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SESSION 5 - NEGOTIATING SKILLS 
5.1  Speaker brief 

Top tips 

· This is only one approach to negotiating – there are others 
· The session provides an overview and will not make delegates skilled negotiators 

· Use examples from your own experience to liven up the presentation 

General briefing 

This section of the training package is about understanding negotiating skills. It is not about the process of negotiation for the new consultant contract job planning or objective setting meetings.  It is much more a generic section on ‘how to negotiate’ on a one-to-one basis. The session can be used as a refresher or as an introduction, depending on the needs of delegates.   Whether you choose to use this section or not, the handout gives an overview of negotiation.  Even those who feel they have a full grasp of negotiation should be encouraged to read it.  It does not attempt to look at all the various forms of negotiation, but simply gives one perspective on one type of negotiation.  It should be given after having read the handout and the notes with each slide. 
Presentation briefing 

Approximate time duration: 60 minutes 

The purpose of this presentation is to stimulate discussion on the topic of negotiation.  It may be used as a refresher course or as a basic introduction.  Quite deliberately no examples are given.  However, you may like to use examples from your own experience to show the power of effective negotiating skills. 

You must stress that this is not similar to a trade union – employer negotiation.  This is about 

negotiating with colleagues and friends and hence medical managers may be unsure of their 

authority and role.  It should be made clear to them that they are first amongst equals. 

The presentation deliberately concentrates on negotiation skills. However, influencing people uses similar skills.  Dealing with difficult situations needs a thorough grasp of the skills used to negotiate as that is the prime method of moving forward.  The time taken to give the presentation will depend on the delegates’ level of knowledge in this area.  However, you should set aside at least one hour. 

As this presentation is addressing behavioural type issues, the speaker notes are written in a 

different style to the other presentations. 

Resources for speakers 

PowerPoint slides are available 

Resources for delegates 
Delegate handout – Negotiating skills 
Pay Modernisation Team
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Consultant Job Planning
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