
September 20197Pricing Advisor

Three Negotiation Strategies Pricing Experts 
Can Use to Let Someone Else Have Your Way

The whole point of negotiation is getting what you want while 
having the other person walk away thinking that they got what 
they wanted as well, as the author explains. If you would like 
to learn more, register for Negotiation Skills for Pricers and 
Sales: Combating Professional Procurement Tactics & Winning 
at the Professional Pricing Society’s 31st Annual Fall Pricing 
Workshops & Conference. Lydia M Di Liello MBA (lydia@cap-
italpricingconsultants.com) is the CEO and founder of Capi-
tal Pricing Consultants, a revenue management and business 
consultancy dedicated to improving profitability for its clients 
through strategic, operational and tactical recommendations. 
She is a member of the PPS Board of Advisors.

by Lydia M  
Di Liello

N
o matter what your role is or 
who you are, negotiation is po-
larizing. Either you love it or you 
detest it; no one is lukewarm on 

this subject. Negotiation is the art of let-
ting someone else have your way. Yes, 
you read that correctly. 

The whole point of negotiation is get-
ting what you want while having the oth-
er person walk away thinking that they 
got what they wanted as well. No wonder 
most people fear attempting this “dance” 
of words.

What makes it so challenging for the 
vast majority of us? Why do we often 
avoid “negotiation” and any discussion 
that forces calculated tradeoffs? Often 
it’s due to fear of embarrassment – won-
dering if someone “got the best of us” or if 
perhaps we lack the skills for the required 
back and forth verbal dynamics. 

Negotiation doesn’t have to be a win/
lose game and if you are prepared and 
view it in the right perspective it can be 
painless (ok nearly painless) with out-
comes that are exactly what you want 
and expect.

Did you ever stop to think about how 
many times a day you negotiate with-
out even thinking about it? We do it all 
the time, often thoughtlessly. Every rela-
tionship we are in - partner, co-workers, 
spouse, boss, friend - requires continu-
ous negotiation. And frequently without 
considering the outcomes as in “Oh I wish 
I hadn’t said that!”

Asking the boss for a raise, convinc-
ing sales to take a price increase forward, 
persuading the group to go to your pre-
ferred lunch place, defending your price 
to a client, and influencing a customer to 
accept a price increase are all forms of 
negotiation.

Imagine this scenario: a salesperson 
(John) has been charged with raising 
prices by 5 percent on his largest cus-
tomer; he believes he can realistically 
get 2.5 percent. John heads to the pric-
ing department to discuss the situation. 
John tells Patty (pricing), “Look, the best I 
can get is a 1 percent increase or we will 
lose the business!” Patty responds “They 
didn’t take the price increase last year. 
We aren’t a not-for-profit business here. 
At least get 3 percent.” Seem familiar? 
Have you ever had an exchange like this 
one? What dynamics are at play? What 
techniques were being used?

To be effective at negotiating, you must 
utilize 3 critical components.

1. Define what you want
While this may seem obvious, in my 25 

years of working with clients across all in-
dustries and functional areas, it isn’t ob-
vious at all. In fact, it’s the first hurdle to 
get over. Because it is so obvious most 
people sail right past this step and end 
up with a poor outcome. 

How can we determine if we are hap-
py with the results of a negotiation if we 
aren’t really sure what we are willing to 

accept to begin with? Notice I said “will-
ing to accept.” That implies that we are 
not likely to get “exactly” what we want but 
rather what we compromise on.

2. Forecast what the other  
side wants and will accept

It’s critical to understand very clearly 
what the other side A) wants and B) is like-
ly to accept. This is where the fun begins, 
though it is often perceived as the most 
difficult step. Trying to forecast what “the 
other side” wants and ultimately will ac-
cept is no easy task. Yet, as kids we were 
experts at this step.

We knew Mom wouldn’t let us have a 
bunch of cookies before dinner, so we pur-
posely asked for 3 or 4 cookies (Mom’s 
want = no cookies, Mom’s accept = 1 
cookie). We expected that she would say 
“NO” to our “want” yet hoped she would 
agree to our “accept.” The 1 cookie that 
she acquiesced to was her compromise 
and we still got the cookie that we were 
after in the first place.

3. Be prepared with trade off options
Make a list, ahead of time, of things 

you are willing to “give up” or “trade off.” 
Negotiation implies a back and forth pro-
cess in which each side gains and gives 
up something. Thinking through this strat-
egy when you are at the negotiation table 
is way too late. Ever hear of a sales per-
son who takes a price increase forward 
and ends up offering a decrease? That’s 
because they didn’t prepare for the third 
step. (Truth be told here, they likely didn’t 
prepare for steps one or two either). This 
step is critical as both parties must engage 
in the “give” and “get” or one of them will 
walk away feeling “cheated” or taken ad-
vantage of.

Negotiation is a lot like dancing. You ei-
ther like it or you don’t. You need to know 
where your feet are and your partners’ next 
move and already have a response ready 
when that move is made. The goal for both 
of you is to get through the “dance” without 
stepping on each other’s toes. v
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