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Plug And Play Negotiating

Where Do I Start?

ML Taylor, C.P.M.

2007
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Key Points

üWin-win attitude

üPlan & prepare

üKey issues & contract goals

üAsk better questions

üServe the ball

üMake it personal 

üClosing strategies

üReferences
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Definitions

üGood negotiator

×Consistently gets the best deal

×Always looking for a better way

üWin-win negotiator

×Buyer and seller want to continue business

üEthical negotiator

×Rather have contract performance rather than 

people plotting revenge
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Getting The Right Attitude

üI will prepare myself for this situation

üI know everything is negotiable

üRegardless of what everyone has already 

said, I assume we will find a way to reach 

an agreement

üWe will discuss all of the issues

üWe will confirm all the facts
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What Are We Talking About?

üMore than just placing orders

üMore than just agreeing on a price

éé Entering in to one or more exchanges of 

information with another party in order to 

improve a position and eventually reach a 

mutually acceptable agreement
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Objective

Win without fighting!

Sun Tzu

Prepare for war 
and do everything you can to win 

before it starts
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Can We Really WIN ïWIN?

üTwo of the most important negotiations in 

our personal lives

üMost of us failed the first time and have 

been learning from our mistakes

üHow did we learn to succeed?

×By building common needs into a larger 

agreement 
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Who Wins & Who Looses

üFailure:
×A malformed or incomplete contract

× If either party does not want to perform 

× If either party does not understand obligations

×Getting nothing and starting over

üSuccess:
× If the contract runs smoothly 

× If the contract is mutually beneficial

é.. Can we both agree on these key points?
If so, then letôs work together to negotiate a 
great deal for both of us
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When Do We Negotiate?

üWhen we publish plans to downsize our 

supplier base

üWhen we publish plans to expand 

production in to new markets

é.. When we call our significant other and 

suggest going somewhere special for dinner 

on Saturdayé
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An Ideal World 
All Is Simple
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Infamous Cow Pie Example:

üWhile trekking across the field, I make a 

simple decision:

×Avoid the cow pies  

éé I decide ahead of time to pay attention 

and develop a personal action plan to avoid 

the problem. How?
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How Do We  Prepare?

üPlanning ahead

üConsidering alternatives

üAnticipating the issues 

üSeeking a win-win agreement

üPractice on the little things

é.. Remember the first time you had a choice 

and forgot to plan ahead?
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Start NOW!

üMany negotiations are over before they 

start 

üFirst impressions are hard to change

üWe negotiate more than we think

üWhat you say will be used against you

üWhat you donôt say, you donôt get
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More Preparation

üTrain your co-workers

üGive people credit and recognition

×They won't feel like they have to take credit by 

making grandiose statements

üPractice "positive speak"

×Say what you want others to think

ÅñThis is really a mess, I hope we can justify it"

Å"This justification would be better if weéò
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Learn The Language:

üIs there a better way to say:

×ñYour price is preposterousò

×ñYouôre trying to cheat meò

×ñYouôre not the low bidderò

×ñYou canôt be seriousò

×ñ I want to buyò

×ñI needò

×ñI canôt acceptò

×ñYou are the worst salesman Iôve ever spoken withò


