
EXERCISE 1




The Used Car
Step  3: 30 Minutes



Meet with the opposite side to negotiate a price for the used car. During this time


you may observe the following procedures:




1. Use any plan or strategy that will help you achieve your objectives.




2. If you are negotiating in a team, you may call a caucus at any time to evaluate your





strategy or the opponent's strategy.




3. Reach an agreement by the end of the specified time period, or conclude that you


INTRODUCTION

are not able to agree and that buyer and seller will explore other alternatives.




4. Complete the Statement of Agreement form and submit it to the instructor. Be sure


The scenario for this role‑play involves a single issue: the price of a used car that's

to write down any additional terms or conditions that were agreed to.


for sale. While there is a great deal of other information that may be used to construct supporting 


arguments or to build in demands and requests in addition to the price, the sale price will 
Step 4: 30 Minutes
 
ultimately be the indicator used to determine how well you do in comparison to other 




role‑play groups.
Be prepared to discuss your settlement with the opposite side and with the



other groups in role‑play. Answer the two questions, in writing, of the discussion




when the assignment is completed


ADVANCE PREPARATION
BACKGROUND INFORMATION


Read and review the Background Information section on the used car, and the buyer or
You are about to negotiate the purchase/sale of an automobile. The seller advertised


seller position information that you have been assigned. Read only your position, as
the used car in the local newspaper. (Note: Both role‑players should interpret "local"


described in the information provided by the instructor.
as the town in which the role‑playing is occurring.) Before advertising it, the seller


If you are working with others as a team, meet with the team and prepare a negotiation
took the car to the local Ford dealer, who has provided the following information:


strategy. If you are working alone, plan your individual strategy for your position.


2004 Ford Taurus two‑door hatchback, four‑cylinder, automatic transmission


Whether working in a small group or alone, make sure that you complete the sec‑


power steering, air conditioning, front‑wheel drive.


tion at the bottom of your confidential information sheet,


White with red interior, power door locks, power sunroof, and AM‑FM radio.






Mileage 60,450 miles; steel‑belted radial tires expected to last another 30,000


PROCEDURE


miles.


Step 1: 5 Minutes


Fuel economy 30 mpg city, 38 mpg highway; uses regular (87 octane) gasoline


The instructor will determine whether this exercise is to be conducted individually or


No rust; dent on passenger door barely noticeable.


in small groups. If it is individual, pairs of individuals will be assigned buyer and seller


Mechanically perfect except exhaust system, which may or may not last another


roles. Alternatively, groups of two or three persons will be assigned buyer and seller roles.


10,000 miles (costs $300 to replace).






Blue book (2008) values: retail, $6,600; trade‑in, $5,125; loan, $4,625.


Step 2: 30 minutes


Car has been locally owned and driven.


Read and prepare your negotiating position.
DISCUSSION QUESTIONS




1. Did you reach an agreement in this negotiation? If so, how satisfied are you




with the price? If not, are you satisfied that you did not agree? Why?




2. If you reached agreement, how does the settlement price compare to your target 





price, to the buyers opening offer, and to the lowest(highest price) that you were 






willing to accept? Who "Won" this exercise?

