
Date of Training:  ____________________ 

Lesson Category:  Overcoming Objections

Lesson Title:  Steps to Negotiation Mastery

Student Materials/Activities:
1. Students were instructed to listen to the audio “Steps to Negotiation Mastery.”
2. Students were instructed to complete the Sales Success Worksheet.

Learning Objectives:
1. To discuss why prospecting is the most important negotiation tactic or skill a recruiter can apply.
2. To identify and discuss five things a recruiter can do to help both sides walk away happy with the negotiation.
3. To identify and discuss the differences between an objection, a stall and a negotiation strategy on the part of the applicant.
4. To identify and discuss three examples of negotiation strategies on the part of an applicant.
5. To identify the two most common mistakes recruiters make when they’re negotiating.
6. To have the participants discuss some of their personal experiences negotiating with applicants.

Lesson Outline: 
1. Discuss why prospecting is the most important negotiation tactic or skill a recruiter can apply.

a. In any negotiation, the one who will lose is the one who is not willing to walk.
b. If you have a stockpile of qualified leads, you can afford to walk.
c. If you have no qualified leads, negotiation becomes a very big issue.

2. Identify and discuss five things a recruiter can do to help both sides walk away happy with the negotiation.
a. Be sure you know exactly what your lead or applicant wants to achieve.
b. Be absolutely sure your recommendations exceed the other person’s expectations.
c. Present your recommendations in such a way that the value exceeds the perception of the commitment.
d. Be prepared to negotiate certain conditions or service levels.
e. Have the sense not to give away too much to gain an accession.

3. Identify and discuss the differences between an objection, a stall and a negotiation strategy on the part of the applicant.
a. Objection:  A legitimate concern, problem, issue or question your applicant might have.
b. Stall:  A strategy to defer the decision.
c. Negotiation Strategy:  A tactical action your applicant will take at a specific time to bargain for what they want.

4. Identify and discuss two negotiation strategies on the part of an applicant.
a. Nibbling:  The applicant puts a “condition” on the agreement or asks for “more” from the recruiting opportunity.
b. Deferring to a Higher Authority:  Telling the recruiter the decision to commit is not their decision to make; it’s really up to

another person.

5. Identify the two most common mistakes recruiters make when they’re negotiating.
a. They fail to create sufficient value for their recommendations and cannot defend their recommendations when they are

challenged.
b. They quit too early because they don’t believe they can overcome the stalls, objections or negotiating tactics of the applicant.

6. Using the Sales Success Worksheet and the discussion questions on page two of the Manager’s Meeting Guide, conduct a guided
discussion surrounding the group’s experiences in negotiating with their applicants.
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