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5 1% 114.9.3 Using leading and open questions to effect

¥ 2iF 114.9.0 Discussing statements about yourself

% 3iF 114.9.17 Changing an agreement

% 4i% 114.9.24 Renegotiating details of a client agreement

¥ 5iF 114.10.1 Anecdotes about saving up or paying back money
¥ 6iF 114.10.8 Defending ideas and describing consequences
eSS 114.10.15 |Saying ‘no’ firmly and politely

¥ 8iF 114.10.22  |Managing challenging negotiations

% 9iF 114.10.29  |Managing challenging conversations

¥ 9% 114.10.31 [ 2 Talking about performance

#10¥ 114115  |Developing a convincing argument

¥ 11:% 114.11.12  |Anecdotes about when things didn’t go according to plan
¥ 12:% 114.11.19  |Dealing with and diffusing conflict

% 133% 114.11.26  |Analyzing and learning from mistakes

% 143% 114.12.3  [Talking about risk

% 153% 114.12.10  |Analyzing risks

% 163% 114.12.17  |Decision-making

% 163 114.12.19 i 3k Influencing a decision







