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From Your Perspective:

1. What is most important to you?
a. What are your needs?

b. What are your wants?

2. What relationships can help or
hinder this negotiation?



. What is your BATNA?

. What viable options are
available?

. What concession demands

might the other party ask of
you?

a. Make

b. Request



6. Where do you have leverage?

/. How do you set the tone?

a. What additional info do
you need?

b. What questions are you
prepared to ask?



From The Other Party’s Perspective:



Call to Action:

1) Meet with your sales team to
discuss how they prepare for
a negotiation. Compare their
approach with these disciplines.

Ask them:

2) How do you feel before you
enter into a negotiation?

3) Do you feel you have the
iInformation you need and
the authority to negotiate deals?



Give yourself room to
make concessions.

1. Tryto determine all demands

before making a concession.

“In addition to X, what else

are you interested in?”



2. Keep concessions small,

make them slowly , and

make each concession

progressively smaller




3. Avoid a pattern when

making concessions.



4. The best time to get a
concession is when you
give one.
“If the possibility to provide X

exists, can you provide Y?”



5. Make people work for their

concessions.



6. Don’'t make the first

concession ona major item --

make concessions on minor

items first.




7. Rarely accept the first offer.
Most negotiators will
concede something.

Have staying power.



8. Don’'t make a counter-offer

to an unrealistic offer.

Refuse to negotiate.



SUPPLIER A SUPPLIER B
$ 100/HR $ 100/HR




SUPPLIER A SUPPLIER B
$ 100/HR $ 100/HR

$90



SUPPLIER A SUPPLIER B
$ 100/HR $ 100/HR

$90

$ 80



SUPPLIER A SUPPLIER B
$ 100/HR $ 100/HR

$ 90

$ 80

$70



SUPPLIER A SUPPLIER B
$ 100/HR $ 100/HR

$90

$ 80



SUPPLIER A SUPPLIER B
$ 100/HR $ 100/HR

$98.5

+ testimonial letter



SUPPLIER A SUPPLIER B
$ 100/HR $ 100/HR

$98.5

+ testimonial letter

$97.0

+ testimonial letter
+wkly mtg w/CIO



SUPPLIER A SUPPLIER B
$ 100/HR $ 100/HR

$70
+testl Itr +wkly mtg w/CIO
+ Intro to VP of ___ Division

Option 1:
Supplier
Customer

D

= A -
= E,F
Option 2:
Thisyear A-D @ $ 100,
nextyear E, F@ $ 100




SUPPLIER A SUPPLIER B
$ 100/HR $ 100/HR

$ 90 $98.5

+ testimonial letter

$ 80 $97.0
+ testl ltr+wkly mtg
w/CIO

$70
$70

+testl Itr +wkly mtg
w/CIlO+ Intro to VP
Option 1/Option2




Call to Action:

1) List - Concession Demands

2) List - Possible Counter Requests



Cherise



Cherise’s




Title

Getting to Yes

Getting Past No
Negotiating Rationally
The Art of War

Winning the Mind Game

The Magic of Conflict

The Power of Nice

Gorilla Negotiating

Sales Negotiation Skills That Sell

Author

William Ury

William Ury

Max Bazerman

Sun Tzu

Paul Lisnek, Ph.D.

Thomas Crum

Ronald Shapiro/
Mark Jankowski

Jay Conrad
Levinson

Robert Kellar
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