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Creating a Better Negotiating 
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Ongoing Advice as an Outsourced 
Executive 
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What You 
Will learn 

!  How we lose control of negotiations 
often before they start 

!  Different client types require 
different negotiating techniques 

!  Customer objections can help you 
close sooner 

!  Rejection may sometimes be the 
best possible outcome 

First, Master 
the Possible  

Outcomes 

States of Yes !  Yes is good if you sold correctly 

!  No is good if there was not an 
acceptable Yes available 

!  Maybe has no value at all 

–  The longer you “negotiate”, the lower 
the price 
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The Problem: Qualify, Position, 
and choke... 

It seems that everything is negotiable! 

Why Most 
Negotiations 

Fail 

!  Buyer never intended to do business 
with Seller 
–  Failure to Qualify 

!  Seller has a preconceived notion of 
the scope and value 
–  Compromised Positioning 

!  Seller started “negotiating” at the 
wrong time 
– Must be ready, willing, and able to 

CLOSE 

What Is 
Negotiating? 

!  Establishing the conditions of an 
agreed upon scope of work. 
–  Conditions are: Terms, Exclusions, Price 

!  Successful negotiators always work 
from a position of strength  
–  Being prepared to walk away from a 

bad deal is extremely empowering 

– Negotiating one variable is more 
effective than fighting multiple fronts 



1/16/15 

4 

Weakness: 
Uncontrolled 
Negotiation 

Points 

!  Each line item price 
!  Equipment discount 
!  Rental multiplier 
!  Starting Price 
!  Deposit terms 
!  Payment terms 
!  Expense markups 
!  Change order terms 
!  Substitutions 
!  Specific personnel 
!  Special requests 

3x3 Price Matrix 

Terms & Conditions 

Scope Creep 

Minimum of 9 iterations up to ∞ 

“Houston, we 
have a 

problem” 

!  If everything is negotiable...then 
nothing is non-negotiable 

!  What if client wants a concession 
on EVERY negotiable point? 

–  Even after confirmation, you will still be 
negotiating 

!  In other words...You have NO  
negotiating leverage 

Getting to 
the 

Negotiation 
Conversation 

!  Relationship 

!  Trust 

!  Goals 

!  Value 

!  Scope 

!  Agreement 

!  Fees 

!  Negotiation 

!  Close 

 

Positioning 

Closing 
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Getting to 
the 

Negotiation 
Conversation 

!  Relationship 

!  Trust 

!  Goals 

!  Value 

!  Scope 

!  Agreement 

!  Fees 

!  Negotiation 

!  Close 

 

Each step adds or 
detracts from your 

negotiating position 

PROPOSAL 
GOES HERE


Ideal 
Proposal 

State 

!  One Negotiating variable  
–  PRICE 

–  TERMS 

–  SCOPE 

!  One hidden Closing variable  

–  PRICE 

–  TERMS 

–  SCOPE 

Which Variables Should I Use? 

Negotiate What? 
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Qualify: 
Listening for 
Negotiating 

Points 

!  What words do they use? 

!  What ideas or issues do they cite? 

!  What problems are they trying to 
solve? 

!  Does the relationship need to 
develop more? 

!  What will it take to build trust? 

When They 
Make it 

About Price 

!  Ask the Five Whys 
–  “I can see that price is very important 

to you on this project. Can you help me 
understand why?” 

!  Test price-based choices  

–  “If your presentation content is all 
computer slides, then perhaps we can 
save some money on projection. Do you 
agree?” 

Equalize !  When price is really, really 
important then figure out what the 
second most important thing is. 
–  “If all your suppliers came in at the 

same price for the same solution, who 
would you choose and Why?” 

!  Then... 
–  “I am sure I can be price competitive 

but will you give me an opportunity to 
show you how I can also <insert second 
thing here>?” 
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‘No’ is an 
Acceptable 

Outcome 

!  Never play the lowest price game 
–  Someone will ALWAYS go lower 

!  When lowest price is non-
negotiable, stop negotiating.  

–  Time to walk away 

Agreement 
 

!  Agree to the Goals, Scope, and 
Value before discussing Fees 
–  “Let me summarize the goals as I 

understand them...” 

–  “We need to include these things in the 
scope...” 

–  “You are willing to forgo some of the 
bells and whistles to stay in budget...” 

Position: 
Reconfirm 
Needs or 

Goals 

!  Restate everything you and buyer 
agree on 

!  Then, “Let me reconfirm all this in a 
proposal an agreement (or 
contract).” 

!  “If I can get this to you by 
tomorrow, when can you have the 
(purchase order, signed agreement, 
deposit check) to me?” 



1/16/15 

8 

Proposals: Narrowing down the 
negotiating points 

Give the Buyer a Welcomed Choice 

Getting to 
the 

Negotiation 
Conversation 

!  Relationship 

!  Trust 

!  Goals 

!  Value 

!  Scope 

!  Agreement 

!  Fees 

!  Negotiation 

!  Close 

 

Each step adds or 
detracts from your 

negotiating position 

PROPOSAL 
GOES HERE


Proposal 
Starts with 

Internal 
Budgeting 

!  You build a project budget to 
understand what you know and use 
that information to negotiate 

– Not, to show the customer what you 
know 

!  The less you NEED to put into a 
proposal, the easier the close 
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Know Your 
Costs 

!  Pricing must be based on something 
that YOU understand 

!  If you have set everything up well, 
then all the closing options are 
equally valuable to you 

!  Stimson Group Job Cost 
Webinar...April 17, 2015 
–  av-matters.com/webinars/ 

Proposal 
Strategy: 

Build in 
These 

Elements 
 

!  A less than ideal substitute 
–  Create an option that affects price 

!  Highlight an un-compromise-able 
and/or valuable element 
–  Show the client’s key preference as 

an integral part of the proposal 

!  Include a luxury or upgrade as an 
option 
–  Make it something that you could 

include at little or no cost 

Proposal 
Strategy: 

Terms and 
Conditions 

1.  Payment terms options: 
a.  Start with the non-negotiable payment 

terms and corresponding price 

b.  Discount for prepayment, down 
payment, or confirmation payment 

2.  Make sure that the “best price” (the 
agreed upon pre-negotiation price) is 
clearly visible as first choice 

3.  Proposal has a clear expiration date 

4.  Make sure the proposal has Next 
Steps instructions 
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Closing 
Triggers 

!  Is today the negotiating day? 
–  “Is this something you could decide on 

today, or do you need to weigh more 
options?” 

!  Can you justify a sense of urgency? 
–  “While this project is still six weeks out, 

we need to submit drawings to the Fire 
Marshall in ten days.” 

!  If ready to close, verify options 
–  “Great, did you want to pay 75% down 

and take the extra discount?” 

Choose One 
Negotiating 

Point 

!  Price, Terms, Scope 
–  Price in $ not discount % 

!  Sometimes, you do not even need to 
negotiate! 

Customer 
Objections 

!  Most customer objections are one 
layer deep 
–  Use the Five Whys to identify the root 

issue 

!  If objections are deeper, then you 
have missed something along the 
way 
–  Question and then regroup at a better 

negotiating position 
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Turn 
Objections 

Into 
Questions 

!  “This is more than we planned on 
spending”: 
–  “Do you want to review the options for 

reducing costs?” (let’s see if they read 
the proposal) 

–  “You know your company best; are 
there elements in here that are a higher 
fit than you need?” 

–  “The best way to lower the cost is to 
disclose your budget. But first, did I 
capture your needs correctly?” 

Turn 
Objections 

Into 
Questions 

!  “We are used to getting a bigger 
discount.” 
–  “How else is our pricing structure 

different from what you are used to?”  

–  “I understand that our pricing structure 
is different, but can you tell me exactly 
how much money that represents to 
you?”  

Turn 
Objections 

Into 
Questions 

!  “We are still talking with another 
supplier” 
–  “What kinds of differences do you see 

in your supplier options?” 

–  “If you could pick and choose the best 
elements from each, what would that 
look like?” 
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Turn 
Objections 

Into Closers 

!  Client wants a $1,000 reduction in 
price: 

!  Use the Holdback Technique: 

!  “I can do that if you can commit 
today. Please send me confirmation 
and I will issue a credit.” 

–  Line item deduction 

–  Credits 

–  Rebates 

Waffling 
Objections 

!  “If I can clarify that there won’t be 
any additional overtime provided 
the meeting stays on schedule, will 
that satisfy your concerns?” 

!  “The 10% early confirmation 
discount is not something I can offer 
indefinitely. Is that 10% helpful?” 

!  “We’re having lunch here on Friday, 
Would you like to come meet your 
team?” 

Conclusion: 
Keys to 

Successful 
Negotiations 

!  Compelling Marketing  

!  Concrete understanding of your own 
margins 

!  Listening for customer’s trigger 
points 

!  Patience 

!  Use incentives that don’t eat into 
your profits 
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Discussion 
Points 

!  As a group identify top 5 customer 
objections based on price: 
– What are some of the counter-

questions that could be applied? 

–  For each of the above objections, which 
step before negotiation needs to be 
reinforced? 

Discussion 
Points 

!  Identify 5 points of value in your 
product that you feel your 
customers are not seeing 

– What can you do to turn these into 
customer needs/wants? 

Discussion 
Points 

!  What are your negotiable terms? Is 
discount based on terms? Are 
deposit requirements negotiable? 
What is timely confirmation worth? 
–  Is your sales team aware of all these? 

–  Is there process in place to apply these 
options? 
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Today’s 
Takeaways

 

!  Don’t write a proposal if you can avoid 
it 
–  Work towards Agreements 

!  Reduce points of negotiation 
–  One negotiable metric  

–  One potential concession (holdback) 

!  Use the right negotiating point for each 
customer, circumstance 

!  Practice: Role-playing is essential for 
developing negotiating skills 

Archived 
Webinar and 

Handouts: 

http://av-matters.com/ 

 

THANK-YOU! 

www.trstimson.com 

www.av-matters.com 


