
NEGOTIATION
LEARN WHAT THE BEST NEGOTIATORS KNOW

Learn techniques and tactics through our SALES ACCELERATOR and NEGOTIATION courses. 

NEGOTIATION IS THE ART OF COMING TO A PLACE WHERE THE VALUE IS 
APPRECIATED FROM BOTH SIDES. EVERYONE IS HAPPY WITH THE OUTCOME. 

*99% of statics are made up on the spot. 

IS YOUR CUSTOMER SOLD?
You need to ensure your customer is sold on your solution before you negotiate. This is the 
biggest trip up. Many sales people start negotiation hoping that the lower price will sell it 
to the customer. Now of course, there are so many variables but essentially this isn't the 
impression or starting point you want.

You are saying 'even I don't believe in this price so I'm going to lower it to what I feel it's worth'.  
We have a word for this – dodgy. 

PEOPLE DON'T BUY THE CHEAPEST
If you're a person who buys the cheapest you may find this hard to swallow.  
Over 90% of people buy for other reasons.*

Others buy based on a lot of criteria – some conscious, some unconscious. 

Does it meet my needs/ location/ assessable/ convenience/ trust/ quality/  
get what you pay for/ reliability/ back up. 

MINDSET 
Sales is Mindset. (Actually Success in anything is Mindset). And Negotiation is on the front  
line when it comes to Mindset. 

It's essential that you have absolute certainty in your offering/ solution. Any cracks in your 
thinking will show up during negotiations. 

WHAT'S YOUR INTENTION? 
It's important that you consider: Is this a long term client? 

Approach should be about winning for the client. 

Preparation is vital. 

GIVE AND TAKE
If you concede on a point you need something back. Something, anything. Give a 'reason' for 
conceding. Could be reducing the scope of the offer, payment terms, delivery. Something to 
show there is a reason. Being arbitrary creates distrust. 


