P-20

The Art of Negotiation, Persuasion,
and Influence in PPPs

Course Description

Online Learning at its Best

Effective negotiation is a critical skill to acquire when dealing
with colleagues and clients for an increasingly broad range of
professionals involved in public-private partnerships (PPPs).

IP3’s two-week online courses allow participants to interact with
top instructors and their own peers to develop a more in-depth
understanding of the PPP landscape.

This course provides a comprehensive introduction to
negotiation, interpersonal effectiveness, and organizational
conflict resolution in the PPP negotiation process. You will learn
practical negotiation techniques and strategies to plan your
negotiations to give you the greatest chance of success.
We will explore various types of negotiations, including integrative
(win/win approach), distributive (win/lose approach), and various
iterations of these two extremes. While covering the principles,
preparation, and practice of negotiating skills, this course
combines theory with practical activities and scenarios to help
make your negotiations successful.

These courses “meet” online for live video webinar sessions that
deliver students the opportunity to ask questions and receive
speedy answers, much like our in-classroom courses. In between
sessions, students have access to myriad resources, including
video presentations, interactive discussion forums, and quizzes
and knowledge checks.

Online Learning Includes

1

Through live webinar presentations with Q&A, virtual discussions,
hands-on exercises, and self-paced learning, participants will
gain knowledge and skills that will enable them to negotiate
PPPs successfully. Participants will learn and apply negotiation
terminology, processes, and resolution techniques.

Four 2-Hour
Interactive
Webinars

Who Will Benefit

This course is designed to introduce the basic skills of negotiation.
It is suitable for anyone who negotiates with suppliers, partners,
customers, or colleagues.
• Staff from national, provincial, federal, state, and municipal
governments
• Members of planning organizations and boards
• Regulators and authorities for infrastructure utilities and
public services
• Legal, financial, construction and engineering professionals
• Staff of international donor organizations

Course Offering

Two Hours
Self-Paced
Online Learning

Continuing
Education Unit
(CEU) Awarded

Learning Outcomes
Through successful completion of this course, participants
will be able to:
• Plan and prepare their negotiations effectively
• Identify their negotiation style to help them improve their
probability of success
• Use techniques of persuasion and communication to help their
negotiation process
• Adapt their negotiation style to the context of a given PPP
situation
• Apply the Harvard Negotiation Method through engaged role-play

Online Learning
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Course Contents
What is Negotiation?
•
•
•
•
•

What is negotiation?
Knowing yourself as a negotiator
Stereotypes in negotiation methods
Zero sum games
Roleplaying and peer feedback

Preparing a Negotiation

• Pre-identified elements in a negotiation: BATNA, limit value,
and aspirations
• Elements of negotiation
• Preparing to negotiate
• Roleplaying and feedback of case study (part 1) - Chile’s least
present value of revenues (LPVR) toll road model

Persuasion and Influence in Negotiations
•
•
•
•
•

Persuasion as a negotiation tool
Reciprocity as a negotiation tool
Communication and body language
Personal space and positions
Roleplaying and feedback of case study (part 2) - Chile’s least
present value of revenues (LPVR) toll road model

Closing the Deal
•
•
•
•
•

How to get to an agreement in a negotiation
Closing the deal
Requirements for an agreement
Negotiation exercise: Cattle trading
Peer feedback

Become a Certified PPP Specialist
Completion of P-20 The Art of Negotiation, Persuasion, and Influence in PPPs is a contributing factor in obtaining IP3’s
PPP Specialist Certification.
This program provides an introduction to the core body of knowledge in public-private partnerships taught by IP3,
creating a world-class standard in PPP skills development.
Certification requirements include 24 CEUs and successful completion of a PPP Specialist exam.
IP3 is an accredited provider of Continuing Education Units (CEUs) as sponsored by the
International Association for Continuing Education and Training (IACET).
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