	PERSONAL FINANCE
NEGOTIATING BIG PURCHASES: GETTING A BETTER DEAL
 ANSWER KEY   QUIZ - ANSWER KEY  (12 QUESTIONS)



	
	Teacher Reference Only - do not distribute. Correct answers are marked in teal with a checkmark; the consolidated answer list appears at the end of this document.



	1.
	'Negotiation' is best described as:



	A. Working out a lower price by talking, offering, and countering with a seller ✓
	B. Paying the full sticker price to avoid conflict

	
	

	C. A tax added to a big purchase
	D. The delivery fee on a large item



	2.
	What is the 'sticker price'?



	A. The lowest price a seller will accept during price negotiations
	B. The final price after you negotiate

	
	

	C. The seller's first asking price, before any negotiation ✓
	D. The amount you save by negotiating



	3.
	CALCULATION: Using SAVINGS = STICKER PRICE - NEGOTIATED PRICE, what are the savings on a $10,000 sticker negotiated down to $9,000?



	A. $1,000 ✓
	B. $19,000

	
	

	C. $900
	D. $100



	4.
	CALCULATION: Using PERCENT OFF = SAVINGS / STICKER PRICE, what is the percent off for $1,000 saved on a $10,000 sticker?



	A. 1%
	B. 5%

	
	

	C. 10% ✓
	D. 100%



	5.
	What is a 'walk-away price' for a buyer?



	A. The price the seller first asks for
	B. The highest price you are willing to pay before you walk away ✓

	
	

	C. The average price of similar items
	D. The delivery date you agree to



	6.
	You set a walk-away price of $9,200 and negotiate the car to $9,000. What should you do?



	A. Walk away, because $9,000 is too low
	B. Raise your offer to $9,500 to be polite

	
	

	C. Pay the original sticker price instead
	D. Buy - the negotiated price is at or below your walk-away price ✓



	7.
	Why is doing 'research' before you negotiate important?



	A. It guarantees the seller will lower the price

	

	B. It is required by law for big purchases

	

	C. It tells you a fair price so the seller cannot bluff you and you can set a target ✓

	

	D. It makes the sticker price go up



	8.
	Which is the BEST example of using 'timing' to get a better deal?



	A. Buying a brand-new model the day it is released to retailers
	B. Paying full price to get it faster

	
	

	C. Refusing to research the price first
	D. Buying last year's model during end-of-month clearance ✓



	9.
	What is a 'counteroffer'?



	A. A new price you offer back after the seller names a price ✓
	B. A deposit you leave to secure or hold an item

	
	

	C. The tax on a negotiated purchase
	D. The seller's final, non-negotiable price that cannot be increased



	10.
	On the average-savings-by-category chart, which big purchase saves the MOST when you negotiate?



	A. Electronics
	B. A used car ✓

	
	

	C. A mattress
	D. Appliances



	11.
	Why do electronics usually have the SMALLEST room to negotiate?



	A. They are the most expensive items at most retailers
	B. Stores are not allowed to discount them per firm manufacturer rules

	
	

	C. They are never on sale
	D. They have thin margins, so there is little room to come down ✓



	12.
	A buyer's walk-away price is $10,500, but the seller will not go below $10,800. What is the best move?



	A. Buy anyway - $10,800 is close enough
	B. Walk away - the price is above the walk-away price ✓

	
	

	C. Raise the walk-away price to $11,000 during negotiations
	D. Pay the sticker price to be safe



ANSWERS
	1.
	A

	2.
	C

	3.
	A

	4.
	C

	5.
	B

	6.
	D

	7.
	C

	8.
	D

	9.
	A

	10.
	B

	11.
	D

	12.
	B
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