Good day,

Below find 32 mistakes, blunders and gaffes thkgsspeople make when negotiating.

Avoid these errors and improve your results, yoprlines sales, and your bottom-line profits.
Cheers,

Mike Sawchuk

Thought you might enjoy this article by Kelley Rotsen

Too many sales people find themselves in the posdf accepting an offer only to discover latett tie
deal actually cost them money. If the sale doesake good business sense be prepared to walk away
from it, regardless of the time you have invested.

Most sales people are required to negotiate wilr frospects and customers. But let's face igysd
consumer and corporate buyer is much more aggeessien negotiating the terms of a sale.
Unfortunately, many sales people lack the samd E&ophistication when negotiating with savvy
purchasers. Here are thirty-two fatal mistakes sh#ts people often make when they negotiate.

List of Fatal Mistakes You Don't Want to Make:

1. Believing that price is the primary reason wiegpple make a buying decision. Although price ia@dr
in every sale, it is seldom the motivating factehimd a person's final decision

2. Not asking enough high-value questions. I'nhatilazed how few sales people take the time taeeskt
guestions during the sales process which makesrit ghfficult for them to effectively position threi
offering.

3. Not gathering the RIGHT information. While itessential to ask questions, it is equally impdntammask
the right questions so you can negotiate more tffedyg.

4. Falling prey to the myth that ALL of your comjpets are always cheaper. Someone, somewhere will
always be able to sell a similar product for lésswever, unless you are the absolute highest psieador
in your marketplace, not all of your competitordl e cheaper.

5. Failing to establish the value of their prodisetvice or solution. Value is in the eyes of tebdider so
determine what is important to each buyer or custoand position your product or service accordingly

6. Allowing their ego to get in the way. Negotiafiis part of business but | have seen people wa#ya
from a good deal because their ego got in the wayctouded their judgment.

7. Failing to remain objective during the sales aedotiating process.

8. Another mistake is to reveal any deadlines yotkimg with. A tight deadline puts you under time
pressure and a savvy person will use this grinchcagtter deal for themselves.



9. Neglecting to negotiate with limited authoriBon't hesitate to tell a prospect that you neechteck
with your boss before you agree to a concessiois. Jities you wiggle room and allows you to appéat t
you are working on behalf of your customer.

10. Failing to plan. Failure to plan means plannmégil. Invest the time to plan your approacte thctics
you will use, the concessions you are preparedaticerrand what information you still need to negetia
the best possible outcome.

11. Failing to determine a walk-away point. If ydon't know when to walk away from a sale, you could
end up losing money.

12. Unable to walk away. Too many sales peopletfiednselves in the position of accepting an offdy o
to discover later that the deal actually cost tmeomey. If the sale doesn't make good business $ense
prepared to walk away from it, regardless of theetyou have invested.

13. Not taking a time out to think. Important démis are sometimes made without proper thoughgnoft
in the heat of the moment or in order to get thed dene. Taking the time to think about the imgiiwas
can save you money and add critical profit doltargour bottom line.

14. Failing to get a different perspective. | oftalk to my business partner before making a final
negotiating decision. This gives me a differenspective, and often, new ideas and strategiesyblse
time out to review the deal with someone who isattiched to the outcome.

15. Negotiating with the wrong person or peoplgdfi're not talking to someone who can make a final
buying decision then you are dealing with the wrpegson.

16. Talking too much. | have watched dozens ofsspé®ple negotiate with themselves because thiesotal
too much. The best negotiators listen more thay thik.

17. Not using silence as a negotiating strategaw! this in action when my wife spoke to a cliemtloe
telephone. Instead of immediately responding tqp#tson's request, she paused and remained gilent.
few moments later, the client made a concessidrattided more money to the deal.

18. Making too many assumptions. You may have hesreéxpression, "Assuming makes an ASS of U
and ME." Enough said.

19. Not properly using written testimonials and @sg@ments. Assuming you have testimonials in place,
suggest arranging them into different categoriegospcan use the right testimonial at the righietim

20. Giving in too soon. People appreciate what thexe to work for. If you give in too soon, peopid
think that something is wrong with the productwaittyou are desperate for the sale.

21. Not listening carefully enough. Instead of wejtfor your turn to speak listen intently to otlparson.
It sounds simple but it takes effort, energy antiepae.

22. Fear of losing the sale. Remember, there Withgs be someone else to sell to. This fear is more
prominent when a sales person's pipeline is runoimgmpty so avoid it by constantly adding new
prospects to your pipeline.

23. Immediately offering a discount to close thaldBRemember, price is seldom the primary reasoplpe
make buying decision. Avoid the temptation to dyopr price unless you have first considered other
options.



24. Making too many concessions without getting estbiimg in return. If the other person refuses t&ena
concession, you are simply negotiating againstsglfirDon't be afraid to ask for something in ratfor
offering a concession.

25. Failing to pay close attention for clues andartying messages. Watch the other person's bahaib
body language. If they look down when asking faliscount, it indicates that they may be uncomfdetab
making that request.

26. Making concessions too quickly. When you magepte wait before you concede to something, you
increase the value of that concession and you sigicausly tell them that if they keep asking for
concessions, the negotiating process will takedong

27. Lack of confidence. This is usually a resultazk of negotiating skills which is why it is imgant to
practice negotiating as often as possible. It ¢sm lae caused when negotiating with someone who is
perceived to have more power than you.

28. Being overconfident when entering the negaiieti Get your ego out of the picture. | have seanes
sales go sideways because the seller was overeonfiutheir approach.

29. Failing to practice. Great negotiators use\ea®rilable opportunity to practice their skillshd more
you negotiate the better you will get and the nameafortable you will become.

30. Believing that the buyer or customer has a&lgbwer. While | accept the fact that buyers haweem
leverage in today's business climate, it is esaktatirealize that you can walk away from a deéhdf other
person get too aggressive or makes unrealistic désna

31. Not using a variety of tactics and strategi&®at negotiators are well versed and they know éogv
when to use specific tactics such as the Flinchd&+off Principle, Nibble, etc.

32. Trying to rush the negotiating process. Effectiegotiators have the patience of Job. They @nhowut
delays and they never show anxiety when the prab@ssn't move as quickly as they would like it to.

There you have it. Thirty-two mistakes, blunderd gaffes that sales people make when negotiating.
Avoid these errors and improve your results, yoprltne sales and your bottom-line profits.
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