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Course Introduction

In today’ s evolving educational environment, mastering negotiation and persuasion skillsis essential for educators,
administrators, school leaders, and other stakeholders. Whether it's navigating parent-teacher relationships, leading
professional development, resolving classroom conflicts, or advocating for institutional change, effective
communication, influence strategies, and conflict resolution are critical tools. Training Course on Negotiation and
Persuasion Skills for Educational Contexts equips participants with evidence-based approaches to negotiation and
persuasion, tailored specifically for academic environments. Learners will explore real-world case studies, understand
the psychology of influence, and build practical strategies for collaboration, stakeholder alignment, and decision-
making in complex educational settings.

With afocus on active listening, emotional intelligence, power dynamics, and win-win outcomes,
this course helps participants build confidence in strategic negotiation and persuasive
communication. Emphasizing inclusivity, ethical leadership, and data-informed advocacy, this
training ensures every learner develops atoolkit to lead change and mediate effectively within
diverse educational institutions. Whether you're a teacher managing a classroom or a district leader
influencing policy, the skills learned here are crucial for success and sustainability in education.
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Introduction

In today’ s evolving educational environment, mastering negotiation and persuasion skillsis essential for educators,
administrators, school |eaders, and other stakeholders. Whether it's navigating parent-teacher relationships, leading
professional development, resolving classroom conflicts, or advocating for institutional change, effective communication,
influence strategies, and conflict resolution are critical tools. Training Course on Negotiation and Persuasion Skills for



Educational Contexts equips participants with evidence-based approaches to negotiation and persuasion, tailored
specifically for academic environments. Learners will explore real-world case studies, understand the psychology of
influence, and build practical strategies for collaboration, stakeholder alignment, and decision-making in complex
educational settings.

With afocus on active listening, emotional intelligence, power dynamics, and win-win outcomes, this course helps
participants build confidence in strategic negotiation and persuasive communication. Emphasizing inclusivity, ethical
leadership, and data-informed advocacy, this training ensures every learner develops a toolkit to lead change and mediate
effectively within diverse educational institutions. Whether you're ateacher managing a classroom or a district leader
influencing policy, the skills learned here are crucial for success and sustainability in education.

Course Objectives
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Develop persuasive communication skills tailored to academic settings.
Apply emotional intelligence to enhance negotiation success.

Analyze conflict resolution models within school systems.

Utilize active listening techniques for stakeholder engagement.
Explore power dynamics and influence tactics in school leadership.
Strengthen collaborative problem-solving for team decisions.
Implement data-driven advocacy in educational proposals.

Use body language and nonverbal cues effectively.

Engage in role-play and simulations to practice negotiations.

Examine the role of cultural competency in persuasion.

. Create and deliver impactful presentations for change initiatives.
. Build strategies for multi-stakeholder consensus-building.
. Assess and refine personal negotiation styles using reflective tools.

Target Audiences
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School administrators and principals
Teachers and faculty members
Educational consultants

Curriculum developers

Policy advocates and education reformers
School board members

Higher education |eadership

Student support and counseling staff

Course Duration: 5 days

Course Modules

Module 1: Foundations of Negotiation in Education

Definition and types of negotiation

Education-specific negotiation challenges

Key elements of persuasive messaging

Interests vs. positions framework

Introduction to negotiation planning tools

Case Study: Negotiating a school schedule change with union reps

Module 2: Persuasion Psychology in Learning Environments

Principles of influence (Cialdini’s model)
Emotional appeal and logic balance



Storytelling for persuasion

Tailoring messages for different audiences

Ethical considerationsin persuasion

Case Study: Persuading a school board to approve anew STEM program

Module 3: Emational Intelligence and Active Listening
e Understanding emotional intelligence (EQ)
Components of active listening
Empathy as a negotiation tool
Managing emotional triggers
Enhancing trust in communication
Case Study: Navigating a parent-teacher conflict over student behavior

Module 4: Conflict Resolution in Academic Teams
o Conflict stylesand responses
o Mediation strategies for school teams
De-escal ation techniques
Collaborative decision-making frameworks
Feedback and follow-up methods
Case Study: Resolving faculty disagreement on curriculum changes

Module 5: Power and Influencein School Systems
e Types of power in educational settings
Identifying formal and informal influencers
Managing hierarchical negotiations
Advocacy and grassroots influence
Creating coalitions and alliances
Case Study: Leading district-wide curriculum reform as amid-level leader

Module 6: Culturally Responsive Negotiation
e Cultural awareness and biases
Cross-cultural communication barriers
Inclusive language and framing
Negotiation norms across cultures
Adapting strategies for diverse groups
Case Study: Negotiating policy with multicultural parent associations

Module 7: Strategic Communication and Advocacy
e Messaging frameworks for change
Elevator pitch and proposal writing
Leveraging datain persuasion
Public speaking for school audiences
Navigating media and digital platforms
Case Study: Campaigning for mental health funding at a school board meeting

Module 8: Applied Negotiation and Reflection
e Personal style assessment and improvement
o Practice sessions with peer feedback
e Role-play of complex negotiation scenarios
o Reflection journaling and learning logs



¢ Designing an actionable school-based project
e Case Study: Final capstone negotiation simulation involving al stakeholders

Training M ethodology

o Interactive lectures and expert-led discussions

e Case-based learning with real-life educational scenarios
Peer collaboration through role-playing and simulations
Guided self-assessments and reflective journaling
Practical toolkits and worksheets for implementation
Continuous feedback and personalized improvement plans

Register asa group from 3 participantsfor a Discount

Send us an email: info@fineskilltrainingcenter.com or call +254769199797

Certification

Upon successful completion of thistraining, participants will be issued with a globally- recognized certificate.
Tailor-Made Course

We also offer tailor-made courses based on your needs.

Key Notes

a. The participant must be conversant with English.

b. Upon completion of training the participant will be issued with an Authorized Training Certificate

¢. Course duration is flexible and the contents can be modified to fit any number of days.

d. The course fee includes facilitation training materials, 2 coffee breaks, buffet lunch and A Certificate upon successful
completion of Training.

e. One-year post-training support Consultation and Coaching provided after the course.

f. Payment should be done at |east a week before commence of the training, to FINESKILL
TRAINING CENTER LD account, as indicated in the invoice so as to enable us prepare better for
you.

Upcoming Scheduled Sessions

Start Date End Date Location Price
10 Aug 2026 14 Aug 2026 Online $1,100
17 Aug 2026 21 Aug 2026 Online $1,100

24 Aug 2026 28 Aug 2026 Online $1,100


mailto:info@fineskilltrainingcenter.com

Start Date End Date Location

31 Aug 2026 04 Sep 2026 Online $1,100
07 Sep 2026 11 Sep 2026 Online $1,100
14 Sep 2026 18 Sep 2026 Online $1,100
21 Sep 2026 25 Sep 2026 Online $1,100
28 Sep 2026 02 Oct 2026 Online $1,100

Ready to enroll or request a customized program? Book online or contact us:

Register Online Now

Email: info@fineskilltrainingcenter.com | Website: www.fineskilltrainingcenter.com


https://www.fineskilltrainingcenter.com/courses/training-course-on-negotiation-and-persuasion-skills-for-educational-contexts

