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Introduction

In the 2I1st century, organizations operate in a highly complex and dynamic
environment. Therefore, persuasive and impactful negotiation skills are perceived not
only as a prerequisite to gaining a competitive edge but also as a must-have life skill
for accepting and resolving the differences across individuals and organizations and
sustaining it over time. Negotiation skills constitute an integral part of creating value
for the organization. Manager as a negotiator deals in various situations- seeking
resources for a project or team, deciding on conflicting situations, or inking a
high-stakes deal for the organization.

Nepal Administrative Staft College has designed a three-day course on negotiation
skills for the officers of organizations having managerial responsibilities and dealing
with various conflicting situations and stakeholders in the area of border  admin-
istration. In this training program, officers will gain insight into the habits of deal
makers. Through the help of established frameworks and a series of group exercis-
es, they will leam how to execute proven tactics, refine their negotiating style, and
improve their ability to discuss and bargain successfully and ethically in any situa-
tion. Along the way, they will gain a new appreciation for how negotiating skills can
help them overcome various challenges—at work and beyond.

Course Aim

This course aims to enhance the knowledge and skills of officers to necgotiate
effectively in various situations while performing managerial responsibilities and
leading their organizations.

Course Objectives

Upon completion of the this program, officers will be able to:

e Demonstrate a better understanding of the demand/position, interests, priorities,
and goals of each party in the negotiation
Identify the ways for effective planning for negotiation
Identify the ways to deal with difficult people, and challenging relationships and
transform competition into cooperation- and opponents into partners
Improve listening, asking questions, and building positive relationships in
negotiation

Identify ways to make offers at the right time in the right way and manage
emotions to influence others

Recognize how personal biases and cultural differences affect the negotiation
Recognize when to walk away from the table and go for the best alternative to a
negotiated agreement

Practice essential skills to create value and ‘enlarge the pie’ to produce win-win
outcomes

Content Qutline
The Course is structured into six sessions as mentioned below:

e Building Perspectives on negotiation
¢ Communication skills in negotiation
e Relationship skills for negotiation

e Circle of Value in negotiation

e BATNA and commitment

e Negotiation in practice

Training Approach and Methodology

The program is based on social learning approach, including interactive
presentation, case-based learning, syndicate discussion, individual exercise and role
play. In order to promote team learning, an effective environment will be created
where the participants can explore and share valuable experiences in the classroom.

Learning Sessions

Two sessions each of 120 minutes will be supplemented by associated assignments,
audio visual aids, reference study materials and feedback sessions.

Resource Persons

NASC faculties and thematic experts in Negotiation will facilitate the learning
sessions.
Duration, Date and Venue

3 Working days: 2082, Jestha 21- 23 (June 04— June 06, 2025)
Nepal Administrative Staff College

Training Management Team
| COD Team
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