
Keynote 

Persuasion Needs
Courage

Both in B2B and saving the Planet
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. 



In the current challenging economic conditions, winning business and saving 
the planet are getting tougher. Your competitors are hungry for business 
growth, growing their market share by taking your business.

Courageous persuasion in a B2B context will prepare you for all critical 
conversations, meetings and presentations to grow your business against tough 
competitors. We will look at a bold move to save the planet - one cup of coffee 
at a time!

Business strategies built around 
the radically more productive 
use of natural resources can 
solve many environmental 
problems at a profit.

A Road Map for Natural Capitalism

Discussion points during the keynote: 

 Aristotle was a master at persuasion.

• Common mistakes you make when
trying to persuade.


A powerful model that can be used for
courageous persuasion.

Each person attending 
the keynote will  receive a 
copy of the eBook: 
Persuade Your Way to 
Success. Valued at $9.99

The session will be highly interactive, challenging you with 
live examples of how you can best apply this to your best 
customers. 

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

This keynote is a must for everyone in your organisation who 
needs to defend price with customers. 

Our planet needs a new sustainable future that means you and I need to take direct action to save the planet and 
not require governments to take the lead. The case study in this keynote will show you how to take direct action 
through the humble cup of coffee. 

In the B2B world we will look at why persuasion is more than just logic. To be courageous you must combine both 
logic and emotion, this allows you to more effective and 'yes' more often.

For the planet, the breakthrough is in using the spent coffee grounds (SCG's) from every cafe and restaurant as a 
resource not a waste to create life giving compost.

This keynote will challenge your thinking on how to win more B2B business and to actively create a better future 
for our planet. I do guarantee by the end of the session you will need a coffee or two.

 Saving the planet one cup of coffee at
a time.



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
Adjunct Professor - ACU 

Strengths: 
Negotiation Expert
3x Bestselling Author
Keynote Speaker
Adviser & Consultant to C-Suite 
on Value Creation
Business Coaching

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

Email: 
stephen@gordianbusiness.com.au 

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 

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 organisational 
effectiveness and increasing productivity and profitability for 
all of his clients. 

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, Strategic Account Management, Persuasion 
and Change Management. 
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. 

Education and Industry Affiliation 

Stephen is one of the very few Australian business educators 
to have studied 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 is an advisor to 
Harvard Business Review Magazine (HBR) and has been 
appointed an adjunct professor at Executive Education, 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 




