) BROOKESIDE
Be the Best in B2B.

NEGOTIATION SIMULATION

Scenario:

You are an account manager representing your company in negotiations with a client. The client, a
representative from their organization, is seeking a comprehensive software solution for their operations. The
negotiations have reached a point where specific features, costs, and timelines are being discussed.

Objective:
Demonstrate your ability to identify and offer small wins that benefit the client's interests while upholding
your company's objectives.

Client's Point: "We really need the software implementation to be completed within three months
due to a crucial upcoming project. Can you accommodate that?"

feasible to complete it in three months. We can't compromise on our timeline."

x Incorrect Response: "We're sorry, but our standard timeline is four months. It might not be
Client's Reaction: "That's disappointing. We were hoping for a more flexible solution."

Your Response (Holding Firm on Key Point): "Absolutely, we understand the importance

of meeting your project timeline. While our standard timeline is four months, we can work
V on a streamlined implementation plan that targets a three-month completion. This ensures

your project stays on track, and you have the support you need. However, maintaining the

high quality of our solution remains crucial.”

Client's Reaction: "That sounds promising. We appreciate your dedication to quality."

Client's Point: "We're also concerned about the budget. Can we explore any cost adjustments?"

Incorrect Response:"We can't really adjust the costs. Our pricing is fixed, and we can't make
any changes."

Client's Reaction: "That might be a deal-breaker for us. We were hoping for some flexibility."
Your Response (Holding Firm on Key Point):

"Budget considerations are important for both parties. While we strive to be flexible, some
costs are tied to the advanced features that drive the success of our solution. However, we
can explore potential cost optimizations without compromising the critical functionality."
Client's Reaction: "We understand the balance between quality and cost."

Client's Point: "Having a dedicated support contact would be highly beneficial for us. Can we
discuss this?"

Incorrect Response:"I'm not sure if we can provide dedicated support. It's not something we

usually offer."”
Client's Reaction: "That's unfortunate. Having a dedicated support contact is essential for

us."

X

Your Response (Holding Firm on Key Point):

"Absolutely, we value the importance of dedicated support for a smooth transition. It's one of
the key pillars of our service quality, ensuring seamless communication and swift issue
resolution. This commitment remains unchanged."

Client's Reaction: "We're glad to hear that. It's a critical factor for us."

<

Conclusion: "Thank you for the productive discussion. Our commitment to quality and success
remains unwavering. We're excited about the prospect of working together to achieve our mutual
goals."



