ACCOUNT: TIMING

	Customer     


	The Four Negotiation Criteria

	Have you gained a conditional commitment?


	 FORMCHECKBOX 
Yes
	 FORMCHECKBOX 
No

	Have your proposed deliverables, terms and conditions, and price?

	 FORMCHECKBOX 
Yes 
	 FORMCHECKBOX 
No 

	Have you attempted to resolve customer concerns with selling skills?


	 FORMCHECKBOX 
Yes 
	 FORMCHECKBOX 
No 

	Have you confirmed all customer concerns have been expressed?
	 FORMCHECKBOX 
Yes 
	 FORMCHECKBOX 
No 


	Customer concerns include:
	

	     
	 FORMCHECKBOX 
Deliverables

 FORMCHECKBOX 
Terms & Conditions

 FORMCHECKBOX 
Price

 FORMCHECKBOX 
Other

	     
	 FORMCHECKBOX 
Deliverables

 FORMCHECKBOX 
Terms & Conditions

 FORMCHECKBOX 
Price

 FORMCHECKBOX 
Other

	     
	 FORMCHECKBOX 
Deliverables

 FORMCHECKBOX 
Terms & Conditions

 FORMCHECKBOX 
Price

 FORMCHECKBOX 
Other

	     
	 FORMCHECKBOX 
Deliverables

 FORMCHECKBOX 
Terms & Conditions

 FORMCHECKBOX 
Price

 FORMCHECKBOX 
Other

	· If you answered “no” to any of the questions above, it is not time to negotiate.
· If any customer concerns fall outside of deliverables, terms and conditions, or price, it is not time to

   negotiate. Address any other customer concerns with selling skills before negotiating.
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Who is involved in this negotiation?

	Name, title, role in negotiation
	What is his/her

negotiation style?
	What are his/her

drivers? (Business issues)

	     

	 FORMCHECKBOX 
Transactional

 FORMCHECKBOX 
Consultative
	     

	     

	 FORMCHECKBOX 
Transactional

 FORMCHECKBOX 
Consultative
	     

	     

	 FORMCHECKBOX 
Transactional

 FORMCHECKBOX 
Consultative
	     

	     

	 FORMCHECKBOX 
Transactional

 FORMCHECKBOX 
Consultative
	     

	     

	 FORMCHECKBOX 
Transactional

 FORMCHECKBOX 
Consultative
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Elements of a win

	Must-have needs in priority order: 

(Indicate what and why.)
     
Does each must-have need define the customer’s walk-away position? If not, move the need in doubt to the would-like-to-have needs category.
 
	Would-like-to-have needs in priority order:

(Indicate what and why.)

     


	Assumptions to test: (Needs, flexibilities, feasibility)
     


	Sales

	Who is involved in this negotiation?

	Name, title, role in negotiation
	What is his/her

negotiation style?
	What are his/her

drivers? (business issues)

	     

	 FORMCHECKBOX 
Transactional

 FORMCHECKBOX 
Consultative
	     

	     

	 FORMCHECKBOX 
Transactional

 FORMCHECKBOX 
Consultative
	     

	     

	 FORMCHECKBOX 
Transactional

 FORMCHECKBOX 
Consultative
	     

	     

	 FORMCHECKBOX 
Transactional

 FORMCHECKBOX 
Consultative
	     

	     

	 FORMCHECKBOX 
Transactional

 FORMCHECKBOX 
Consultative
	     

	Elements of a win

	Must-have needs in priority order: 

(Indicate what and why.)      
Does each must-have need define your walk-away position? If not, revise to reflect walk away or move the need in doubt to the would-like-to-have needs category.      

	Would-like-to-have needs in priority order:

(Indicate what and why.)

     


	Assumptions to test: (Needs, flexibilities, feasibility)
     



STRATEGY

	Set Goals

	Relationship goal:

                                                                                           FORMCHECKBOX 

                                                                            FORMCHECKBOX 

                                                                   FORMCHECKBOX 

                                                         FORMCHECKBOX 

                              FORMCHECKBOX 

                     FORMCHECKBOX 

           FORMCHECKBOX 

	Negotiation goal:
     


	
	Define the Differences.
	Generate Alternatives.

	Difference 1
	You initially proposed:

     
Customer is asking for instead:

     

	Make a trade-off:

     


	
	
	Add an enhancement:

     


	Difference 2
	You initially proposed:

     
Customer is asking for instead:

     
	Make a trade-off:

     


	
	
	Add an enhancement:

     



	Plan Your Approach.

	· In what order will you discuss the differences?

· For each difference, do you have enough alternatives in the win-win2 area?

· Are you prepared for the customer to reject one or more of your alternatives?

· If not, how can you expand the value of the agreement?

· Which alternatives will you propose first? Why?

· How do these relate to the insight you have about the customer and the sales side?

	Split the difference:      

	Evaluate the Alternatives.

Number each alternative consecutively, and use the numbers to plot alternatives on the evaluation matrix.

	
	     
     
     
     
     
     
     
     
     


	Make a concession:      

	

	Split the difference:      

	Number each alternative consecutively, and use the numbers to plot alternatives on the evaluation matrix.

	
	     
     
     
     
     
     
     
     
     


	Make a concession:      
	


MINDSET

	Mindset Assessment

	1.      
2.      
3.      
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	4.      
5.      
6.      
7.      


	Going into this negotiation:

	· Are you feeling confident?
	 FORMCHECKBOX 
Yes
	 FORMCHECKBOX 
No

	· Are you able to walk away from this deal despite the investment you have made so far?
	 FORMCHECKBOX 
Yes
	 FORMCHECKBOX 
No

	If you answered “yes” to both questions, redirect counterproductive behavior on the following page.
If you answered “no” to either question, complete the next section to review your no-deal options (NDOs) and improve them if necessary.

	No-Deal Options

	My no-deal options include:      
Quantify the NDOs when possible (in terms of revenue, potential business, etc.)

	To identify your NDOs, consider:

· Different accounts in your pipeline

· Prospects that might be fast-tracked

· Referrals you’ve received

· Outstanding proposals

	To improve your NDOs, consider:

· Pursuing business in a different buying center in a different organization
· Other ways to use your time that will benefit you in the long run (networking, following up with current customers, etc.)

· 

	Redirect Counterproductive Behavior

	Which behaviors are you most likely to encounter during your negotiation conversation with your customer? 

	 FORMCHECKBOX 
Making it personal
 FORMCHECKBOX 
Making unrealistic demands
 FORMCHECKBOX 
Expanding the scope
 FORMCHECKBOX 
Switching to a transactional approach
	 FORMCHECKBOX 
Using dishonesty

 FORMCHECKBOX 
Overestimating his/her no-deal options

 FORMCHECKBOX 
Claming “no authority”

	Given these possible behaviors:

	How will you maintain a consultative approach?      
What will you do to refocus the conversation? (Refer to the tips provided in your Resource Guide.)      
What will you say to discuss the impact of each behavior, if necessary?      


	NEGOTIATING



	What Will You Say to Position the Negotiation?

	Frame the negotiation:      
Establish the agenda:      



Notes:      
    Parameters  								Players





    Parameters  								Players
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