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Harvard Program on Negotiation - Global
Modules Taught

Day 1 – “Understanding Key Negotiation Concepts”

Module 1: Negotiation Fundamentals
Module 2: Creating Value vs. Claiming Value

Day 2 – “Managing Interpersonal Dynamics”

Module 3: Best Practices for Difficult Situations
Module 4: Dealing Effectively with Emotions and Relationships

Day 3 – “Addressing Negotiation Complexities”

Module 5: Negotiating Across Cultures
[bookmark: _GoBack]Module 6: Multi-party Negotiations, Internal Negotiations, and Organizational Challenges and Relationships







Day 1
“UNDERSTANDING KEY NEGOTIATION CONCEPTS”	


MODULE 1 – Negotiation Fundamentals
We will share with you core concepts of negotiation, including the importance of principled bargaining and shared problem-solving.
 
· Learn to clarify your interests and priorities, and then think about your counterpart’s interests. 
· Learn about the difference between interests and positions.
· Identify the range of alternatives you are willing to consider if your counterpart does not give consent.
· Learn to analyze a negotiation problem and seek ways to create value.
· Assess your relationship with your counterpart and determine if you can take steps to generate positive emotions and avoid negative reactions.
· Prepare for your negotiation, and outline your communication strategy.
 
Through negotiation exercises and interactive discussions, you will examine ways to structure the bargaining process to accommodate joint problem solving, brainstorming, and collaborative fact-finding. As a result, you will be able to think more clearly, make smarter moves, and set the stage for more productive negotiations.



MODULE 2 – Creating Value vs. Claiming Value
We will discuss how to handle the “Negotiator’s Dilemma” and how to create value while also ensuring your fair share of distributed value. You will learn about the need for careful preparation, which includes thinking about the other side’s “back table” as well as your own. We will discuss how to respond to different tactics and how to feel confident about your ability to drive the negotiation.
 
· Learn the advantages of adopting a cooperative mindset.
· Learn strategies for building trust.
· Know when to share information – and when not.
· Understand the importance of knowing or guessing at the zone of possible agreement.
· Learn to evaluate risk and learn defensive moves against aggressive claiming.
· Consider the implications of opening offers.
· Know the importance of being aspirational and well-prepared.



Day 2
“MANAGING INTERPERSONAL DYNAMICS”


MODULE 3 – Best Practices for Difficult Situations
What makes some negotiation situations difficult and how do most people deal with them? We will discuss typical responses and better ways to respond when you are faced with challenging people or problems. You will learn practical skills and the importance of active listening. You will also improve your ability to analyze a situation and choose the appropriate strategy and response.


MODULE 4 – Dealing with Emotions & Relationships
To be effective, executives must learn to navigate personality differences, diverse agendas, and social pressures. You will see that it matters how your counterpart feels about the negotiation and learn ways that you can generate positive feelings. You will be taught how to have the “difficult conversation” and how to separate intention from impact. You will learn the Core Concerns that need to be addressed in order to manage emotion in negotiations. Finally, you will do an exercise that helps you understand your own style of negotiation and the style of others.


Day 3
“ADDRESSING NEGOTIATION COMPLEXITIES”


MODULE 5 – Negotiating Across Cultures
Learn how to overcome barriers to negotiating effectively across cultures by understanding differences in law, languages, professions, behavior, attitudes, values and other factors. Learn strategies for dealing with cultural differences in negotiation and become aware of how others may perceive your culture. Understand how complex your negotiation counterpart may be and avoid stereotypes. Acquire strategies for bridging cultural divides so that you can negotiate more effectively.


MODULE 6 – Multi-party Negotiations, Internal Negotiations, Organizational Challenges and Relationships
The final session builds on your accumulated knowledge to generate insights for negotiating across a variety of competitive contexts. The faculty will bring to life different negotiation problems and examine their real world outcomes. Learn sophisticated negotiation moves for working in highly complex situations and plan ahead for your future negotiations. As a result of your participation, you will become a more effective decision maker and negotiator over the long term. You will also be better prepared to acquire support from your organisation as you lead future negotiations.
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