Where business negotiation classes
take you, If you keep going?

Sharp on what | want Gentle with the person

Most people who sign up for business negotiation classes are trying to fix a specific pain.
They keep caving on price, or losing ground to a sharper counterpart, or walking out of
deals with a nagging sense they left money on the table. The classes fix that. But
something interesting happens if you don't stop there. What starts as a patch for a weak
spot turns into a skill you keep building, and it quietly changes how you work. Here's the
path that usually follows, and why it's worth walking all the way.

Each stage pays for itself

Advanced negotiation
course

Business negotiation

classes
Fix the obvious holes

Judgement under pressure

The path: each stage builds on the last and pays for itself.
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It starts with fixing the obvious holes
Good business negotiation classes do their first job fast. You learn to prepare properly instead of
walking in with a number and a hope. You stop filling silences with concessions nobody asked for.
You learn to trade rather than give, so something comes back every time something goes out. For a
lot of people, that alone is worth the price, because the mistakes they were making were costing real
money on every deal. The holes get plugged, and the improvement shows up quickly.

Sharp & Gentle builds these classes around practice, not lectures, guided by a simple idea: be sharp
on what you want, gentle with the person across the table. People often say the role-play was
tougher than they expected, closer to sparring than a lesson, which is exactly why the lessons stick.

Then it becomes something you're actually building
Once the obvious mistakes are gone, the goal shifts. You're no longer patching a weakness; you're
developing a real capability, and this is where negotiation skills training proper begins. The
difference is in the word skills. A skill isn't something you know about, it's something you can do under
pressure, and that only comes from repetition. The more you practise, the more the good moves
become automatic, so you don't have to think your way through a tense moment anymore. You just
handle it.

Knowing is not the same as doing
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Practice and repetition -

lllustrative only: knowledge arrives quickly, but capability under pressure grows with repetition.

This is the stage where people start to notice the change outside of big deals. The small daily
negotiations, who takes the awkward task, whose deadline moves, whether your idea gets a fair
hearing, start going your way more often. You're not trying harder. You've just built the habit, and it
shows up everywhere, not only in the conversations you brace for.
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The signs you're ready for more
Keep at it and you reach a point where the fundamentals feel easy. Routine deals don't rattle you,
and you handle most negotiations cleanly. That's usually when people start to sense the edge of
what they know. A few signs tend to show up together:

* You're fine in everyday deals but feel stretched when the stakes jump
* You're negotiating across cultures and keep misreading the room
* You're stuck in messy, multi-party situations where everyone wants something different

* You keep running into skilled operators using tactics you can't quite counter

&

Stakes jump Cross-cultural Multi-party Hardball tactics
Everyday deals fine, Misreading the room Everyone wants Skilled operators you
big ones feel stretched across cultures something different can't quite counter

If several of those sound familiar, the basics have stopped stretching you, and it's time for an
advanced negotiation course.

What advancing actually gives you
An advanced negotiation course isn't just a longer beginner course. The focus shifts from what to do
toward judgement, reading a specific situation and choosing the right approach from several you've
got in hand. Complex deals rarely fit a formula, so the real skill becomes knowing which tool fits
when. You start handling the things the basics skip: genuine deadlock, people playing hardball,
cross-cultural gaps, deals with a dozen moving parts. And you learn to create value, not just split it,
finding trades that leave both sides better off than a straight compromise.

Creating value
Splitting value

A straight compromise
Both sides better off

Advanced negotiators grow the pie instead of only dividing it.
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Practising matters even more at this level, not less. The harder the deal, the costlier the mistakes and
the subtler the tells, so coached rehearsal is where you sharpen the fine judgement these situations
need. It's also where your blind spots finally surface, the habits years of experience have quietly built
around.

Why the whole path is worth it
Here's the thing about this progression. Each stage pays for itself on its own, so you're never betting
on some distant payoff. The first business negotiation classes save you money almost immediately.
The skills training compounds that across every deal and every daily back-and-forth. The advanced
work prepares you for the high-stakes situations that actually shape a career. Stop at any point and
you're better off than when you started. Keep going, and you end up genuinely hard to beat across a
table.

Sharp & Gentle offers the whole path, self-paced online study and live classes for the fundamentals,
in-person events and private team programmes for the advanced work. The method runs through all
of it, so each stage builds on the last instead of starting over.

Most people come to business negotiation classes to fix one problem, and that's a
fine reason to start. The ones who get the most just don't stop there. They turn the
fix into a skill, build the skill into real capability, and take that capability as far as
it'll go. Wherever you are on that path, the next step is the same: keep practising,
because this is a skill that only grows with use.
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