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About the Book

The Lexicon of Negotiation and Sales Terminology is a vital resource from the Lexicon of Tech and Business series, offering 400 precise definitions of essential sales and negotiation concepts. Designed for entrepreneurs, sales professionals, and business leaders, this book clarifies complex terminology—from BATNA to Omnichannel Negotiation—in clear, actionable language. Its concise format makes it perfect for quick reference, deal preparation, and skill development in today’s competitive marketplace.

Preface

Mastering negotiation and sales requires fluency in their specialized language. This lexicon distills 400 critical terms—spanning deal strategies, buyer psychology, closing techniques, and digital sales—into straightforward definitions. Whether you’re crafting a value proposition, handling objections, or navigating multi-party negotiations, this book replaces guesswork with confidence.

Organized alphabetically and free of fluff, it serves as both a learning tool and daily reference for anyone who needs to influence outcomes and drive revenue.

Terminology

Accommodating Style: A negotiation approach where one party is willing to yield or give in to the other party’s demands to preserve the relationship or avoid conflict, often sacrificing their own needs or interests.

Account-Based Selling: A strategic sales approach that targets specific, high-value accounts rather than individual leads, tailoring efforts to the needs of key decision-makers within each account and aiming for long-term, high-value relationships.

Active Listening: A communication skill where the salesperson fully focuses on the prospect’s words, understanding their message, responding thoughtfully, and asking follow-up questions to show engagement.

Activity Metrics: Measurements that track the activities and behaviors of sales teams, such as the number of calls made, meetings held, or emails sent, providing insight into team productivity and effectiveness.

Add-On Selling: A form of selling where additional items, typically accessories or supplementary products, are offered to a customer during the purchase process to increase the value of the transaction.

Affiliate Marketing Terms: Agreements in which affiliates promote a company's products or services in exchange for a commission on any resulting sales, typically involving specific terms such as commission rates, duration of partnership, and performance expectations.

AI in Sales: The integration of artificial intelligence into the sales process to enhance lead generation, personalization, customer interactions, and decision-making, through tools such as chatbots, predictive analytics, and automated workflows.

AI-Powered Negotiation: The integration of artificial intelligence in negotiation processes, using algorithms and machine learning to analyze data, optimize strategies, and assist in decision-making, enhancing efficiency and effectiveness.

Alternative Close: A closing technique where the negotiator offers the other party a choice between two options, both of which lead to a deal, creating the illusion of control while guiding them toward agreement.

Anchor: This is the initial offer or starting point in a negotiation, often set with the intention of influencing the direction of the negotiation by providing a reference point.

Anchoring Bias: A cognitive bias where individuals rely heavily on the first piece of information they encounter (the "anchor") when making decisions, which can influence subsequent choices or negotiations, such as setting a price based on an initial offer.

Annual Recurring Revenue (ARR): The amount of revenue a business expects to receive from its customers annually, typically used in subscription-based models to measure the health and growth of a business.

Arbitration: A more formal dispute resolution process where an independent third party makes a binding decision on the outcome of the negotiation, typically after hearing both sides' arguments.

Aspiration Price: The target or ideal outcome a negotiator aims for, often higher or more favorable than the reservation price, reflecting their hopes or goals for the negotiation.

Assumptive Close: A sales tactic in which the negotiator assumes that the deal is already made and begins discussing next steps, such as terms or details, in order to push the other party toward agreement.

Augmented Reality Catalogs: Interactive product catalogs that use augmented reality (AR) to allow customers to visualize products in real-time within their own environment, enhancing the shopping experience.

Authority Bias: The tendency for people to place greater trust and credibility in information from perceived experts or authoritative figures, often leveraged in sales by using endorsements, certifications, or expert recommendations to build trust.

Automated Contract Review: The process of using AI-driven tools to review contracts quickly and accurately, identifying key terms, risks, and compliance issues, saving time and reducing human error in the contract review process.

Average Deal Size: The average monetary value of a closed sale, calculated by dividing the total sales revenue by the number of deals, helping businesses to forecast revenue and understand the sales dynamics.

Avoiding Style: A negotiation style where one party chooses to withdraw from or ignore the conflict or negotiation altogether, usually because they wish to avoid confrontation or don't want to engage.

B2B Sales: Business-to-business sales, where one business sells products or services to another business, typically involving larger transactions and more complex sales processes than B2C (business-to-consumer) sales.

B2C Sales: Business-to-consumer sales, where a business sells products or services directly to individual consumers, typically involving simpler transactions and faster sales cycles than B2B (business-to-business) sales.

BANT: A sales qualification method standing for Budget, Authority, Need, and Timing, used to assess whether a lead is ready to proceed in the sales process based on their financial capacity, decision-making power, and urgency.

Bargaining Power: The ability of one party to influence the outcome of a negotiation, typically based on their alternatives, resources, or strategic positioning.

Bargaining Zone Theory: A concept in negotiation that suggests there is a "zone" within which both parties can agree on a deal. The goal is to identify this zone and work within it to find a mutually acceptable agreement.

BATNA (Best Alternative to a Negotiated Agreement): This refers to the best option or alternative a party has if a negotiation does not reach an agreement. It's essentially your fallback plan, the alternative solution you'd pursue if no deal is made.

Behavioral Economics in Sales: The study of how psychological, emotional, and social factors influence customer decisions and behaviors in sales situations, often leading to purchasing decisions that deviate from traditional economic theory.

Ben Franklin Close: A decision-making technique where the salesperson helps the prospect weigh the pros and cons of the deal, often by drawing a list, to make it easier for the prospect to commit by showing the benefits outweigh the drawbacks.

Best-Final Offer: The last and most attractive proposal made by a party in a negotiation, typically aimed at closing the deal by presenting the best possible terms before walking away.

Binding Arbitration: A method of resolving disputes where the arbitrator's decision is legally binding, meaning both parties must comply with the ruling, often used as an alternative to court proceedings.

Blockchain in Contracts: The use of blockchain technology to create secure, transparent, and immutable contracts that are automatically executed based on predetermined conditions, ensuring trust and efficiency in the agreement process.

Blue Ocean Strategy: A business strategy that focuses on creating new market space or "blue oceans," where competition is minimal, by innovating and offering unique products or services that stand out from existing offerings.

Bluffing in Negotiation: A tactic where one party makes exaggerated or false claims about their position, intentions, or offers in an attempt to influence the other party into making concessions or agreements based on fear or uncertainty.
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