








Can you drive a

It is often said that ‘cash is king’ and that ‘it is a buyer’s
market’, but this alone does not guarantee the best
possible deal. There are ways of structuring your
negotiations to give you the advantage and ensure you
are getting the best deals for your business.

Preparation is the key to securing a good deal. Make sure
you are clear about what you want to achieve: price,
quality, a quick fix, a long-term reliable partner? Knowing
what you want is essential to give you sure footing at the
start of a negotiating process, but also establish where
your buying power exists.

Research the potential suppliers to understand their
needs as well as their strengths and weaknesses.
You may be able to detect an opportunity to
gain a negotiating advantage, but expect to
compromise, and anticipate where you

may need to be flexible.

Success is sometimes attributed to
being in the right place at the right
time, but you can position yourself by
understanding a supplier’s sales cycle as
well as a product’s specific life cycle.
Sales teams will almost always have
targets and are rewarded with
commissions, so time your purchases
towards their period end, whether it is
monthly, quarterly or annually. Similarly
products also have a life cycle, and it is always
easier to obtain a discount on a product at the
end of its lifecycle rather than when it is the latest
technology.

Be prepared to listen and
encourage the other
side to talk first.

bargain?

They may do the hard work for you, but don’t let their
problems become your problems. If they talk about
numbers first, it puts you at an advantage. Keep your cards
close to your chest. Try not to show what you are thinking
and be prepared to walk away if the deal isn’t right.

Remember price is not everything; payment terms, delivery
lead times and after sales service such as warranties,
maintenance and technical backup
should all be considered in the
overall value.

Finally, try to confirm any
arrangements once an
agreement has been
reached, even if this is just
re-statement. Follow up

your agreement with a

letter or an email and keep

hold of any documentation
you may need to produce
later.

Better negotiators will maintain
the critical external
relationships and will prove
to be vital to the success
of your business.
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