
Description
This training session teaches participants how to strengthen their 
negotiation skills. In a team setting, the participants will learn the 
concept of prioritizing which concessions to offer and explore 
possible options for the client. Finally, they will learn to be a better 
closer while negotiating from a position of strength.  

Who Should Attend?
• General Managers 

• Directors of Sales 

• Sales Managers 

Program Outcomes
Through a variety of techniques, including skill practice,  
employees will: 

• Recognize a buyer’s negotiation style and implement  
an effective negotiating strategy to gain advantage

• Use High Impact Questions to get the most out of your 
negotiation 

• Close the sale through isolating key negotiation points,  
Quid Pro Quo and the Assumptive Close

• Identify high-value options for the customer and  
low-cost options for the seller.

Web Classrooms Also Available
Signature Worldwide also offers Negotiating Value as a web 
classroom program.

Contact (800) 398-0518 for additional Information.

Strengthen Your Negotiation Position 
Being an effective negotiator takes knowledge, planning and courage.

Negotiating is not selling. And, it is not giving discounts.

In Signature Worldwide’s Negotiating Value™ session, participants 
discuss what negotiations are, what they are not, and what factors 
affect them.  They will learn to recognize buyer characteristics by what 
is said and how it is said, and to create a negotiating strategy to deal 
with them. In addition, time will be spent on practicing their strategy. 

Strong negotiators know how to ask high impact questions and to 
uncover knowledge while holding back their own, to gain an advantage. 
During this one-day session, participants will learn how to use 
knowledge obtained from The Johari Window and apply it to one of 
their real clients.

Signature is confident that your sales team will benefit from this 
powerful session. Ask yourself the following questions.  

• Are your sales people confident in their interactions with potential 
clients during the closing process? 

• Are they quick to give concessions? 

• Do they negotiate with price rather than value? 

• Do they know the value of the concessions they offer? 

• Do they maximize profit while maintaining the relationship and 
respect of the buyer? 

We will help your staff perfect the skills needed to provide positive 
answers to these questions and more, to strengthen the client 
relationship at the most crucial part of the sales process – the closing. 
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