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RAPPORT STEP – Establish Contact  

SELLING AND 
NEGOTIATION 
TOPIC:  

 DATE: ROUND 1  

ROUND 2  

ROUND 3   

 

 

Participants (THEIRS & OURS)  Personality Styles 

 ☐ Social(People1st) ☐ Analytica(Data1st) ☐ Direct(Results1st) ☐ Conceptual(Ideas1st) 

 ☐ Social(People1st) ☐ Analytica(Data1st) ☐ Direct(Results1st) ☐ Conceptual(Ideas1st) 

 ☐ Social(People1st) ☐ Analytica(Data1st) ☐ Direct(Results1st) ☐ Conceptual(Ideas1st) 

 ☐ Social(People1st) ☐ Analytica(Data1st) ☐ Direct(Results1st) ☐ Conceptual(Ideas1st) 

 ☐ Social(People1st) ☐ Analytica(Data1st) ☐ Direct(Results1st) ☐ Conceptual(Ideas1st) 

 

 

CONSULTING STEP – Explore Needs  

Strategic Questions I can ask to explore needs…  Tactical Questions I can ask to explore needs… 

  

  

  

  

  

 

  

CUSTOMER VISIT PLANNING 
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Needs (THEIRS)  
*Personal & Professional 

Features (OURS)  
*Products & Services 

Benefits (to THEM)  

*Choose 3 to anchor against ☐ 

  ☐ 

  ☐ 

  ☐ 

  ☐ 

  ☐ 

 

 
 

SELLING STEP – Establish Interest, Explain Deal, Emphasize Benefits  

Potential HOOKS  Points of ENGAGEMENT  Call to ACTION 

   

   

   

 

 

Elevator Pitch 

WHAT?  WHY?  SO WHAT?  NOW WHAT? 
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Objection Collection 

Anticipate  Quantify & Quality  Handle 

  FEEL  

FELT  

FOUND  

  FEEL  

FELT  

FOUND  

  FEEL  

FELT  

FOUND  

  FEEL  

FELT  

FOUND  

 

 

NEGOTIATING STEP – Value Proposition, Analyze Power, Build Shopping/Currency Lists, Consider  
Tactics, Conduct Cost/Benefit  

What’s in it for ME (and my stakeholders)  What’s in it for THEM (and their stakeholders) 
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Their POWER 
 
 
 
 
Your POWER   
   

 

 
 

 

Tradeable Items of Value to ME  Tradeable Items of Value to THEM 

    

    

    

    

    

    

 

 

Participants  Role 

 ☐ Leader ☐ Spokesperson ☐ Accountant ☐ Observer 

 ☐ Leader ☐ Spokesperson ☐ Accountant ☐ Observer 

 ☐ Leader ☐ Spokesperson ☐ Accountant ☐ Observer 

 ☐ Leader ☐ Spokesperson ☐ Accountant ☐ Observer 

 ☐ Leader ☐ Spokesperson ☐ Accountant ☐ Observer 

 

  

 

 

How I will shift the power balance… 
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Potential Tactics 

PHYSICAL  VERBAL  MENTAL  TIME 

    

    

    

    

 

 

If you…  Then I… 

 BENEFIT   COST 

 BENEFIT   COST 

 BENEFIT   COST 

 BENEFIT   COST 

 

 

Cost/Benefit: Know Your Limits (and Theirs)  

 FOR CUSTOMER  FOR YOU 

ESSENTIAL TO GET   

EXPECT TO GET   

HOPE TO GET   

 
 


