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Almost all good business people are good negotiators, and the more you can improve your negotiation skills the more likely you are to be successful at business. Since we are negotiating every day, we have the opportunity to get a lot of practice, and, as the title suggests, “practice makes perfect.” Yes, you will get better with practice. To improve your negotiating skills, you should consciously practice the following techniques every time you are in a negotiating situation.
Ask for more than you want or need.  Research has shown that those who start at the most extreme position usually end up with the better situation.  This can be particularly difficult for someone who is uncomfortable in confrontational situations, and of course, I am not suggesting that you should be confrontational. But you should begin practicing by asking for just a little more than you feel comfortable with. Remember, you can always make concessions, but it is very difficult to come back and ask for more. If you don’t ask, you don’t get.
Let silence work for you.  This is also extremely difficult for most people.  Long periods of silence make us extremely uncomfortable, but the effect is extremely powerful.  Once you state your position, close your mouth and keep it closed.  Wait until the other person speaks.  That could be 20 seconds, a minute, or even more.  Just wait! It is the other persons turn to speak.  They are thinking, digesting what you have said, and calculating how they should respond.  If you speak again at this point you have given up any advantage you might have had.  
Understand the other party’s wants and needs.  Wants are different from needs.  Explore the other person’s position by asking straight forward questions about why they want they do.  The answer will often surprise you and give you an alternative method of meeting their needs. Everyone asks for cash up front, but many are satisfied with cash over time, especially if the interest rate is right.  You might even agree to a higher price to avoid paying cash up front. If you’re not asking a lot of questions, you’re not negotiating.  Of course the flip side of this is also true, you must know what YOU really need and want. 
Be prepared to walk away, at least temporarily.  This is classic, yet so true. If you immediately make concessions, you have lost all hope of getting the terms you want. Be firm, be focused, and be willing to walk away.  A truly dangerous situation is to agree to terms and conditions with a customer, just to make a deal, which will take your company down a path you really hadn’t intending on going or which will divert critical resources from the stated or agreed upon direction of the company. This is a frequent cause for loss of business focus. And loss of business focus is the number one reason for business failure.

