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provider 10 percent to 15 percent by agreeing to certain concessions. For instance,
Bishara had his data provider stop shipping him hard copies of the data and instead
send it digitally to save the provider shipping costs.

"A true negotiation is beneficial to both parties,” notes Glen Boehmer, president of
Sentinel Printing in Hempstead, which at years end renegotiated better pricing and terms
on an equipment deal with a vendor.

Specifically, Sentinel was able to exit an old digital press lease a year before the lease
was up and get two new digital presses for a lower monthly payment. And the vendor
was able to move new product by year's end.

"It worked out well for both parties," Boehmer says.

You never know what a supplier is willing to do until you ask, says Michael Schatzki of
Negotiation Dynamics in Far Hills, N.J.

If they're not willing to completely change the terms of an agreement, you might ask
whether they'd agree to make changes that would expire in the next six months when
conditions hopefully improved, he says.

"It's back to the old school,” Bishara notes. "You've got to wheel and deal everything."



