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Section 1: Business Economics & Executive Negotiation
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Workshop 1: Deal Economics
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Workshop 2: Live Negotiation Simulation
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Section 3: Solution Selling for Large Projects
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) Solution Presentation
7) Evidence & Proof
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9) Next Step
Workshop 3: 5-Slide Sales Pitch
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Section 4: Business Matching Preparation & Soft Skills
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Workshop 4: 60-Second Business Pitch & Proactive Business Matching
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Section 5: B2B Deal Closing
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Workshop 5: Deal Closing Clinic
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Negotiation + Case NTBUNITATN
09.45-10.20 Workshop 1: Deal Economics Hands-on Deal Economics &
Workshop Negotiation Sheet
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