
Course Description:  
This is the second course in a comprehensive program developed specifically to train professionals in the communications and negotiation skills used in the 
right of way profession. It offers extensive individual participation in self-learning exercises and role-playing sessions. Using video cameras, the participants 
take part in simulations of actual acquisition interviews. These video demonstrations are then replayed, allowing the participants to see themselves “in    
action.” This course provides a setting wherein participants can experiment with application of the communication concepts and skills presented and        
discussed, and to receive feedback that helps participants know what they are doing effectively, and what they may need to work on, and in both cases. The 
acquisition interview is presented in a step-by-step approach: how to start, how to develop trust, how to handle problems and objections, and how to close.  
These are the steps the participant will practice before the video cameras. This course teaches the skills required to win at problem-solving negotiations.  
 
      PLEASE NOTE: Each participant is required to bring an example of an actual acquisition case that has already been     

     conducted or will soon be conducted. This case is needed on the first day of class.  

Course Level: 
Intermediate 
 
Topics:  
 Introduction to Communications, Effective                  
       Communications, Interpersonal Relations 
 Barriers to Acquisition, Professional/Owner  
       Communication, Motivation, Psychology of Persuasion, 
       Ethics of Persuasion 
 Introduction to Role Playing; Sequential Approach  
       to the Acquisition Interview; Video Tape Interview;  
       Simulation Interview; Group Feedback and Critical   
       Analysis 
 The Art of Listening & Questioning; Self-Analysis      

Inventory; Critical Listening; Empathic Listening; Probe 
Techniques 

 

Prerequisite:  
It is highly recommended that participants successfully complete IRWA Course 
200 “Principles of Real Estate Negotiation” prior to attending this class.  
 
Course Tuition Includes:  
Participant’s Manual  
 
Recommended Materials:  

    “Successful Communication and Negotiation” -  Textbook         
 
Who Should Take This Course:  

     This course is intended for right of way practitioners who wish to use  
     practical/actual information and role play of actual acquisition interviews to  
     enhance their communication and negotiation skills. 
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Coming Soon! 



About the Facilitator: 
 
Lawrence D. Dupree, SR/WA, R/W-NAC is an independent fee 
appraiser based in central Arkansas with offices in Jacksonville and 
Cabot, Arkansas. Mr. Dupree holds a Certified General Real Estate 
Appraiser designation in Arkansas and Oklahoma.  He received his 
Bachelors Degree from the University of Arkansas at Little Rock.  He 
holds the International Right of Way Association (IRWA) SR/WA   
designation, the (IRWA) Negotiation Acquisition Certification           
R/W-NAC and is the Arkansas IRWA Liaison for Appraiser Licensing 
and Certification.  Mr. Dupree was one of the drafters of the original 
Appraiser Legislation for the State of Arkansas and has been an     
Officer of The Arkansas Appraisal Foundation. He specializes in     
multi-family residential, commercial and industrial property          
appraisals; Eminent Domain actions, litigation, negotiations,         
acquisition and relocation assistance. He has been an IRWA Instructor 
Trainer for IRWA and has served as PDC for Region II.   He currently 
is a Facilitator (instructor) for IRWA Law, Appraisal (Valuation),     
Engineering, Relocation, Negotiation/Acquisition, Ethics, Professional 
standards, the Principles Courses and The SR/WA Review Course.   

Sponsor:  IRWA Chapter 43 
Date:  September 26-28, 2011 
Time:  8:00 AM - 5:00 PM Daily 
City:  Baton Rouge, LA 
  
Class Location: 
LTRC Louisiana Training & Research Facility 
4099 Gourrier Ave. / 4101 Gourrier Ave. 
Baton Rouge, LA 70808-4443 
Phone: (225) 767-9720 / (225) 767-9731 

Accommodations: 
Please contact Sharon Yates, Course Coordinator, for    
suggestions regarding local hotel accommodations.  

Course Coordinator: 
Sharon Yates 
2543 Fairfields Ave. 
Baton Rouge, LA 70802 
Phone: (225) 343-8973 
Email: syates2445@aol.com 

Cancellation Policy: All classes scheduled by IRWA are 
subject to cancellation. All class registrants must contact the 
Course Coordinator prior to making travel arrangements, keeping 
in mind that the class may be cancelled at any time (for reasons 
including, but not limited to, insufficient registration, Facilitator 
emergencies or other issues beyond the control of the chapter 
and/or IRWA). Fully liquidated damages for any losses incurred 
by a class registrant are limited solely to a refund of the       
registrant’s prepaid class tuition. IRWA and its chapters assume 
no other registrant liability resulting from class cancellation.  

Tuition Refund Policy:   Written notification of intent to cancel 
registration must be received via email by both the Course   
Coordinator and IRWA Headquarters Education Staff 
(education@irwaonline.org ) prior to the class start date in order 
to be eligible for a tuition refund. A full tuition refund will be 
issued if notice is received 15 days or more prior to class start 
date; a 75% refund will be issued if notice is received less than 
15 days prior to the class start date, and no refund will be issued 
for notice received on or after the class start date. 

Four Ways to Register: 
Online: www.irwaonline.org  
Fax: (866) 388-7419 
Phone: (310) 538-0233, x138 
Contact Course Coordinator 
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 I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I    
  Last Name                                                                                      First Name 

 I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I         
  Title 

 
 
 
 
 
 
 

 I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__l__I__l__l__l__l__l         
  Company Name 
 
 I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__l__I__l__l__l__l__l       
  Address 

 
 
 
 
 

 I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__l__I__l__l__l__l__l        
  City, State, Zip 

 
 
 
 
 

 (______)________-__________             □ Yes   □ No        I__I__I__I__I__I__I__I__I__I__I__I__l__I__l__l__l__l        
  Phone                  Member  Member ID Number 

 
 I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__I__l__I__l__l__l__l__l       
  Email Address 
 

                                                Member       Non-Member        Total Tuition 
                                       Tuition             Tuition                      Amount Due 
 

                                                __  _  $_______                      
                           

                       
 
 
 
 
 
 

PRINT NAME AS IT APPEARS ON CARD: ______________________________________________________ 

 
 

Amex □   MC □   Visa □   Card #:______________________________ Exp:________ 3-Digit CVV:______ 

Signature:______________________________________  Amount to be Charged:____________________ 

$565.00 $710.00 

        Total Member Registrants:  ___ 
 
Total Non-Member Registrants:  ___ 

 

If payment includes the fees for registrants 

other than yourself, check here: □ 
 

(Please submit names of other registrants on a  

 

separate paper along with this form) 

Will you also be attending?  □Yes  □No   


