
Grow your career.

Level up for the future.

Negotiating and 
Influencing Skills 
That Win Results
Negotiating is a “must have” skill for all business 

professionals. Learn proven techniques to 

communicate, persuade and use power effectively 

during negotiations.



Negotiating and Influencing 
Skills That Win Results

Negotiate successful outcomes in any situation.

Having the confidence to ask for what you want, regardless of 

your level of authority, is a powerful skill with many benefits: 

improved productivity, stronger relationships, better solutions, 

and career resiliency to adapt to change. 

2-day program

Book this program online

Grow your career.

Level up for the future.

https://seec.schulich.yorku.ca/program/negotiating-and-influencing-skills-that-win-results/


Negotiating and Influencing 
Skills That Win Results

This engaging program will build your negotiating and 

influencing skills quickly, using simulated negotiation role-plays, 

viewing and analyzing professional videos, negotiating self-

assessments, templates, and checklists, individual and group 

breakout activities, debates, case studies, and facilitator and 

peer feedback. It will challenge you in real time to plan, 

strategize, observe, respond, and adapt quickly in a variety of 

settings: virtually, in-person, and hybrid.

2-day program

Book this program online

https://seec.schulich.yorku.ca/program/negotiating-and-influencing-skills-that-win-results/


Program Highlight

3 Days of Study Applicable Skills Interactive Digital Badge

Use proven techniques in 
real-time negotiations

Hands-on and

participatory
Receive an authentic 

digital badge from 
Canada's #1 business 

school

Rich learnings in just 3 
days of study



Gail Levitt, president of Levitt Communications Inc., is an influential leadership 
facilitator, coach and mentor with a unique approach that engages and inspires 

participants to learn and apply both theory and practice for peak performance. Gail 
offers a wide range of influential leadership topics, including negotiating; 

productivity management; strategic and critical thinking; managing change; 
communicating without authority; transformational coaching and team 
collaboration.

Gail’s extensive training and work experience as supervisor, manager and senior 

leader in both public and private sectors enable her to adapt easily and engage 
diverse audiences with relevant examples they can apply immediately. Gail’s 
highly acclaimed first book, Team Planning for Project Managers and Business 

Analysts, was published by CRC Press in 2013. Her forthcoming book The Truth 
about Collaboration: Why People Fail and How to Succeed will be available in 

June 2020.

Program Faculty

Gail Levitt

PhD, MA



A great program that puts theory into 

practice with real-life situations. The skills 

learned here can be applied to all aspects 

of business and personal dealings.

G. Broadway
Product Manager, AstraZeneca Canada Inc.

The curriculum was perfect for teaching 

key concepts and flowing into more 

complicated ones.

M. Burleigh
Relationship Manager, Investment Planning Counsel



• How it differs from informing

• The four phases of effective influence

• Key principles and best practices

The Process of Influencing 

Program Content

• The four stages of a formal negotiation

• Planning proactively for negotiation success

• Essential planning checklist and terminology

Negotiating as an Influencing Process

• Where does your personal power come from?

• Influencing strategies and tactics:

• With authority

• Without authority

• Multi-generational guidelines

• Cross-cultural tips

Using Your Personal Power to Influence

• The 5 styles: strengths and weaknesses

• Strengthening your style

• Identifying and persuading other styles

• Applying successful strategies

Negotiating Styles: Yours and Others’



• Using the “forcing” style wisely in person and virtually

• Having a position-based focus 

• Applying and managing hard-ball negotiating tactics

• Knowing when and how to walk away

Succeeding in Competitive Negotiations

Program Content

• Understanding the contradictions of a “collaborative” mindset

• Focusing on interests for win-win results

• Encouraging and managing “constructive disagreement” 

successfully

• Building trust successfully: virtual, in person, hybrid

Succeeding in Collaborative Negotiations



This course is ideal for team leads, supervisors, specialists, 
managers, directors, and other professionals who need to influence 
and negotiate with diverse people in their job roles.

Participant Profile



Why a Certificate at 

? 
There will no longer be a single transition from graduation to work in one’s life.

Because few of us have the same job for life, we constantly have to re-invent ourselves, 

learn new skills and adapt to the changing marketplace and business environment. Today’s 

professionals and executives must be able to quickly develop and fine-tune personal 

business skills to adapt and grow.

We are #1 Business School in the country
We have the privilege of being ranked #1 and teaching top students from around the world.

Our Program is Unique
Distinction from growing competition in the job market.

We Provide a Combination of Skill Specialization & Range
Deepen your current skills and acquire new ones.



About 
At Schulich ExecEd, the professional development arm of the world class Schulich School 

of Business, all our programs are non-degree, mid-career acclaimed qualification that 

employers recognize and that you can add to your CV.

We provide:
• Short programs that build an individual business’ skill that have industry recognized 

credentials for that skill

• Certificate programs build a wider skill set with a number of key skills

• Masters Certificates are an intense dive into Leadership, Management or specific 

Business skillsets. This is our highest mid-career professional development business 

school certification

Key Stats:
• Ranked #1 business school in Canada

• Ranked #12 in global MBA ranking

• Educated over 80,000 professionals across the world. 

• Delivered over 4,000 programs virtually and in-person

• 96% of our graduates used knowledge or skills from the program on the job

• 87% of our graduates reported improved job performance

• Worked with over 500 companies worldwide

Over 450 leading faculty in areas of management, leadership, communications, finance, 

marketing, business development and strategy



500-222 Bay Street. Toronto, Ontario M5K 1K2

1 800.667.9380

execedinfo@schulich.yorku.ca

seec.schulich.yorku.ca

SchulichExecEd SchulichExecEd @SchulichExecEd

Schulich ExecEd, 

Schulich School of Business at York University
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