THE SALES NEGOTIATOR

Learn Fast
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Win Fast

Learning outcomes

e Gain insights into the buyers journey and how
small changes can have big impacts on revenues

e Be able to frame and sequence negotiations to
reduce competitive tension and a focus on price

e Increase cross-selling opportunities and margins
through more creative concession exchanges

e Obtain a methodology that enables the sales cycle
to shorten with fewer resources and risks

e Have an increased awareness of where you and
the buyer are in the negotiation process

e Be better able to manage difficult personalities
and power imbalances

Program content

e This program has been accredited by The CDP
Standards Office and its completion equates to 14
hours of Certified Professional Development

e Pre-program needs analysis

e Program manual, support materials and a copy of
FROM HOPE TO STRATEGY The Anatomy of
Negotiation

e (Case studies

e Assisted preparation and development of your
‘live’ issue

e Structured reinforcement

Examples of what others say

Fantastic exposure to a critical area, which plays a
major role in our business Rio Tinto

Building your capability

Pathfinders Downunder is an established and specialist
communication, negotiation and conflict resolution
consultancy.

Wayne Harrison is the Principal and program presenter.
As a researcher and practitioner of communication and
negotiation he is highly respected and regularly called
upon by leading organisations for his problem solving
know how. Wayne is an accredited mediator, and a
Fellow of both the Australian Institute of Company
Directors and the Australian Marketing Institute. He has
held senior international executive positions, holds
board experience and is the author of FROM HOPE TO
STRATEGY The Anatomy of Negotiation

Further details contact

events@ pathfindersdownunder.com.au



