	PERSONAL FINANCE
TEACHER PRESENTATION NOTES
NEGOTIATING BIG PURCHASES: GETTING A BETTER DEAL


Two slides per page. Use the cards below as your teaching script for each slide.
	SLIDE 1
	Negotiating Big Purchases: Getting a Better Deal


On-slide summary: Negotiating Big Purchases: Getting a Better Deal; Learn why the sticker price is only a starting point, and how research, a walk-away price, and good timing can talk the price of a big purchase down.
TALKING POINTS
	•  Open the big idea: on a big purchase, the sticker price is where the seller starts - not where you have to end up.
•  Name the surprise most first-time buyers miss: big purchases like cars, furniture, and mattresses almost always have room to negotiate below the sticker price.
•  Preview the moves students will master: do your research, set a walk-away price, time the purchase, and use a simple negotiation script.
	
	•  Introduce the persona: Tyler Brooks, buying his first used car, coached by Rosa Delgado, who shows him the price is negotiable.
•  Discussion question: what big purchase do you expect to negotiate someday, and what makes it feel intimidating to ask for a lower price?



	BACKGROUND
•  Opening slide of the negotiation lesson. The focus is that the sticker price is a starting point, and research, a walk-away price, and timing get a better deal on a big purchase.
•  Keep the explanation tied to what students can see on the slide.
•  Add only brief context needed to make Negotiating Big Purchases: Getting a Better Deal classroom-ready.
	
	DISCUSSION QUESTIONS
•  Have you ever talked a price down, or watched someone do it?
•  Do you think the price on a used car is the price you have to pay?
•  What part of the slide gives you the strongest evidence?



	GUIDED NOTES
	No blanks on the title slide.



	SLIDE 2
	Learning Targets


On-slide summary: Learning Targets; Explain why the sticker price is a starting point and what is negotiable; Calculate the savings on a negotiated purchase (savings model)
TALKING POINTS
	•  Walk the four targets as the lesson's arc: Target 1 is the why - the sticker price is a starting point and big purchases are negotiable.
•  Target 2 is the first math skill: calculate the savings on a negotiated purchase using the labeled savings model.
•  Target 3 is the second math skill: turn savings into a percent off using the labeled percent-off model.
	
	•  Target 4 is the judgment: set a walk-away price and use research, timing, and a bar chart of average savings to judge a deal.
•  Discussion question: which target do you think would save you the most money in real life, and why?



	BACKGROUND
•  Frames the four targets: why prices are negotiable, calculate the savings, turn savings into a percent off, and set a walk-away price to judge a deal.
•  Keep the explanation tied to what students can see on the slide.
•  Add only brief context needed to make Learning Targets classroom-ready.
	
	DISCUSSION QUESTIONS
•  Which target is the savings-math skill?
•  Which target is the judgment call about whether to buy?
•  What part of the slide gives you the strongest evidence?



	GUIDED NOTES
	No blanks on the targets slide.



	SLIDE 3
	Getting a Better Deal


On-slide summary: Getting a Better Deal; Negotiation; NEGOTIATION is working out a lower price by talking, offering, and countering with a seller
TALKING POINTS
	•  Define the anchor term: NEGOTIATION is working out a lower price by talking, offering, and countering with a seller.
•  Make the key distinction: the STICKER PRICE is the seller's first asking price, before any negotiation - the number on the tag.
•  Contrast it: the NEGOTIATED PRICE is the final price you and the seller agree on, and the gap between the two is what you save.
	
	•  Introduce the real problem through the persona: Tyler Brooks assumes the $10,000 sticker on his first used car is what he must pay.
•  Discussion question: why do you think sellers put a sticker price higher than the price they would actually accept?



	BACKGROUND
•  Frames the lesson: negotiation works a lower price out of the sticker price (the seller's first asking price) to reach a negotiated price. Introduces persona Tyler and coach Rosa.
•  Keep the explanation tied to what students can see on the slide.
•  Add only brief context needed to make Getting a Better Deal classroom-ready.
	
	DISCUSSION QUESTIONS
•  What is the difference between the sticker price and the negotiated price?
•  Why is negotiation a normal part of buying a big-ticket item?
•  What part of the slide gives you the strongest evidence?



	GUIDED NOTES
	Blanks pull the negotiation definition, the sticker-price definition, the negotiated-price definition, and Tyler's first-car setup from these rows.



	SLIDE 4
	Why Prices Are Negotiable


On-slide summary: Why Prices Are Negotiable; Sellers build in room; Sticker prices often include markup and wiggle room, so there is space to come down
TALKING POINTS
	•  Explain the first reason prices move: sticker prices often include markup and wiggle room, so there is space to come down.
•  Explain the seller's motive: a sale usually beats no sale, so sellers of big-ticket items would rather drop the price than lose you.
•  Rank the categories: cars, furniture, and mattresses have the most room; groceries and most electronics have thin margins and little room.
	
	•  Make the dollars point: the bigger the price tag, the more even a small percent off is worth - which is why we focus on big purchases.
•  Discussion question: where have you seen prices that clearly could NOT be negotiated, and what do those items have in common?



	BACKGROUND
•  Why negotiation works: sellers build in markup, a sale beats no sale, big-ticket items (cars, furniture) have the most room, and a small percent off a big price is real money.
•  Keep the explanation tied to what students can see on the slide.
•  Add only brief context needed to make Why Prices Are Negotiable classroom-ready.
	
	DISCUSSION QUESTIONS
•  Why would a seller take a lower price instead of no sale?
•  Which kinds of purchases have the most room to negotiate?
•  What part of the slide gives you the strongest evidence?



	GUIDED NOTES
	Blanks pull the sellers-build-in-room point, the sale-beats-no-sale point, the which-things-negotiate-more point, and the bigger-tag-bigger-savings point from these rows.



	SLIDE 5
	Do Your Research First


On-slide summary: Do Your Research First; Research; RESEARCH is finding out what a fair price is before you negotiate so you know your target
TALKING POINTS
	•  Teach the foundation move: RESEARCH is finding out what a fair price is before you negotiate so the seller cannot bluff you.
•  Give the practical how-to: look up recent sale prices for the same car model and year, or the same furniture, so you know real value.
•  Introduce the TARGET PRICE: the number you aim for going in, set a bit below fair market so you have room to negotiate up.
	
	•  Work it with the persona: Tyler researched and set a target price of $8,500, a bit below what similar cars sell for.
•  Discussion question: where would you actually look to research the fair price of a used car, and how would you spot a fake deal?



	BACKGROUND
•  Research means learning the fair market price before you negotiate; the target price is the below-market number you aim for. Tyler set a target of $8,500 after research.
•  Keep the explanation tied to what students can see on the slide.
•  Add only brief context needed to make Do Your Research First classroom-ready.
	
	DISCUSSION QUESTIONS
•  Why do you research a price before you negotiate?
•  What is a target price, and where do you set it relative to fair market value?
•  What part of the slide gives you the strongest evidence?



	GUIDED NOTES
	Blanks pull the research definition, the target-price definition, the look-up-recent-sales point, and Tyler's $8,500 target from these rows.



	SLIDE 6
	Your Savings and Percent Off


On-slide summary: Your Savings and Percent Off; The savings model; SAVINGS = STICKER PRICE - NEGOTIATED PRICE - how much you cut off the price
TALKING POINTS
	•  Put the first labeled model on the board: SAVINGS = STICKER PRICE - NEGOTIATED PRICE - how much you cut off the price.
•  Put the second labeled model on the board: PERCENT OFF = SAVINGS / STICKER PRICE - your savings as a share of the sticker.
•  Work the savings with the persona: Tyler talked $10,000 down to $9,000, so SAVINGS = $10,000 - $9,000 = $1,000.
	
	•  Work the percent off: PERCENT OFF = $1,000 / $10,000 = 0.10 = 10% off the sticker price.
•  Discussion question: why is percent off more useful than raw dollars when you want to compare a car deal to a furniture deal?



	BACKGROUND
•  The two labeled models: SAVINGS = STICKER - NEGOTIATED (the dollars) and PERCENT OFF = SAVINGS / STICKER (the share). Tyler: $10,000 to $9,000 = $1,000 saved = 10% off.
•  Keep the explanation tied to what students can see on the slide.
•  Add only brief context needed to make Your Savings and Percent Off classroom-ready.
	
	DISCUSSION QUESTIONS
•  What is the labeled model for savings?
•  How do you turn a dollar savings into a percent off?
•  What part of the slide gives you the strongest evidence?



	GUIDED NOTES
	Blanks pull the savings formula, the percent-off formula, Tyler's $1,000 savings, and Tyler's 10% off from these rows.



	SLIDE 7
	The Walk-Away Price


On-slide summary: The Walk-Away Price; Walk-away price; Your WALK-AWAY PRICE is the highest price you are willing to pay before you walk away
TALKING POINTS
	•  Teach the anti-overpay tool: your WALK-AWAY PRICE is the highest price you will pay, set in advance from your research.
•  Teach the decision rule clearly: buy if the negotiated price is at or below your walk-away price; walk if the seller will not come down.
•  Work it with the persona: Tyler set a $9,200 walk-away and negotiated to $9,000, which is below it, so he buys with confidence.
	
	•  Cement it with the counter-case: if the seller refused to go below $9,400 (above $9,200), Tyler should walk away even though he wants the car.
•  Discussion question: why does being genuinely willing to walk away actually get you a lower price?



	BACKGROUND
•  The walk-away price is the most a buyer will pay, set in advance from research. Rule: buy at or below it, walk above it. Tyler's is $9,200; he negotiated $9,000, so he buys.
•  Keep the explanation tied to what students can see on the slide.
•  Add only brief context needed to make The Walk-Away Price classroom-ready.
	
	DISCUSSION QUESTIONS
•  What is a walk-away price, and when do you set it?
•  What is the rule for deciding to buy or walk?
•  What part of the slide gives you the strongest evidence?



	GUIDED NOTES
	Blanks pull the walk-away-price definition, the buy-or-walk decision rule, Tyler's $9,200 walk-away, and the power-of-walking point from these rows.



	SLIDE 8
	Timing Your Purchase


On-slide summary: Timing Your Purchase; When you buy matters; TIMING is choosing when to buy - end of month, model-year clearance, or a holiday sale - for a better deal
TALKING POINTS
	•  Teach the free move: TIMING is choosing when to buy - the same item costs different amounts depending on when you show up.
•  Give the end-of-period window: salespeople chasing quotas near a month or quarter deadline are more willing to cut a deal.
•  Give the clearance window: last year's cars, phones, and appliances get marked down when the new models arrive.
	
	•  Give the off-season window: buying out of season or during a big sale event usually means lower prices.
•  Discussion question: what is something you or your family buys that would be much cheaper if you just waited for the right time?



	BACKGROUND
•  Timing means buying when sellers are motivated: end of month/quarter (quotas), model-year clearance (old models marked down), and off-season or holiday sales.
•  Keep the explanation tied to what students can see on the slide.
•  Add only brief context needed to make Timing Your Purchase classroom-ready.
	
	DISCUSSION QUESTIONS
•  Why might the end of the month be a good time to buy a car?
•  What happens to last year's models when new ones arrive?
•  What part of the slide gives you the strongest evidence?



	GUIDED NOTES
	Blanks pull the timing definition, the end-of-month-quota point, the model-year-clearance point, and the off-season/holiday point from these rows.



	SLIDE 9
	Negotiation Scripts


On-slide summary: Negotiation Scripts; Open below your target; Make a polite first offer below your target price so you have room to move up
TALKING POINTS
	•  Give the opening move: make a polite first offer a bit below your target price so you have room to move up.
•  Introduce the key term: a COUNTEROFFER is a new price you offer back after the seller names a price - negotiation is a back-and-forth.
•  Teach the persuasion technique: name a reason ('similar cars sell for less') and then use silence - let the seller respond first.
	
	•  Teach the closer: politely name your walk-away ('I can do $9,000, but not more') and be ready to follow through.
•  Discussion question: which of these moves feels hardest for you - opening low, staying silent, or being ready to walk - and why?



	BACKGROUND
•  Practical scripts: open below your target, trade counteroffers, name a reason then use silence, and be ready to walk at your walk-away price.
•  Keep the explanation tied to what students can see on the slide.
•  Add only brief context needed to make Negotiation Scripts classroom-ready.
	
	DISCUSSION QUESTIONS
•  What is a counteroffer?
•  Why do you open below your target price?
•  What part of the slide gives you the strongest evidence?



	GUIDED NOTES
	Blanks pull the open-below-your-target point, the counteroffer definition, the reason-and-silence technique, and the be-ready-to-walk point from these rows.



	SLIDE 10
	Average Savings by Category (Chart Intro)


On-slide summary: Average Savings by Category (Chart Intro); Six bars, six categories; The next chart shows the average dollars saved by negotiating in six categories of big purchase
TALKING POINTS
	•  Set up what the next chart shows: the average dollars saved by negotiating in six categories of big purchase, drawn as bars.
•  Preview the biggest bar: the USED CAR bar is the tallest at about $1,200 - cars have the most room to negotiate.
•  Preview the smallest bar: the ELECTRONICS bar is the shortest at about $75 - thin margins leave little room to come down.
	
	•  Frame the chart's use: push your negotiating effort where the bars are tall and do not waste energy where they are short.
•  Discussion question: before we see the chart, rank furniture, jewelry, and appliances - which do you think saves more when you negotiate?



	BACKGROUND
•  Sets up the six-bar average-savings chart: used car biggest (about $1,200), electronics smallest (about $75); the taller the bar, the more negotiating pays off.
•  Keep the explanation tied to what students can see on the slide.
•  Add only brief context needed to make Average Savings by Category (Chart Intro) classroom-ready.
	
	DISCUSSION QUESTIONS
•  Which category do you expect to save the most, and why?
•  Why would electronics have the smallest bar?
•  What part of the slide gives you the strongest evidence?



	GUIDED NOTES
	Blanks pull the six-categories setup, the used-car-biggest (about $1,200) point, the electronics-smallest (about $75) point, and the taller-bar-more-payoff point from these rows; the exact bar values live on the next (image) slide.



	SLIDE 11
	Average Savings by Big-Purchase Category


On-slide summary: Average Savings by Big-Purchase Category; Used cars save the most when negotiated (~$1,200); electronics the least (~$75).; Used car biggest: $1,200
TALKING POINTS
	•  Give students a moment to read the bars themselves: USED CAR about $1,200, JEWELRY $350, FURNITURE $300, MATTRESS $250, APPLIANCES $150, ELECTRONICS $75.
•  Point out the ranking out loud: from tallest to shortest it is used car, jewelry, furniture, mattress, appliances, then electronics.
•  Work the gap live: the used-car bar minus the electronics bar is $1,200 - $75 = $1,125 - negotiation pays off far more on a car than a gadget.
	
	•  Connect to the persona: Tyler saved $1,000 on his used car, right in line with the roughly $1,200 average shown for cars.
•  Discussion question: looking at the bars, which two categories would you spend your negotiating energy on, and which would you skip?



	BACKGROUND
•  The six-bar average-savings chart: students read all six bars, name the biggest (used car about $1,200) and smallest (electronics about $75), and find the $1,125 gap between them.
•  Keep the explanation tied to what students can see on the slide.
•  Add only brief context needed to make Average Savings by Big-Purchase Category classroom-ready.
	
	DISCUSSION QUESTIONS
•  Which bar is the tallest, and about how many dollars is it?
•  How much bigger is the used-car bar than the electronics bar?
•  What part of the slide gives you the strongest evidence?



	GUIDED NOTES
	No Guided Notes blanks are bound to this image slide; the bar-reading facts students write live on slide_10 and slide_12.



	SLIDE 12
	Run Your Own Negotiation


On-slide summary: Run Your Own Negotiation; Step 1 - Research and set prices; RESEARCH the fair price, set a TARGET PRICE below it, and set your WALK-AWAY PRICE - the most you will pay
TALKING POINTS
	•  Frame the four steps as the exact repeatable process students use in the Activity capstone to run and score a negotiation.
•  Step 1: research the fair price, set a TARGET PRICE below it, and set your WALK-AWAY PRICE - the most you will pay.
•  Steps 2 and 3: open below your target and trade COUNTEROFFERS, then score it with SAVINGS = STICKER - NEGOTIATED and PERCENT OFF = SAVINGS / STICKER.
	
	•  Step 4 is the judgment call: buy if the negotiated price is at or below your walk-away price; walk if the seller will not come down.
•  Discussion question: which step do you think first-time buyers skip most often, and how does skipping it cost them money?



	BACKGROUND
•  The four-step process for the capstone: research and set target + walk-away prices, open and trade counteroffers, do the savings and percent-off math, then decide with the walk-away rule.
•  Keep the explanation tied to what students can see on the slide.
•  Add only brief context needed to make Run Your Own Negotiation classroom-ready.
	
	DISCUSSION QUESTIONS
•  What are the four steps to run and score a negotiation?
•  Which two prices do you set from research before you ever make an offer?
•  What part of the slide gives you the strongest evidence?



	GUIDED NOTES
	Blanks pull the research-and-set-prices step, the open-and-counter step, the do-the-math step (both models), and the decide-with-walk-away step from these rows.



	SLIDE 13
	Key Takeaways


On-slide summary: Key Takeaways; The STICKER PRICE is a starting point - big purchases are negotiable; SAVINGS = STICKER - NEGOTIATED; Tyler saved $10,000 - $9,000 = $1,000
TALKING POINTS
	•  Tie T1 back to the concept: the STICKER PRICE is a starting point, and big purchases like cars and furniture are negotiable.
•  Tie T2 to model 1: SAVINGS = STICKER - NEGOTIATED, so Tyler saved $10,000 - $9,000 = $1,000.
•  Tie T3 to model 2: PERCENT OFF = SAVINGS / STICKER, so Tyler's $1,000 is 10% off the sticker price.
	
	•  Tie T4 and T5 to the payoff: set a walk-away price from research, buy at or below it, and push hardest where savings are biggest (cars).
•  Discussion question: knowing what you know now, what one negotiation move would you coach a friend to use on their next big purchase?



	BACKGROUND
•  Recaps the sticker-is-a-starting-point idea, the two labeled models with Tyler's numbers, the walk-away decision rule, and the research/timing/where-to-push moves.
•  Keep the explanation tied to what students can see on the slide.
•  Add only brief context needed to make Key Takeaways classroom-ready.
	
	DISCUSSION QUESTIONS
•  Restate the savings model and the percent-off model from memory?
•  What is the rule for using your walk-away price?
•  What part of the slide gives you the strongest evidence?



	GUIDED NOTES
	No blanks bound to the takeaways slide.
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