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Objective:

u Win without fighting!
Sun Tzu

Prepare for war
and do everything you can to
win before It starts




The Right Frame of Mind

Personal planning & commitment
A Prepare to win

Company & organizational goals

ALong term success is a shared responsibility

Teamwork & leadership
AWe win together
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Build the Sand Box

nat we need vs. what we want?
nat does the other party need/want?

nat Is motivating each party to be at the

table?
Why/when would either of us walk away?
|s failure an option?




Start Now

u Most negotiations are over before they ste

u Common mistakes
AYoubdre the sole sour

ACompetitor canot é
Al have a deadlineé

u First impression sets the stage
u Competition is a powerful friend!



It's never too soon to start.htm

Fact Finding

Gather information
Tour, travel and read
Hard questions are easier when not negotiating

A What is the failure rate? Ease of repair? Service
response time?

Li sten (donot gl ve up
Confirm all assumptions
Record (save it for when you need it)




Pick the Person, Place and Ti

u Who will make the decision?

u Who stands to gain the most if an
agreement is reached?

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

u Be ready to close the deal? (With an ordef)

u Include powerful friends
A Precedent, policy, president
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Donodot Negoti at

vl f you donot ask fo
A How long is the extended warranty?

vl f  you haven't
A How extensive is the included spare parts kit?

accept it that way
uArti cl e: Donot



Dont be Afraid to Negotiate.htm

Leading Questions

u Shape the answer you want with the
guestion you ask

u Make sure you get the answer

u Focus the question on the issue not peoplg

u Article: Leading Questions



Leading Questions.htm

Leading Questions

u Is there a competitive product?
AWhat makes yours better than the competitio

u How many have you had to fix?
AWhat is the turn time for fixes?

vWhy canot youee?
A How can we make this happen?




Ask Better Questions

u Do | get a price break?
A How much is the price break?

u Do we get maintenance service?
A How long is the maintenance coverage?

u Can | buy a warranty?
AWhat warranty?




A Better Way to Ask?

Does it come with a spare tire?
Is mounting hardware included?
Has fAito been appr o

Are your personnel qualified?
Do you have references?

Are you registered in CCR?
Will you get a DUNS number?




Serve the Ball

uWhoos problem 1 s |
A Price is too high
ADoesnbd6t meet specs
ACano6t deliver on ti me

A No qualified personnel

v Donodot waste energy f
serve the problem to the other side
Al 8d buy today if the de

u Make the other person turn the deal down.

AAre you saying we canot
A You mean we have to start all over?




Break A Deadlock

Change the terms
A If we agree to a-gear purchase can we make a deal?

Change the people

A Is there someone who does have the authority?

Everyone nsaves faceo
ADono6t make them admit i

Market the agreement
A This is a great opportunity for long term business




ShortTerm Strategies

ul Om on your side, t
u Just one more thing after another

u | thought we agreed?

ult 1T snot 1 n the bud
uOur Procedure/ pol i
u The plumber principle




Build Consensus

u Each point of agreement is one step
closer to a deal

v Solve the Aneedso
v Build the contract as you go

u ATt er a | ot o f | 1 t t
back




Personal Strategy

Review the checklist before you begin
A Mark all important issues
A Assumption/ Confirmed/ Source

Post a cheat sheet of common questions
Donot forget the net

Failure analysis
A We do it for equipment, why not our negotiating skills




Win 1 Win Negotiating
u Can we both win a negotiation?

A Personal example of wiwin
A Best deal = runs smooth for a long time

u Can we both loose a negotiation?
A Common enemy = malformed contract




Resources

u WwWw.mltweb.com

u Purchasing Toolbox

A Newsletter articles
A Links

u - Seminar and program handouts



Mike Taylor's PURCHASING TOOLBOX.htm
Mike Taylor's PURCHASING TOOLBOX.htm
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RESOURCES, LINKS AND FUN STUFF

INFORMATION TOOLS REFERENCES

Purchasing Toolbox
Information, articles and links for my friends in the
purchasing profession about E-Commerce, Negotiation,
Professional Development, Job Searching and more.

Toolbox

BuyTrain News Archive

Hyperlinks

Job and Career Resources

B2B E-Commerce

Computer Fraud and Virus resources
Puzzles - Just for fun, Supply Chain puzzles
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Programs and Seminars
Mike Taylor presents programs and seminars on purchasing and
management topics. Contact Mike if youn would like to schedule a
program for your organization.

Scheduled events

Handouts from workshops and programs
Program possibilities

Bio. Who is Mike Taylor?
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NEGOTIATION

o Planning Better Negotiations
Seminar outline (a little out of date, but still a great place to start
planning.)

« Negotiation Checklist
What issues should I consider negotiating in a contract? The big list!

Articles & Essays

Bottom-Line Questions

March 2008, get to the facts when negotiating with the boss
Is That A Personal Question?

If not, maybe it should be.

Negotiation: An Art of Details

May 2006

Win Win Opponent

Is there a looser if both the Buyer and Seller win?
April 2004

Creative Negotiation (part 4)

February 2004

Creative Negotiation (part3)

January 2004

Creative Negotiating (part 2)

December 2003

Creative Negotiating (part 1)

November 2003

» Negotiation Exercise; Personal Style
+ Serve the Ball
In a negotiation, you don't own every problem...
o The Full Meal Deal
Don't forget to negotiate the details
o It's Never Too Soon to Start
A negotiation can be over before you know you've started!
o The Whole is Greater than the Parts
« Negotiating With a Friend
Sometimes vou have to do it!
+ Leading Questions
Shape the answer you want by the questions you ask.
¢ Don't be Afraid fo Ask!
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Negotiation Checklist

u What can be negotiated?
vDonot | eave home wi
u http://www.mltweb.com/tools/what.htm



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




