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:Course Introduction / Overview
Navigating the intricate landscape of high-stakes, complex deals require more than traditional sales tactics. it
demands a sophisticated blend of psychological insight, strategic planning, and masterful negotiation. This training
course is  meticulously  designed to transform seasoned sales  professionals  into elite  deal  closers,  capable  of
managing long sales cycles and multi-stakeholder decision-making processes. We delve deep into the principles that
govern complex B2B sales, drawing on influential frameworks such as "The Challenger Sale" by Matthew Dixon and
Brent Adamson, which emphasizes challenging the customer's perspective with unique insights. Participants will
learn  to  dissect  complex  buyer  dynamics,  build  consensus  among  diverse  stakeholders,  and  articulate  value
propositions that resonate at the C-level. BIG BEN Training Center has developed this program to move beyond
simplistic closing lines, focusing instead on the art of deal orchestration and strategic influence. This course equips
you with  the  advanced consultative  selling  and negotiation  skills  necessary  to  not  just  meet  quotas,  but  to
consistently win the most challenging and lucrative deals,  securing long-term partnerships and driving significant

.revenue growth for your organization

:Target Audience / This training course is suitable for
.Sales Directors and Managers

.Senior Account Executives

.Key Account Managers

.Enterprise Sales Representatives

.Business Development Managers

.Commercial Directors

.Sales Consultants

.Professionals involved in high-value B2B sales and negotiations

:Target Sectors and Industries
.(Information Technology and Software as a Service (SaaS

.Financial Services and Banking

.Pharmaceuticals and Healthcare

.Engineering and Manufacturing

.Professional and Consulting Services

.Telecommunications

.Government Agencies and Public Sector Contracting

.Aerospace and Defense



:Target Organizations Departments
.Sales and Business Development

.Key Account Management

.Commercial and Contract Management

.Partnerships and Alliances

.Product Management and Marketing

.Executive Leadership involved in sales oversight

.Customer Success and Client Relations

:Course Offerings
:By the end of this course, the participants will have able to

.Master advanced closing techniques for multi-stage, high-value sales cycles

.Analyze and navigate complex decision-making units and stakeholder maps

.Develop and articulate compelling, insight-led value propositions

.Effectively handle sophisticated objections from executive-level buyers

.Apply strategic negotiation frameworks to protect margins and create win-win outcomes

.Build consensus among diverse internal and external stakeholders

.Shorten complex sales cycles through proactive deal management and acceleration tactics

.Confidently lead and control the sales process from qualification to final signature

:Course Methodology
The training methodology at BIG BEN Training Center is designed for deep learning and practical application. This
course adopts a highly interactive and experiential approach, moving far beyond theoretical lectures. Participants
will engage in realistic, complex sales simulations and role-playing exercises that mirror the challenges of high-
stakes negotiations. We utilize in-depth case study analysis of real-world deals, allowing participants to dissect
successful  and  unsuccessful  strategies  to  extract  actionable  lessons.  A  significant  portion  of  the  program  is
dedicated  to  peer-to-peer  learning  through  facilitated  group  discussions  and  collaborative  problem-solving
workshops.  Our  expert  facilitators  provide  personalized  coaching  and  constructive  feedback  throughout  the
sessions, ensuring that each participant can refine their individual approach. The learning environment is dynamic,
encouraging active participation and the sharing of experiences to foster a comprehensive understanding of
advanced closing strategies. This immersive methodology ensures that skills are not just learned, but are practiced

.and mastered for immediate implementation in the field

:(Course Agenda (Course Units

Unit One: The Anatomy of the Complex Sale

.Deconstructing the modern complex B2B sales environment

.Understanding the psychology of the enterprise buyer and decision committees

.Mapping the stakeholder universe: identifying champions, influencers, and detractors

.Advanced qualification techniques for complex opportunities

.The shift from solution selling to insight-led, consultative selling

.Analyzing the political and economic drivers within a client organization



.Establishing credibility and trust in the initial stages of a long sales cycle

Unit Two: Strategic Communication and Value Co-Creation

.Mastering the art of executive-level conversations

.Advanced questioning techniques to uncover latent needs and strategic priorities

.Crafting and delivering a compelling commercial insight

.(Building a robust business case and quantifying the return on investment (ROI

.Techniques for co-creating solutions with the client

.(Communicating value differently to various stakeholders (e.g., IT, Finance, Operations

.Leveraging storytelling to make complex solutions tangible and memorable

Unit Three: Managing the Complex Sales Process

.Implementing strategic account planning for key opportunities

.Orchestrating the sales process and aligning internal resources

.Building and managing a coalition of support within the client's organization

.Proactive strategies for mitigating deal risks and overcoming stalls

.Utilizing the Challenger Sale framework to teach, tailor, and take control

.Advanced pipeline management for long-cycle deals

.Techniques for creating urgency without resorting to discounts

Unit Four: Advanced Negotiation and Objection Handling

.Anticipating and deconstructing sophisticated objections from senior executives

.Differentiating between objections, conditions, and negotiation ploys

.Advanced negotiation tactics beyond basic win-win principles

.Managing procurement-led negotiations and navigating legal hurdles

.Strategies for protecting price and avoiding margin erosion

.The psychology of concessions: when and how to give and get

.Gaining commitment at each stage of the sales process

Unit Five: Securing Commitment and Closing the Deal

.Mastering a portfolio of advanced closing techniques

.The art of the trial close in a complex sale

.Developing a mutual close plan with the client

.Finalizing contracts and navigating last-minute requests

.Securing the final signature and formalizing the partnership

.Transitioning the client from sales to implementation and account management

.Strategies for post-sale expansion, upselling, and cross-selling

:FAQ



?Qualifications required for registering to this course

.There are no requirements

How long is each daily session, and what is the total number of training hours for
?the course

This  training  course  spans  five  days,  with  daily  sessions  ranging  between  4  to  5  hours,  including  breaks  and
.interactive  activities,  bringing  the  total  duration  to  20  -  25  training  hours

:Something to think about

In an era of increasing buyer consensus and committee-based decisions, how does the role of the individual 'closer'
?evolve from a persuader to a facilitator of collective agreement

What unique qualities does this course offer compared to other
?courses

This course distinguishes itself by moving beyond the conventional focus on closing "tactics" to a more profound,
strategic emphasis on deal "orchestration.". While many programs teach what to say in the final moments of a sale,
we concentrate on the intricate process of aligning complex organizations and navigating the political landscapes
inherent in high-value deals. Our curriculum is deeply rooted in proven, research-backed frameworks like "The
Challenger  Sale,"  focusing on the psychological  and strategic  elements  of  influencing C-level  decision-makers  and
building consensus among diverse stakeholder groups. The methodology prioritizes immersive, realistic simulations
over passive learning,  forcing participants to grapple with the ambiguity and pressure of real-world complex
negotiations.  Rather than providing a simple script,  this  course equips professionals  with the diagnostic  and
strategic thinking skills required to architect a win from the very first interaction, making them not just closers, but
true  business  partners  who  can  guide  clients  through  difficult  buying  decisions  and  secure  lasting,  profitable

.relationships


