RELATIONSHIP
MANAGEMENT IN
BUSINESS

T

v -~

€ i .
. 5 e v

TRAINING CENTER




LEARN BOLD. LEAD BEYOND

GENTEX Training Center LLC | Orlando - FL, USA
Info@gentextraining.com

Introduction

Business results follow relationships more often than most professionals admit. Clients stay
with people they trust, suppliers prioritise partners who treat them fairly, and internal teams
deliver faster when cooperation already exists. This Relationship Management in Business
Training Course builds the capability to create and sustain those relationships deliberately.
Learners study stakeholder mapping, trust-building, communication planning, and conflict
handling. Furthermore, the course covers networking, expectation management, and
recovering relationships after a failure. As a result, participants build networks that
generate opportunity and partnerships that survive difficult periods.

Relationship Management in Business Course
Objectives

- Map stakeholders using the Power/Interest Grid and the Salience Model.

- Build trust through reliability, fransparency, and consistency.

- Apply the PMBOK stakeholder engagement matrix to relationship planning.

- Design communication plans aligned to each relationship’s needs and frequency.
- Conduct effective relationship-building meetings and check-ins.

- Apply active listening and empathic questioning to understand partner needs.

- Set and manage expectations with clear commitments and boundaries.

- Handle disagreement with the ThomasKilmann five conflict modes.

- Recover trust after a mistake, delay, or service failure.

- Measure relationship health with satisfaction and engagement indicators.
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Course Methodology

This course combines short lectures with applied relationship practice. Participants map
their real stakeholder network, design a communication plan, and rehearse difficult
relationship conversations. Trainers use case studies from client management, supplier
relations, and internal partnerships, supported by recorded role-play and structured
debriefs. Group feedback sharpens approach. In addition, participants build a personal
relationship development plan.

Who Should Take This Course

- Account managers and client relationship owners
- Sales and business development professionals

- Procurement and supplier relationship managers

- Project managers managing stakeholder networks
- Human resources and employee relations staff

- Public relations and partnership managers

- Anyone whose work depends on cooperation with others

Relationship Management in Business Course Outlines

Day 1: Foundations of Business Relationships

- Why relationships drive commercial and operational results

- Types of business relationship: client, supplier, partner, internal
- Trust as the core asset: the trust equation explained

- First impressions, credibility, and professional presence

- Relationship lifecycle stages and expectations at each

GENTEX

TRAINING CENTER



LEARN BOLD. LEAD BEYOND

GENTEX Training Center LLC | Orlando - FL, USA
Info@gentextraining.com

- Common relationship mistakes and their cost

- Relationship network mapping exercise

Day 2: Stakeholder Mapping and Communication
Planning

- Stakeholder registers and influence analysis

- The Power/Interest Grid and the Salience Model

- The PMBOK stakeholder engagement matrix

- Communication plans: message, channel, and frequency
- Setting expectations and managing commitments

- Reporting and keeping partners informed

- Communication plan workshop

Day 3: Communication and Trust Building

- Active listening, paraphrasing, and empathic questioning
- Nonverbal signals in relationship conversations

- Building rapport across cultures and personality types

- Networking conversations and follow-up discipline

- Reciprocity and long-term relationship investment

- Giving and receiving feedback within relationships

- Relationship conversation role-play with feedback

Day 4: Difficult Moments and Conflict Handling

- Recognising early signs of relationship strain

- The ThomasKilmann five conflict modes applied
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- Handling complaints, delays, and unmet expectations
- Saying no respectfully and holding boundaries

- Escalation, mediation, and third-party involvement

- Recovering trust after a serious failure

- Difficult conversation simulation with coaching

Day 5: Sustaining, Measuring, and Growing
Relationships

- Relationship health indicators and satisfaction tracking
- Review meetings and relationship audits

- Growing relationships into partnerships and referrals

- Managing transitions when contacts change roles

- Confidentiality, ethics, and conflicts of interest

- Personal relationship development plan

- Final assessment and action commitments

Conclusion

By successfully completing Relationship Management in Business, participants will gain a
practical understanding of how trust, communication, and consistency turn contacts into
durable business relationships. They will be able to map their networks accurately, plan
communication deliberately, handle disagreement constructively, and repair trust when
something goes wrong. In addition, they will know how to measure relationship health and
grow partnerships over time. Gentex Training Center designed this course so that learners
return to work able to build relationships that produce results and withstand pressure.
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FAQs

Q1 What is the "Relationship Management in Business”
course about?

It teaches how to build and sustain the professional relationships that drive commercial and
operational results. Participants cover stakeholder mapping, trust building, communication
planning, conflict handling, and relationship recovery through applied practice.

Q2 What are the key benefits of the "Relationship
Management in Business” course?

Participants retain clients and partners longer, gain cooperation more easily, and resolve
relationship problems before they escalate. They also manage expectations more reliably
and build networks that generate referrals, opportunities, and support during difficult
periods.

Q3 What skills will I gain from the "Relationship
Management in Business” course?

You will gain stakeholder mapping and relationship planning, trust building and
communication, expectation and boundary management, and conflict handling and
relationship recovery. These four skills combine to make your business relationships durable
and productive.
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Q4 What tools, methods, or standards are covered in
the "Relationship Management in Business” course?

The course covers the Power/Interest Grid, the Salience Model, the PMBOK stakeholder
engagement matrix, the trust equation, communication planning frameworks, active
listening and empathic questioning techniques, and the ThomasKilmann five conflict modes.

Q5 How is the "Relationship Management in Business”
course applied in real-world practice?

Professionals apply it in client account management, supplier negotiations, partnership
development, cross-department cooperation, and stakeholder reporting. The methods
transfer to any role where results depend on people choosing to cooperate rather than
merely comply.
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