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This is a guide that you do not find too often, as it gives away some key hints and tips that
most hosts do not want you to know. However, we believe in freedom of information and we
feel that it will be a more successful Event for everyone if these practices are adopted. Whilst
a host may be doing their best to include all the relevant information, it is common for one
or two points to slip through the net. This guide suggests some questions you can ask that
may reveal additional information that increases the scale of the opportunity for you, for
example does the host belong to a parent company?
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1. Introduction

- ™
1.1 Overview

Online Negotiation Events can be seen as just a method of focusing on prices, with little influence
from the participant. However, this could not be further from the truth, especially with Market Dojo
which places you in direct contact with the Host. Everything you do, or don’t do, can affect the final
outcome. In this document we will share with you ideas which will help maximize your chances.
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2. Impression, understanding and influence

2.1 What impression you are giving?

Throughout this process you are engaged with the Host, not a third party running the Event. Thus
everything you do leaves an impression, every communication says something about you. Here is an
opportunity to win an Event and whether you believe it or not, your attitude can influence the
outcome. Many of the points below will also relate back to this advice.

4 )

2.2 Understand the other viewpoint

Try to see the event through the Host’s eyes. This could be their first Event and it might represent a
significant step forward in their company. There may be very senior people in the organization
watching the process closely. Even if you do not win business, there could be every chance that you
have been noticed, maybe as a local participant to a different site, or as a safety net if the first
participant fails to deliver.

The Host will have invested much time in following our guides for best practice and there is no reason
you should not give it your all. Remember that the Host has invested in this software to be able to
involve you, so they are in fact paying for you to have a chance to win business.
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2.3 Quick, clear and concise communication

At every turn in this process there will be communication from the Host. How you respond to this

communication will affect how the Host perceives you. Market Dojo would advocate replying to all

communication within a timely fashion as this will leave the impression of a participant who is reliable

\and efficient.
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Never forget the bigger picture! There may be specifications, timetables and many other documents
giving you information, but this is nearly always not the whole picture. Hiding in the corridors might
be anything from future lines of business and specification re-designs, to other sites who want to get
on board or parent companies who might be interested in you. We obviously recommend to the Hosts
to include these points in the Request For Participation but that might not always be the case. Getting
your foot in the door may open up a host of other possibilities in the short, medium and long term
once the open communication is established. Whether you win or not, approaching the Event
professionally will leave a lasting impression in the Hosts mind. )

2.4 Understand the bigger picture
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2.

Impression, understanding and influence cont ...

&

2.5 Direct chance to influence Hosts without third parties

Market Dojo is designed for use by the Hosts whether they are looking to buy or sell. Thus most likely
you will be dealing with the person making the decision without the influence or blocker of a third party.
Indirectly through your communication and questions, you can influence the process. By acting
professionally, communicating efficiently (without undue persistence), it will leave a good impression. In
turn this gives you the opportunity to influence the contract terms or Lot structure, thereby aligning the
Event more to your core strengths.

S /
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2.6 If you are an incumbent, be open and honest

If a Host has decided to move forward with an Online Negotiation Event, then there is a realistic chance
that business might move. Nothing is more infuriating for a Host if the incumbent withholds necessary
information. It can leave a very bad impression and work against you in many ways. Not only will you
be making your Hosts Event more protracted but more importantly it might mean that there are
incorrect specifications made available to you and your competitors which could put you at a
disadvantage. Even if you retain the business after the Event, your contribution will have been noticed
and your Host would have learnt the lesson for the next time.
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The section above highlights that you have a direct influence on this process and the vision of the
solution. What kind of questions can you ask which will not only possibly ensure changes to the
Event structure but also will create a lasting impression for the Host? The questions can also be
focused around reducing your risk, thus enabling you to be more successful in your bidding. By
helping to make the Event more even by resolving discrepancies, you wil earn the respect of the Host
as it enhances their success by increasing liquidity and eliminating errors.

2.7 Possible Questions

Below are just some of the possible questions, some of which may already be covered in the Request
For Participation:

How are the volumes likely to change in the next 5 years?

How stable is the product design?

Are there any other products or services in this category, but not in this event, which may be coming
up in the near future?

Do you have any further specifications around ........ which will help us quote more favorably?
Would you accept other delivery times?

Would you accept different tolerances for....?

Could you extend the contract to X years to enable us to bid more favorably?

Remember that the current Service Level Agreement or purchasing requirements might have come
from a competitor of yours. It is only by challenging these that changes can happen. If you are logical
and explain your reasoning with respect to the Host having a greater success rate by reducing the risk

Qhe participants, then you have every chance of any desired amendments. /
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3. Bidding

3.1 General

When placing your bids, there are various factors to take into consideration, not only to give you the
best chance of success but also so you obtain the most from the Event.
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3.2 Calculate price margins

The result of an Event might be more business or the purchase of an asset. The bids in these Events
are legally binding. It is your responsibility to ensure that any bids placed are within your capabilities.
Both Market Dojo and the Host hold no responsibility for your bids. The Host may also have thier own
tools to calculate the best prices that they should receive, so if your bid is wildly different, alarm bells
will be ringing and your chances of success will suffer. Maybe you know something they don’t or
maybe you have mis-understood the specifications. Whichever it is, this just re-iterates the
importance of communication with the Host.

\. J
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3.3 Leave some margin at the start...

This point is debatable. This is an Online Negotiation Event so you probably do not want to give your
hand away immediately. Leave some margin as your initial bid may be enough. However, refrain from
putting in uncompetitive bids to begin with, as you might not even make the start line. If you think
about this from the Host’s perspective, it might be a showcase event in the organization, with many
other buyers, managers or directors watching. Putting on a bit of a show will make your involvement
appear to be a great decision by your Host; hence leaving some margin which you can eat into could
be beneficial. Though we understand that this is a serious event, where the outcome can have a huge
impact on businesses, it is important to consider the human element of this. You need to use all the
methods disposed to you to win the business.
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3.4 ...but not too much

As the point above iterates, if you leave all your margins high then you might not meet the start line,
also if everyone leaves their margins high then the Event might be cancelled. Make sure your first bids

are competitive.
\ /
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Following on from the previous point, this could be one of the most useful Market Dojo tips. Even
though Online Negotiation Events are sometimes critised, they do end up giving more feedback to the
participant than a traditional negotiation and give a better understanding of the market. How can
you obtain more from the Event but not hampering your chances?

3.5 Not all your best prices first

Consider a Reverse Event with several Lots. You would like give yourself the best opportunity to start
with and impress the Host with some initial savings, but you would also like to gain information from
the Event. Put in good prices [not your best] for most of the Lots but leave your margins slightly
higher for the last Lot. When the Event starts, you will be in a worse position for this one Lot and thus
gain an idea about how many other participants are involved. Also it will make the Event simpler
from your side focusing initially on one Lot. However, remember to make sure you can improve on
your other Lots, as Hosts presume, rightly or wrongly, that any initial bids for an Online Negotiation
Event have margins in them. /
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3. Bidding cont...

4 3.6 Don’t forget the other Lots

\

As we have discussed before, think of the bigger picture. Don’t get caught out missing opportunities.
A prime example here is where there are individual line items which are also represented in a bigger
Lot. A potential scenario here is that you might concentrate on the individual line item Lots whilst your
competitors are focusing on the Lot which looks for a total contract award. Hence you might think you
are in the prime position for the individual line items but you have in fact been outbid on the total
contract award.

v
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3.7 Not last minute

These events have a dynamic close, in other words no advantage is gained from putting your bids in at
the last minute and hoping the event closes before the others can react. The dynamic close means that
the event will be continued an extra X minutes if a bid is placed within those last X minutes.
Continuous last minute bidding only ends up frustrating both the host and other participants.

\, /
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3.8 Minor decrements

In a similar vain to the point above, try not to continually decrease your bids in the smallest
decrements. Whereas there may well be a time for this, in general it can again infuriate both the hosts

and other participants.
\ v
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3.9 Counter Bid Shadowing

Sometimes a you may find yourself in a highly competitive situation where another participant is simply
following your bids. A strategy here which can sometimes work is to change your bid by a larger
amount (if your margins allow) which will then leave the other participant bemused, maybe even

slightly demoralised, as they change their bid and see no change in their position.
A\ v,

('3.10 Lowest price does not always win h

In a Reverse Event, the final decision is most likely Host's Choice. This means that the Host can weigh

up other factors and maybe meet with the most promising participants, before making a decision. This

is why you, as the participant, need to create a good impression. Remember that once you have that

foot in the door, anything can happen; specifications can change, more business might come onto the
\table, and so on. At the same time, if you are not in the top few, you will not have that chance.

a N
3.11 Highest price does not always win

In a Forward Event, it is more likely that the winning bid will be successful, but not always. The Event
will be based on a specification, and maybe you have not been able to change this, for whatever
reason. However, if you have communicated with the Host through the process, they could be very
well aware of better payment terms or more appropriate collection possibilities that you offer and this
could promote your appeal in the final decision.




n—

Psychology of Online Negotiation Events marketdo | o

3. Bidding cont...

4 3.12 Use finer bids A

Most companies tend to bid in whole numbers and to a certain degree of accuracy. One option, set by
the host, with our software is that if two bids are equal, they will be tied instead of separated by a
time stamp. To avoid being tied, and stay ahead, try bidding in finer amounts. For example, instead of
bidding 3890, use 3889 which in a ranked event might put you in first instead of tied second by only a
pound difference. Thus you could win by a pound instead of giving up because you are still in second.
Obviously this depends on the minimum decrement allowed. Also it is worthy to point out that in the
situation above, the supplier in second might try to move by a small amount just to make sure they

dont lose by a pound!
\ YaR Y,
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4.1 Diary

Remember that a contract is not for life. An Event could well be the start of a prosperous long-term
relationship, yet equally the Host may not be happy with the final choice after contract award. Thus it
makes good business sense to get back in touch with the Host a few months before the contract
renewal date and see if the contract might be re-negotiated.

S

4 4.2 Your Supply Chain or Partners )
This could be an important opportunity to gain more business or retain existing business. It will give
indirect feedback on how the rest of the market place is positioned. However, these online events are
proven to be very effective at negotiation. You may need to examine your cost make up carefully or
your maximum possible bid. It could be thus fortuitous to have your own supply chain or partners
involved watching the event as well. They could then suggest ways to obtain cost down or find more
capital during the event. Although this can be done before the event, sometimes it takes a wake up
call to realise the current market and understand the neccessity to act.

4.3 The other participants may also have read this

Whilst Market Dojo has tried to capture some ideas to help you, remember that the other participants
could also have read this guide. Thus they too may be using some of these tactics and it pays to be
aware of this. However, in the end, the Host is looking for the market price and it should still be your
primary aim to deliver what the Host wants in order to be successful.

\. /
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5.1 What’s not allowed?

The final point covers what you are not allowed to do during a Market Dojo Online Negotiation Event.
You are not allowed to place bids that you are not able to withhold. Market Dojo Terms and

Conditions state that all bids are legally binding. Placing bids to gain information is strictly forbidden.
Any participant found to act dishonorably will be instantly banned.

A\ v,

“Remember - think how everything you do is seen in the eyes of the Host".

Online Negotiations are becoming increasing popular and we would
suggest you grab experience where you can. They give you a better
understanding of the market at a reduced cost.




