
NEGOTIATION WITH  
PROCUREMENT

< AND GAINING THE CONFIDENCE TO ENJOY IT >

IMMEDIATE IMPACT

OBJECTIVES
UNDERSTAND 

why they do  
what they do 

UNDERSTAND 
how professional 

procurement works

DEVELOP 
strategies that 

maximize  
the chance  
of selection  

(in case of pitch)

SETTING 
your variables  

to ensure that the 
initial proposal 
has room for 
negotiation

AGREE  
the step by  
step guide  

to effectively  
prepare yourself  
for negotiations

UNDERSTAND  
the importance  

of justifying  
your price 

DEVELOP  
strategies that  

minimize  
the loss of margin

CONFIDENCE 
to negotiate the best 
terms and conditions 
for you and your 
clients 

CONFIDENCE 
to deal with 
procurement  
on equal terms 

BETTER 
prepared negotiations and 
therefore coming away with 
the best ‘win’ possible for your 
business

A SIMPLE FRAMEWORK 
to ensure consistency of 
approach across your business 
and your teams 

TIPS AND TRICKS  
to share with your 
wider teams

FRAMEWORK
INTRODUCTION & 

EXPECTATIONS 

Why procurement is  
playing a bigger role  
in decision making    

Why being a great 
negotiator is so  

important in today’s 
market conditions

NEGOTIATION 
PRACTICAL

Chance to see how  
we are with negotiating 

with procurement  

Practical where you 
will be pitting your wits 
against an ex-buyer to 
benchmark where we 

are at today

WHAT PROCUREMENT LOOKS FOR

Interactive session with the buyer on how they were trained

What personalities you find in procurement

What motivates them and how they are measured

What you should be doing to prepare yourself better

Why they use the tactics they do and  
what you can do to counter these

SELLING VERSUS 
BARGAINING 

VERSUS 
NEGOTIATING

Looking at the role of 
each and when they 

are appropriate to use  

INTERACTIVE 
WORKSHOP  
full of discussion, case 
studies and practical 
tools

SIMPLE 
HANDOUTS  
that are completed 
throughout the 
session

CLEAR 
ACTIONS  
to take back 
to work

KNOWLEDGE  
from other 
delegates on best 
practice they are 
using

MORE SENSE  
of team as 
shared a learning 
experience

MOTIVATION  
to change and 
implement their  
new skills

WHO IS IT AIMED AT?
Everybody that has to negotiate as part of their role and has the pleasure of working with procurement 

DELIVERY STYLE

SKILLS OF A  
MODERN 

NEGOTIATOR

Review personalities, 
behaviours and beliefs 

that make people 
successful modern 

negotiators 

GIVING AND RECEIVING PROPOSALS

Framework for giving and receiving proposals 

Moving into the bargaining phase

Tips and tricks on how not to crumble at the last minute

Dealing with ‘post agreement’ tricks

Closing and reviewing the process

FRAMEWORK PREPARING 
YOUR NEGOTIATION

Setting a clear objective

Developing your variables 

Creating your  
negotiation ranges   

Creating your BATNA  
and success criteria

Setting out the  
first meeting

NEGOTIATING TO  
A CLOSE

Chance to close off the 
negotiation, review how 

far you have come  
during the workshop  
and where you still  
need to improve 

Actions and Review


