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	Negotiation is described as the art of bargaining between two or more people or two parties or more with an aim of eventually agreeing on a mutual contract. In a market scenario where sellers and buyers interact, negotiation is termed as the bargaining between these two so as to agree on a price that favors both the seller and the buyer. In this paper, I will share a negotiation situation I was involved in when I bought a new pickup back in September 2020 from Towson motors. With the aid of this negotiation situation, I will analyze how communication, relationships, benefits, costs, and risks influenced the negotiation between me and the owner of Towson Motors. (Benoliel, 2014)
	Towson Motors is an imported cars entity in our county. They import second-hand and new cars from other countries and sell them to locals. I have over the years taken most members of my extended family to buy cars from them. In September 2020 I needed to buy a pickup for my delivery business and therefore I paid them a visit. I was interested in a Toyota Hilux pickup. The owner who indeed recognized me walked me around their showroom and showed me the various pickups they had and also quoted various prices. I settled for a shiny brand-new red pickup and the price of this particular pickup according to the owner was $35,000. This shocked me because I intended to buy the pickup at a price that favored my pockets. Therefore, I actively engaged the owner in a negotiation which anyway bore some fruits because I bought the pickup at $28,000.
	Communication when used in the best way possible plays a vital role in negotiation. The more effective communication is the better the negotiation. Good communication skills enable both the seller and the buyer to peacefully exchange different opinions, ideas, and thoughts about a certain good or service. When buying my new pickup, I convincingly using proper words and precise sentences told the owner why his price for the pickup should have been a little lesser. I expressed my thoughts clearly and the owner perfectly understood me. However, the owner was also clear on the reason as to why he couldn't sell the pick up at $22,000[my suggestion]. He clearly and politely cited increased custom duties and high government taxes. The excellent communication skills of the two of us bore mutual fruits because I bought the pickup $7,000 less than the initial price and the owner sold the pickup at a price that was profitable.
	Relationships can either influence a negotiation positively or negatively. A buyer’s way of listening to the seller as he or she explains his/her prices can build a good or a bad relationship between the two. A good relationship between the two individuals is developed when they both ask each other questions pertaining to the goods and services and thereafter listen to each other empathetically so as to give honest feedback. When a good relationship is then formed, the price agreed upon favors both the seller and the buyer. As I negotiated for the pickup, I asked Towson Motors' owner the criteria they used to determine the prices of their vehicles. He answered by mentioning the so many costs of importing the vehicles. As he answered, I attentively listened and internalized the information and actually agreed with his last price of $28,000. Before making payments for the pickup, the owner told me that he had also agreed to lessen the price because I was a reliable customer [this was because we had bought other cars from him]. The relationship contributed to success in the negotiation. 
	 When we talk of benefits in a negotiation, they tend to bring two scenarios, the first one been the benefits of a negotiation and the second one being the benefits of the product being bought by the buyer. For the first scenario, the buyer intends to engage in a negotiation with an aim to buy a product or a service at the lowest price possible hence benefiting himself/herself. For the second scenario, the buyer engages in a negotiation because the benefits of the product or the service are good the buyer is really interested despite lack of consent with the initial price. In my case, I went for the idea that the pickup because the pickup would be a great deal to my delivery business and also because the pickup was a brand-new one which meant it couldn't have mechanical issues. This, therefore, blocked my need to further negotiate for the pickup.
	In a market, the prices of products and services are controlled by the costs of production and costs of delivery of the products and the services respectively. Sellers often set a limit in the prices in the event of a negotiation with a seller. The costs of production/delivery range from government taxation, labor applied, factors of production/delivery, etc. The seller cannot, therefore, in a negotiation agree on a price that hasn't considered the costs of production/delivery of products and services. When negotiating with Towson's owner, I noticed that he refused to go below $28,000 because the costs of production such as government taxation and customs duties didn't allow him. This detracted me from achieving the desired price at which I intended to buy the pickup. (Olekalns & Adair, 2013)
	Risk in a negotiation is the probability that an unwanted outcome will be achieved since no one has the certainty of the outcomes. In a negotiation between a seller and a buyer, risk perception mainly affects the buyer by reducing his or her confidence, therefore, perceiving that there is a chance that an unfavorable outcome will happen. In my case, the owner had cited the reasons why the pickup was being sold at that price. This made me think that the negotiation would not bore me fruits. I, therefore, did not fully exploit the chances of buying the pickup at a lesser than $28,000 price. The risks of negotiation, therefore, detracted my motive.
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	Good communication skills
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	Listening carefully, using proper words, using precise sentences, relevant words
[image: ]
	Poor listening, improper words, confusing sentences, irrelevant words
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	Government taxation, government regulation
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	Probability of undesired outcome
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	Desired profits
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	Successful negotiation






	Successful negotiation
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	unsuccessful negotiation
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	Unsuccessful negotiation
	The undesired outcome for the buyer but a desired outcome for the seller

	Undesired outcome


	Fig 1.0 An illustration showing how negotiation is influenced by various factors
I bought the pickup at $28,000 because, at this point in the negotiation, I had exhausted all the tactics and could not negotiate anymore since the owner had convinced me. But as it turned out later, other dealers in the county could sell the same pickup at $21,000. In my opinion, I could have further changed the outcome by preparing and planning for the negotiation while still at home. By preparing I mean I could have researched the various types of pickups and their varying prices at different dealer shops. I believe I could have changed the outcome by fully understanding the process, tactics, and style of the owner. Every seller's motive is to make a profit in the market and he/she has to apply many options to convince a buyer. (Slatkin, 2010)
	Information is another factor that influences the outcomes of a negotiation. I did not equip myself with adequate information about pickups and negotiations too. This could have changed the end result. (Olekalns & Adair, 2013)
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