
Core Details

9.30am — 5pm

6 CPD Hours

To Book

Call 
+44 (0)204 551 8568  
(Please choose option 2)

Email 
info@thezishi.com

Online 
thezishi.com

Your Consultant
Phil Ingle

Phil is a specialist training consultant
with a depth of business experience 
in financial services and combines his 
knowledge of the industry with creative 
and energetic training and coaching 
skills. He is fascinated with the power 
of good communication and works 
internationally to help groups and 
individuals improve their skills.

Most often Phil is coaching people in  
all aspects of communication from 
sales to presentations and his approach 
is tailored to the challenges faced by 
the individual in the context of the goals 
to be achieved. He has a wealth  
of relevant qualifications including an  
MBA (Cranfield), Master Practitioner 
– Neuro Linguistic Programming, 
Certificate of Competence in 
Occupational Testing, Associate of the 
Chartered Institute of Bankers and the 
Financial Planning Certificate. He is also 
actively involved with the Professional 
Speaking Association.

Negotiating, Influencing
& Persuading in  

Financial Services
The softer skills of persuasion and influence are seen as increasingly desirable in 
an industry which supplies intangible products. Negotiation is not just reserved 
for “the big deal” either: it is an everyday occurrence, not just for financial 
outcomes but for engaging customers, clients and business contacts.

This interactive workshop will enable you to manage the tension between the 
desire to get along with people and the business imperatives to meet plans and 
implement strategies. You will learn essential techniques to persuade people 
and how to recognise the “walk away” point. Perhaps, more importantly, where 
you can safely compromise in a negotiation and still meet the objective.

The best negotiators are subtle, fair and know what to give away, when to make
demands and how to compensate when there are difficulties. They achieve 
lasting results and gain real commitment from people.

This is a highly practical and interactive workshop, led by an expert in 
communication. The group size will be kept small enough so that you have  
the opportunity to debate and explore how techniques you will learn can be 
used in real life, and also derive the maximum personal feedback to fuel  
your development.

Benefits

Attending this course will enable you to:

• Learn the communication tools of persuasion
• Explore the techniques of negotiation and how to plan your approach
• Use the power of questioning and listening to find ways forward
• Define what WIN/WIN really means
• Uncover and “sell” the benefits of your viewpoint
• Gain genuine agreement rather than a superficial – yes
• Understand how to recognise different styles for communication  

– and how to adapt your own style
• Have improved relationships with business areas
• Achieve improved outcomes for customers and the business
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Cost

£595 / person + VAT £714
A discount of 10% per
person is available when
booking for 2 or more
delegates on the same
course in a single booking.

To Book

Call 
+44 (0)204 551 8568  
(Please choose option 2)

Email 
info@thezishi.com

Online 
thezishi.com

In-house Course?

This course works well as an in-
house event, contact us to discuss 
your needs on 0204 551 8568 or 
email info@thezishi.com

ZISHI Cornerstone

Agenda

Session Learning Outcomes

Negotiating with 
colleagues

• How do we view negotiation?
• How other business leaders view negotiation
• Negotiation exercise – in pairs
• Negotiation essentials: the WIN/WIN and Walk Away

Your preferred 
communication style

• Ways we communicate
• Your own preferred/natural style
• Identifying styles around you
• Analysing why you may meet resistance
• The Social Styles Model
• How to more effectively communicate with  
  other styles

Managing meetings 

• The “5 Cs” of meeting management
• Defining meeting outcomes: getting the job  
  done AND people engaged
• Questions to provoke discussion and  
  control meetings
• Exercise – Agree/Disagree

Influencing the 
Board/Senior 
Management

• Presenting to the Executives
• Consider ways of delivering hard messages
• Effective presentation methods
• Practical exercise: “We have a problem”

Gaining agreement 
and prompting 
action

• Presenting the facts both passionately and 
  dispassionately
• Leading the discussion to conclusions
• Gaining agreement on actions to be taken
• Agreeing timescales and responsibilities
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