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Objective: 

Develop negotiation skills to achieve mutually beneficial outcomes and close deals effectively.

• Importance of 

negotiation in sales

• Types of negotiation 

scenarios

• Understanding both 

parties’ interests

• Establishing your BATNA 

(Best Alternative to a 

Negotiated Agreement)

• Win-win negotiation 

strategies

• Anchoring and adjusting

• Active listening and 

empathy

• Common objections and 

responses

• Techniques to turn 

objections into 

opportunities

• Reaching an agreement

• Formalizing the deal

• Follow-up actions

Comprehensive Sales Training Plan
Module 2  - Negotiation. 
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Effective negotiation requires a blend of strategies and skills that help both parties reach a mutually beneficial agreement.

Key techniques include win-win negotiation strategies, anchoring and adjusting, and active listening and empathy. Here’s a 

detailed expansion on these stages:

Objective: To create solutions that satisfy the interests of both parties, fostering a cooperative and positive relationship.

Collaborative Problem-Solving:

• Joint Brainstorming: Engage in joint 

brainstorming sessions to explore creative solutions 

that benefit both parties. Encourage open dialogue 

and the free exchange of ideas.

• Exploring Options: Present multiple options and 

alternatives during the negotiation. This increases 

the likelihood of finding a solution that meets both 

parties’ needs. 

Identifying Mutual Interests:

• Common Goals: Focus on identifying goals that 

both parties share. For example, both parties might 

aim for a long-term partnership or improved 

operational efficiency.

• Shared Values: Highlight shared values and 

principles, such as commitment to quality or 

customer satisfaction, to build a foundation of trust 

and cooperation.

5 Strategies 
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Creating Value:

• Expanding the Pie: Look for 

ways to expand the scope of 

the negotiation, creating 

additional value that can be 

shared. For instance, including 

service agreements or training 

can add value beyond the 

core product.

• Trade-Offs: Identify areas 

where each party can make 

concessions in exchange for 

gains in other areas. This 

trade-off approach helps in 

balancing interests and 

achieving win-win outcomes.

Building Trust:

• Transparency: Be transparent about 

your needs and constraints, fostering 

an environment of honesty and 

openness. This encourages reciprocity 

from the other party.

• Commitment: Demonstrate 

commitment to the relationship by 

showing willingness to invest in the 

partnership. This can be through long-

term agreements or collaborative 

initiatives.

Maintaining Flexibility:

• Adaptability: Be flexible and willing to 

adjust your approach as the 

negotiation progresses. This 

adaptability can help in finding the 

best possible outcome for both 

parties.

• Contingency Plans: Develop 

contingency plans for various 

scenarios. This readiness ensures that 

you can respond effectively to changes 

and unexpected developments.

5 Strategies 
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Objective: To set the tone of the negotiation by establishing initial offers (anchors) and then adjusting based on the other 

party’s responses and interests.

Key Steps:

Setting the Anchor:

• Initial Offer: Make the first offer 

if possible. This initial offer sets 

the anchor and influences the 

subsequent negotiation range.

• High but Reasonable: Ensure the 

anchor is high enough to allow 

room for negotiation but still 

reasonable and justifiable based 

on market standards and value.

Justifying the Anchor:

• Supporting Data: Back up your 

initial offer with solid data, such as 

market research, industry 

benchmarks, and historical 

precedents. This makes your 

anchor more credible.

• Value Proposition: Emphasize 

the value proposition and benefits 

of your offer. Clearly articulate 

how your solution meets the other 

party’s needs and adds value.

Adjusting from the Anchor:

• Listening to Counteroffers:

Listen carefully to the other party’s 

counteroffers and objections. This 

helps in understanding their 

position and making informed 

adjustments.

• Incremental Adjustments: Make 

incremental adjustments rather 

than large concessions. This 

approach maintains the perceived 

value of your offer and avoids 

significant losses.

5 Levels
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Maintaining Control:

• Reframing: If the other party sets the anchor, reframe the 

negotiation to bring the discussion back to your value 

proposition and justifications. This helps in steering the 

negotiation towards your terms.

• Confidence: Maintain confidence in your position and 

avoid being pressured into making hasty concessions. 

Confidence reinforces the credibility of your anchor.

Counter-Anchoring:

• Alternative Anchors: If the other party’s anchor is too far 

from your target, counter with your own anchor that is 

more favourable to you. This reestablishes a more 

balanced negotiation range.

• Negotiation Range: Define a range within which you are 

willing to negotiate. This range provides flexibility while 

still aiming to achieve your desired outcome.

5 Levels
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Objective: To build a deeper understanding of the other party’s needs, concerns, and motivations by actively listening 

and demonstrating empathy, which helps in crafting mutually acceptable solutions.

Active Listening:

• Full Attention: Give your full attention to the other party, 

avoiding distractions and focusing on their words, tone, and 

body language.

• Clarifying Questions: Ask clarifying questions to ensure 

you fully understand their points. For example, “Can you 

explain what you mean by that?” or “Could you provide 

more details on that issue?”

• Summarizing: Periodically summarize what the other party 

has said to confirm your understanding and show that you 

are listening. For instance, “So, if I understand correctly, your 

main concern is…”

Demonstrating Empathy:

• Acknowledging Feelings: Acknowledge the other party’s 

feelings and perspectives. Phrases like, “I can see why that 

would be important to you,” or “I understand your concern 

about this issue,” demonstrate empathy.

• Building Rapport: Use empathetic responses to build 

rapport and trust. This creates a more collaborative and 

open negotiation environment.

5 Soft skills
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Understanding Motivations:

• Deeper Insights: Go beyond surface-level 

demands to understand the underlying 

motivations. Ask questions that reveal their deeper 

needs and goals, such as, “What are your main 

priorities in this negotiation?”

• Perspective-Taking: Put yourself in their shoes to 

better understand their position. This helps in 

identifying solutions that are more likely to be 

accepted.

Managing Emotions:

• Emotional Regulation: Manage your own 

emotions and remain calm, even if the negotiation 

becomes tense. This helps in maintaining a 

professional and constructive atmosphere.

• De-Escalation: Use empathy to de-escalate 

conflicts. For example, if the other party is 

frustrated, acknowledge their frustration and 

suggest a break or a change in approach to cool 

down tensions.

Collaborative Language:

• Positive Language: Use positive and collaborative 

language. Instead of saying, “We can’t do that,” try, 

“Let’s explore how we can make this work for both 

of us.”

• Inclusive Phrases: Use inclusive phrases that 

emphasize partnership and mutual benefits, such 

as, “How can we achieve this together?” or “What 

would be a win-win solution for us?”

5 Soft skills
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Mastering negotiation techniques involves employing win-win strategies, effectively using 

anchoring and adjusting, and practicing active listening and empathy. By focusing on mutual 

interests, setting and adjusting anchors strategically, and understanding the other party’s 

needs and emotions, sales professionals can navigate negotiations more successfully. These 

techniques not only enhance the likelihood of reaching favourable agreements but also 

contribute to building strong, long-term business relationships.

5 Soft skills



Tools, Content & Templates 
Hand built using experience & insight 

Comphrensive Sales 
Training .

Negotiation is a crucial skill in sales which impacts everything from sales to relation ships

UpskilPRO e Institute 
for Sales & Marketing 

Negotiation
Negotiation techniques


	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11
	Slide 12
	Slide 13

