
MARINE DEALER CONFERENCE & EXPO

Attend Kirk Armstrong's Pre- 

Conference Workshop at the 2018  MDCE: 

i f  you’ve ever been to a retail  store, perhaps
purchasing a flatscreen TV, for example, if
you ask for a discount, the salesperson
simply says, “sure, let me see what I  can do.” 
Pretty easy, right? We recommend your first
reaction be a struggle. As example, “Wow. We
don’t get asked that very often. I  doubt we
can do anything…” (said with a “struggling”
tonality and body language). Not only does it
set the precedent, that you don’t discount, it
wil l  position you properly so the other party
doesn't think it  wil l  be easy to get a discount.

Typical salespeople are eager to “throw things
in" for free. They also act l ike it ’s not a big
deal to do it ,  thinking the buyer wil l  be
impressed with their ease to do business with
them. I ’m all  about doing extra for good
customers, but before the sale is made, it
could be a sl ippery slope and could be costly.
What to do? Make the l itt le things you’l l  do a
big deal.  Understand what small things you
can “throw in” that doesn't really cost you or
your company much at all .  It  wil l  appear to
sweeten the pot, but it  isn’t too much on you. 

STRUGGLE

MAKE SMALL 

THINGS A BIG 

DEAL

3 TIPS TO 
EXCEL AT 
NEGOTIATION

If  you have to give a discount, good
negotiators wil l  tel l  you to always get
something in return. For example, better
terms, more down-payment or later delivery.
Make it a good practice to make it a win-win
whenever you feel l ike someone wants to
negotiate. We wil l  never say, “don’t discount
no matter what”.  There may be reasons to do
so. But, if  you do, get something in return. 

THEN, GET SOMETHING IN RETURN

TRAIN YOUR TEAM TO EXCEL AT 
NEGOTIATION

MONDAY,  DEC.  10 
8:15 -  11 :30 AM

For a l ist  of  al l  track sessions,  v isit :  

marinedealerconference.com/tracksessions


