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From beginning to end, the course is about how to
effectively influence and persuade others in order to
get the desired results. Having attended the course,
you will experience an increase in confident in your
ability to communicate professionally without
compromising your integrity and thus be able to get
more things done with the new influencing and
persuasive skills you've gained from participating

in the course.

WHO SHOULD ATTEND

Individuals who's success depends on negotiating,
influencing and for those who manage groups of
people to achieve new heights of performance.

PROGRAMME CONTENTS

Developing a Polished Personality
Communications Styles

Getting the Deal Done Quickly & Smoothly
Overcoming Difficult Negotiation Tactics

Laying the Groundwork for Negotiation
Success

Dealing with Opponent Styles, Strategies &
Tactics

Mastering Key Negotiation Skills

Developing Mutual Trust for Smoother
Negotiation
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YOUR TRAINER’S PROFILE

Jerome-Pierre Bonnifay a Human Resource & Training
Consultant has over 20 years of experience at middle
and senior level managers across most management
functions with Malaysian & International organizations.

Jerome is a HBDI™ & YABDI™ Practitioner and is also

a HRDF Certified Trainer. He holds a PHD in Psychology,
an MBA in Human Resources and a B.A in Law &
Economics.

PROGRAMME OBJECTIVES

Counter parties (opponents) with the right
strategies

Meet the need of both parties

Strengthen relationships

Prepare well ahead for confrontation

Devise and recognize options for mutual gain
Be more confident when dealing with people
Look for win-win solutions

Delineate clear action steps that both parties
understand

Be calmer and compose when confronting a
tough party

Recognize dirty tricks and neutralize them
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