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Workshop – Brief Overview:  
Attitude, Conflict & Change Management: Engage, Explore, Evolve & Execute Styles, Behaviours & Skills! 

 
Management Roles and Positions across the organization pave way to realize the competitive advantage as they are the ones who 
constantly and tirelessly work towards putting the strategy into action to finish the defined goals. Effective management and 
leadership are critical to the success of all organizations...  
 
The costs of poor management and leadership decisions are manifested in low quality work output; added stress; increased 
absenteeism; and additional stress contributing to work-life imbalance. As Competent Management Level Executives, we want you to 
address these potential issues to improve productivity of your teams. Like across at the world's most successful organizations, we 
welcome you to step outside your organization for a while to acquire fresh ideas and new thought processes from this workshop 
exclusively designed for you... 
 
Gaining Mastery in Conflict Management and Negotiation Skills empower every individual manager to effectively plot a route to 
overcome the day-to-day hurdles in the job related roles and responsibilities. Excellence in these skills will enable managers to 
execute the defined expectations and realize the key result areas based output and outcomes in alignment with the organization level 
strategy. 
 
This Conflict Management and Negotiation Skills Workshop enables the Managerial Executives to develop an effective personal and 
professional leadership style to take on the conflicts arising in the job environment with tactful negotiation…Explore Best Practices, 
Lessons Learnt, Tips, Tricks and Traps from what other top enterprises around the world are doing to nurture Management and 
Leadership that results from effective conflict resolution and dealing negotiations with a knack! 
 
 

Workshop Objective 
 
This 1-3 Days Workshop provides participants with the competence and confidence to make righter solutions out of work and 
professional conflicts. This workshop enables participants to make the right management decisions and exhibit vibrant leadership 
behaviours that are consistent with a knack for deploying right negotiation skills and manage conflicts effectively.  
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The workshop briefs participants on completing situational conflict management and assessment with a right way for negotiation; the 
importance of interdependence to transform any conflict situation; the role that competency and attitude plays to negotiate. 
Competency-based improvement of performance skills to enhance management effectiveness and leadership behaviours are based 
on the premise that past performance is the best indicator of future performance in a similar environment! 
 
The objective of this workshop is to develop and improve the managerial techniques and traverse to exhibit leadership skills of 
participants to ensure future decisions result in the right decisions to effectively put organization strategies into action. This workshop 
nurtures development of the Right Performance Skills of Managers! 
 

Who should attend? 
 

• General Management Team (Departmental / Functional / Technical / Project Managers) 
• Human Resources, Quality, Learning (Education & Training) Management Team 
• PMO (Project Management Office) Personnel &Corporate Program Management Team 

 
Workshop Outline 
 

1. Get The Best Out Of TEAM! –  Establish a `Together Everyone Achieves More ‘ Culture with Your Team –  
Manage Your Team Conflicts –  Understanding Culture and Team Dynamics for Effective Conflict Management 
and Negotiation –  Form, Storm, Norm & Perform! 

 
• Clinching the Deal @It’ s best! –  Planning, Preparing, Negotiating& Conflict Handling For Team Success 
• Effective Conflict Management During Negotiations –  Listening Skills & Conflict –  Handling Hot Buttons 
• Taking Cues From Body Language During Negotiations –  Enable Your Inner Voice To Give Cues! 
• Constructive Vs Destructive Conflict –  Sources of Conflict –  The Do’ s and Don’ ts in Negotiations –  Probing Skills 

–  Objection Handling Techniques 
 

 
 

Page 2 of 4

mailto:training@siegergroups.com


 

SIEGER TRAINING INDIA 
 

 

Attitude for Change 
Conflict Management & Negotiation 

 

 

 
  

SIEGER TRAINING CONSULTANTS (P) LIMITED 
Plot No: 106, Bharathiyar St – Chellappa St Junction, Visalakshi Nagar, Santhoshapuram, Chennai – 600073. Tamil Nadu, INDIA.  
Ph: +91 44 22781335, +91 44 42837167, HP: +91 9500120969, +91 9500129901, +9840097567, +91 9840059445 
Email: training@siegergroups.com  | Visit us at: www.siegergroups.com 
   

2. Optimize Your Team For Right Output & Surge Ahead By Effective Conflict Management& Negotiation Skills –  
Manage For Results& Outcomes! 

 
• Deal With Conflict Emerging From Difficult Employees –  Don’ t De-Link Employees –  Tactics To Deal Tough 

Employees Throwing Attitude and/or Subject Matter –  Competency –  Learn To Negotiate With Under & Over 
Achievers 

• Conflict Management –  Symptoms of Team Conflict –  Types Of Project Conflict: Intra Personal –  Inter Personal –  
Intra Group –  Inter Group (Department) –  Intra Organizational –  Inter Organizational –   Case Study / Scenarios –  
Understanding Root Causes of Team Conflict 

• Deal With Conflict (My Way –  No Way –  Your Way –  Half Way –  Our Way –  Our Way) –  Collaboration Vs 
Confrontation – Addressing Team Conflict (Problem Definition –  Data Gathering –  Data Analysis –  Choosing Best 
Solutions –  Implement Solution –  Refine Solutions Continuously) 

• Deal With Conflict Quickly & Effectively –  Best Practices From Rest Of The World! 
 

3. Thomas-Kilmann Conflict Mode Instrument 
 
• Discover Your Conflict Profile 
• Seek Positive Outcomes Through Best Conflict Handling Techniques: Competing –  Collaborating –  Compromising 

–  Avoiding –  Accommodating 
• Address Two Basic Behavior Dimensions By Thomas-Kilmann Conflict Model 
• Effective Anger Management Technique during Conflict Management & Negotiation –  HEAT (Hear –  Empathize –  

Ask –  Take) Technique! 
 

4. MODI –  Management Of Differences Inventory 
 
• Conflict Management Self Assessment& MODI 
• Approaches To Managing Disagreement Between People Or Groups: Maintain –  Smooth –  Dominate –  Decide By 

Rule –  Coexist –  Bargain –  Yield –  Release –  Collaborate 
• Guiding Principle & Strategic Approaches To Deal With Disagreement: Explore –  Plan –  Prepare –  Implement! 
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Workshop Takeaways & Learning Outcomes 
 

• Experience Hands-On and Hands-Off Management/Leadership Nuances, Conflict Management Styles& Negotiation 
Behaviors 

• Evangelize to Execute Management Strategy Via Conflict Resolution & Knack For Negotiation 
• Gain Practitioner Insights To Business –  People –  Process –  Culture Perspectives Of Leading & Managing Conflict 

Contexts And Office / Customer Situations For Success 
• Achieve Organization Excellence & Excel in Creativity, Innovation And Transformation! 

 
Other Details:  
 

• Payment to be made within 15 days from the date of the invoice. 
• All payments must be made by cheque/online transfer etc., drawn in favour of Sieger Training Consultants Pvt. Ltd. Sieger will charge on INR basis only. 
• Overseas clients will have to take care of all the training materials directly as briefed by Sieger Training. However, Sieger can procure some (which can 

be transited) not all, on behalf of the client but any additional charges for custom clearance has to be taken care by client only.  
• Facilitators Travel & Food have to be taken care by the client  
• Clients will have to arrange LCD, Speakers, Mike on their own. 
• Cancellation of confirmed programmes shall be intimated one week in advance else 50% of the total charges shall be applicable. 
• Client will recognize the intellectual property rights of Sieger Training and such materials are not to be copied without prior written approval of Sieger 

Training. 
• Take all responsible steps to hold all Sieger Training copyrighted materials confidential to Client. 
• Guarantee that no training will be conducted using Sieger Training concepts or material is carried out for employees of Client and Client shall not use 

Sieger Trainer’s without the knowledge of Sieger Training Consultants (P) Limited. 
• Ensure that any materials of Sieger Training supplied to internal employee(s) are retained by Client and or returned to Sieger Training in the event that 

the employee(s) ceases to be employed by the company; 
• Ensure that no substantive modification of course design or content occurs without the prior written permission of Sieger Training, which shall not be 

withheld unreasonably; 
• Treat this agreement as confidential and not divulge its contents to third parties; 
• Inform Sieger Training of any internal procedures for the payment of invoices.  

 

Follow us on 
 

             
 

Let’s Stay In Touch Click Here To Subscribe SIEGER TRAINING INDIA Workshop Updates 
Copyright (C) 2015, Sieger Training Consultants (P) Limited, All Rights Reserved. 
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