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Objective:

uWin without fighting!

Sun Tzu

Prepare for war 
and do everything you can to 

win before it starts
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The Right Frame of Mind

u Personal planning & commitment 

ÅPrepare to win

u Company & organizational goals

ÅLong term success is a shared responsibility

u Teamwork & leadership 

ÅWe win together 
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Build the Sand Box

u What we need vs. what we want?

u What does the other party need/want?

u What is motivating each party to be at the 

table?

u Why/when would either of us walk away?

u Is failure an option?
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Start Now

uMost negotiations are over before they start

uCommon mistakes

ÅYouôre the sole sourceé

ÅCompetitor canôté

ÅI have a deadlineé

uFirst impression sets the stage 

uCompetition is a powerful friend!

It's never too soon to start.htm
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Fact Finding

uGather information

u Tour, travel and read

uHard questions are easier when not negotiating

ÅWhat is the failure rate?  Ease of repair? Service 
response time?

uListen (donôt give up information)

uConfirm all assumptions

uRecord (save it for when you need it)
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Pick the Person, Place and Time

uWho will make the decision?

uWho stands to gain the most if an 
agreement is reached?

uWhen is the best time to negotiate with a 
salesman on a commission?

uBe ready to close the deal? (With an order)

u Include powerful friends 

ÅPrecedent, policy, president 
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Donôt Negotiate With Yourself

uIf you donôt ask for it, you wonôt get it

ÅHow long is the extended warranty?

uIf you haven't asked you donôt know.

ÅHow extensive is the included spare parts kit?

uWe are ready to place the order today if you 

accept it that way

uArticle: Donôt be afraid to ask

Dont be Afraid to Negotiate.htm
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Leading Questions

uShape the answer you want with the 

question you ask

uMake sure you get the answer

uFocus the question on the issue not people

uArticle: Leading Questions

Leading Questions.htm
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Leading Questions

u Is there a competitive product?

ÅWhat makes yours better than the competition?

uHow many have you had to fix?

ÅWhat is the turn time for fixes?

uWhy canôt youéé?

ÅHow can we make this happen?
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Ask Better Questions

uDo I get a price break?

ÅHow much is the price break?

uDo we get maintenance service?

ÅHow long is the maintenance coverage?

uCan I buy a warranty?

ÅWhat warranty?
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A Better Way to Ask?

u Does it come with a spare tire?

u Is mounting hardware included?

u Has ñitò been approved before?

u Are your personnel qualified?

u Do you have references?

u Are you registered in CCR? 

u Will you get a DUNS number?
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Serve the Ball
uWhoôs problem is it?

ÅPrice is too high

ÅDoesnôt meet specs

ÅCanôt deliver on time

ÅNo qualified personnel

uDonôt waste energy fretting about it, 
serve the problem to the other side

ÅIôd buy today if the deal was right

uMake the other person turn the deal down.

ÅAre you saying we canôt reach an agreement?

ÅYou mean we have to start all over?
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Break A Deadlock

uChange the terms

ÅIf we agree to a 2-year purchase can we make a deal?

uChange the people

ÅIs there someone who does have the authority? 

uEveryone ñsaves faceò

ÅDonôt make them admit it. Blame it on a typo

u Market the agreement

ÅThis is a great opportunity for long term business
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Short-Term Strategies

uIôm on your side, the boss wonôt like it

uJust one more thing after another

u I thought we agreed?

uIt isnôt in the budget 

uOur Procedure/ policy wonôt allow it

uThe plumber principle
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Build Consensus

uEach point of agreement is one step 

closer to a deal

u Solve the ñneedsò  before the ñwantsò 

u Build the contract as you go

u After a lot of little steps, itôs a long way 

back 
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Personal Strategy

uReview the checklist before you begin

ÅMark all important issues

ÅAssumption/ Confirmed/ Source

u Post a cheat sheet of common questions

uDonôt forget the net as a research tool

u Failure analysis

ÅWe do it for equipment, why not our negotiating skills
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Win ïWin Negotiating

u Can we both win a negotiation?

ÅPersonal example of win-win

ÅBest deal = runs smooth for a long time

u Can we both loose a negotiation?

ÅCommon enemy = malformed contract



© ML Taylor, October 2001

Resources

uwww.mltweb.com 

uPurchasing Toolbox

ÅNewsletter articles

ÅLinks

u Seminar and program handouts

Mike Taylor's PURCHASING TOOLBOX.htm
Mike Taylor's PURCHASING TOOLBOX.htm
Mike Taylor's PURCHASING TOOLBOX.htm
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Negotiation Checklist 

uWhat can be negotiated?

uDonôt leave home without it!

uhttp://www.mltweb.com/tools/what.htm

../tools/articles/what.htm
file:///M:/web/mltweb5/tools/articles/what.htm
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