach satisfactory agree-  -6U'S explore that possibility

ments at the bargaining table. Devolved responsibility for key change management and HR

issues puts the pressure on managers to deliver as never before.

This three-day workshop provides a systematic approach to planning and conducting workplace
negotiations. Participants are limited to 16. Participants experience taking is-
| sues relating to pay and conditions and organisational change from planning

through bargaining to agreement. The course provides opportunities to practice

. &‘— °| positional bargaining techniques as well as to explore the usefulness of innova-

Here i tive approaches such as joint working parties and interest-based bargaining.

This training workshop will help you to:

WHAT PARTICIPANTS SAID

Strengthen your confidence and skills through role
) Very practical course using experiential learning

plays, reflection and feedback - Manager

The 3 days flew! Definitely need the 3 days to ade-

quately cover all the course

- Manager

Role plays were exceptionally helpful, getting the oppor-

Learn and use tools for preparing for negotiations tunity to practice skills really helped the learning proc-
ess

Identify and develop your personal negotiation style

- Union Official

Learn about and use important influencing skills Eye opening: showed negotiators need ‘emotional’ as
well as ‘logical’ arguments.
- Manager

Switching roles definitely helps to understand the other
side’s view

- Manager

As a person who is relatively new to negotiating at
national level | found the course most helpful

- Union Official

Learn how to break deadlocks and get to agreement

Learn about the factors that significantly influence ne-

gotiation processes and outcomes.




Programme Content
This programme covers:

Reviewing the negotiation context

Establishing goals and priorities

Identifying best and worst outcomes
Developing opening positions

Working through a negotiating team Planning and Preparing
Involving principals and constituents

Opening and exploring

Signalling and proposing

Responding to offers and making counter-offers
Using influencing skills at the table

Handling conflict across the table

Breaking deadlocks

Reaching agreement and closing

The programme is highly interactive. Participants learn through short trainer inputs followed
by intensive negotiations around a complex package of common workplace issues. The small
numbers ensure that everyone has opportunities to practices their skills over the three course
days in negotiating teams of two as well as in larger ‘set pieces’. Participants gain valuable
insights by negotiating from both management and trade union perspectives. In addition, par-
ticipants benefit from constructive feedback from the trainers and from colleagues.

WORKSHOP PRESENTERS

Workshop presenters are John O’'Dowd and Maurice Fines . John has 20 years experi-
ences as a trade union negotiator at public service and national levels. He was Joint

Director of the National Centre for Partnership based in the Department of the Taoiseach
from 1997-1999. Since then he has been an independent consultant, trainer and facilita-

John O’'Dowd tor specializing in organizational change and improvement in the unionised sector. Maurice Fines

Maurice has extensive experience as a management negotiator in both the public and private sectors spanning retail, ser-
vices, IT and public utilities. He has an MBS in Human Resource Strategies from Dublin City University and is a Chartered

Member of the CIPD. John and Maurice teach negotiation skills to MBS students in the Graduate School of Business, UCD.

COURSE DETAILS WHO WILL BENEFIT?

Venue: This course is suitable for someone who has
limited experience in negotiation and who

. . , needs a very practical introduction to how the
Dates: For details contact John O’'Dowd process works.

Cost: At the same time, the course is valuable for

experienced negotiators who want to refine
Accommodation not included in course fees. their current skills and practice new skills in a

Fees are payable in advance.

: ) . neutral environment. Both newly appointed
A cancellation policy applies.

and experienced management and union
negotiators have taken part to date.

BOOKING
Please contact John O’'Dowd Consultants Ltd at johnodowd@eircom.net or 01 8257261 or 087 6797 365.

This workshop is also available as an in-house training programme. Please contact John O’'Dowd.



