
Who Should Attend
For more information or to re g i s t e r, call us at 800.231.5800 
or visit us at www.dalecarnegie.com/catalogTwo-Day Seminars17

How to Negotiate a Successful, Profitable Close

Learn How To
• Build rapport with the buyer

• Negotiate with different kinds of 
people

• Use the Questioning Model to 
uncover dominant buying motives

• Employ better evidence to create 
higher margins

• Discover when you are being
bluffed

• Establish credibility with the buyer

• Understand the four phases of 
negotiations

• Develop a compelling value 
equation

• Improve your closing ratio

Who Should Attend
Experienced sales professionals, sales
managers and account executives.

To d ay ’s sophisticated buyer can negotiate so many give-backs that the sale is hard ly
wo rth making. But you don’t have to be boxed into a corner like that. T h e re are
sophisticated negotiating techniques you can use to create a win-win outcome fo r
both you and the buye r. N ow you can master these techniques at H ow to
N e gotiate a Successful, P ro fitable Close.

This unique seminar will show you how to counter pre s s u re for price and other
concessions by building relationships and demonstrating value. It will help you use
specific human relations skills to set a winning context for the nego t i a t i o n ; use RO I
arguments effe c t i ve ly ; and employ closing techniques that prevent the buyer fro m
n e gotiating you to death an inch at a time.

A g reements only work when there is mutual benefit. Learn to create situations in
which both you and the buyer are satisfied. Register for H ow to Negotiate a
S u c c e s s f u l , P ro fitable Close t o d ay.
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