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Programme Overview ‘ @ Who Should Attend What Learners

Will Gain
An advanced commercial and client-engagement ¢ Payments sales professionals ¢ Manage difficult commercial
programme for payments sales, business-development, e Business-development managers conversations
account-management and client-facing professionals. ® Uncover the business drivers

e Account managers and

: : behind client demands
relationship managers

Build the confidence, judgement and practical skills to o Merchant-acquiring sales teams ® Test commercial and
manage complex client conversations, challenge requests % S aid : 3 operational viability
intech and payment-service- ..
constructively, protect organisational value and negotiate provider saIeF.:, t); s ® Defend pricing and value
sustainable commercial outcomes. o Bl df l g ® Negotiate conditional concessions
anking and financial-services
sdlos tegams ® Escalate with clear
recommendations
® Pre-sales, client-success and * Maintain strong client
implementation managers relationships
g Programme Structure
i ' ) f A GLANCE
' Module 1: Module 2: Module 3:
Managing Commercial ,@\ Negotiation and Protecting Value i
= Client Conversations o Constructive Client and Managing Online LMS
Challenge Concessions
. : . Payments sales, business-development,
o The Commercial Role o_f the 0 Constructive Challenge Versus o Understanldmg and Communicating Audience acZount-management e client-p
Payments Sales Professional Confrontation Commercial Value facing professionals
e Understanding the Client's 0 Testing the Valdity of o Negotiating Beyond Price
Stated Position Client Requests o Goncasslocs Varsus Region Africa
o Asking the Right Commercial e v Commercial Trades
Questions ©  Cratenging Unsupparted Ciims @ Preparing the Negotiation Position Modules [l
o Listening for Commercial o Managing Common Client o Managing Discount Requests
Information Negotiation Tactics o Managing Requests for Free Included
e Managing Pressure and Avoiding o Managing Objectons Wi Services and Additional Benefits il
Premature Commitments Discounting o Unit 7: Escalating Commercial iy Included
o st . Difficul Requests Effectively
ructuring a Difficult % :
Client Conversation O Knowing When to Stand Firm o Unit 8: Prot‘ecting Long-Term Duration Average 48 hours
& )AL £/ Account Value

Al Playground Practice English

Integrated Al practice scenarios and Al role play
12 realistic commercial simulations built into the LMS
® Practice discount requests, competitor comparisons, free

pilot requests, renewal pressure and settiement-term discussions
® Receive instant feedback, stronger questioing, commercial
risk flags and replay coaching
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