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NEGOTIATING BIG PURCHASES: GETTING A BETTER DEAL
GUIDED NOTES
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LEARNING TARGETS
1. Explain why the sticker price is a starting point and what makes a big purchase negotiable
2. Calculate the savings on a negotiated purchase using the labeled savings model
3. Turn savings into a percent off using the labeled percent-off model
4. Set a walk-away price and use research, timing, and a bar chart of average savings to judge a deal

SECTION 1
Getting a Better Deal
What Negotiation Is
NEGOTIATION is working out a lower price by talking, offering, and countering with a               .
The STICKER PRICE is the seller's first asking price, before any               .
The Price You Agree On
The NEGOTIATED PRICE is the final price you and the seller agree on after               .
Tyler Brooks is buying his first               ; his coach Rosa Delgado shows him the sticker price can come down.
 
SECTION 2
Why Prices Are Negotiable
Why Sellers Come Down
Sticker prices often include markup and wiggle room, so there is space to come               .
A seller usually prefers a slightly lower price to losing the               .
Where There Is Room
Cars, furniture, and mattresses have the most room; groceries and most electronics have               .
The bigger the price tag, the more a small percent off is worth in real               .
 
SECTION 3
Do Your Research First
Know the Fair Price
RESEARCH is finding out what a fair price is before you                so you know your target.
Look up recent sale prices for the same item so the seller cannot bluff you on               .
Set Your Target
Your TARGET PRICE is the price you aim for going in, a bit below fair market, based on               .
Tyler set his target price a bit below fair market value so he had room to                up to a fair deal.
 
SECTION 4
Your Savings and Percent Off
The Savings Model
SAVINGS = STICKER PRICE - NEGOTIATED PRICE - how much you cut off the               .
SAVINGS = STICKER - NEGOTIATED means you subtract the negotiated price from the                price.
The Percent-Off Model
PERCENT OFF = SAVINGS / STICKER PRICE - your savings as a share of the                price.
Tyler's $1,000 saved on a $10,000 sticker is 0.10 =               % off the sticker price.
 
SECTION 5
The Walk-Away Price
The Most You Will Pay
Your WALK-AWAY PRICE is the highest price you are willing to pay before you walk               .
The rule: if the negotiated price is at or below your walk-away price,               ; if the seller will not come down to it, walk away.
The Power of Walking
Tyler set a WALK-AWAY PRICE of $9,200; he negotiated $9,000, which is below it, so he               .
Being willing to walk away is what gives you the                to get a better price.
 
SECTION 6
Timing Your Purchase
When You Buy Matters
TIMING is choosing when to buy - end of month, model-year clearance, or a holiday sale - to get a better               .
Salespeople chasing quotas near a deadline are more willing to cut a deal to close a               .
The Best Windows
Last year's cars, phones, and appliances get marked down when new                arrive.
Buying out of season or during a big sale event usually means lower               .
 
SECTION 7
Negotiation Scripts
Open and Counter
Make a polite first offer below your target price so you have room to move               .
A COUNTEROFFER is a new price you offer back after the seller names a               .
Reason, Silence, and Walking
Name a reason ('similar cars sell for less') and then pause - let the seller               .
Politely                your walk-away price ('I can do $9,000, but not more') and mean it.
 
SECTION 8
Average Savings by Category (Chart Intro)
Reading the Chart
The chart shows the average dollars saved by negotiating in six categories of big               .
The USED CAR bar is the biggest at about $1,200 - cars have the most room to               .
Biggest and Smallest
The ELECTRONICS bar is the smallest at about $75 - thin margins leave little               .
The taller the bar, the more your negotiating effort                off in that category.
 
SECTION 9
Run Your Own Negotiation
Set Prices, Then Negotiate
Step 1 - research the fair price, set a target price below it, and set your walk-away price, the most you will               .
Step 2 - open below your target, then trade COUNTEROFFERS with a                until you reach a price or walk.
Score It and Decide
Step 3 - do the math: SAVINGS = STICKER - NEGOTIATED, then PERCENT OFF = SAVINGS / STICKER to score your               .
Step 4 - if the negotiated price is at or below your WALK-AWAY PRICE, buy; if not, walk               .
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