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Collaborative Negotiations

The Collaborative Negotiations™ simulation is an interactive, multi-media learning experience designed to
challenge Sales Executives, Account Managers and Sales Managers to develop key negotiating skills and
behaviors. If you are responsible for managing business relationships and increasing profitability, Collaborative

Negotiations™ will help you:

* Improve your negotiations success rate
* Accelerate strategic opportunity growth

* Maximize the business value of your opportunities

As you assume the role of an Account Manager, you will negotiate with one strategic account, interacting
with your customer and other characters just as you would in the office or in the field. You will check voice-
mail and e-mail, review data, and meet face-to-face with your customer. Just like the real world, the outcomes
of your decisions will impact future events and determine your success. Collaborative Negotiations™ gives you

the opportunity to experience these events risk-free, and in a condensed timeframe.
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The Collaborative Negotiations™ simulation is based on BTS’s best practices approach to experiential learn-
ing. Just like in the real world, the best course of action will not always be clear. It will be your challenge to

weigh the costs and benefits of your actions and decide which best practices will lead you to success.

Simulation Goals

As you develop your negotiations skills and behaviors, you will find that the best decisions are ultimately

those that best meet the needs of your customers in the following ways:

¢ Prove the value of your relationship with your customer

* Build common ground with your customer

* Maintain and extend your long-term relationship with the customer
* Optimize mutually beneficial outcomes

* Gain acceptance and commitment from your customer
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Business Goals

Created as part of an overall performance development event, the Collaborative Negotiations™ simulation

is a powerful tool, that when combined with the following components, delivers dynamic results.

The Total Collaborative Negotiations Program:

e Pre-work

e Live instructor presentation and large group discussion
s Collaborative Negotiations™ simulation

e Case studies

e Action planning tools

e Small group exercises

e Immediate application of new skills to real world issues and events

What you learn from the Collaborative Negotiations program will translate into:

e Performance Development: Develop key negotiations skills and behaviors that will improve

customer satisfaction and increase your opportunity win rate

e Objective Alignment: Align performance goals with strategic, organizational goals for optimum

business value of opportunities

e Profitability and Productivity: Maximize performance, productivity and profitability for

long-term partnership positioning

About BTS:

BTS partners with leading companies to accelerate change and improve business results. We are the world leader in customized business

simulations and other discovery learning solutions that enable leading corporations to change, grow and succeed. BTS adds value for our
Global Fortune 1000 clients through three practice areas: Strategic Alignment & Business Acumen, Leadership & Management, and Sales.
We have additional capability in Operational Excellence & Project Management and offer an innovative Engage for Change process. BTS
is a public company listed on the Swedish Stock Exchange and trades under the symbol BTS B.

For more information please visit www.bts.com.

Sampling of other i+ Accenture + Cisco Systems « ING » Philips
BTS Clients i e« Aetna ¢ Coca-Cola « Liberty Mutual * Sony
i e AstraZeneca * Gap Inc. e Liz Claiborne * Texas Instrument
o AT&T * General Electric * Macy’s Inc. e Time Warner
* Bank of America » Hewlett-Packard * McKinsey « Toyota Motor Company
* Bell South » Honeywell ¢ Microsoft * Vodafone
* Boeing - IBM  Nokia » Weyerhaeuser

© 2008 BTS Group. All rights reserved

STOCKHOLM ¢« NEW YORK « LONDON ¢ SINGAPORE ¢« SAN FRANCISCO « JOHANNESBURG ¢ PHILADELPHIA
MELBOURNE ¢ STAMFORD ¢ BRUSSELS « CHICAGO ¢ HELSINKI «SYDNEY ¢ BEIJING ¢« MADRID ¢ BILBAO « OSLO



