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The Real Estate Business Institute (REBI) is an affiliate of the National Association of Realtors® 

and confers the RENE certification. 
 

 
Real Estate Negotiation Expert (RENE) Certification Course 

2-day course -- Timed Outline 
 
 
DAY 1:  The Power Negotiator’s Playbook 
 
Learning Objectives for Day 1: 
 

 When and how to negotiate  

 Craft a plan/strategy for any negotiation  

 Recognize patterns and tactics being utilized  

 Adjust your communication style to achieve optimum results with any party in the transaction  

 Successfully apply the principles of persuasion to any negotiation situation  

 Effectively negotiate face-to-face, on the phone or through e-mail and other media  
 
 
INTRODUCTION: GETTING STARTED 
 

Time 
(Minutes) Detailed Content Outline Student Will Be Able To: 

 
2 Introduction - Power  

3 When Do We Negotiate? 
Understand that negotiations take place all the time; the 
principles and concepts are the same; and that we 
negotiate more than the deal. 

 

5 Min Introduction:  Total Instruction Time 
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MODULE 1: GOLF CLUBS -- Buying & Selling a Product 
 

Time 
(Minutes) Detailed Content Outline Student Will Be Able To: 

 

15 Individual Golf Club Negotiation 
Exercise 

Understand that negotiating is more than PRICE.  It is 
about client’s SATISFACTION with the results.  ‘Winning’ 
is different for each parties. 

5 What is a Negotiation 

Understand that from a client’s perspective it has nothing 
to do with whether or not somebody won or lost because 
even a bad deal can feel good if the client is against the 
market conditions.  A negotiation is a perception and not a 
reality. 

5 Most Common Errors in 
Business Negotiations 

Understand the importance of doing research about the 
other negotiator, the needs of the other client, and the 
situation. 

 
25 Min Module 1:  Total Instruction Time 

 
 
 
MODULE 2: WHAT'S THE GOAL?  Assessing the Statistical Probability of Success 
 

Time 
(Minutes) Detailed Content Outline Student Will Be Able To: 

 

15 Keep Your Eye On the Ball 
Understand the purpose of a negotiation.  Describe what is 
required from the client; securing facts; supply and demand 
factors in market; and what client perceives as important. 

5 Know What You Are 
Negotiating For 

Understand that the negotiation is about the client's 
satisfaction whether you believe it to be in their best 
interests or not. 

5 What's Your Game Plan 

Understand that planning a negotiation with the client is 
essential and before they choose from their options they 
must consider many items before they instruct you how to 
proceed on their behalf. 

5 Action Plan 
Understand that a negotiation is about preparation and 
planning and there are ways to shape risk and time so the 
client has reasonable options. 

 

30 Min Module 2:  Total Instruction Time 
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MODULE 3: TYPES OF NEGOTIATIONS -- Statistical Probability of Winning & Losing 
 

Time 
(Minutes) Detailed Content Outline Student Will Be Able To: 

 

3 Four Types of Negotiation 
Formats 

Introduce the four types of negotiation formats:  
organizational, competitive, cooperative & personal 

4 Organizational Format Describe the Organizational Format and how it occurs and 
how it can impact your client 

4 Competitive Format 
Describe the Competitive Format, how the market 
influences the outcome and what that can mean to your 
client’s options and position. 

3 Competitive Format:  Lose-Lose Describe how 'split-the-difference' is a lose-lose for your 
client and that it can seriously impact their “satisfaction’. 

3 Partnering Format:  Win-Win Describe how the format provides the client with a 
satisfactory result and perception. 

3 Personal Format 
Describe the format and the psychological aspect of a 
negotiation so that clients can achieve their objectives and 
goals 

 

20 Min Module 3:  Total Instruction Time 
 
 
 
MODULE 4: TYPES OF NEGOTIATORS -- Role of the Negotiator and the Ego 
 

Time 
(Minutes) Detailed Content Outline Student Will Be Able To: 

 

5 It's All About the Other Negotiator 

Understand that you can't negotiate price, terms or 
conditions until you get past the other negotiator who 
may or may not care about their client in the 
negotiation. 

5 Individual Exercise:  Recognizing a 
Skilled Negotiator 

Group discussion to generate skills, traits and 
attributes of a skilled negotiator. 

10 Recognizing a Skilled Negotiator List and describe some of the skills, traits and 
attributes of a skilled negotiator. 

10 Collaborating With Your Opponent 
Understanding that collaboration with the other 
negotiator is necessary to achieve your client’s 
objectives. 
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Module 4 - continued 
 
 

10 Understanding What the Negotiator 
Wants 

Understand how to creative competitive advantage for 
the benefit of your client. 

10 Understanding What the Negotiator 
Needs 

List and describe typical things that most negotiators 
need and how to leverage for advantage to advance 
your client’s position. 

5 7 Deadly Sins of Negotiating List and describe the parallel of the 7 deadly sins to 
negotiating strategy. 

5 Tips for Negotiators List and describe critical tips for a successful 
negotiation so that your client benefits. 

 

60 Min Module 4:  Total Instruction Time 

 
 
 
MODULE 5: YUBUBU TEAM NEGOTIATION 
 

Time 
(Minutes) Detailed Content Outline Student Will Be Able To: 

 

5 Zone of Possible Agreement 
Understand the 'walk away' point in the deal and what 
ZOPA is and how to identify this Zone of Possible 
Agreement for the benefit of your client. 

70 Team Exercise:  Yububu 

Team exercise between ChemTech & NewGen, 
applying negotiating skills, techniques and strategies 
presented in the course to this point.  This exercise 
personifies the need for negotiators to find common 
ground so that the client gets what they need, most of 
what they want and some of what they wish for.  
Excellent negotiation in collaborative win-win 
negotiating for the benefit of a client.  Debrief with 
outcomes of negotiations. 

 
85 Min Module 5:  Total Instruction Time 

 
 
 
 
 
 
 
MODULE 6: VENUES FOR NEGOTIATIONS - The Spectrum of Communications 
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Time 
(Minutes) Detailed Content Outline Student Will Be Able To: 

 

5 Communication Options for 
Negotiations 

List and describe the different formats utilized with 
negotiations -- in person, live virtual, phone, email and 
text that today’s practitioners and clients use routinely. 

5 Exercise:  Text Negotiations 
Given an exercise to list the benefits and cons of using 
text for negotiations and how that helps or hurts 
clients. 

10 Text Negotiations List and describe the pros and cons of using text for 
negotiations and how that helps or hurts clients. 

5 Exercise:  Email Negotiations 
Given an exercise to list the benefits and cons of using 
email for negotiations and how that helps or hurts 
clients. 

10 Email Negotiations List and describe the pros and cons of using email for 
negotiations and how that helps or hurts clients. 

5 Exercise:  Phone Negotiations 
Given an exercise to list the benefits and cons of using 
the phone for negotiations and how that helps or hurts 
clients. 

10 Phone Negotiations List and describe the pros and cons of using the phone 
for negotiations and how that helps and hurts clients. 

10 Neutralizing Anger 

Understand techniques and responses that can 
disconnect the negative reaction and break the chain 
of verbal anger and/or abuse so that the negotiation 
can get back on track and attain the client’s objectives. 

 

60 Min Module 6:  Total Instruction Time 

 
 

 
MODULE 7: BARGAINING STRATEGIES -- Tactics, Tools, & Techniques of Live & Live    
  Virtual Negotiating 
 

Time 
(Minutes) Detailed Content Outline Student Will Be Able To: 

 

5 BATNA -- Best Alternative to a 
Negotiated Agreement 

Understand the concept of BATNA and demonstrate 
with video clip from movie "Just Go With It". 
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Module 7 - continued 
 
 

5 BATNA Process to Assess Options 

List and describe the application of the BATNA 
process that all trained negotiators should know and 
utilize so it can be explained to clients so they can 
make informed decisions.   

5 3 Bargaining Formats 
List and describe the 3 types of bargaining formats:  
positional, value and hypothetical and outline how 
those formats help or hurt clients in a negotiation. 

5 Dumb Things People Say During a 
Negotiation 

Describe different responses and comments that 
should never be said during a negotiation and which 
inevitably destroys a client’s negotiation position. 

5 Power Play Strategies 
Describe the 'playing conditions' of a negotiation which 
can psychologically neutralize a negotiation or 
negotiator to fortify your client’s position. 

10 The Main Power Play Strategies List and describe the 5 main Power Play Strategies 
that occur during a negotiation. 

5 Importance of the Power Play 
Strategies 

Understand the importance of Power Play Strategies, 
and whether or not you have the power of these 
perceptions on your side so you can leverage the 
assets you have for the benefit of your client. 

10 Tactics & Techniques 

List and describe the tactics and techniques that are 
carefully chosen to change the conditions on the 
playing field so that your clients has the best possible 
options available. 

10 Tactics & Counters 

List and describe counters that can be executed 
against certain tactics and techniques utilized by a 
negotiator.  Demonstrate with a move video clip from 
"Pirates of the Caribbean". 

 

60 Min Module 7:  Total Instruction Time 
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MODULE 8: SOUNDS -- More Techniques 
 

Time 
(Minutes) Detailed Content Outline Student Will Be Able To: 

 

10 Sounds that Signal 
Understand language sounds and how they can be 
used as an effective negotiating technique to help 
your client’s position. 

 

10 Min Module 8:  Total Instruction Time 

 
 
 
MODULE 9: NON-VERBAL COMMUNICATION -- Additional Techniques for Live & Live 

Virtual 
 

Time 
(Minutes) Detailed Content Outline Student Will Be Able To: 

 

10 Non-Verbal Communication Understand that non-verbal communication is 
more than body language. 

5 Importance of Non-Verbal Communication Understand that 65% of what is not said can tell 
more than the 35% that is being said. 

5 Types of Non-Verbal Communication 
List and describe the various formats of non-
verbal communication and what to watch and 
listen for that can impact your client’s objectives 

5 Sending Signals 

Understand that the entire body tells a story and 
can often signal things that the negotiator never 
wanted to reveal, and that information is 
essential to helping your client achieve their 
goals. 

3 Eye Movements List and describe the various movements and 
their meaning. 

3 Facial Expressions List and describe the various expressions and 
their meaning. 

3 Head Movements List and describe the various movements and 
their meaning. 
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Module 9 -- continued 
 

Time 
(Minutes) Detailed Content Outline Student Will Be Able To: 

 

3 Arm/Hand Positions List and describe the various movements and their 
meaning. 

3 Hand Movements/Gestures List and describe the various movements and gestures 
and their meaning. 

3 Handshake List and describe the various types and their meaning. 

3 Leg Movement / Positioning List and describe the various movements and positioning 
and their meaning. 

 

46 Min Module 9:  Total Instruction Time 
 
 
MODULE 10:  POSITIONING -- Strengths & Weaknesses 
 

Time 
(Minutes) Detailed Content Outline Student Will Be Able To: 

 

5 Cultural Adjustments & 
Reference 

Understand the cultural impacts on negotiations and 
provide reference book -- "Kiss, Bow, or Shake Hands".  
This is essential for us to explain to our clients so they 
make informed decisions. 

5 Positioning Basics - Every Player 
Has a Position 

Understand that generational implications can affect 
negotiations as well as where the negotiation takes place.  
This information is important for our client to understand 
as well. 

5 Gender and Positioning 
Understand that unintentional mirroring of the wrong party 
can undermine negotiations and rapport-building which in 
turn can undermine our client’s goals. 

20 

Positional Negotiating Exercise 
 Table Styles 
 Same Gender 
 Couple 

Given and exercise, learn that table styles, gender and 
positioning all impact a cooperative, combative or neutral 
negotiation. 

 

35 Min Module 10:  Total Instruction Time 

 
 



© Real Estate Business Institute (REBI) 9  

MODULE 11:  HOW TO BREAK A TIE -- Issues of Deadlock 
 

Time 
(Minutes) Detailed Content Outline Student Will Be Able To: 

 

5 Deadlock 

Understand the issues that can create deadlock 
and the things that clients need to understand so 
they can avoid the common mistakes that 
undermine their objectives. 

5 Deadlock Counters 

List and describe options to try when the deal 
gets stuck or when all parties consider that it is 
over so that clients can calmly return to the 
bargaining table willingly and positively 

5 Hypothetical Bargaining 
Understand what hypothetical bargaining is and 
how it can help clients achieve satisfactory 
results in a negotiation 

 

15 Min Module 11:  Total Instruction Time 

 
 
DAY 1: 
 

451 Min 

Total Instruction Time for Course: 

7.51 clock hours based on 60 minute clock hour.   

9.02 hours based on 50 minute clock hour. 
   
 
 
 
DAY 2:  Advanced Field Negotiations 
 
Learning Objectives for Day 2: 
 
 Students will realize that circumstances are not what they always seem. 
 That every negotiation has a backstory that has relevance to the positions of the clients and agents 

involved. 
 That finding the ZOPA and understanding the BATNA is essential to helping clients obtain a 

satisfactory result 
 That no decisions are ours to make – the role of the negotiator is to present the options, alternatives 

and ramifications to the client so they can make the decision that is right for them and we act on their 
lawful instruction. 

 Realizing that Different generations may require different communication methods or have different 
communication preferences and our job is to communicate in a way that is comfortable for others so 
that they are want to cooperate with us and we achieve results for our client. 

 Understanding that negotiations are not ‘one size fits all’ – for the client to get what they need we 
must remain flexible and highly adaptable to the style of the other negotiator 
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MODULE 12:  “Jeopardy” Game - Review 
 

Time 
(Minutes) Detailed Content Outline Student Will Be Able To: 

 

20 “Jeopardy” Game Review 

Group exercise reviewing the negotiating 
techniques in a “Jeopardy” game format to 
reinforce their importance in helping clients 
achieve satisfactory results in a negotiation. 

 

20 Min Module 12:  Total Instruction Time 

 
 
MODULE 13:  Field Scenarios 
 

Time 
(Minutes) Detailed Content Outline Student Will Be Able To: 

 
10 Field Scenarios Introduction & Set-Up  

120 

Field Scenario 1:  FSBO & Buyer Agent 
 
 Ready & absorb fact pattern 
 Team plans strategy 
 Negotiate the scenario 
 Debrief 

 Understand the scenario fact pattern, profile 
and backstory. 

 Strategize the tactics, tools and techniques 
they will use. 

 Negotiate the scenario out through actual 
role-playing of each party. 

120 

Field Scenario 2:  Seasoned Agent & New 
Agent 
 
 Ready & absorb fact pattern 
 Team plans strategy 
 Negotiate the scenario 
 Debrief 

 Understand the scenario fact pattern, profile 
and backstory. 

 Strategize the tactics, tools and techniques 
they will use. 

 Negotiate the scenario out through actual 
role-playing of each party. 

120 

Field Scenario 3:  Two Season Agents 
 
 Ready & absorb fact pattern 
 Team plans strategy 
 Negotiate the scenario 
 Debrief 

 Understand the scenario fact pattern, profile 
and backstory. 

 Strategize the tactics, tools and techniques 
they will use. 

 Negotiate the scenario out through actual 
role-playing of each party. 

 

370 Min Module 13:  Total Instruction Time 
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DAY 2: 
 

390 Min 

Total Instruction Time for Course: 

6.5 clock hours based on 60 minute clock hour.   

7.8 hours based on 50 minute clock hour. 
   
 
 
TOTAL HOURS FOR 2-DAY CERTIFICATION COURSE: 
 
 

841 Min 

Total Instruction Time for Course: 

14.01 clock hours based on 60 minute clock hour.   

16.82 hours based on 50 minute clock hour. 
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