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Welcome and Purposes

►Coaching Session Overview

 Goal is to analyze on an upcoming contract negotiation or pricing discussion

 Complete Seven Element Analysis (and refine as needed between coaching sessions)

 Coaching sessions
 6/9 – Negotiation Analysis (Seven-Element Preparation Sheet)

 6/16 – Negotiation Preparation (Relationship Mapping and Difficult Tactics)

 6/23 – Negotiation Review with Sales Leadership
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Coaching Agenda – Session 1 of 3 (EMEA 1)

► 9:00 – Welcome / Purposes / Coaching Session Overview / Review Agenda

► 9:10 – Warm-up / Skills Exercise

► 9:40 – Small Group Breakouts

► 10:40 – break

► 10:55 – Large Group Review / Insights and Roadblocks

► 11:15 – Small Group Breakouts

► 12:15 – break (get lunch)

► 12:30 – Large Group Review

► 12:45 – Wrap up / Journal / Prep for Session (Relationship Mapping & Difficult Tactics)

► 1:00 – End of Coaching Session 1
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Coaching Agenda – Session 1 of 3 (EMEA 2)

► 1:30 – Welcome / Purposes / Coaching Session Overview / Review Agenda

► 1:40 – Warm-up / Skills Exercise

► 2:10 – Small Group Breakouts

► 3:10 – break

► 3:25 – Large Group Review / Insights and Roadblocks

► 3:40 – Small Group Breakouts

► 4:40 - break

► 4:55 – Large Group Review

► 5:15 – Wrap up / Journal / Prep for Session 2 (Relationship Mapping & Difficult Tactics)

► 5:30 – End of Coaching Session 1
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Warm-up Exercise
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Seven Element Application – Part 1 of 2

► GOAL: 

 Complete a Seven Element Prep Sheet using an upcoming contract negotiation or 
pricing discussion

► STEPS:

 Groups of two – Presenter and Helper

 Save completed 7E sheet in Word – dig deeper and refine later

► OTHER:

 Confidentiality

 Focus on inquiry (being curious) vs. advocacy (pushing an outcome)

 Descriptive vs. prescriptive
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Seven Element Framework
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Seven Element Framework
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Insights and Roadblocks
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Seven Element Application – Part 2 of 2

► GOAL: 

 Complete a Seven Element Prep Sheet using an upcoming contract negotiation or 
pricing discussion

► STEPS:

 Groups of two – Presenter and Helper

 Save completed 7E sheet in Word – dig deeper and refine later

► OTHER:

 Confidentiality

 Focus on inquiry (being curious) vs. advocacy (pushing an outcome)

 Descriptive vs. prescriptive
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Large Group Review
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Next Steps
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►Coaching Session 2

 Focus: Implementation / Relationship Mapping / Difficult Tactics

►Preparation

 Continue to work on 7E sheet

 Think about implementation and execution - what's next, with who, 
when, how, etc ...

 See you next week!
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