Essential Selling and Negotiation programme - Virtual

The complete commercial conversation delivered through a practical selling and negotiation programme

6 Step Kaleidoscopic preparation planning process

LEARNING JOURNEY

SKATER
Negotiation
process

The process provides
a basis for moving
between stages as
many time as
needed.

PRE-WORK before sessions:
Self-directed Learning assets (SDLs) are used to learn theory in advance and make workshop sessions more valuable
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Selling vs Negotiation

Meeting framework &
Kaleidoscopic Prep

Objective Setting
Case study preparation
Create the conditions —
@ people styles

Case study part 1:

Questioning role plays

Align on needs —
questioning skills

Transition — move to
persuasive sell

The persuasive selling
process

Persuasive selling practice
exercise

Dealing with
buying resistance:
KLARDOC

Case study part 2:
Persuasive sell role plays

Dealing with buying
resistance: Negotiation

SKATER & Negotiation
Kaleidoscopic Prep

Group Negotiation
role play

K Prep: Negotiation
objectives

K Prep: Effective
Negotiation questions

K Prep: Negotiation
variables

K Prep: People

-
K Prep: Balance of power

K Prep: Trading variables
Negotiation Language

Negotiation role play

Alignment & Trial runs

Excellent (Selling &)
Negotiation

Final case study role play
preparation

Gaining commitment
(Closing)

Final Negotiation role play

Learning consolidation &
action planning

Commercial professionals, looking to
understand fundamental selling &
negotiation approaches especially:

Account Executives, junior Account Managers and

National Account Managers

2 facilitators lead ideally 8 delegates

Knowledge and practice
of the Structured Customer
Meeting framework
Realising the Benefits of the
outcome

Individual action plan with
feedback from 6 role plays (3
Selling & 3 Negotiation)

Understand Kaleidoscopic
Preparation from a
Selling and Negotiation
perspective

Enhanced selling &
negotiation capability -
putting theory into real-

life role play practice

Comprehensive knowledge of the SKATER
approach to effectively engage with and then
negotiate with all types of customers

Specific skills practised include:
Questioning skills, Identifying needs
Flexing personal style, Proposal creation, Persuasive
Selling, Objection handling, Negotiation Planning
Full range of Negotiation Behaviours




	Selling is a lost art.�All too often people default to negotiating too quickly which results in needlessly giving away value.

