3T¢IT 215: Negotiating & Persuading — pyaar se #1317, TGHART @
HeAar3fr

Arre yaar, boss! Negotiation Hdols 19Tl sTa[—Ig AT A give-and-take T win-win
¢&eTT ¢. Persuasion Hcleldl HIHeT dTel Sl smart reasons 3R clear B1I¢ f&@H “g1” deh
ST, Aaj &5 simple Hinglish # glaT skills ¥RdT—ready phrases, mini-frames, 3iX fun
tips & AT,

(1) Negotiating & Persuading F1§? (Meaning) '
e Negotiating (FTe-51Ta/TICaTS): T, et 31 TATT IWGHT VAT ol Aehrote
ST GIAT 98T o Tolw STk 8I—price, timeline, scope, salary, terms d3Rg.

e Persuading (HATAT/IR FIT): facts + emotions + benefits fG@TRT THT 1
action oleT & TOIT ST LT,

Simple line: Negotiation = deal @I HJfeId =IT; Persuasion = decision I feRIr &.
(2) F9 3T FT use F? (When + How)
e &d: salary/fees, client scope, deadlines, refunds, partnerships, team
resources, E¥-IRAR & B¢ deals.
e $¥ (mini-playbook):

(1) Prepare: apna goal, minimum (walk-away), 3iX alternatives (BATNA)
AT T

(2) Probe: HdTel Y&—34Tehl needs, constraints, priorities HHS.
(3) Propose: options &I—tiered pricing, phased timelines, add-ons.
(4) Persuade: benefits, proof, social proof, small wins.
(5) Close: clear terms + next steps + summary.
Tone tips:
e Calm + respectful; “I understand” + “Let’s explore options”.
e Body language: steady voice, pauses, open posture.

e Language: positive, specific, solution-oriented.



(3) 20 Example Sentences (English + Hindi)
(1) Could we explore a middle ground on the price? = 3T g8 hIHT TR &I T IEAT
foreprer Tohd 82

(2) What would make this a win for you? = 39 folT 8 Tthel dailel o oIt FIT ST
g?

(3) If we extend the timeline, we can improve quality. = 3R §5 §HI 9617, dr IMER]
SN Y Hehd o

(4) Would a phased delivery work for you? = T TRUTIGH fSelladl 3mdeh foiw Har
Tgatr?

(5) I hear your concern; here’s a possible workaround. = 3 3mohr frar
THSAT/THSA §; T€ Ueh HEHT 3T .

(6) Based on past results, this plan is lower risk. = TISel sl & TR W), T rotell
A SNTEH arelr 8.

(7) Could you consider a 10% discount for upfront payment? = 37f3sT HITdTeT 9T 10%
g W faar H3r

(8) In return, we can add two support sessions. = SGel H, g &l TIE VAT FS Tehd
g.

(9) From your side, what’s the top priority—budget or timeline? = 39 TR®E & e
g3Y IrAfAehdT T §—oIec AT FATHAT?

(10) If we reduce scope, we can meet the deadline. = 39R & RRT "IV, df FHIIHAT
o & T 8,

(11) Here’s why this option gives you better value. = g [deheq 30! S5 deg Ft
¢dr 8, I8 .

(12) Others in your industry chose this plan with success. = 39 33T # @RI = T§
CATel Hh el deh Ioll &.

(13) Let’s list what we agree on, then fix the gaps. = ST STl X HgHIA & 3o¢ galaey

(14) To be fair, we can split the cost. = =ITIHITT FT H, §H 9T CIEET R

(15) I'm willing to adjust if we extend the contract. = 379X §H Siccac qGI7, dl 7
HATISTT HIA T IR €.




(16) Could we lock this today and start Monday? = FIT g 54 31Tol BlSsTel Ih
TIHTR T YE F Thd &7

(17) I appreciate your point; may I offer an alternative? = 3R ST T &g &; FaT
Ueh faehed TG HehdT/Hehcll g

(18) Given the constraints, this is our best proposal. = HHT3T T @ gy, eI gHART
T 3T TEATT &,

(19) If we can’t align on price, shall we adjust the features? = 39X hIHT T TgATT
T8I ST, af T e USeiEe H?

(20) Great—we're aligned. I'll send the summary and next steps. = IGAT—§H HEH
8. # AN 31 309Tel SheA AT ¢/,

(4) Vocabulary
Leverage: IHTd/BIIACT 3STT

Trade-off: THSIT/AT-GaTT
Concession: I
Counter-offer: 9el€ 9&dTd
BATNA (best alternative): afdd Aerea
Anchor: 3T JEAT/ TR
Scope: aIERT

Value proposition: HeI-I&dd
Win-win: glsil &l BIIGr
Objection: 3TIfT

Upsell/Add-on: 31faerd Geremar
Sweetener: 3T S5
Non-negotiable: IR-TFSHATHRT
Align/Alignment: dTeTHol/HgATd



Close (a deal): GleT Tereht AT

Ready-to-use mini-frameworks
e Probe — Propose — Close

e Probe: “What’s most important for you here?”
e Propose: “Option A (low cost), B (balanced), C (premium).”
e Close: “Which works best so we can schedule kickoff?”
e Persuasion (A.R.C.)
e Agree: “I see your point.”
e Reason: “However, this saves 20% effort.”
e C(Call-to-action: “Shall we try it for one week?”
e Sandwich reply (FTSsT ST I AT B):
e Positive — Concern — Positive step
e “Great progress — timeline tight § — add 2 days, quality safe.”
(5) Funny Recap (G Edi-arell dsehl)
e T: “Boss, negotiation ¥ HeIgC 8l g!”
° ;,é’r “Arre yaar, dieT R 9T T@I—Research (dIRT), Reason (J1F d1g), Respect

(rfa). ggor T, fthT options @, 37d # clear summary. 23T THS, AET
logic—3{X deal sTel: arey wah, win-win!”



