
most got you & it's going to take quite a bit to make you back 
out. 

2. All you go to the shop or office for is to get a demonstra­
tion to make them prove their claims, & then if you're con­
vinced, you can close the deal. All the other matters have already 
been settled on the phone. So that's how important phone calls 
are, 'cause that's where you 've got the advantage to do your best 
wheeling & dealing & ask for your best prices, discounts, 
guarantees & all. They know they're bidding against the com­
petition! 

3. To make deals you have to be a salesman, to sell your 
point of view & to make your bargain! After all, they're trying 
to sell you, but it's your job to sell mem! They're trying to hard­
sell it & it's your job to try to be hard-to-sell & you' ve got to have 
good sales resistance! 

4. They're not going to particularly love you for hard bar­
gaining, but they'll respect you more & they'll know next time 
they've got somebody to deal with & not just a sucker who's 
going to pay the first price they ask! Next time uiey're probably 
even going to raise it higher if they figure that you 're going to al­
ways pay the first price they ask. 

5. But if you're a real hard bargainer & a dealer, they're 
going to learn to try to give you a low price to begin with, 
knowing that they might as well forget it, that you won't even 
consider the high price. They might not give it their lowest price, 
but they're going to be more reasonable as long as they're going 
to have a tough fight on their hands. 

6. Never pay the first asking price no matter where you are 
or who you're dealing with! Bargain, make deals, make offers, 
try to wheedle them down & get some kind of good deal or agree­
ment, if not on the price, the service, the guarantee, the discount 
or whatever. But that all should be done on the telephone if pos­
sible, because once they've got you there, then they know they' ve 
just about got you & you 're not going to back out unless it's real­
ly offensive. 

7. To bargain on delivery is not the time to bargain. If you 
try to bargain then, you're going back on your word, because if 
you didn't like the price, you wouldn't have had them deliver.— 
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Or whether you liked the price or not, if you weren 't agreeable to 
the price or you hadn't consented to the price you wouldn't have 
had them deliver! 

8. So it's no time to bargain in person unless it's the kind 
of shopping that you can't do by phone but you have to do it 
& it's just little stuff on the spot. But when it comes to big items 
like equipment & machinery, etc., get'm to do their bidding on 
the telephone. What you're actually doing is shopping around as­
king for bids, & they know it.—And they don't know what the 
other guy had to offer or what price he gave. It's secret bidding 
& you're getting them to bid not knowing what the other guy's 
price was, & knowing that whatever price they give you it'd bet­
ter be pretty reasonable or they may be outbid by the other guy 
even on their first price. 

9. You can tell a lot about the kind of service they're going 
to give by the first service they give you, & that's dickering 
on the phone!—How much they're willing to talk & respond & 
answer questions & be helpful & give you all the information you 
ask for & not get impatient & not try to cut you short & say, "Nah, 
we don't want to fool with you because you ask too many ques­
tions!" Or, "You can't speak our language as well as we do." If 
that's the case, you don't want to fool with them either! Because 
any outfit that's snotty or afraid to be asked questions, there may 
be something phoney. So you'd better deal on the phone & learn 
how to read character & personality & spirit. The Lord can show 
you even on the telephone whether it's a good company to deal 
with or not. 

10. If it's equipment you're getting, let their demonstrator 
start training your operator! Once you're serious & you've 
decided to buy it, make a deal too, "Well, can we stay there an 
hour or two while you train us how to use it?" It's better to do that 
there rather than have'm start coming into the house to train you. 
Right? Let that be one of the last things before you close the deal, 
say, "Well, are you willing to show my operator there & train her 
how to use the thing before we go, before we pay the money, 
before we take delivery?" If that's the last request about it then 
they could hardly refuse. 

11. But whatever you do, do your bargaining on the phone 
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