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Hi [First_Name]

| work for [Company Name] and we develop solutions
and products for [Industry Name] and wanted to
connect with you to grow my network and share
business opportunities.

At this moment | am working on adding value to my
network by sharing constant industry analysis and the
new solutions | am working with my company. | thought
they would be of great value for your company because
of the industry you work with. | also can share them with
your colleagues in case you want to recommend a
contact.

Kind Regards,
[Your Name]
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Hi, [First Name]

Wanted to share a mail to give you visibility of the value
added we are sharing with our network in case it's
valuable for you. | work with [Company Name] and we
develop solutions and products for [Industry Name] but
we also focus on delivering

value to our network. In case you want to see the
reports and information, | will be sharing more with you.
If you want to understand more about us, please visit
our website: [Link] or send me a message and | will help
you. Please let me know if | should send this email to
some of your colleagues.

Kind Regards
[Your Name]
Company Signature
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Hi, [First Name]

Thanks for sharing your rate request. | will work on your
request to see if it is possible to get a better rate, but for
that | need help from your side to have success with this.

| already shared the best price | could; to get a better price |
need internal approvals from finance and that will be
possible by understanding the following:

1.Is the price requested because there are other suppliers
offering better prices for the same product?

2.Can you tell me specifically what price you want to
achieve?

3.Are you willing to give more volume or a long-term
contract to secure this price? This information will help me
get a better proposal. Please let me know if you want to
discuss this. | can set up a meeting.

Kind regards,
[Your Name]
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Hi, [First Name]

Wanted to give you a heads-up regarding payments. At this
moment there are some of them overdue, but | don’t want to
send you a lot of mails or communications so wanted to ask
what is the best contact that | can reach specifically for this
payments process?

Just want to make this as smooth as possible and want to
keep our conversations strategic rather than
making follow ups with you.

Kind Regards,
[Your Name]
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Hi, [First Name]

I am sending the quotation requested. Please see below my
answers for the questions shared. (Assuming questions were
shared)

Answer 1
Answer 2
Answer 3

The quotation considers only the information | have at this
moment, so as part of the process | would like to set up a
meeting in 3-4 weeks, please let me know when the best
timing for you is, to get your feedback and adjust the
proposal.

We can be more competitive if we understand the business
needs, volume and possibilities about long term
relationships.

Kind Regards,
[Your Name]
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Hi, [First Name]

Thanks for reaching out and for giving us the opportunity to
quote. For us to give you the best proposal it would be
better to connect with you, but we can share something at
this point for you to have an idea of our rates and products.
Please, can you tell us if this is a formal bidding process or
just a price benchmark?

And if possible, tell us if you are engaging with multiple
suppliers.l will use this information to get best possible rates
internally, since we offer more competitive prices to
premium customers only.

Kind Regards,
[Your Name]
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Thanks for your visibility, we want to work with you, but we
understand it is not always possible. We are still interested in
this business, and we would like to improve our rates, so
please can you tell how competitive our rates are against the
market?

We will use this information to improve and give you better
rates in the future, and if possible, for this specific business.
Also, wanted to ask if it is possible to start working as a
backup supplier? We understand we would not have a
volume commitment, but we would love to start growing our
relationship.
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Thanks for the visibility, we would like to understand the
evaluation criteria to assess internally our competition levels.

| can tell you that from recent industry and market analysis,
our prices are competitive. From a financial perspective we
are looking forward to working with more customers that
want to develop a long-term relationship, trusting in our
quality, service and commitment to deliver our products and
services in the long term.

At this stage, what | can share is that based on our latest
analysis, if we go lower in price the business will have a
potential disruption risk because of low profits. There are
certain companies that will accept this risk but our
commitment with you as a customer does not allow us to
accept a price that has so much risk associated with.
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Buyer: "The price is quite high compared to our alternatives."

Salesperson: "So you’re saying that you have other
competitive offers on the table?" (Mirroring to confirm
competition.) (Power Check): Assess BATNA: If you have other
strong customers or demand, respond with confidence in the
value provided.

Salesperson: "We have limited capacity right now due to high
demand, but let’s explore where we can find alignment in
terms of value."
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Buyer: "If you lower the price, we can place a small trial order."

Salesperson: "A small trial order?" (Mirroring to explore
quantity and expectations.) (Power Check): If a trial order's
value isn't significant, use your leverage.

Salesperson: "Our best prices are reserved for volume orders.
If the trial leads to larger volumes, would that open up a
discussion for better pricing later?"
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Buyer: "If we increase our volume, we expect a substantial
discount."

Salesperson: "A substantial discount?" (Mirroring to confirm
their expectations and volume.) (Power Check): If you can
leverage strong demand or have a clear understanding

of cost structure, use it.

Salesperson: "Higher volume orders definitely open up
possibilities, but our costs are structured around high-quality
materials. What kind of discount are you expecting for the
volume you have in mind?"
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Buyer: "Since we're buying in bulk, we expect a much lower
price."

Salesperson: "A much lower price?" (Mirroring to understand
their expectations.) (Power Check): If you know your
manufacturing capacity is in demand, use that as

leverage.

Salesperson: "We typically reserve our best rates for
guaranteed high-volume commitments over time. What kind of
recurring volume are you considering beyond this order?"
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Buyer: "We're worried about price fluctuations due to market
changes."

Salesperson: "Price fluctuations?" (Mirroring to have the buyer
elaborate on their concerns.) (Power Check): If you have a
stable supply chain and strong relationships with suppliers, use
this as leverage.

Salesperson: "Our raw materials are sourced through long-
term contracts, which helps stabilize our pricing. Would locking
in a stable price for the next few quarters help address your
concerns?"



