Influencing Your Way to Great Negotiations

The ‘My Way or the Highway’ Behaviour The ‘Sweet Talker” Behaviour
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The ‘Devil’s in the Details’ Behaviour Oope® The ‘Let’s Not Rock the Boat’ Behaviour
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Life is full of negotiations, from high-stakes business arrangements to buying a
property or even settling a dispute between family members. The good news
is, by learning how to communicate effectively and adapt your approach,
you can learn skills which can help you forge better business relationships,
gain more control over financial fransactions, and reap the rewards of
democratic bargaining.
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