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NEGOTIATION &
CONFLICT RESOLUTION
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PROGRAM OVERVIEW
Polykala’s Negotiation & Conﬂict resolution training blends the
structure of Fisher and Ury’s ‘Getting to Yes’ work with insights from the
Adaptive Leadership framework. We believe the best negotiators are
able to speak to core interests, values, identity and culture. They are
alert to people’s emotional needs as well as positions. The ability to
negotiate across factional and organisational lines is a core leadership
skill. The ability to be be respectfully inﬂuential is a precursor to
progress.

NEGOTIATION &
CONFLICT
RESOLUTION

Polykala’s negotiation training encourages participants to learn by
doing. We distill the conceptual frameworks and offer participants
multiple opportunities to practice, persevere and build competence.
Our disputes and conﬂict resolutions specialists orient participants to
the key fault lines in any given conﬂict and offer fresh ways forward. We
begin by distinguishing situational and positional conﬂict and suggest
targeted approaches including a careful appreciation for the
communication dynamics that often trip people up.
We believe a person’s leadership effectiveness is tied directly to their
reﬂective skill. Negotiators need robust self-awareness and the ability to
form working rapport with other parties. The practical component of
the workshop is designed to elicit predictable ‘automatic’ behaviours
so that participants can observe themselves and generate options for
more effective negotiation and leadership action.
We encourage participants to bring existing or recent case-studies of
negotiations or dispute. Our team of highly experienced lawyers,
academics, artists and leadership facilitators will help you develop
insights to become an principled, creative and adaptive negotiator.
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WHAT IS NEGOTIATION?
Negotiation is the art of reaching agreement where this is
disagreement. Unskilled practitioners of negotiation typically engage in
positional bargaining, known as haggling, whereby two sides quibble
over their demands until either one side capitulates or both sides resign
to settling for less.
The ‘Getting to Yes’ framework, developed by Roger Fisher and William
Ury, encourages negotiators to think creatively and expansively and
focus on the underlying interests of both parties. By gearing
disagreements towards what each party is really asking for, skilled
practitioners of negotiation can be principled and stand a greater
chance at being effective.
The practice of negotiation calls upon our intuition and our ability to
understand the perspective of the other in order to maximise the
outcome and ultimately to build trust and improve the relationship
between the two parties. By breaking down the ‘us and them’
mentality, principled negotiation becomes connected to the strength of
relationships, rather than a desire to manipulate, win or beat an
opposition.
Key components of the framework include (1) separating the person
from the problem, (2) focussing on interests rather than positions, (3)
creating solutions for mutual gain, (4) insisting on using objective
standards and (5) knowing when to exit a negotiation.
We bring this framework to life with our signature blend of experiential
learning guided by improvisational theatre, mindfulness and
playfulness.

"The course was unlike any
other. It was a real
experience in self-learning
which challenged how I see
myself"
Liz Stockley CEO, Health Hawkes Bay
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KEY INFORMATION
KEY OUTCOMES
1. Learn the ‘Getting to Yes’ framework for principled
negotiation.
2. Develop competence at analysing conﬂicts through both
‘interests’ and positions.
3. Practice preparing for a negotiation with guided coaching.
4. Engage in simulated negotiations with peers and trained
actors to reﬁne skill.
5.

TOPICS COVERED

● Your ‘default’ negotiation style
● Identifying positions and interests
● Generating creative solutions
● Negotiation preparation and practice

DETAILS
● Delivery mode: In person / Online
● Workshop length: Half day / Full day
● 2 expert facilitators
● 10-25 participants
● Participant evaluation
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POLYKALA
TEAM

Ananth holds a PhD in Human
Geography specialising in
cultural adaptation. He has an
extensive track record advising,
training and coaching
organisations through
adaptive change. Ananth is an
associate artist at Melbourne
Playback Theatre Company.
He was trained by Marty Linksy
and Ron Heifetz at Harvard
Kennedy School in the
Adaptive Leadership approach.
Ananth holds a Cert IV in adult
education (TAE), BA (Hons) and
a Diploma in Spanish
language.

CHYONNE
KRELTSZHEIM
Chyonne is a facilitator, coach
and lawyer with over 16 years’
experience working with
organisations across
Australasia. Chyonne is an
expert negotiator having
completed the Advanced
Negotiation training at
Harvard’s Negotiation
Institute. She blends
conceptual frameworks to
help clients get a handle on
their challenges and make a
difference. She holds an LLB
(Hons), a BSc and a Graduate
Diploma in Ontological
Coaching.

TOM HENDERSON
Tom has a background in
journalism and politics. He has
trained at the Harvard
Kennedy School with Marty
Linsky and Ron Heifetz and
holds an Advanced Diploma of
Facilitation from the
Groupwork Institute. His work
with Polykala has included
supporting the renegotiation
of the Regional Forestry
Agreements; delivering
adaptive leadership training to
LGAs in Victoria and the
Northern Territory and a range
of Universities and NFPs. He
holds a BA and is pursuing
graduate study in Psychology.

LINA PATEL
Lina has 20+ years experience
working across all tiers of
government; a variety of
industry sectors; and in a
range of operational functions.
She was a facilitator at the
Centre for Sustainability
Leadership and has designed
and delivered a range of
workshops and retreats for a
variety of community groups,
government and private
sector organisations. Her
mission is to alleviate needless
workplace suffering and bring
more kindness into the world,
one team at a time.
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OUR CLIENTS
Polykala specialise in working with the government, education, for-purpose and not-for-proﬁt sectors.
Some of our clients include:
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CASE STUDIES
AUSTRALASIAN COLLEGE
OF PARAMEDICINE

JAMES COOK
UNIVERSITY

The Australasian College of Paramedicine’s year-long

Polykala worked with a team of doctoral researchers

Polykala has had a longstanding relationship with

leadership development program for emerging leaders

at James Cook University to deliver a training on

Hobsons Bay City Council, delivering a range of workshops

is designed and delivered by Polykala. The program

negotiation and conﬂict resolution. The session

focussing on communication and leadership skills. The

focuses on a range of skills and capabilities including

aimed to equip participants with the skills required

council engaged Polykala to deliver a workshop on

leadership and management skills, communications

to work with disagreement in professional academic

negotiation with internal staff and members of a range of

skills and coaching. Polykala trained the program

contexts. With the ﬂuctuations of the post-pandemic

community organisations. The session aimed to equip

participants in negotiation to equip them with the skills

world, our task was also to provide valuable

participants with the skills to engage in positional conﬂict

to continue to advocate on behalf of their staff and their

professional development for non-academic careers.

through the principles of the Getting to Yes negotiation

industry. Participants were able to workshop their

Increased skill and conﬁdence in navigating

framework. The session combined the teaching of the

speciﬁc situations with the help of the experienced

positional conﬂicts was one of the key outcomes.

principles with the application to the content to the

facilitation team and their peers.

HOBSONS BAY
CITY COUNCIL

speciﬁc cases of the participants.
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WANT TO WORK WITH US?

Get in touch

info@polykala.com

polykala.com

