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LEVERAGING THE STRENGTHS AND 

POTENTIAL IN PEOPLE AND SITUATIONS TO 

IMPROVE RESULTS.
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Successful Negotiations
Getting to a WIN/ WIN with clients and 

other people in our lives
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Resolving the Price 
Objection

Protecting your margins 

for a profitable close

REVISIT THE PREVIOUS PEOPLE 2.0 WEBINAR
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The most IMPACTFUL way to be 

a better negotiator and get to 

WIN/ WIN is to be a better…

#1
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SALESPERSON
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SALESPEOPLE

SELL!
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SALESPEOPLE

SELL!
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The most IMPACTFUL way to be 

a better SALESPERSON is to…

#1
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#1

Connection
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Connection Discovery

#1
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Connection Discovery Solution

#1
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Connection Discovery Solution Discuss

#1
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Connection Discovery Solution Discuss Close

#1
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TRIED & TRUE

NEGOTIATION TECHNIQUES

5
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TRIED & TRUE NEGOTIATION 

TECHNIQUES

1. Calm down!

2. Leave some room

3. Summarize

4. Use throw-ins (strategically)

5. Never split the difference
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Be Intentional: Take Action!

1. See the Opportunity 

& Imagine it Better

2. Take Action

3. Make a Difference!
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THANK YOU!
www.TheImpactFoundry.com
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