How to Negotiate Better Deals with
Suppliers, Vendors, and Customers: A
Checklist

The skill of negotiating with suppliers is essential for businesses, regardless of their
size. In today's highly competitive market, obtaining favorable deals can
significantly affect a company's success and financial standing. Businesses can
benefit in many ways by negotiating effectively with their suppliers. They can secure
better prices, build relationships, receive timely deliveries, and improve product
quality. As a business owner, it's crucial to understand the value of negotiation in
maximizing profitability. This checklist serves as a guide to help you improve your
negotiation skills and reap the benefits that come with it.

This checklist will guide you through the negotiation process, from preparing for

negotiations and building rapport and trust with your counterpart to presenting
your position effectively. You will learn how to secure better deals with suppliers,
vendors, and customers, ultimately maximizing profits for your business.O

Be fully prepared before entering into any negotiation. Here is your checklist!

Preparing for Negotiation
[J Identify your goals and objectives.
[J Research your counterpart's needs and interests.
[J Identify alternatives to the agreement.
Building Rapport and Trust
[J Practice active listening and show empathy to understand their perspective
better.
[J Find common ground to build rapport.
[J Establish a clear understanding of their perspective.
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[J Use credibility and authority to establish trust during a negotiation. List your
credentials.

Chapter 2: Presenting Your Position
[J Clearly articulate your position and objectives.
[J State your case using persuasive techniques.
[J Show the benefits of your proposal for your counterpart. Be prepared to
answer questions and objections.
[J Prepare your position and practice using persuasive communication
techniques.
Negotiating with Suppliers
[J Identify the needs of your business.
[J Research the market.
[J What is the supplier's perspective? Do you understand it?
[J Identify clear goals. Focus on interests rather than positions.
Negotiating with Customers
[J What are the customer's needs and interests?
[J Highlight the benefits of your products or services.
[J Find creative solutions to meet both parties' needs.
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