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2. SALES NEGOTIATIONS – PART 1 
 

In this first of a series of articles on sales negotiations, we're going to 
discuss one of the important aspects of being able to close a sale. These 
tactics apply just as much to online sales as they do offline sales. By being 
able to master each of these techniques, you'll find that your sales closing 
ratio will increase greatly.  
 
The first step in sales negotiations is to develop options. What this means is 
that whenever you are in negotiations with anyone about your product or 
service, you want to make the other person aware of the fact that you DO 
have options, that they are not the only game in town. The best way to 
illustrate this tactic is with some examples.  
 
Let's say that you have written an ebook and you're looking for a joint 
venture with an established heavy hitter to help you sell the book. You 
realize that in order to do this, you're going to have to offer him something. 
Perhaps you will let him place some of his personal links in your book or 
even grant him master resale rights exclusively. Of course, if he really is a 
heavy hitter, it's going to take a lot to win him over. If he hedges and tells 
you that the offer isn't good enough, you can simply tell him that you've 
made the same offer to another person and they are ready to jump all over 
it. If the person you are negotiating with is a shrewd businessman and 
recognizes that your offer really is a good one and that he'd be foolish to 
lose out to somebody else, he will probably take you up on your offer. At the 
very least he'll make you a counter offer that you can discuss.  
 
The point of this is to put fear into the mind of the person you are 
negotiating with. This is the fear that they may lose out on a good thing 
because others are already interested. Of course in order for this to work, 
you have to have a really solid product that the heavy hitter will know in his 
heart is going to make a lot of money. If you present him with something 
that is pure hype and no substance, he is going to laugh at your offer and at 
your claims that you have others interested. So in order to at least give the 
appearance that you have other options, you have to have a product that 
seems believable that others would find and have interest in it.  
 
This tactic also works when you are negotiating sales on the other end. 
You're looking to buy something from somebody else for your business but 



you feel the price is too high. Again, you develop options. You tell the 
person that you can get a similar and comparable product from somebody 
else for a lot less money. If they don't want to lose your business, they may 
negotiate the price with you. In this case though, you better have another 
option because if you don't and they refuse to come down in price you will 
have to eat the price and your credibility as a negotiator goes right down the 
tube.  
 
By developing options, you give yourself the best chance on getting the best 
price on items you want, and the best sales on items you are selling.  
 
 
 
 
 
 



3. SALES NEGOTIATIONS – PART 2 
 

In this installment of sales negotiations, we're going to discuss how to use 
the power of the "higher authority" in your negotiations. This is easier to do 
than you might think, even if there is no authority higher than yourself. 
Everybody has somebody they are answerable to.  
 
In making sales on the Internet or in the offline world, you are always going 
to have people who are going to want to haggle with you, whether it be over 
price or the amount of product for the price. In other words, they are going 
to want to get more out of you than you are willing to give for the money. 
And what many people will try to do is tell you that if they can't get it from 
YOU at that price then they can get it from somebody else.  
 
What you want to do, instead of giving them an outright no to their request, 
is to use the power of the higher authority approach. This is where you tell 
the person that you don't personally have a problem with doing this but you 
have to check with, whoever first. This way you are telling the person that 
you don't have the authority to make such a decision.  
 
For example, let's say you are promoting an affiliate program and the 
person is interested in signing up but wants more than the 14 day trial 
period. They are asking for 30 days. In this case, you really DO have a 
higher authority, the program owner. You can tell the person that you'll put 
in the request to the program owner but you really can't promise anything. 
One of two things will happen. Either the program owner will agree, in 
which case your problem is solved and you have a sign up, or the owner will 
say no and you simply relay this info to the potential sign up.  
 
But this doesn't mean you have to lose the sale. Why? Because if this person 
wasn't really interested in the opportunity they wouldn't have gone as far as 
to ask for the extended trial period. This tells you that they are a real 
prospect. In this case, what you tell them is that you feel it would be foolish 
for them to pass up such a great opportunity for a couple of weeks and show 
this person how much you've made with this great opportunity. Ultimately, 
in most cases, they will give in and sign up anyway.  
 
But what if you are the highest authority? Well, they don't have to know 
that. For example, if you are selling your book or program through a third 
party vendor like Clickbank or PayPal and somebody asks if they can pay 



less for your service, you simply tell them that all sales have to go through 
the third party source and even though it is your product you still have to 
abide by their rules since they are handling all payment processing.  
 
With a little imagination, and a lot of plain honesty, you can always get out 
of committing to any request personally.  
 
 
 
 
 
 
 
 
 
 
 

 
 



4. SALES NEGOTIATIONS – PART 3 
 

In this installment of Sales Negotiations, we're going to touch on what we 
call "needs negotiations". This is where we negotiate our position based on 
the needs of our customers.  
 
The first thing you have to understand about this tactic is that you first have 
to understand what your customer's needs are. To do that, you first have to 
understand exactly what it is that your product or service does.  
 
For example. Let's say you are an affiliate for a program called "Secrets Of 
The Big Dogs" which is an advertising system. The system is one of the 
better advertising systems on the Internet for promoting a business 
opportunity. So the first thing you have to understand is the needs of your 
customer. Are they promoting a business opportunity? If they're not, then 
there is no sense in even discussing this with them. They have no need for it 
and you'll only be wasting your time.  
 
Okay, what if they DO promote a business opportunity? Well, in this case, 
half the battle is won. You at least know that you are selling something that 
they have a need for. The trick now is to make them realize that they have a 
need for this product and why.  
 
To do this, you have to ask them questions. Lots of questions. You have to 
ask them what they are doing, what they are trying to do, what they want to 
spend, what kind of results they are expecting to get, etc. Get as much 
information from them as you can.  
 
Ultimately, it's going to come down to them asking you "how much is this 
going to cost me?" When you tell them, they are either going to be okay 
with the price or they are going to say that it is too much. If they say that 
the price is too much, this is where you stress their needs again. You 
explain to them that you understand what they are trying to accomplish and 
that your system will do this for them at the least cost possible. Explain to 
them that no other system will give them these results for this amount of 
money. You have to make them see, beyond any doubt, that they NEED 
your product or they are not going to get the results that they are looking 
for. Of course anything you can show them to back this up, such as 
testimonials, real life cases, or whatever, will help in driving this point 
home.  



 
One thing you must understand. Just the fact that this person has asked 
you how much this product is going to cost them means that they are 
actually interested and the price is the only thing that is holding up the sale. 
Before you give in on the price and offer it for less, stress the needs 
negotiation tactic. If you can convince them that they would be making a 
big mistake to let a few dollars hold them back, you are more likely than not 
to close the sale.  



5. FOLLOW UP OR FAIL 
 

The mentality of put up a sales page and expect to make a sale boggles 
the imagination. People think that's all it takes. Logical right? You see 
the product, like the product, buy the product. Simple, clean and easy. 
Unfortunately, Internet marketing is nowhere near that easy. If it was, 
everybody would be doing it and making a fortune doing it. That is why 
the saying "follow up or fail" is one of the most important things you 
MUST learn when running a business online. Otherwise, you are 
opening yourself up to heartbreak the likes that you can't even imagine.  
 
For starters, NEVER try to sell somebody something right away. Why? 
For one thing, the Internet has become such a hangout for crooks that 
most people online have already been the victims of a scam at one time 
or another. Because of this, they are very leery of buying anything, 
especially from somebody they don't know. You have to gain their trust. 
And believe me, this isn't an easy thing to do.  
 
Okay, so how do you gain a subscribers trust? By doing just that. Make 
them a subscriber to begin with. Don't sell them anything. Give them 
something for free, most preferably, information. A newsletter series on 
Internet marketing might be a good start. Educate them on what it takes 
to properly run a business online. Teach them advertising methods that 
work. Show them how to use these techniques. Then, after they see that 
your information has actually produced results, they may actually write 
to you and tell you.  
 
But, they may not. That's why followup is so important. After you've 
given them your whole series, write to them. Ask them what they 
thought about the series. If it was helpful to them, they may write back 
and tell you. They may also ask if you have anything else that can be of 
help to them. This is where you can start suggesting things that they 
would have to pay for. Their thinking at this point is that you've already 
helped them this much for free so maybe this other product will really 
make a big difference in their results. You've already shown them you're 
honest so they are more likely to trust you. Once somebody trusts you, 
that is half the battle won.  
 
But what it they write back and tell you that the information you gave 
them didn't work at all. This can lead to two things. Maybe, if you are 



able to get into a conversation with them, you can find out a step in the 
process that they misunderstood, or maybe something really doesn't 
work anymore. This is vital information to your business and you can 
use it to make much needed changes to your newsletter and maybe even 
to your product itself.  
 
The bottom line is this. Without followup and feedback you are working 
in the dark. Working in the dark can only lead to failure.  
 
That's why we say, "follow up or fail."  
 
It's a good motto to live by.  
 
 
 
 
 

 
 



6. SALES NEGOTIATIONS – PART 5 
 
In this installment of "sales negotiations" we're going over the art of getting 
the other person to commit first. This is probably one of the most difficult 
arts to learn, but if you can get it down solid, you will almost have no 
chance of ever ending up on the short end of a deal. It all comes down to 
patience. This is something that most people in the US don't have.  
 
The reason this technique works is because of the fast life style people in 
the US lead. However, you must understand something when using this 
technique. It is not going to be as effective when dealing with somebody 
who is not from the states, especially when dealing with people who live in 
the Asian countries where they have all the patience in the world. For 
example, when dealing with somebody from China or Japan, it is not 
unusual for these people to sit for hours in meditation. So if you're going to 
win this war you're going to have to be able to outlast them. So, how exactly 
does this technique work? Simple.  
 
Whenever you're in a sales negotiation and it's come down to somebody 
making you an offer or you making the offer, you simply do the following. 
You look at the person's offer. If it's acceptable to you, and I assume you 
already know the least amount of money you will accept, you simply 
acknowledge that it is acceptable. If it isn't acceptable, you don't the person 
this. What you do is take a pen and on the same piece of paper that you 
received the offer on, you make a counter offer. You slide the piece of paper 
over to the person and just sit there. Don't say a word.  
 
Now, if this negotiation is being held by email, it's the same principal. You 
open the email with the person's offer. If it's acceptable, you reply to the 
offer with an answer of yes. If it isn't, you email them back with your 
counter offer and don't say anything else of send any other emails. Make 
the person commit to you first. You may sometimes have to wait days or 
even weeks for a reply. Don't give in. If this person wants your services or 
product bad enough they will eventually respond to your offer.  
 
If they reply with a counter offer that isn't acceptable to you, you can do one 
of two things. You can reply back with another counter offer and again say 
nothing, or you can reply back saying that your last offer WAS your last 
offer. This way either the person will reply with an acceptance of your offer, 
not get back to you at all or reply saying that they will have to go elsewhere. 



This is where you have to be a good bluffer. If you said it was your final 
offer, you have to stick with it. If you go back and try to renegotiate, then 
you've lost this war as you've committed first. Yes, you have to be willing to 
lose a few in order to establish yourself as somebody who doesn't back 
down.  
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 



7. THE SATURATION MYTH 
 

Many people talk about saturation. They believe that once a site has been 
out there so long that everybody in the world is either promoting it or at 
least knows about it, it becomes impossible to promote the site with any 
amount of effectiveness. Actually, the reverse is true. And to demonstrate 
that, I am going to show a real world example. I will then explain why the 
reverse is true.  
 
I have been an affiliate of Stan Stuchinski's "Secrets Of The Big Dogs" ebook 
for over 3.5 years now. I go up against hundreds of affiliates every single 
month. On top of that, the book itself is over 6 years old, so certainly by 
now this book has to be close to impossible to sell. Well, the month of 
October just rolled by and I had a 30 sale month. My best of 2006 and my 
third best month of all time for me. I averaged 1 sale for every 33.73 clicks 
on my affiliate site each day. Almost a sale a day. Most marketers are happy 
with 1 sale for every 100 clicks. Granted, I've been refining the art of ad 
writing for a long time so that does help. But, let's take a look at those 
numbers against the numbers from another program.  
 
The other program is my own. This past February I came out with my own 
book. Actually, it has now become 6 books. In comparison to Big Dogs it is 
quite new. We haven't even hit the first year yet. So if I'm getting those kind 
of numbers with a book that is considered ancient where I have to compete 
with hundreds of other affiliates, then I should make a lot more sales with 
my own book, not counting affiliate sales of my book. More importantly, I 
should convert a lot better. Guess what? Not even close. I had over 15,000 
visitors to my site last month and yet only made 100 sales. I averaged a sale 
for every 150 clicks. Why? I write the same quality ads. What's different? I 
have plenty of testimonials claiming the book is great. So what's wrong?  
 
The answer isn't obvious. At least not to the newbie. But the reason is 
simple. It's called brand recognition. When people see Big Dogs they 
identify with it. They say, "Oh yeah, I heard of that. Haven't tried it yet. 
Sure have been seeing lots of people promoting it. Hmmm, must be pretty 
good if so many people are hawking it." See where this is going? Enough 
people are promoting it so they feel there is at least a chance that it has 
value.  
 



What about my book? It's new. I have very few people promoting it. So 
people are a little more skeptical. You don't see people coming to this forum 
asking about Big Dogs. But you do see people coming here asking about my 
book because they don't know enough about it. They need to be reassured. 
In other words, they need to see those hundreds of people saying, "yeah, it's 
a great book." Once that happens, sales will increase. Need proof? Six years 
later, Stan Stuchinski is still selling over 1200 Big Dogs books each month. 
I'm happy to make a couple a hundred.  
 
So the next time somebody brings up the topic of saturation, pray real hard 
that the program you want to join is as saturated as possible.  
 
You'll have a lot easier a time getting members.  
 
 
 
 
 
 
 

 



8. REALIZING WHAT WE DON’T KNOW 
 

Something just dawned on me that never did before. And while this may 
seem obvious to most of you, it was a revelation to me.  
 
We don't always learn things in a steady even flow. In other words, our 
gaining of knowledge doesn't happen in regular intervals.  
 
For example.  
 
When I learned my first effective form of advertising in 2003, I didn't learn 
another form of advertising for over a year. Sure, I learned other things 
besides, but advertising took me time.  
 
In contrast, this year alone, I have learned more about advertising than I 
had probably learned in my previous 3 years.  
 
Knowledge doesn't flow smoothly. Sometimes we close our minds. 
Sometimes there isn't a lot new. Sometimes we just don't keep our eyes 
open for new ways of doing things.  
 
Then, one day out of nowhere, we wake up and get hit with a half dozen 
different ideas.  
 
This knowledge explosion has just personally hit me, including realizing 
that my marketing education didn't happen in a flowing manner. I had lots 
of lulls during my 4 years online.  
 
This year, I can almost foresee expanding my knowledge to a whole new 
level, mostly because of what I have learned from this forum and the people 
I have met. I am now working on an idea that would have never come to me 
had it not been for, not 1, but 3 different events that all came together to 
literally hit me over the head.  
 
My point is this. If you find yourself getting stuck in a rut, don't fret about 
it. But don't just sit in that rut either. Keep your eyes as well as your mind 
open. Observe what's around you. Watch what's going on in whatever niche 
you're in. Look for opportunities to capitalize on a new problem. If you have 
a solution, write it up. Between Bum Marketing and this "new" $7 Secret 



(not really so new as I've been selling cheap stuff forever) you should have 
no trouble selling your "solution" to the problem.  
 
This business is really a piece of cake when you think of the tools that we 
now have and how simple some of these techniques are. It doesn't get any 
simpler than Bum Marketing. And that is just the tip of the advertising 
menu. There are so many ways of getting your product in front of people 
who need it that it's almost insane.  
 
Realize what you don't know and realize that tomorrow you may know 
something you didn't know today.  
 
And that something may just make all the difference in the world.  
 
 
 
  
 
 
 
Sincerely, 
 
Steven Wagenheim 
Creator Honest Income Program 
http://www.honestincomeprogram.com/ 

http://www.honestincomeprogram.com/

