
CAS: Negotiation Best Practices 





WHAT’S YOUR 

GREATEST

NEGOTIATION 

CHALLENGE?



WHY DO WE SUCK

At NEGOTIATING?





SELLING

VS

NEGOTIATING



Effort

Exclusivity

Volume

Engagement

Lifetime Value

Off-the-Shelf

Low Loyalty

Low

Short-Term

Low

Customized

High Loyalty

High Long-Term

High

COMPETITIVE COLLABORATIVE



THE GOLDEN
QUESTION

If there are pressures on me,

what are the pressures on the other side? 



› EGO

› ECONOMIC

› EFFICIENCY

› EDGE

› END USER

› ESTIMATE

PRESSURE GAGE



THE 
DETECTIVE
Strategically questioning your

buyer for potential pressures that

you can relieve

Write down your questions 

before the negotiation 

begins… don’t wing it!

Small talk is your friend, if 

you’re listening carefully

You can’t afford not to snoop
Find the most opportune 

time to your questions

Make your questioning a 

joint venture



Motivation Who needs the transaction more?

Alternative What is each party’s BATNA?

Skill Who has negotiation skills?

Track record Who is the incumbent? Customer 
satisfaction?

Expertise Who has domain expertise?

Relationship Who has investment in the relationship?

Time Who has time flexibility/ constraint?

Advantage How unique is your solution?  

Competition Who has leverage based # of competitors?  

Knowledge Who knows the competitive landscape 
best?



What is preventing this
buyer, in this negotiation, 
from going ahead and 
using my competition?



WALK AWAY 

PRICE

OPENING

DEMAND 

SELLER

BEST 

CASE 



\]

THE ‘IF-YOU’
RULE
The practice of TRADING instead of 

CONCEDING when negotiating with 

a buyer



I need a lower 

price Increase 

order size

Testimonial 

or referral

Give us a 

PO for 

another SKU

Let us create a 

marketing 

campaign for 

you

Rebate 

program?



Q&A

t o n y @ t o n y p e r z o w . c o m


