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Pre-Workshop Assessment Questionnaire

Dear Workshop Participant:  The upcoming workshop will target specific areas with emphasis to be determined according to your input.  So that we will be able to target your needs as closely as possible, please complete the questionnaire below and return it as soon as possible.

1. Please check (() areas you would like to have addressed:

_____ Building trust and rapport
_____Dealing with tough negotiators

_____ Negotiation styles
_____The Negotiation Process

_____ Strategies/tactics
_____Types and approaches

_____ Barriers to a successful negotiation
_____Information Sharing

_____I feel I don't have a concern but I am curious about___________________________ _______________________________________________.

2. How much do you know about Negotiating?

Little

O

O

O

O

A lot

3.  How much experience do you have in Negotiating?

O  None 
O 1-5 yrs.

O  6-10 yrs.

O  over 10 yrs.


4. How much of your business interactions requires Negotiating?   _________%

5.
Are Negotiating Skills required on your job? ___ No    ___Yes   If yes, what types (potential clients, contracts, Conflict Resolution, etc.)? _____________________________________

6. If I could “walk away” with one thing from this workshop, it would be  _________________________________________________________________________

7. I ____have  /  ____have not had previous Negotiating training.

Contact Information:
_____________________________
___________________


Name
Phone

Thank you for your input.
_____________________



E-mail

VerbaCom® Executive Development

Mailing Address:

224 W Campbell Road, Suite 474, Richardson, Texas 75080
Phone 972-386-8372

E-mail: info @ verbacom.com
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