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Abstract 

In an increasingly interconnected and high-stakes global environment, effective 

negotiation has become an essential skill for managers. The Negotiation Skills Programme 

for Managers at St. Mary’s Academy provides a research-based, experiential learning 

approach customized to address the complexities of cross-cultural leadership. This article 

examines the pedagogical framework and core skills covered in the programme, including 

strategic preparation, emotional intelligence, conflict resolution, and intercultural 

communication. We contend that such training is vital for cultivating ethical, adaptable, 

and trust-based leadership in today’s diverse professional settings. 

1. Introduction 

In today’s global leadership landscape, negotiation skills have evolved from optional soft 

skills to essential strategic abilities. Whether leading multinational teams, negotiating 

cross-border agreements, or resolving organizational conflicts, modern managers need 

more than just technical expertise; they must have the interpersonal agility to manage 

complexity with confidence and integrity (Brett, 2007; Fisher, Ury & Patton, 2011). In 

response, St Mary’s Academy has developed a dynamic Negotiation Skills Programme for 

Managers that combines theory with practical experience in an immersive learning 

environment. 



2. Pedagogical Approach and Programme Design 

The Negotiation Skills Programme is intentionally designed as a transformative learning 

experience rather than a traditional course. Based on experiential learning theory (Kolb, 

1984), the programme focuses on learning by doing through simulations, role-plays, and 

case studies. Scenarios are taken from various sectors: business, education, and the 

nonprofit sector, to ensure they are applicable across different contexts. 

Participants engage in reflective practice to better understand their negotiation styles, 

assumptions, and biases. Real-time feedback and peer learning promote self-awareness, a 

key component of emotional intelligence, which is strongly linked to negotiation success 

(Goleman, 1998). 

3. Core Competencies Developed 

The program is organized around six key areas essential for effective negotiation: 

 

- Purposeful Preparation: Participants learn how to approach negotiations with strategic 

clarity, aligning interests with outcomes (Lewicki, Barry, & Saunders, 2015). 

- Psychology of Influence: The course incorporates principles of persuasion and 

behavioral psychology, helping managers influence outcomes ethically. 

- Conflict Resolution: Managers are trained to handle difficult conversations and manage 

tensions constructively, using conflict resolution frameworks (Thomas & Kilmann, 

2008). 

- Intercultural Communication: Special emphasis is placed on adapting communication 

styles across cultural contexts without losing authenticity (Hall, 1976; Meyer, 2014). 

- Navigating Hierarchies: The program covers negotiation within and across different 

organizational levels, highlighting the importance of political savvy. 

- Relationship Building: Focus is on building trust, listening actively, and maintaining 

long-term professional relationships. 



4. Multicultural Competence and Ethical Negotiation 

In our global economy, negotiation often occurs between individuals from diverse cultural 

and educational backgrounds. Misunderstandings can arise from differences in 

communication styles, power distance, or assumptions about hierarchy and time (Hofstede, 

2001). This program promotes cultural intelligence (CQ), helping participants interpret and 

respond to these differences with flexibility and respect. Additionally, the ethical aspect of 

negotiation is highlighted. Effective leaders recognize that sustainable agreements rely not 

on manipulation but on fairness, transparency, and shared value creation (Bazerman & 

Tenbrunsel, 2011). 

5. Leadership Through Negotiation 

Negotiation is not merely a transactional process; it is a foundational leadership skill. 

Managers who excel in negotiation are better equipped to align stakeholders, drive change, 

and build inclusive teams. By strengthening emotional intelligence, strategic thinking, and 

intercultural awareness, the Negotiation Skills Programme at St Mary’s Academy prepares 

participants to lead with both impact and integrity. 

6. Conclusion 

The Negotiation Skills Programme for Managers exemplifies a forward-thinking approach 

to leadership development. Grounded in empirical research and enriched through 

experiential practice, the programme empowers managers to act with clarity, compassion, 

and cultural awareness. In an era that demands both results and relationships, this kind of 

training is not just beneficial - it is essential. 
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