CAS: Negotiation Best Practices
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COMPETITIVE

Off-the-Shelf
Low Loyalty
Low
Short-Term

Low

COLLABORATIVE

Effort
Exclusivity

Volume

Engagement

Lifetime Value

Customized
High Loyalty
High Long-Term
High

%" @PPAIProfDev




If there are pressures on me,
what are the pressures on the other side?
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Strategically questioning your
buyer for potential pressures that
you can relieve

before the negotiation
begins... don’t wing it!

Write down your questions / Small talk is your friend, if

you're listening carefully

Find the most opportune

: . You can’t afford not to snoop
time to your questions /

Make your questioning a
joint venture
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What is preventing this
buyer, in this negotiation,
from going ahead and
using my competition?
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OPENING
DEMAND

WALK AWAY
PRICE
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The practice of TRADING instead of
CONCEDING when negotiating with
a buyer
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| need a lower
price
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tony@tonyperzow.com

%" @PPAIProfDev




