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Understanding the Sales Negotiation Process
Key concepts, stages, and best?practice tactics

1. Foundations of Sales Negotiation

Element What It Means Why It Matters
) Focus on the benefits the buyer Builds a win?win mindset and
Value Creation . . i o . .
receives, not just price. justifies premium pricing.
BATNA (Best _ . Gives leverage; knowing your
) The best option each party has if the
Alternative to a own and the buyer’'s BATNA
_ deal falls through. T
Negotiated Agreement) helps set realistic limits.
_ Overlap between buyer’'s maximum .
ZOPA (Zone of Possible . Identifies the range where a deal
willingness to pay and seller’s
Agreement) can be reached.

minimum acceptable price.

Position: what a party says they

. want (e.g., “$10,000"). Addressing interests opens
Interest vs. Position ) , ] .
Interest: underlying need (e.qg., creative solutions beyond price.

“budget certainty”).

Sources of power: expertise, . ,
_ _ ) Recognizing power shifts helps
Power Dynamics alternatives, time pressure, ] o )
) . you adjust tactics in real time.
relationship depth.

2. The Negotiation Process — Step?by?Step

1. Preparation

o Research the buyer: industry trends, financial health, decision?makers, prior
purchases.

o Define objectives: target price, concession limits, desired contract terms, timeline.

o Develop a BATNA: alternative prospects, internal fallback offers.

o Create a value proposition: quantify ROI, cost savings, risk reduction.
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2. Opening / Rapport Building

o Establish trust with small talk, shared interests, or relevant insights.
o Set a collaborative tone (“Let’s find a solution that works for both of us”).

3. Information Exchange

o Ask open?ended questions to uncover needs, constraints, and buying criteria.
o Listen actively; summarize to confirm understanding.
o Share selective information that highlights value without giving away all concessions.

4. Bargaining (Issue?by?Issue)

o Prioritize issues: price, delivery, service levels, warranties, payment terms.

o Use anchoring (first offer) strategically—anchor near the high end of your desired
range.

o Apply trade?offs: “If we can extend the payment term to 60 days, can we settle on the
listed price?”

o Deploy concessions sparingly; always ask for something in return (reciprocity).

5. Closing

o Look for signhals of agreement (e.g., “That would work for us”).
o Summarize the agreed points clearly.
o Confirm next steps (contract drafting, implementation timeline).

6. Implementation & Follow?Up

o Deliver on promises; monitor performance against agreed metrics.
o Conduct a post?deal review: what worked, what could improve.
o Nurture the relationship for future upsell or renewal opportunities.

3. Core Negotiation Tactics

Tactic How to Use It Typical Impact
_ Make the first price or term proposal; set a Shifts the ZOPA toward your preferred
Anchoring .
reference point. range.
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Tactic How to Use It Typical Impact
Mi ) Repeat the last few words of the Encourages them to elaborate, revealing
irrorin
J counterpart’s statement. hidden interests.

Labeling Identify and name
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