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Negotiate or Perish 
Be a Creative Negotiator, every time! 

By Stephen Kozicki 



5 Reasons to Choose Gordian Business  
for your Conference 

Achieve Better Results 

Every business needs to improve results to remain 
competitive for the future. With over 25 years of business 
experience, each keynote message drives results. 

1 
Insights for Action 

We stay abreast of the latest research and translate this 
into insights for you to use in your workplace. 

2 
Practical Tools 

Each keynote is practical rather than theoretical, with all 
advice and tools provided allowing you to implement 
changes as soon as you return to your workplace. 

3 
Challenge Your Thinking 

We will challenge your thinking and your behaviour so 
you create action for change when you return to work. 

4 
Motivate to Change 

From the keynotes you will understand why you need to 
change, and how you can adopt ‘can do’ behaviours to 
make them a daily habit. 

5 

Our keynote sessions are high energy and highly motivational, engaging and energising 
the audience. Engaged audiences are more motivated and open to change and creating 
breakthrough ideas. 



The world of B2B is changing, and changing fast, characterised by 
turbulence, shifting regulations, evolving technology and economic 
uncertainty. The fiercely competitive climate and the rapidly shifting 
business models are challenging the foundations of many companies and 
businesses. The financial performance and economic viability of many 
corporations are at stake. 

Negotiation in today’s commercial context is demanding, complex and vital 
to the success of your business. Negotiation skills are a core competency of 
every successful team member. It is the avenue of sustainable business 
growth, cohesive teams, strong business relationships and commercial 
conflict resolution. 

You will negotiate with more clients/prospects in the next 12 months than you have in the last five years, 
you must be agile to succeed as a negotiator. 

So, each entrepreneur, executive, manager and negotiator needs to be agile in response to these economic and 
competitive drivers. 

Negotiating at global-best-practice is a skill that can be learned and practiced to achieve required outcomes. When 
individuals and organisations understand how to negotiate well, they can achieve the best results in every situation 
regardless of the country or culture. 

If you are looking to advance the skills of your organisation in complex situations then this session is a must, 
attendees will learn how to move from a good negotiator to a great negotiator. We will look at your competitive 
edge through the lens of value, and discover how value-creating opportunities can be used in negotiation to move 
the discussion away from price.  

This keynote utilises international research to demonstrate how managers can effectively negotiate to achieve and 
sustain results beyond the ability of their competitors. The session will be highly interactive, challenging you with 
live examples on how you can apply the framework to your deals. 

Just got my copy of The Creative Negotiator. The book is 
impressive. I finally have a book to recommend when 
someone says they want to master negotiation. 

Philip Kotler, Marketing Guru 

If you are serious about your future,  this is a session you can’t afford to miss at your conference! 

Discussion points during the keynote: 

 What Neuroscience tells us about why people buy

 Negotiation in the brave new world of business

 The five key challenges that must be solved for you to win more deals!

Price is what you pay. 
Value is what you get. 

Warren Buffett 

Each person attending the keynote will receive 
a copy of the eBook: The Agile Negotiator, Be 
Creative.



Stephen Kozicki 
Managing Partner 

Commercial Experience: 
Over 25 years in senior leadership 
roles 
Member & Contributor to SAMA 

Academic: 
Advanced Negotiating Skills from 
Harvard University, Boston, USA 
Masters of Business 
Diploma of Training and 
Assessment 
Graduate Certificate of Marketing 

Strengths: 
Business Coaching 
Negotiation 
Effective Presentation 
Dealing with Cross-functional 
teams 
SAM 

Linkedin: 
https://linkedin.com/profile/view?id=1900545 

email: 
stephen@gordianbusiness.com.au 

Commercial Experience 

With over 25 years experience, Stephen is a highly sought after 
presenter delivering Business Coaching on a range of business 
development topics. These areas of specialisation include: 
Negotiating Skills, Negotiating with Style, Strategic Account 
Management, Effective Presentation Skills and Dealing with 
Cross-functional Teams. 
He has featured on Australian national television in the Money 
and Today shows. Articles about his work and book have 
appeared in Business Review Weekly and the Professional 
Marketing magazine. 

Stephen Kozicki is a best selling author, business educator and 
Australia’s leading specialist in ‘breakthrough business 
strategies’. He has a unique ability to convert the key issues 
from a range of business development topics into useful tools 
to improve the performance of your business. 
As the principal partner in one of Australia’s leading business 
advisory firms, Stephen personally focuses on increasing 
productivity and profitability for all of his clients. 

Revealed in this book … 
Breakthrough thinking for faster 
preparation 
Using language persuasively 
Effective methods of persuasion 
Persuading with stories 
Buying styles 
Persuading with images 
Influencing executives 
Most common mistakes 

Education and Industry Affiliation 

Stephen is one of the very few Australian business educators 
to have studies Advanced Negotiating Skills at Harvard 
University, Boston, USA. He has a Masters of Business, 
Diploma of Training and Assessment and a Graduate 
Certificate of Marketing. 
He is also amongst a small band of speakers who have been 
invited to deliver a session for the American Society of 
Training and Development, in the USA. Stephen delivered his 
‘Negotiating with Style®’ program. 
Stephen has had a number of hard-hitting articles that have 
been published in Australia and overseas. Each article focuses 
on a key aspect of business development. He has recently been 
appointed as an advisor to Harvard Business Review Magazine 
(HBR, and has been appointed an adjunct professor at the 
business school at ACU, Sydney. 

This pack will help you: 

Quickly build a competitive advantage 
through creativity and innovation 

Have fun while you solve your 
impossible problems 

Solve your impossible problems faster 

This book describes negotiating as 
the art of reaching an agreement by 
resolving differences through 
creativity.  

It guides the reader to improve 
negotiation skills through the 
processes of becoming a flexible 
negotiator, planning outcomes and 
being creative.  

Books & Tools Published 

This book shows a different way to 
manage your most important 
customers more effectively, and how 
you can drive growth through your 
most important customers.  

So, your most important customers 
become a strategic asset instead of a 
strategic risk. 

Clients 




