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Negotiation Position/Strategy Outline 
1. Objective

2. Current Situation

3. Target Deal Points and Structure
a.  Price
Desired "Best Value" Term Sheet Acquisition
	
	Best Value

Range
	Negotiation

Position
	Current Offer

from Vendor

	License Acquisition Data
	
	
	

	Initial Acquisition Price
	
	
	

	% Discount Initial Acquisition
	
	
	

	Future Purchase 
Discount %
	
	
	

	Maintenance/ Support Data
	
	
	

	Support % License Fees
	
	
	

	Annual Support 
Initial Acquisition
	
	
	

	Annual Support 
Escalation %
	
	
	

	Education/Training Discount
	
	
	

	Consulting Services (CS) Data
	
	
	

	Initial CS Discount %
	
	
	

	Future CS Discount %
	
	
	

	Required Configuration 
of COTS 
	
	
	

	Initial Configuration Spending
	
	
	

	Recurring Configuration Spending
	
	
	

	Hosting Fees
	
	
	

	Hardware Data
	
	
	

	Hardware Product Spending
	
	
	

	Hardware Maintenance
	
	
	

	Other Vendor Services
	
	
	

	Other Costs/Spending (Define Below)
	
	
	


b. Total Cost of Ownership Model (over an optimal time horizon)
Define key elements to include in TCO (e.g. internal employee costs)
c. Terms and Conditions
Include the “Must-haves” versus deal breakers for both sides
4. Communications Strategy
a. Who
Define the roles, names and responsibilities for the key people who will communicate across the negotiation table from both sides of the negotiation – vendor and buyer – define who has decision making authority on both sides of the negotiation.
b. What
Define the core talking points to be used by each member of the communications team for consistency and authorization
c. When
Define the timeline for communications
d. Where
Define the best location for communications to yield the buyer the most advantageous outcomes – typically this occurs at the buyer’s location rather than the vendor’s location
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