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Check out our NEW
Systems News Facility Servicesite.

If you would like to be listed for a
particular service in your area, please
contactinfo@systemsnews.com

for details.

CONTACT
SYSTEMS NEWS

Systems News, LLC
636 Trade Center Blvd., Suite B
Chesterfield, MO 63005
Phone: 636-536-9694
Fax: 636-536-1215
info@systemsnews.com

Thanksgiving is just around the corner, so make sure to

enjoy the time you have with your family and close friends.
Business is important, and making the most of opportunities is
Key!, but other priorities should take precedents even over that.

Systems News can help you build your reputation and

success as web marketing tool Through top search engine

results, your potential customers will visually recognize your

name and website from our Systems News Web Search.

***|t is important to start seeing Systems News as bR#iail
andWholesale!

Remember to Update Your Ads on our Website and Newsletter to

maximize your membership

Remember: We get over 3500 unique hits per day!!!

Make it a great week,

Your Systems News Team

What We Do
For our members: we provide the best resource to advertise their
company and used & new office furniture inventories by keeping top
search engine ratings and sending relevant weekly newsletters.

For the consumer: we make it easy to have free and open contact with
our Systems News members so they can easily source new, used and
remanufactured office furniture and facility services on a national basis.
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Great Neqotiations: The 2 Key points

Ever heard of the questiowhat can you do for me on price?

,WIV D IDQWDVWLF TXHVWLRQ ZKHQ \RXYUH EX\LQJ
inevitable inquiry when you are selling!

So how would you respond at this moment? Many respond

with an implication that there is a possibility of a discounted

price. Agai?® JUHDW ZKHQ \RXfUH EX\LQJ D PDUJLQ NLOGO
ZKHQ \RXJUH VHOOLQJ

Remember these Two HaRbllar Points to better
Negotiating:

Remember that negotiation success depends more on the work you do early in the sales
process than on the negotiation moment itself. It's all about the perceived value of your
offering and the buying urgency you create with your prospect. The stronger the perceived
value and urgency by your prospect, the betBreat front work (asking operended
guestions, delivering key benefit statements, responding to objections appropriately, etc.)
combined with the delivery of strong value/ urgency statements will further strengthen your
and your team's negotiating position.

Be prepared for the inevitable discount inquiRreparation feeds confidence Always
respond by implying that a discount is likely not possible and/ or if it is, it will mean the
prospect will need to give up an added feature or make a larger buying commitment for you
to "do something on the price" (see the sample statement link below). By itself, avoiding the
inclination to immediately jump to a discounted price can literally translate into thousands,
if not tens of thousands, of extra dollars for you and your company every year.

Think value. Think urgency. Be confident. Nothing complex. Nothing
manipulative. Just simple preparation and thoughtful execution.

, FDQYW LPDJLQH D SHUVRQ EHFRPLQJ
WKLV JDPH RI OLIH HYHU\WKLQJ KHTV J

2 Walter Crokite

Have an powerful week.



