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DO YOU
EVER

LIE

TO MAKE
A SALE?

N y
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Believe sales
people are frust
worthy

(9% believe
politicians are
trustworthyll)
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ATION

A

Each of these have

SET APPROACH TO TRUSTEUL NEGOTI

"..

connected actions that
BUILD TRUST.

On the

S.E.T. SELF ASSE§SI\/\ENT
SHEET you will assess

. STRATEGIZE

 EXPLAIN

your own performance
A.
In each category.

m."
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SET APPROACH TO TRUSTFUL NEGOTIATION

« STRATEGIZE e EXPLAIN e TARGET TRUST

Choose just

ONE PRODUCT OR
SERVICE

that you sell and

write it down at
the top of the

Self-Assessment
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SET APPROACH TO TRUSTFUL NEGOTIATION

e STRATEGIZE e EXPLAIN e TARGET TRUST
L i

2 Whaifis your =
| NUMBER ONE

when

negotiating?
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SET APPROACH TO TRUSTFUL NEGOTIATION
STRATEGIZE

m Authentic Trust Artificial Trust

PLAN Has a clear negotiation strategy, knows Plays it by ear and makes it up as the
sales target and walk-away figure negotiation proceeds.
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SET APPROACH TO TRUSTFUL NEGOTIATION

Being trust worthy is not just . EXPLAIN
about giving a great price or - —

great discounts. It is about

OTIATION
® hould only begin

showing the value of your
products and services and
how they MEET THE NEEDS OF
YOUR CLIENT.

yVOU can make
CLgAR OFFER

that meets the clients

needs
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SET APPROACH TO TRUSTFUL NEGOTIATION
EXPLAIN

'Need |AuthenticTrust Artifical Trust

CLEAR COMMUNICATION Establishes WHY the client wants Does not take into account the
the service/product and clients needs. Tries to guess the
confidently states terms. No client’s maximum budget and pitch
concessions are offered at first. the sale using discounts as a carrot.

P tiafti | icati
reWc.J iafion Con&gnumco ion
1. Establish why the client wants your services

2. GO for your target price

3. Do not offer cor{&esmons pre-negotiation
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SET APPROAC.H TO TRUSTFUL NEGOTIATION
/ ST AT

TARGET TRUST

N
]
2

This requires @ change O\:

| IRUSTH,

attitude |in our negotiation
negohqhons 13

| fechnique. We must always
| keep in mind the feelings and
ambitions/of our,counterpart.

always keeplng
your clients need

CIUCI| II'O YOUI' 0 A negdtiation is not

It is a partnership to

_be CREATED
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SET APPROAC;H TO TRUSTFUL NEGOTIATION
TARGET TRUST

/ m Authentlc Trust Art|f|C|aI Trust \

INTEGRITY Only negotiates necessary services and Negotiates unnecessary terms.
does not exaggerates benefits or Unfairly exaggerates benefits and
downplay disadvantages. minimizes downsides

:’ - i 2
- e 10 5 O
5 AN ~
) '
s ) "‘
n
L ‘ 2

J

« Having m’regrl’ry N a négo’rl n 'o only negb’ricﬂng a
fair deall. |

- Do notf negotiate things the client does not need or are @
\ waste of time/money.
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GIVE AND TAKE Gives AND Seeks fair concessions from a Gives in all the time or is an

¥ INSPIRE MARKETING ¢

SET APPROAC;H TO TRUSTFUL NEGOTIATION
TARGET TRUST

client when the sales person offers unreasonable negotiator.

c
: e 2 m TT";'
LR &y
e k3
SRR N 5

Remember— this is @ ne ofi i OU Ccan osk for be’r’rer

A

terms from your cllen’r if they we e’r’rer ’rerms from'you.

For example, if they are asking for @ dlscounf, you:/might

request cash payment etc:
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SET APPROAC;H TO TRUSTFUL NEGOTIATION
TARGET TRUST

/ m Authentlc Trust Art|f|C|aI Trust

FAIRNESS Negotiates for win/win outcomes and Seeks victory and seeks a sale at any
walks away if cannot do what the buyer  cost
asks or the buyer cannot meet the
sellers’ needs.

« How many fimes h@ve you Wolked away from adeal?

 Win/Win means the dequusi be right for both parfies.

« |f you are seeking win/win, you will know When a deal is fair
and the outcome serves the partnership you are entering.

\\

FARROWV/OIRUTIOIN
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SET APPROACH TO TRUSTFUL NEGOTIATION
 STRATEGIZE  EXPLAIN - TARGET TRUST

What Negotiation
|mprovemenfs do you commit
fo w@fk|ng on in the next 7

HOSPITALITY SALES & MARKETING ASSOCIATION INTERNATIONAL o lw
www.provolution.net



l 1I I al. FUEL SALES # INSPIRE MARKETING #

~SESEARTRE -

SET APPROACH TO TRUSTFUL NEGOTIATION

STRATEGIZE

1"Plan your sales target and walk away conditions

A N -y > ")

. EXPLAI N
/ 23 Establlsh the cllents needs and don’t quote or offer discounts in your initial pltch

v

* TARGET TRUST

T
3. Have integrity.— don’t éxaggerate or downplay

4. When asked for concessions, ask for concessions!
~ [ B

5. Walkingaway is a negotiation strategy

- I
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