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According to Lewis Packard and Lewis (2011) getting a client, employee or supplier to accept the deal being offered is the main agenda during the process of contract negotiation. Therefore, it is essential that the party making an offer has the most persuasive language to win the heart of the subjects. Therefore, this essay analyses the significance of skill of persuasion in contract negotiations for this projects, eliminating homelessness among the veterans in Kentucky.
	El Ghanamy & Kamsaris (2014) describe how to deliver a compelling negotiation through the application of contract negotiation and a key ingredient. The authors explains how persuasion results to an effective negotiation through three significant approaches; shaping, reinforcing and changing. The main idea behind the method of shaping is to shape the attitude of the subject through providing a conducive environment that will influence their decision making. On the other, reinforcing is used to cement the standing point of the person offering the deal while the changing approach is used to change the attitude through proper communication. Engaging these three approaches of persuasion in a contract negotiation is aimed at ensuring that both parties benefit from the deal.
	Lewis Packard and Lewis (2011) explain that it takes more than just the art of persuasion during contract negotiations. The negotiators should also equip themselves with the necessary skill to be effective in this field. Another important negotiation skill is verbal communication. Verbal communication is the most fundamental necessity because virtually all contract negotiations involve verbal exchange from both sides of the deal. Another vital skill that the negotiator should possess in interpersonal skills. Interpersonal skills are very crucial in maintaining the excellent working relationship between the two parties in negotiations.
	
Therefore employing the skills an effective negotiator and the art of persuasions is a necessity for the success of contract negotiations for this project especially when dealing with suppliers. This community project is running on a tight budget, and the expectations are very high for the beneficiaries. Therefore, it is crucial to engage the suppliers in an efficient negotiation process that will help the project run smoothly within the scope of the allocated budget.
	In conclusion, negotiation is essential when it comes to getting the employees, suppliers, and clients to accept the terms and conditions set. In this process, effective negotiation skills and persuasion are the key ingredients. In this projects, it is, therefore, necessary to engage these parameters during contract negotiations to ensure that both parties walk out of the talks contented.
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