
WHO WILL BENEFIT?
Strategic Negotiating Skills for Leaders© is designed to 
benefit senior and functional managers, department heads 
and executives who have responsibility for negotiating with 
major stakeholders.

Effective leaders and managers consistently negotiate 
effectively both internally and externally with critical 
stakeholders. This highly interactive workshop guides you 
through all the stages of the negotiation process, applying 
the learning to a live negotiation that each leader brings to 
the course.

For today’s leaders, negotiation is a vital skill needed to 
achieve results in a range of business interactions. When 
you understand how to effectively negotiate, you can plan 
and achieve better outcomes in every situation without 
creating conflict.

Participants will gain comprehensive knowledge of all 
phases of the negotiation process; from scoping and 
preparing to post-negotiation analysis. Through interactive 
models, role-play and case studies, you will be introduced 
to the fundamentals of influencing and negotiation. You will 
discover your own ‘Negotiation Style Profile’ and be guided 
to develop and refine your abilities.

Participants will put knowledge into action by developing a 
30-day action plan for their selected real world negotiation.

Cost: AU $1,865 

10% discount for UTS alumni

15% discount for 3 or more company enrolments

CHANGING THE FOCUS TO VALUE

UNIQUE TO UTS
This highly acclaimed public program is only delivered 
globally at the UTS Business School.

To leverage your attendance at this UTS advanced program, 
when you have completed your first ‘Negotiation Plan’ you 
will receive complimentary feedback from an expert advisor.

The program runs either in your workplace or inside our 
iconic new home, the Frank Gehry-designed Dr Chau Chak 
Wing Building.
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STRATEGIC NEGOTIATING SKILLS FOR LEADERS© 
PROGRAM OBJECTIVES
Negotiating is a skill that can be learned and practiced 
to achieve required outcomes. When individuals and 
organisations understand how to negotiate well, they 
can achieve the best results in every situation.

The Strategic Negotiating Skills for Leaders© program 
utilises international research to demonstrate how 
executives and managers can effectively influence and 
negotiate to achieve and sustain results beyond the 
ability of their competitors.

Highly practical, this program is immediately 
applicable, will set the foundation for positive change 
and provides the skills to obtain desired outcomes 
from any negotiation process.

PROGRAM OUTCOMES
You will learn how to:

 > Analyse negotiation situations to choose the best 
approach

 > Apply the negotiation framework to your business, 
department or organisation

 > Recognise and use the key negotiating styles
 > Determine your own preferred style
 > Develop negotiating skills using interactive models 

and case studies
 > Make sound decisions on the run
 > Avoid common mistakes and pitfalls made by 

negotiators

NEGOTIATING WITH STYLE PROFILE®
Negotiating requires parties to interact and communicate.
However, there can be a dramatic difference between how 
parties interact and communicate—how much and how 
effectively. We can better understand these differences 
when we understand how people use different negotiating 
styles.  
The Negotiating with Style® profile was created from 
research on different  negotiating styles. It illustrates your 
perception of your negotiation preferences. Using this 
you can learn to be flexible in your style for each future 
negotiation. 

ABOUT THE PRESENTER

ABOUT GORDIAN BUSINESS
Gordian Business is a specialist research & consulting 
firm which works with clients to find creative solutions and 
pursue opportunities to achieve breakthrough results. 

IN-HOUSE TRAINING
Executive Programs also successfully run the 
Strategic Negotiating Skills for Leaders program as 
an in-house, tailored course.

If you need to build organisational capability , and 
a number of employees would benefit from this 
training then we can work with you. Our objective is 
to customise and deliver programs that solve specific 
organisational challenges. 

If you wish to discuss an opportunity further then 
please contact:

Stephen Rutter 
Manager, Executive Programs

stephen.rutter@uts.edu.au

0409 795 621

Stephen Kozicki 
With over 20 years experience 
conducting high impact workshops, 
both in Australia and overseas, 
Stephen’s areas of specialization include 
influencing and negotiating in the 21st 
century, strategic account management, 
effective presentation skills and turning 
creativity into innovation. Stephen has 
studied Advanced Influencing and 
Negotiating Skills at Harvard University, 
and spent many years developing 
account strategies for industry groups.

WHAT IS EXECUTIVE PROGRAMS?
Executive Programs (EP) bring  academic rigour and 
conceptual thought to business education. As an integral part 
of UTS Business School, EP addresses the issues that disrupt 
business operations of today. EP helps boost Sydney’s industry 
networks, entrepreneurial capacity and global connections.

 > Embed experiential education into post-graduate 
programs that promote entrepreneurial thinking and the 
knowledge and skills required for future business leaders.

 > Strengthen engagement and supply UTS Business 
School’s “smart capital” to corporate clients, social 
ventures, early stage companies and students.

 > Share the entrepreneurial and innovative achievements of 
the university, acting as a catalyst for students to become 
entrepreneurs.

www.execed.uts.edu.au


