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Negotiation Skills
Objectives
· To learn successful negotiating skills and step-by-step process to negotiations
· To understand the importance of including women and strategies for more inclusive negotiations
Materials

· Copies of the handouts
· Flip chart

· Markers
· Tape

· Grains of rice

Overview (3 hours)
Introduction/Ground Rules/Icebreaker (20 minutes)

Objectives, topics and key terms (5 minutes)
Define negotiation (5 minutes)

What is a successful negotiation? (5 minutes)

Common situations (2 minutes)

Conflict management, slides 10-11 (5 minutes)

Exercise: Persuasive debate (30 minutes)

Stages of negotiation (1 minute)

Before negotiation (2 minutes)

Promoting inclusion (2 minutes)

During negotiation (2 minutes)

Mutual gains approach, slides 17-18 (10 minutes)

Post negotiation (2 minutes)

Why include women? (2 minutes)

Exercise: Negotiation (1 hour)

Conclusion/Questions/Evaluation (15 minutes)
Trainer’s Note:
When introducing this module, keep in mind the following: 

· Encourage participants to be active.

· The course is designed to increase and enhance the knowledge and skills of each participant.

· Keep realistic expectations. This session is an overview of negotiation. Adjust your expectations depending on the level of experience your participants have with this topic. 
· Always consider the experience your participants are bringing to the table. Even where it is not noted in the Trainer Note, feel free to draw on their knowledge and ask them to share their experiences.
Please adapt the PowerPoint presentation, exercises, examples and handouts in advance of your workshop. They have been created for a global audience and need to be adapted to better suit the local context, the background of your participants and their level of experience. Terms, images and examples from the participants’ country or region should be used as much as possible so that they are relevant and contextually appropriate. 

This Trainer's Guide is meant to serve as a companion resource to the associated PowerPoint presentation. The vast majority of the information you will need is included in the notes section of each presentation. Additional instruction on how to facilitate some of the exercises and information that would not fit in the slide notes has been included here. As such, this Guide is not meant to be a stand-alone resource but rather a complement to the presentation.

If this is the first presentation in your workshop, start with participant introductions and ground rules prior to launching into the content of the session. You may also want to start with an icebreaker activity to get participants more acquainted and comfortable with you and each other. You may wish to ask participants to share their expectations for what they will get out of the training workshop. Understanding their expectations will allow you to further tailor your presentations, as possible, and to help relate the objectives of the sessions to the interests of the participants.

Objectives, Topics, Key Terms:
Spend some time giving participants a sense of where you will be heading during the session by explaining the objectives and topics to be discussed. Define key terms together—this will also give you a sense of what the participants already know about the topic. 

Trainer Note: Three Grains of Rice (slide 3)
Here are some additional questions to deepen the analysis of the process, and move the group towards ethical considerations and the advantages of negotiation.

· What if the instructions were to get as much rice as you could by any means possible?

· What if the instructions were to hold on to what you had to make sure you didn’t lose a single grain?

· What stopped a ‘rice war’ or ‘rice wars’ from breaking out? 

· What could have happened if there were no ‘facilitator’ to keep an eye on the process, to call time-out, to evaluate what was going on?

· What if you had stopped to think and talk about some of the things we are now looking at?

· What could have happened if there were more at stake – more than three rice grains? (For example, land, governmental power, country, money)

Additional Resources
· Toolkit for Advocacy and Action

The Inclusive Security, Sustainable Peace: A Toolkit for Advocacy and Action is a resource for women peacebuilders and practitioners to effectively promote peace and security. Directed to women peacebuilders and the policy community, the toolkit outlines the components of peacebuilding from conflict prevention to post-conflict reconstruction and highlights the role that women play in each phase.

· Trainers Manual: Increasing Women’s Political Participation in Guyana, Module 4: Negotiation Skills
This NDI manual includes additional exercises and information on negotiation skills. 
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