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Negotiating with Backbone — Executive
Summary

NEGOTIATING WITH BACKBONE — EXECUTIVE SUMMARY

INTRODUCTION: THE NEW REALITIES OF SELLING Modern selling environments
are tougher than ever. Procurement teams are trained, aggressive, and equipped with
playbooks designed to push sellers into unnecessary concessions. The book argues
that most sellers lose deals not because of price, but because they fail to stand firm
on the value they deliver.

The core theme: Sellers must develop a “backbone” — the confidence, preparation,
and discipline to defend price and walk away from deals that destroy value.

PROCUREMENT AS A GAME Procurement does not negotiate like traditional
buyers. They use: • Threats (“We have a cheaper bid”) • Pressure (“You must lower
your price today”) • Delays and silence • Reverse auctions • Escalation and panic
tactics

Their goal is simple: weaken your confidence.

Backbone selling reframes procurement as a predictable game — one that sellers
can navigate successfully with preparation and discipline.

BUYER TYPES The book describes four types of buyers, each requiring a different
negotiation approach:

1. Price Buyers Focused solely on lowest price. Often bluffing or incentivized to
pressure vendors.
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2. Relationship Buyers Value long-term partnerships and trust. They respond to
collaboration rather than confrontation.

3. Value Buyers They seek ROI, performance, and risk reduction. They will pay for
superior value if well justified.

4. Poker Players The most dangerous type. They appear price-driven but actually
care about value — while pretending not to.

EIGHT NEGOTIATION SCENARIOS & RESPONSES

1. The “Your Price Is Too High” Push Sellers must justify value, not defend price.
Show financial impact, ROI, and differentiation.

2. The Phantom Competitor Procurement claims a cheaper offer. Sellers must qualify
credibility and avoid reactive discounting.

3. The Reverse Auction Trap Preparation is key: define walkaway limits, emphasize
value differences, and resist being commoditized.

4. The Silent Buyer Silence is used to create tension. Sellers should stay patient, ask
clarifying questions, and avoid panic concessions.

5. The Budget Constraint Play Budgets are often flexible. Sellers should shift the
conversation to value creation and trade-offs.

6. The “I Need a Discount Today” Urgency Move This is a classic pressure tactic.
Sellers must slow down, re-anchor value, and offer structured give-gets.

7. The Gatekeeper Wall Procurement often restricts access to economic buyers.
Sellers must map the buying center and find pathways to decision-makers.
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8. The Last-Minute Shake-Down Late-stage discount requests test confidence.
Sellers must hold firm, trade value for value, and avoid “end-of-quarter panic pricing.”

THE BACKBONE MINDSET Backbone is not aggressiveness — it is disciplined
confidence rooted in: • Preparation • Knowing your value • Clear walkaway rules •
Giving only when you get • Protecting long-term margin, not short-term wins •
Avoiding victim mentality

When sellers lack backbone, deals become unprofitable, relationships weaken, and
procurement gains control.

FINAL TAKEAWAYS • Price is rarely the real issue — confidence is. • Procurement
uses predictable tactics that can be neutralized. • Sellers must qualify rigorously,
communicate value financially, and map the buying center. • Give-Get is essential to
maintaining margin discipline. • Strong sellers know when to walk away.

DISCLAIMER This document is an educational summary of *Negotiating with
Backbone*. It does not replace the original book. No copyrighted text has been
reproduced.


