
 
Influencing & Negotiating Skills 

 Personal Development Training Series 

 
Testimonials: 
 

 
 
Training Uniqueness: 
 
• Focus on practical application 

of theory with real life 
examples from global 
companies 

• Examples from various 
industries – FMCG, Oil & Gas, 
Pharmaceutical, Services, Food 
Services, Retails, etc. 

• Experience sharing from 
different parts of the world 

• Practical handouts/ worksheets 
for immediate application and 
use 

• Case Studies during the 
trainings 

• Post training assessment 

 
Shahzad Training & 
Consulting International 
(STCI) 
Lahore, Pakistan 
Learning@shahzadtc.com 
www.shahzadtc.com 

 

Training Investment: 
• Please email at 

learning@shahzadtc.com 
 

Payment: 
• 100% Advance Payment 
• Cancellation charge 50% 

one week before training; 
100% afterwards 

• Payment by telegraphic 
transfer to STCI company 
account  

 

Dates: TBA 
Venue: TBA 

Please email your 
nomination to:  

learning@shahzadtc.com  

 
Language:  English  
 
Training Course Level: Basic – Intermediate – Advanced 
 
Methods of Delivery:  Instructor Lead Classroom OR Virtual Session of 2 Days Duration; Delivered as a 
public session OR in-house 
 
Target Audience:  All managers and staff dealing and interacting with internal and external suppliers and 
customers 
 
We interact internally as well as externally on a daily basis.  We reply to emails, attend meetings, deliver 
presentations, and discuss issues.  While doing so we try to influence others and to negotiate to get what we 
want - our goals.  Unfortunately, most of us do this without knowingly using the techniques to handle different 
behaviors.  Similarly, we jump right into a discussion without preparing for it. 
 
Training Course Introduction: 
 
Influencing & Negotiating Skills is an essential practical training which will help you learn how to 
handle different human behaviors and techniques for successful negotiations.  
 
Training Objectives: 

• To define negotiation 
• To learn types of negotiation 
• To learn how to plan for a negotiation 
• To learn how to influence behaviors 
• To learn how to conduct a negotiation 
• To learn how to document agreements 

 
Training Contents: 
 

Definitions 
Negotiation Types 
Planning Negotiation 
• General Negotiation Situations 

o To convince others of your 
suggested proposal 

o To convince others to use your 
product or service 

o To convince others of comparative 
importance of your focus 

• Negotiation Planning Tools 
o Grid Analysis 
o Cost Benefit Analysis 

▪ Negotiation Planning Tools 
o Pro’s & Con’s 
o Unique Selling Proposition (USP) 
o ABC Analysis 

Conducting Negotiations 
• Behavior Handling Techniques 
▪ Negotiation Techniques 
▪ Negotiation Mistakes 

Documenting Agreements 
Case Study  
Test 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Training Methodology: 
 
This training includes presentations, demonstrations, and exercises. 
 
Coach: 
This training is conducted by Ahsan S. Razzaq. Ahsan possess 28 years of experience in Supply Chain 
Management from Fortune 500 companies such as P&G, Henkel, Olayan, Savola, Basamh to name a few. 
Ahsan has worked in Saudi Arabia, Pakistan, Turkey and several other countries. He has worked in several 
industries such as FMCG, Oil & Gas, etc. His profile can be viewed here. 
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