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Owl Believes Two Things About Small Business Money: > It should be stable and secure.  > There should be more of it.

612-816-6007 
or visit owlbookkeepingandcfo.com

We know—this is all a little fuzzy. It’s 
one thing to agree with what we’re 
saying in principle and quite another 
to put it into practice. If you need 
more guidance, we’re here to help. 
And we want you to win. (Really.) 

We’re going to let you in on two little secrets:

When you’re offering your product or service to consumers, you’re 
presenting your side of the deal and asking them to weigh their 
priorities and decide if they want to engage. You may think of your 
business as a series of straightforward transactions, especially 
if you have set prices and set goods/service offerings, but 
it’s still a negotiation, every single time. 

Smart negotiating isn’t about scoring the best deal for yourself. It’s about 
scoring the best deal for everyone at the table.

Too often, negotiations devolve into standoffs, with each side operating 
from a protective, defensive, stubborn place. It might not be a standoff in 
the “OK Corral” sense, but if a customer picks up your product or visits your 
website and hesitates to pull the proverbial trigger because doing so isn’t an 
obvious “win” for them, you’re in a standoff without even knowing it.

This might not initially ring true to you. And that’s understandable. 

“But our goal every day is to exceed expectations and delight our 
customers, and we’ll do anything to make them happy!”

And yet, isn’t your goal also to operate a profitable, successful business? 
Those two aims create automatic tension. And as much as you may insist 
that your primary aim is to delight customers, it’s the very nature of 
capitalism that your primary aim is to drive revenue in a way that sufficiently 
exceeds costs so you don’t have to shut down your business. You can’t 
delight customers when your doors are shut.

It’s only natural to approach a bid or sale thinking about 
what you can get out of your customers. You need to sell 
a certain amount to cover your cost of customer 
acquisition. You want the terms to be favorable so you 
can fully capitalize on your relationship with the 
customer. If you’re honest, you want it to be as profitable 
and easy on you as possible. (It’s not shameful; it’s just 
how business works.)

But what if you shift the lens? What if you go into a 
negotiation thinking about what’s at stake for the other 
party? What are their priorities? What would make them 
feel like they walked away with an incredible value? How 
can you position your offerings to build toward that aim?

The first secret: 
Everything is a negotiation. Everything. 

The second secret: 

Consider what is the best 
deal for everyone.

The Secret 
to Winning

The solution: 

Approach everything like a negotiation. 
And approach every negotiation 
aiming for everyone at the table 
to walk away with a win.

What’s in 
it for me?

How can I 
add value 
for them?

What’s at 
�ake for them?

You may be trying to score the highest price possible for your services. But 
what if price isn’t really the most important factor for your potential client? 
What if the timeline is actually the stickiest subject?

If you keep lowering the price in hopes of winning the business, all the while 
failing to understand that they’d pay a premium for faster turnaround, you’re 
risking losing the business. And even if you win the business, you’re leaving 
money on the table by focusing on the wrong thing. 

This is just one tiny example. The possible variables are endless. The most 
important thing is to shift your perspective from: “How can I win?” to: 
“How can we win?” Then frame up the negotiations with this in mind. Do 
your customers care more about speed? Quality? Price? Something else? 
How can you align their priorities with yours to achieve the best possible 
outcome?

This requires a little creativity, but it’s worth the effort. By understanding 
and catering to the other team’s priorities, you take them out of a 
defensive mindset. And you’re still helping your team get what you really 
need and want. 

Example: 

FASTSLOW

LOW COSTS

TURNAROUND

HIGH


