
STRUCTURED COMMUNICATIONS & NEGOTIATION STRATEGIES
FOR ENGINEERING PROJECT MANAGERS

CONNECTIONCONNECTIONCONNECTION
AGAINST AL

L ODDSAGAINST ALL 
ODDS  

AGAINST AL
L ODDS 







RELATIONSHIP-BASED
NEGOTIATION

The use of dialogue to create an opportunity for 
two or more parties to come to a strong agreement
and where everyone has the power of consent. 
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Dan Oblinger
Consulting Negotiator

(316) 650-5032
masterlistener.com
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