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	1.
	CALCULATION: Using SAVINGS = STICKER PRICE - NEGOTIATED PRICE, what are the savings on a $12,000 sticker negotiated down to $10,200?



	A. $1,800 ✓
	B. $2,200

	
	

	C. $1,200
	D. $22,200



	2.
	A buyer's walk-away price is $10,500 and they negotiate the price to $10,200. What is the best conclusion?



	A. Walk away - the price is too high
	B. Buy - the negotiated price is at or below the walk-away price ✓

	
	

	C. The walk-away price does not matter once you negotiate
	D. Pay the sticker price instead



	3.
	Which move gives you the most power to get a lower price?



	A. Telling the seller you must have it today
	B. Paying the sticker price up front

	
	

	C. Being genuinely willing to walk away at your walk-away price ✓
	D. Skipping your research



QUICK WRITE
Open Response
In 2-3 sentences, explain to a friend how to get a better deal on a big purchase, and use the words 'sticker price,' 'walk-away price,' and 'negotiate' in your answer.

	
	RUBRIC (4 points): (1) says the sticker price is only a starting point you can negotiate down; (2) explains setting a walk-away price - the most you will pay - and buying at or below it; (3) uses "negotiate" correctly; (4) uses all three words (sticker price, walk-away price, negotiate). SAMPLE 4-POINT RESPONSE: "The STICKER PRICE is just the seller's starting number, so you should NEGOTIATE it down. Before you start, set a WALK-AWAY PRICE - the most you will pay - and only buy if the price lands at or below it. If the seller will not come down to your walk-away price, walk away." Deduct 1 point per missing or incorrect element.


ANSWERS
	1.
	A

	2.
	B

	3.
	C


MORE LESSONS LESS PLANNING
Thank You!
	
	If you enjoyed this product, please do not forget to rate and review to assist other teachers.



	
	Looking for future discounts? Earn TPT credits by reviewing purchased products.



Please contact me if you have any issues with this product. Just like our students, I am always looking for opportunities to grow.
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