The Negotiation EDGE
for L&D LEADERS

A guide to win buy-in, budget, and sponsorship
for negotiation training that goes beyond sales.

Aligned.



If you work in enterprise L&D, you already know how this usually goes —

Picture the meeting: You've done the work, youve got a clear recommendation,
you know the organization needs it. Then the P&L owner leans back and says
“Love it. Let’s revisit next quarter.” Which usually means: not this year.

If that feels familiar, you're in the right place.
Because what just happened to you is what happens to employees every day.

A high performer tries to advocate for their next role and gets vague answers.

A manager tries to push back on an unrealistic timeline and gets steamrolled.

A cross-functional team tries to get three VPs aligned and ends up in an endless
loop of “circling back.”

Those moments rarely show up on an L&D roadmap as “negotiation.” They show
up as attrition, burnout, disengagement, and stalled execution.

We've prepared this guide to help you make negotiation capability real in your
organization. Because negotiation is decision-making under constraints. The
output is speed, margin, and reduced risk.

Built for enterprise L&D leaders who need internal alignment to launch negotiation
training as a true capability, not a one-off workshop. It's time to get the edge.
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THE REFRAME

Negotiation as the missing
enterprise capability

WHAT’'S HAPPENING?

Negotiation keeps getting filed under “sales enablement” or “soft skills”. Meanwhile, it's everywhere.

WHY IT MATTERS

Attrition and Internal Mobility
Many of the problems leadership teams worry about are negotiation failures in disguise.

Burnout
High performers leave because they cannot advocate for the next role, scope, or pay.

Misalignment
Managers cannot push back on impossible timelines or constant “urgent” work.

DEI

Cross-functional initiatives stall because nobody can get the right stakeholders aligned.

Employees struggle with real conversations about boundaries, equity, and expectations.

THE L&D CHALLENGE

If negotiation capability is weak, your programs do more heavy lifting than they should. Even
when leaders agree on this, the initiative can stall because budget and sponsorship sit elsewhere.
WHAT YOU CAN DO (YOUR EDGE)

Position negotiation as a shared enterprise capability that shows up in:

— Customer deals (price, scope, timing, risk)

— Supplier contracts (cost, service levels, flexibility)

— Cross-functional handoffs (priorities, ownership, trade-offs)
— Critical conversations (boundaries, performance, resourcing)

STAKEHOLDER-READY LANGUAGE

© “Negotiation is a capability layer underneath retention, performance, and leadership.”
2 "“This reduces escalation load and helps managers push back productively.’

3 We're standardizing a way of making trade-offs, not running a one-off workshop.”
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THE PROCESS

Your pathto approval

LR

u

and rollout

WHAT’S HAPPENING?

Most training initiatives fail before they even launch. Not because the content is bad. Because
the internal path to yes is messy. We know the common stall points:

* “We agree it matters... but not this quarter.”
¢ “Prove ROI first.”
¢ “Who's the executive sponsor?”

WHY IT MATTERS
Executives tend to back things that feel:

— Urgent
— Low risk
— Measurable

WHAT YOU CAN DO (YOUR EDGE)

Treat the program like a negotiation. Using the Aligned Strategic Framework (ASF) in this guide,
you can build leverage, reduce perceived risk, and create internal pull.

The ASF is the backbone of Aligned’s negotiation work. We use it in two ways:

e To help you win internal alignment so the program gets funded and supported.
e To give employees a repeatable standard for how they prepare, communicate, propose,
and align in real negotiations.

THE FOUR PHASES OF NEGOTIATION

1 Prepare your business case and program design.
2 Communicate to pre-wire objections and build a coalition.
3 Propose a pilot engineered for measurable proof.

4 Align reinforcement and scale decisions.
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PHASE 1: PREPARE

Build the case

(inaway leaders will fund)

WHAT’S HAPPENING?

When negotiation is informal, the organization pays for it in slow decisions, avoidable escalations,
and concessions that never get traded back.

WHY IT MATTERS

You do not need perfect data to get this approved. You need a strong business trigger, a few
credible measures, and a low-risk path to proof.

WHAT YOU CAN DO (YOUR EDGE)

Using the template on the next page:

+  Name the business trigger leaders already care about (margin pressure, cycle time,
supplier risk, escalation load). Pick one problem they really feel to solve first.

> Describe the symptoms people will recognize (concessions without trades, late-stage
reversals, single-issue price fights).

s Use a 3-layer ROl model so the case works with imperfect data.

4 Attach a pilot that can prove movement in 60-90 days.

3-LAYER ROl MODEL

1 2 3
Direct financial impact Operational impact Capability indicators
(if available) (usually measurable) (L&D can measure quickly)
Discounts and concessions Contract cycle time Prep adoption rate
Renewal uplift / churn Escalations per 10 deals / Trade discipline (concession
avoidance contracts paired with an ask)
Procurement savings / avoided Rework loops between Internal alignment compliance
cost increases functions (pre-brief before commitments)
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TEMPLATE

Negotiation Program
Business Case

4
7o

SINGLE BUSINESS PROBLEM (WHY THIS, WHY NOW)

WHAT’'S BREAKING TODAY (SYMPTOMS)

COST OF DELAY (BEST ESTIMATE)

PROPOSED CAPABILITY (WHAT CHANGES IN BEHAVIOR):

PILOT (POPULATION + TIMING)

MEASURES (LEADING + LAGGING)

ASK (DECISION REQUIRED)
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CHIEF PEOPLE OFFICER STORY

“How I made the cost of

negotiation failure visible”

RENU HOODA, GLOBAL CPO

THE ESCALATION LOAD BUSINESS CASE

One executive-sponsored negotiation program started with a single quantified problem.

THE PROBLEM

The CFO was spending roughly 25% of his week handling escalations.

THE CAUSE

Many escalations werent “complex deals.” They were the cost of inconsistent negotiation
discipline across partners and internal teams.

THE REFRAMING

When the cost showed up in executive time and operational friction, it became visible,
fundable, and urgent.

Negotiation is often treated like a sales skill, but in reality, it's an organizational
capability. When teams know how to negotiate priorities, scope, and trade-offs
internally, you see better alignment, faster decisions, and far less burnout.”

RENU HOODA = Vo K P
GLOBAL CHIEF PEOPLE OFFICER ke W71 CRAGT

WHY THIS WORKED

Anchor on one problem leaders already feel. Quantify it in time, risk, and drag on execution.
Then propose a low-risk pilot tied to that metric.

Negotiation shouldnt depend on a few confident personalities. The real goal is
building a shared standard for how teams prepare, align, and make trade-offs
across the organization.

RENU HOODA | GLOBAL CHIEF PEOPLE OFFICER | CREDERA
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PHASE 2: COMMUNICATE

Map stakeholders and
pre-wire objections

WHAT’'S HAPPENING?

If objections surface in the formal meeting, it's already too late.

WHY IT MATTERS

Pre-wiring reduces perceived risk and prevents surprise vetoes.

WHAT YOU CAN DO (YOUR EDGE)

Build a coalition (not a committee) including: executive sponsor, line leader champion, finance
ally, and ops/enablement partner

TEMPLATE: STAKEHOLDER MAP

Stakeholder What they care about Likely objection What to show them
Your next move

CFO / Margin, forecast “Show the numbers.” Cost of delay +
Finance reliability ROl layers
CRO / Sales Velocity, win rate, “This is sales Enterprise capability
leadership discount discipline enablement.” framing
COO / Ops Fewer surprises, “We cant add another Pilot plan + reduced

smoother delivery program.” rework
Legal / Cleaner approvals, fewer | “Training won't change Practice with real life
Deal desk reversals behavior” simulations.

OBJECTION RESPONSES:

“Prove ROI first.”
— “Agreed. Let’s run a pilot tied to a live business cycle and measure behavior + outcomes in 60-90 days.”

“We don't have time.”
— “That's exactly why we need a standard. Less rework, fewer escalations, and faster decisions.”

“Training won't change behavior.”
— “Agreed, if it's a one-off. This is practice with real scenarios plus reinforcement through leaders and existing rhythms.”

“This is a soft skill.”
— “Negotiation is decision-making under constraints. The output is speed, margin, and reduced risk.”
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PHASE 3: PROPOSE

A pilot engineered to

create internal pull

WHAT’S HAPPENING?

Big rollouts with vague outcomes create risk and resistance.

WHY IT MATTERS

A high-integrity pilot makes it easy to say yes and creates proof that sells the rollout internally.

WHAT YOU CAN DO (YOUR EDGE)

Design the pilot for credibility:

e Population: 1-2 groups where negotiation shows up weekly with senior + influential leaders
e Customization: real scenarios, not generic role plays
e Qutputs: measurable delta + an executive-ready story

TEMPLATE: PILOT SCORECARD

What we're measuring What it means Baseline Target (60-90 days) How well collect it

How long it takes to get
Cycle Time to yes

How often decisions get
Escalations kicked up the chain

People planned before
Structured Prep Used they walked into pressure

o People traded value
Trade Discipline instead of giving away

EVIDENCE CAPTURE

This is what makes the pilot sell itself afterwards:

(O 8 short before /after stories (what happened, what changed, what the outcome was)
(O 1 sponsor quote (why this mattered)
(O 1 slide: “What changed” (2 metrics + 2 behaviors + 1 story)
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PHASE 4: ALIGN

Build a pathway that

actually sticks

WHAT’'S HAPPENING?

Negotiation training fails when it is treated like an event.

WHY IT MATTERS

Capability = instruction + practice + reinforcement + coaching.

WHAT YOU CAN DO (YOUR EDGE)

Create a scalable curriculum model:
1.0n-demand learning (shared language across the org)
2.Instructor-led workshops by level (Fundamentals — Intermediate = Advanced)
3.Downloadable tools (preparation plans, stakeholder maps, debriefs)
4.Internal reinforcement (coaches /champions + embed into deal /contract rhythms)

THE STANDARD YOU’'RE BUILDING

Not just “better negotiators,” but a shared standard for:
e How teams prepare
e How they trade
¢ How they manage conflict
* How they align internally
¢ How they communicate value under pressure

TEMPLATE: SCALE DECISION

What needs to be true to scale What “good” looks like Owner By when

Sponsor commitment
Manager reinforcement
Adoption in the room

Measurement cadence

Start to map out the next 90 days post-pilot.
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SCORECARD

Q4 Q4

7% Negotiation Capability Diagnostic = 5\

HOW TO USE: RATE EACH STATEMENT 1-5 TO BENCHMARK YOUR CURRENT NEGOTATION CAPABILITY.
1=NEVER | 2=RARELY | 3=SOMETIMES | 4 =USUALLY | 5 =ALWAYS

1. Our teams prepare with clear goals, walk-away points, and a trade strategy.

01 O2 O3 U4 Os

2. We consistently trade, not give.

O1 O2 U3 U4 Os

3. Negotiations rarely collapse into a single issue (usually price).

O1 O2 O3 04 Os

4. We align internal stakeholders before making external commitments.

O1 O2 O3 04 Os

5. We defend value tied to outcomes when pressure shows up.

O1 O2 Os 04 Os

6. We have a shared standard for what's negotiable vs non-negotiable.

O1 O2 O3 04 Os

7. We manage process and timelines deliberately.

O1 O2 O3 04 Os

8. We capture and reuse learnings (debriefs, patterns, playbooks).

O1 02 O3 U4 Os

9. Leaders reinforce negotiation discipline through coaching.

O:1 O2 O3 O4 Os

10. Outcomes are consistent across teams, not dependent on “hero negotiators.”

O1 O2 U3 U4 Os

Now, add up your score (max 50 points) to see where you rank...
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HOW DID YOU SCORE?

Your negotiation

maturity score

45-50 POINTS: TRUE CAPABILITY (REFINE & SCALE)

Your organization has a real negotiation operating system. The fundamentals are embedded,
leaders reinforce the standard, and outcomes are consistent across teams. Now the work is
refinement: tighten measurement, speed up learning loops, and scale what works.

35-44 POINTS: STRONG FOUNDATION (STANDARDIZE & REINFORCE)

You have many of the right behaviors, but inconsistent execution. Results still depend on
the leader, the function, or the moment. The fastest path forward is standardization plus
reinforcement: shared prep, consistent trade discipline, and simple manager rhythms.

25-34 POINTS: TALENT-DEPENDENT (TOOLS & COACHING RHYTHM NEEDED)

Negotiation success is driven by a few capable individuals rather than a repeatable method.
Some teams prepare and trade well, others improvise. Focus on practical tools (prep, trade
plans, stakeholder alignment) and a simple coaching rhythm to foster repeatable good habits.

10-24 POINTS: HIGH LEAKAGE (URGENT CAPABILITY BUILD)

Value leaks through predictable issues like concessions without trades and late reversals. This
should be viewed as a capability gap. Establish clear preparation standards, ensure internal
alignment, and build confidence through training in real scenarios with strong reinforcement.

YOUR FIRST 30 DAYS (LAUNCH CHECKLIST)

() Pick the business trigger and pilot population

() Draft the Business Case One-Pager

() Map stakeholders and pre-wire objections

() Propose a pilot with a scorecard and evidence plan

() Confirm reinforcement plan (30/60/90) before delivery
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YOUR NEGOTIATION PARTNER

Time to get Aligned.

WORKING WITH ALIGNED

Most training vendors show up, run a great session, and disappear. That's not how negotiation
capability gets built in a real enterprise. You need a partner who can help you design the
standard, get it approved, and keep it alive when priorities shift and the next fire shows up.

We'e the team you bring in when you want negotiation to become part of how people operate,
not a “that was a nice workshop” moment. Our L&D customers gain:

¢ A shared negotiation language leaders can reinforce

Real practice built around your situations, not generic role plays
Support with the internal politics (yes, that’s part of the job)

A path to scale across teams, levels, and regions

HOW WE CAN SUPPORT YOU QU

* In-person workshops (Fundamentals — Intermediate — Advanced)
e Executive and leadership coaching

Consulting on rollout strategy and reinforcement

Refresher sessions that keep the standard sharp

Keynotes that create internal pull and sponsorship

Negotiation is an organizational capability. It needs consistency,
reinforcement, and a partner who sticks around long enough to make it real.

RESULTS OUR CLIENTS SEE

— Stronger outcomes with measurable cost avoidance “Aligned negotiation training was
— Improved supplier relationships and collaboration phenomenal. We are getting immediate
— Better cross-functional alignment on sourcing strategy ROl at all levels of the organization.”

— Reduced dependency on adversarial tactics ALEX WORLEY | CEO | HAPPY EGG
RKSHIRE : ces 1))
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THE NEGOTIATION EDGE FOR L&D LEADERS 12



Bookyour COMPLIMENTARY
negotiation consultation today.

READY TO TRANSFORM HOW YOUR ORGANIZATION NEGOTIATES?

Schedule a free consultation with our negotiation experts to:
v Assess your current negotiation capability.
v ldentify opportunities for improvement.

v Develop a customized action plan to achieve your objectives.

BOOK YOUR CONSULTATION NOW

Or visit alignednegotiation.com to learn more about our approach and framework.

. T

Aligned.
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