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HOW TO NEGOTIATE LIKE A PRO 

 
Negotiation is a learnable skill and here, in 12 steps, you’re going to learn how you can 
save your studio potentially thousands of dollars every year... 
 

1. Ask and ye shall receive. 
The first step is to actually be open to negotiate. If you don’t ask, the answer is 

automatically NO! What’s the worst that can happen?? 
2. Create affinity 

If you come in all guns blazing you aren’t going to get very far. Build rapport through 

finding some common ground that will help you to build more connection and 

feelings of like-ability. When you begin the negotiations, it’s vital that you state your 

intention for this to be a WIN - WIN upfront. 
3. Create a reason 

You will need a reason as to WHY you should receive a discount. It should be valid 

and real. Mine, when I was first negotiating on the rent of a school hall was this: 
“Sir, we’re just starting out. We’ve done a lot of planning and work to make sure this 

venture is a success, but at the moment we’re reluctant to over extend ourselves with 

rent before we know the camp attendance. How would you feel about giving us a 

reduced rate for this very first holiday camp, helping us get on our feet and when 

we’ve gained a bit of momentum, then we will happily pay more for future camps. It 
would mean a lot to us if you could help us get this going...” 
Here are some other rationales: 
Volume purchase: “If I were to buy 1000, what would the discount be?” 
Future Business Promise: Emphasise the long term relationship eg 5 year contract for 

venue rent. 
Save Them Money: eg cash versus credit. “Don’t you take credit cards? Well then you 

have to pay the merchant fees - wouldn’t you save money if I paid you cash?” 
It’s Not Really What I Want: “I would get it if it was worth it...” 

4. Don’t go first 
Never open the bidding, as you don’t know their starting position. It might be hard, 

but bite that tongue and keep your mouth shut! 
“You do this a lot more than I do, what do you think would be a fair price?” 
Here are the 7 Magic Words: 
“What’s the least you could live with?”...(and still be happy) 
Be gently persistent and never assume anything. Say Thank You repeatedly. 

5. Keep your objective in mind 
Most people want to be fair. Let’s say you are negotiating school hall hire for a holiday 

camp and you want to pay $1000 for the week. If the going rate is $1500, first of all 
you give your rationale and then offer $800. They may reject, so follow with a 
secondary rationale saying why you need to have a low price. Then come up to $1000. 
You get more with honey than with the stick. 
“Is there any way we can split the difference?” 
“Do you think that’s fair?” 
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6. Protect Your Position 
Give yourself room to negotiate. Be willing to concede on some of the things that you 
may be willing to live without. Make a list of ‘Have to Haves’ and then a ‘Nice to Have’, 

that way you can use your concession points in the negotiation to get the deal you 

want that works for both parties. 
7. Help Me! 

Can you please help me? 
Use weakness as a strength, and come across as approachable and friendly - it’s basic 

human nature that people like to help people they like. A lot of people negotiate 

harshly, but it doesn’t work. It’s as easy as being nice! 
“I have this little challenge right now and I’m hoping you can help me out...” 
“I’m really watching my money right now, is there any chance you can help me?” 

8. Create Competition 
Price is a product of supply and demand - a bit of scarcity and urgency wouldn’t hurt... 
“Do you match other prices?” 
“I was enquiring at the school down the road and they quoted me $X, but your school 

has such greater facilities and such a great community that I’d really prefer to hold 

the camp here, it’s only the price that’s holding me back...” 
9. Third Party Authority 

Never negotiate with anyone who doesn’t have the authority to give you what you 

want. If you’re dealing with the manager and not getting anywhere, try the owner. 

Same goes for the school office ladies – you might have more luck with the principal. 
Always ask for the head honcho first. 

10. Factor Juggling 
Poor negotiations only focus upon one factor - such as price. But there are many 

more factors you can juggle in your conversation. For example, if the school hall rent 

will not budge on price, they may be willing to offer you 8 weeks of free advertising 

in the school newsletter. Or perhaps you’d be willing to allow 5 students from the 

school to attend free of charge - pull on the heart strings a little and offer an 
opportunity for the children. 

11. Use Printed Word 
There is something formal about something written on paper. If it’s in writing then it 

must be true! 
As a very last resort, bring out your budget pre-prepared with your desired spend and 

say this is all that we can allocate towards this at the moment, there isn’t any more 

money we can spend. 
12. Be Prepared To WALK 

If you’re too attached, you’ll never be able to negotiate. 
“I appreciate all your time and I understand that this is the best that you can do right 

now. Here’s my phone number - if you could please give me a call if you think of any 
way we could make this work I would really appreciate it as my heart is set on this 
venue.” 
And finally, make sure it’s a solution where everyone is happy. If it’s not Win / Win 

then no one wins. 


