|

s |

\

N

—jj

N
\ ¢

4n

R4

N99otlatlor!sﬂlum'k \A 0

Wln Deals

ssfulsellingtoday.com

Skills for Win \i Uﬁ”' ",i—m



https://successfulsellingtoday.com/

L

pgornerstone of business &

Ses on negotiation skills P
landscape, helping you §
win -win deals

4

Effective nego
success. This
tallored to Ireland¥
master the ar




0O0O0O0

NO.1

UnderstandindrishBusines€ ulture

Recognize the importance of understanding
Irish business culture. Building rapport and
demonstrating respect for local customs are

essential in negotiations.
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NO.2

PreparationsKey

Thoroughly prepare before negotiations.
Research your counterparts, understand
their needs and priorities, and set clear

objectives for the negotiation.
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NO .3

EffectiveCommunication

Practice clear and concise communication. In
negotiations, ensure your points are well -

articulated, and actively listen to the other

party's perspective.
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NO.4

BuildingTrust

Trust Is paramount in Irish business.
Establish trust by delivering on promises,
being reliable, and showing integrity

throughout the negotiation process.
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NO .5

Win‘Win Mindset

Adopt a win -win mindset. Seek mutually

beneficial outcomes that satisfy both parties,

fostering long -term relationships.
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Flexibilityand Adaptation

Be flexible and willing to adapt. Irish
negotiations often involve compromise
and finding creative solutions to reach an

agreement.
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NO.7

HandlingConflictDiplomatically

Conflict may arise; handle it diplomatically.
Keep emotions in check, focus on the issues,

and work collaboratively to resolve disputes.
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NO.3

TimingandPatience

Negotiations in Ireland may take time.
Exercise patience and avoid rushing the

process to ensure a positive outcome.
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