
 
 
 

Advanced sales negotiation skills 

Master the art of sales negotiation 
 
 
Overview 

The ‘golden rule’ of negotiation is simple – don’t! 

 

But life’s rarely that simple and very often we do have to negotiate, particularly if we want to win the 

business and especially if we want to win it on our terms. 

 

Such negotiations are crucial. We need to prepare for them. We need a strategy, and the skills to 

execute it. 

 

Does your team have a structured approach? Is it flawlessly executed, every time? Or is there room for 

improvement? 

 

This programme will help them master the six fundamentals of closing better business: 

• Position your product / service advantageously 

• Set high targets 

• Manage information skilfully 

• Know the full range and strength of your negotiating power 

• Satisfy customer needs over wants 

• Concede only according to plan 

 

Manage all these elements well and you will win more business, more profitably. 

 
Workshop objectives 

This programme will help participants: 

• Negotiate from a position of partnership, not competition 

• Deal more effectively and profitably with price objections 

• Identify and practise successful sales negotiating skills 

• Identify their own strengths and weaknesses as a sales negotiator 

• Understand different types of buyer behaviour 

• Learn to recognise negotiating tactics and stances 

• Apply a new and proven structure to their business negotiations 

• Identify and adapt for different behavioural styles 
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• Be alert to unconscious (non-verbal) communication 

• Prepare and present a proposal at a final business negotiation stage 

• Project confidence and exercise assertiveness in all sales negotiations 

 

Who should attend? 

This powerful and practical programme allows already experienced and successful sales managers 

a chance to further develop and refine their skills and knowledge when negotiating, whilst giving less 

experienced sales people the necessary foundation skills and practical short-cuts. It is especially 

suitable for: 

• Account directors, managers and executives 

• Business development directors, managers and executives 

• Sales directors, managers and executives 

 
Format 

A two-day workshop, this programme is highly participative and interactive, with participants working 

on real-life case studies and examples. Each part of the programme features: 

• High quality training presentation 

• Group exercises and activities, including role-plays 

• Competence-based tests and assessments 

• High degree of participation and interaction 

 
Participants leave the workshop with many new ideas and perspectives, as well as better equipped to 

achieve greater business and personal success. The programme also includes a summary workbook 

and course notes. Participants will be required to prepare and present a formal action plan upon 

completion of the course. 

 
Special features 

The majority of the training we deliver is either tailored or completely bespoke. This workshop can 

therefore be delivered entirely as advertised, or it can be tailored to your particular requirements, or we 

can simply take it as a starting point for a conversation with you before we draft a completely bespoke 

programme for you – the choice is yours.  

 

Expert trainer 

Graham specialises in providing high-quality consultancy, coaching and training in sales and business 

development, sales management, customer service and personal productivity. Over the last twenty 

years he has personally trained or coached over 30,000 business professionals. He is a member of the 

International Institute of Coaching and a qualified NLP Master Trainer. 

 

His work has taken him all over the world and involved him in working closely with hundreds of different 

organisations from all business sectors, his client list including such organisations as BT, Vodafone, 

AT&T, Orange, Pfizer, GSK, Boots, Unilever, American Express, Thomas Cook, Apple, Sony, Motorola, 
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Cisco, MFI, Barclays Bank, LIFFE, Abbey National, Prison Service, Home Office, Law Society, BBC, 

Daimler-Chrysler, Citroen, Weetabix, Nikon, Shell and many, many others. 

 

Some of the most popular areas in which he supports his clients are: 

• Better business writing skills, including reports, bid writing, and technical manuals 

• Value-added and consultative selling 

• Presentation skills for managers and professionals 

• Managing challenging client conversations / assertiveness 

• Customer service skills 

• Key account management 

• Commercial negotiation skills and commercial awareness 

• Time management (based on his book, Working Smarter) 

• Sales prospecting and appointment making 

• Management and leadership skills – coaching, team building, leadership style 

 
Graham has written over twenty books, published in several different countries, including Working 

Smarter, Companies don’t succeed – people do!, Customer Relationship Management, Sales Training 

Games, 90 Brain-teasers for Trainers, and Telephone Tactics.  

 

Known internationally as both a trainer/coach and a popular motivational speaker, he believes that 

effective learning has to be interactive and challenging. All his learning events are built around practical 

exercises, role play and case studies. His training style focuses not on just explaining new ideas or 

developing new skills, but also on motivating people to use them and to develop themselves as 

individuals. This approach gets results, as the following comments from programme participants show: 

• ‘Brilliant course, really interesting and very focused to my job role and day to day work.’ 

• ‘Took away some very good ideas that I can use every day… good examples too.’ 

• ‘Very confident in the subject, and amusing too. Made the course very interesting. A very clear 

sales model to use going forward.’ 

• ‘Full of useful hints and tips which I will apply to my job.’ 

• ‘Extremely well presented and structured’ 

• ‘A very intensive course and a lot of concrete tools provided.’ 

• ‘Very good… contained everything we do on a regular basis and problems we have come 

across… the exercises made it very interesting too.’ 

 
  



 

4 

Workshop outline 
 

1 Planning for successful business negotiations 

This session introduces the concept of business negotiation and looks at its importance in the context 

of the participants’ roles and activities. It briefly examines why we negotiate and the dynamics involved. 

Session highlights: 

• What kind of a negotiator are you?  

• Negotiation skills self-assessment and best practice 

• How to establish roles and responsibilities for both parties 

• How to identify and set objectives for both buyer and seller 

• How to research and establish the other person’s position (business negotiation stance) 

 

2 How to structure your negotiations 

This module presents an eight-step framework or structure for use in negotiations and considers how 

best to prepare and plan your negotiations within the context of a supplier / customer relationship or 

business cycle. It also includes a brief review of legal responsibilities and what constitutes a ‘deal’. 

Session highlights: 

• Learn and apply a formal structure to use when negotiating 

• How to establish short- and longer-term objectives and opportunities 

• How best to plan, prepare and co-ordinate a major business negotiation meeting, or on-

going negotiations 

• Understanding of basic legal and organisational requirements 

 

3 Verbal negotiation skills 

This session examines the human and communication dynamics inherent in any negotiation situation. 

It emphasises the importance of professional skills in preparing for a negotiation by identifying needs, 

wants and requirements accurately and by qualifying the competitive and organisational influences 

present. 

Session highlights: 

• How to fully ‘qualify’ the other party’s needs, requirements and constraints during the 

negotiation process, by using advanced questioning and listening skills 

• How to pre-empt negotiation objections by promoting and gaining commitment to options, 

benefits, value and solutions 

• How best to propose and suggest ideas, using drawing-out skills 

 

4 Non-verbal negotiation skills 

This module highlights how different personal styles, corporate cultures and organisation positions can 

influence events, and demonstrates practical methods for dealing with and controlling these factors. It 

also examines key principles of body language and non-verbal communication in a practical way. 

Session highlights: 

• Gaining rapport and influencing unconsciously 

• Understanding the importance of non-verbal communication; reading other 
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• people’s meaning and communicating effectively as a result. 

• Ensuring that non-verbal behaviour is fully utilised and observed to create maximum impact 

and monitor progress (eg, buying signals) 

• Recognising that business negotiations are precisely structured and agreements gained 

incrementally 

 

5 Proposing and ‘packaging’ 

This session highlights how best to present and package your proposal. It looks at how to pre-empt the 

need for negotiating by creating minor-options and ‘bargaining’ points, as well as how to manage the 

expectations and perceptions of the customer or buyer. 

Session highlights: 

• How to identify the key variables that can be negotiated 

• The power and use of ‘authority’ within your negotiations 

• How to structure and present your proposals, ideas or quotations to best effect 

• The importance of when and how to identify and influence buyer’s objections 

 

6 Dealing with price 

This module highlights how to best present and package price within your proposal or negotiation. In 

most cases, price has more to do with psychology than affordability and preparation and careful 

handling are essential. 

Session highlights: 

• The three reasons that people will pay your asking price 

• How to set price in a competitive market 

• The key differences between selling and negotiating 

• Ten ways to present price more effectively and persuasively 

 

7 Getting to ‘yes’: tactics and strategies 

There are many different tactics and strategies common to successful negotiators. This session looks 

at those that are most appropriate to the participants’ own personal styles and situations. The 

importance of ‘follow-through’ is also explained and how to deal with protracted or ‘stale-mate’ business 

negotiations. 

Session highlights: 

• How to negotiate price and reduce discounting early in the process 

• How to recognise negotiating tactics and strategies in your customer or supplier 

• Key strategies, techniques and tactics to use in negotiation 

• The importance of follow-through and watching the details 

• How to deal with stalled business negotiations or competitor ‘lock-out’ 

 

8 Case studies and review 

This session examines a number of different situations and participants discuss ways to approach each. 

This will allow learning to be consolidated and applied in a very practical way. There will also be a 

chance to have individual points raised in a question and answer session. 
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Session highlights: 

• Case studies 

• Question and answer 

• Planning worksheet 

• Negotiation ‘toolkit’ and check-list 

 

9 Personal action plans 

Session highlights: 

• Identify the most important personal learning points from the programme 

• Highlight specific actions and goals 

• Flag topics for future personal development and improvement 

 
 

Feedback from previous participants 

‘Graham was exactly what you want from a trainer – very knowledgeable, the practical experience to 

back up the skills/techniques being covered, engaging and very approachable.’ 

 

‘The course will make you think differently and also understand how and when to negotiate in different 

circumstances not just business.’ 

 

‘Graham has a great attitude, a wealth of knowledge and is always referring to real life examples and 

in most cases his own examples.’ 

 

‘Some good negotiation pointers no matter what level of sales you are at.’ 

 

‘Graham was very approachable and made everyone feel at ease. Graham was also engaging and the 

pace and the break-out sessions worked well to keep the momentum up.’ 

  

‘Thought-provoking on how to approach negotiations differently.’ 

 

‘The course was tailored around our business which helped when completing the role play activities.’ 

 

‘If you think you know it all, there will be something here you don’t.’ 

 

‘Very well presented and interacted with all of the team and made the whole day fun and educational.’ 

  

‘Covered the different elements within sales and provided some good ideas.’ 

  

‘A very useful course for anyone who has to negotiate in some form as part of their role.’ 

  

‘Graham is obviously experienced in front line sales and negotiation roles which comes across – good 

presentation style and very engaging.’ 

 

Any questions? 

 
Please just give us a call on 01582 463463 – we’re here to help! 

Or visit www.theinhousetrainingcompany.com 
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