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Técnicas de Negociación

Duración: 1 Días      Código del Curso: GNS100E      Método de Impartición: Curso Remoto (Virtual)

Temario:

Whether you are asking for resources, negotiating with a customer, or dealing with conflict, being a skilled negotiator makes you more
effective. In this active, participatory course, you will practice the skills of negotiation and receive feedback to help you improve your
performance. 
You will learn about the types of negotiation and different styles that you can use during negotiations. You will learn to determine your individual
negotiation style and how to adapt to situations for more successful negotiations. You’ll also gain an understanding of competitive and
collaborative negotiation and learn how to recognize each. 

Curso Remoto (Abierto) 

Nuestra solución de formación remota o virtual, combina tecnologías de alta calidad y la experiencia de nuestros formadores, contenidos,
ejercicios e interacción entre compañeros que estén atendiendo la formación, para garantizar una sesión formativa superior, independiente de
la ubicación de los alumnos.

Dirigido a:

Anyone involved in negotiations with internal or external customers

Objetivos:

What You’ll Learn: 

The negotiation process Characteristics of key negotiation styles

How you react to conflict How to successfully negotiate 

Prerequisitos:

Siguientes cursos recomendados:
Communicating for Clarity
Leading EDGE Selling
Building Strategic Partnerships
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