
Winning Complex 
Long-Term Deals  

A Pricing & Deal
Governance Masterclass 



This one-day executive masterclass provides a focused and practical deep dive
into how senior pricing and commercial leaders prepare, structure,
negotiate, and govern complex long-term B2B deals.

Building on the Six Pricing Dimensions framework, the program goes beyond
traditional pricing theory to show how pricing strategy translates into deal control,
risk management, and long-term margin protection. Participants will explore how
value is shaped before the RFP, how risk and asymmetries influence negotiation
power, and how contract architecture and governance mechanisms determine
profitability long after signature.

Throughout the day, participants will work on real-life deal situations, ideally
their own anonymized cases, to translate constraints, commitments, and
competitive dynamics into structured pricing levers. The program combines
rigorous frameworks, proven industrial best practices, and hands-on
application to ensure immediate relevance and actionable outcomes.

By the end of the session, participants will not only understand where margin is
won or lost in complex multi-year deals, but will also leave with concrete tools to
structure their next high-stakes negotiation with greater discipline, clarity,
and strategic control.

Winning Complex Long-Term Deals

About the Program

From Pricing Frameworks to Governed, Profitable Long-Term Agreements



Module 1 – Strategic Context & Margin Leakage 
Diagnosing structural competitive pressure, identifying must-win battles, and
locating where value and margin leak across the three critical stages of long-
term deals. 

Module 2 – Presale & Deal Intelligence 
Mapping buyer drivers, negotiation styles, stakeholders, and competitive
landscape. 

Module 3 – Pricing Architecture & Risk Translation 
Structuring pricing models, defining MDO/LAA/BATNA, and pricing
constraints explicitly. 

Module 4 – Process Control 
Installing a formal deal desk, designing timelines to your advantage, and
enforcing an end-to-end process.

Module 5 – Deal Battlecard & Execution Toolkit 
Building and applying a practical battlecard to structure preparation and
negotiation execution.

Module 6 – Governance & Profitability Management
Aligning sales and pricing, defining KPIs, and installing long-term governance
standards.

Learning Journey

Winning Complex Long-Term Deals
From Pricing Frameworks to Governed, Profitable Long-Term Agreements



Throughout this training, participants will develop a structured approach to
preparing, negotiating, and governing complex long-term B2B deals. The
program equips senior pricing and commercial leaders with the frameworks and
tools needed to protect margin and strengthen deal discipline over time.

By the end of the course, participants will be able to:

• Increase win rate and optimize profitability in complex long-term deals,
identifying structural weaknesses across presale, negotiation, contracting, and
post-signature phases.

• Structure deals around risk, constraints, and commitments, ensuring that
commercial terms reflect asymmetries, leverage points, and long-term value
drivers.

• Translate buyer–seller BATNAs into pricing strategy, turning negotiation
dynamics and power balance into concrete pricing and concession levers.

• Design contract architectures that protect margin, including multi-year price
models, escalation mechanisms, and value-based structuring principles.

• Implement governance mechanisms to sustain profitability, embedding KPIs,
escalation rules, and post-signature discipline to secure long-term financial
performance.

Learning Objectives
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