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1. After a series of offers and counter-offers, we finally concluded business with this new
customer.
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2. If the order quantity can achieve 10,000 pieces, we can fulfill our optimal negotiation
goal.
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3. Although our price is reduced to 50 dollars per set, we have achieved a much larger order
quantity, say 25, 000 sets, which is beyond our expectation. This can be the extra benefit.
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. We have come to a deal with our client this time, but we also have lost a lot of benefits. It
has been a painful experience.
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. Before we start our negotiation with clients, we need to make a flexible as well as
feasible goal, so that the results can be expected.
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. All in all, this negotiation has been fruitful and pleasant. We need to pay more attention
to the formation of our negotiation team next time.
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. This time, we had some different awareness regarding the dispute clause with our clients,
so some emergencies have occurred during negotiation. Next time, we need to study the
dispute clause more carefully to avoid this.
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. Basically speaking, the items discussed in the negotiation are included in our negotiation
plan.
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. In order to achieve satisfactory result, we need to study our negotiation partner and their
previous export data.
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. Our sales manager’s sudden departure from the negotiation table caused a great threat on
the other party, and forced them to make a large concession, which is out of our
expectation.
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. Although we didn’t get any concession in price, we have obtained a much earlier
delivery, which is even more beneficial.
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. This time, we not only get the same price as last year, but also the installation and 2 years
maintenance services free of charge. It is really a good bargain!
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. The negotiation results clearly indicate the importance of making an emergency plan.
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. Since we didn’t make the emergency plan beforehand, the result of this negotiation
cannot be regarded as satisfactory.
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. Thanks to Jackie’s emergency plan, we didn’t lose much in the first round of the
negotiation.
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. Judging from the result, our negotiation plan can be considered as predictive.
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