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Where the really big

The secrets to saving
hundreds or even
thousands of dollars
on everything from
furniture and flat-
screen TVs to cars,

doctor bills,
|
and more! @
i,

are hiding

You go out of your way to find

a cheap gas station and clip
coupons to shave pennies off
grocery bills. But when it comes
to big stuff like furniture and
flat-screen TVs, you probably
pay whatever the price tag says.
OK, maybe you wait for a sale or
shop around for a low price.
Well, odds are you can save a
lot more, maybe hundreds or
thousands of dollars more. The
trick is knowing how to ask for a
better price.

In a survey by the Consumer
Reports National Research
Center, the vast majority
of people who haggled over
furniture, electronics,
appliances, and even doctor bills
said they had snagged at least
one discount in the past three
years. But in the same survey,

40 percent of respondents
admitted that they rarely, if ever,
even try to talk down a price.

In a new ShopSmart reader
poll, nearly one in three women
explained that they didn't
haggle because they were
worried about looking foolish.
But many retailers expect you to
try to negotiate, thanks at least
in part to the Internet, where it's
easy to research the price of just
about anything. And with the
economy slowing, sellers should
be even more eager to give you
a break in the months ahead.

We asked negotiating pros
and haggle-happy readers for
their success stories. Read on
and learn how to rack up some
great discounts yourself. As
you'll see, you just need to learn
afew tricks to get started.
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Appliances

Annmarie Kahl, an accountant from Carle Place, N.Y,,

had her eye on a $1,350 fridge at Lowe's. It was part

Saved: 50% of a display kitchen that was being remodeled, so she
asked the salesclerk for a discount, but he wouldn't budge. However, every
time she came back, the price was lower. Finally, she told a salesman, “I
notice the refrigerator has been here for a while and it's not moving. I'll give
you $550." They eventually settled on $650—or more than half off.
The lesson If you can't get the price you want the first time, walk away
and try again another time.
Also try this
B Ask for a volume discount. Redoing an entire kitchen? Ask what the
salesperson can do for you if you buy two or more appliances. Or shop
with someone who is buying similar items. “You increase your leverage,”
says Michael Soon Lee, an author of "Black Belt Negotiating” (Amacom,
2007), who recently got a big break when he and his brother bought a
pair of chandeliers together.
M Seek happy haggling grounds. National chains like Home Depot and
Sears generally won't negotiate unless an item is a floor model or damaged,
or advertised for less elsewhere. You'll have better luck at independent
stores and regional chains like PC. Richard and HH Gregg. But check prices
online first to check the going rate. (Or you can try ShopSmart Mobile. See
“How to Talk Down Any Price,” below, for info on how to subscribe.)
B Ask for a break on delivery or installation. You may find more wiggle
room here than on the price, especially given a recent shift in antitrust law
allowing manufacturers more ability to defend minimum retail prices, says
Alex Cheimets, editor of ApplianceAdvisor.com.
Another way to save Sign up for alerts about promotions and rebates at
manufacturers' sites, and at retailer-coupon sites like www . keepcash.com.

How to TALK DOWN any price

Always remember that the first price
you see or hear isn't necessarily the
bottom line. “The market has always
had two prices,” says G. Richard
Shell, who teaches negotiation at
the University of Pennsylvania’s
Wharton School and is an author of
“"The Art of Woo" (Portfolio, 2007).
"There's the price on the tag, and
the price you may get about 40
percent of the time if you negotiate.”
That's why you should never
hesitate to haggle. Here are some
rules to get started.
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NEVER buy anything major without

first researching prices. Go to sites like
www. bizrate.com, www.shopzilla.com,
www.pricegrabber.com, www.shopping.com,
and www.shopping.yahoo.com. Also, look
through store ads. You can take this info to
local stores, which may be willing to match
or beat the prices. (A cell-phone service
that can help you get prices while you're out
shopping is ShopSmart Mobile. Ask your
carrier about how to subscribe.) And be
sure to visit competing stores in the area.
David H. Sternblitz, vice president of the
Zales jewelry chain, says his stores allow
salespeople to haggle with customers who

have checked prices at other stores. But
don't fake it. Salespeople can see right
through a phony price quote, says Erica
Dawson, who teaches negotiating skills at
the Yale School of Management.

ALWAYS ask, “Can you do better for me?"”
If the saleswoman doesn't immediately take
the bait and offer you a lower price, you

can ask, "Do you have a coupon, or asale
coming up?” She might let you inon
another way to save.

NEVER start with the price you're willing to
pay. That's a mistake a lot of people make,
experts say. Start at a lower price, so you
have room to maneuver.



Furniture

Wharton School
TRUE S;g(l;{v professor G. Richard
Saved: el Shell wasina high-

end customn furniture store one day
arranging a gift certificate for his wife in
the form of a picture of an end table and
a prepared purchase order. As the sales-
woman was drawing it up, Shell said,
"I know you don't negotiate prices, but
| know you have sales.” He says she
looked at him and said, “Now that you
mention it, we are having a sale.” That
earned him a 10 percent discount.
The lesson Always ask about upcoming
sales before you plunk down your money.
Also try this

Time it right. You'll find the best
haggling opportunities for furniture
around Presidents Day and July 4,
when stores need to make room for
merchandise they order at the High Point
Market, held each spring and fall in High
Point, N.C., says Jaclyn C. Hirschhaut, a
vice president of the American Home
Furnishings Alliance, a trade group based
in High Point. If you must have that sofa
sooner, shop at the end of the month,
when store owners are balancing their

books, says Steve DeHaan, executive
vice president of the National Home
Furnishings Association, another trade
group. Just be sure to avoid late fall,
when stores are swamped with shoppers
upgrading their furniture for the holidays.

Ask for extras. When the price is non-
negotiable, author Michael Soon Lee asks
instead for freebies like a pad to protect a
new dining room table or a gift certificate
for his next purchase.

Research online before you set foot in
astore. Use the Web to study style and
price. When you're ready to order, keep
inmind that some retailers, such as

JCPenney, allow you to buy online and
then pick up at the store, which can save
you shipping fees.

Another way to save Visit High Point,
where dozens of furniture dealers

have showrooms, and 10 percent off

is possible after big trade shows in
spring and fall. (Find out more at
www.highpointchamber.org and www
highpoint.org) Because furniture once
made in the High Point area is now
largely imported, prices aren't as low as
they used to be, says DeHaan. But you
can still get deals at nearby outlets

or local chains like Boyles Furniture.

P

ALWAYS decide what you're willing to
give up to get a better deal. Once you
know what you can't live without, you'll
be able to focus on what's important and
use the other stuff as negotiating points,
says Dawson. For example, maybe you
don't absolutely need heated seats in that
new car, but you must have rear speakers.
MNEVER take “no" from someone who
can't say "yes." If you hit a roadblock, it
may be because the salesperson doesn't
have the authority to lower the price.

So ask to speak with the manager or
supervisor instead.

ALWAYS remember to offer payment on
the spot when possible. This is especially
effective with contractors and other
service providers who don't want to

chase after clients for money.

NEVER be afraid of silent pauses. They
can be uncomfortable, but sometimes
provoke a better offer.

ALWAYS take your time. Ask a lot of
questions and go back more than once.
It's natural for a salesperson who has
invested time to want to close a deal.
NEVER overlook the power of
observation. ShopSmart reader Jo Oliver
recalls falling in love with a vintage
Victrola phonograph with a $250 price
tag, about $100 more than she wanted to
spend. After some discussion, the seller
said he couldn't let it go for less than
$200. "l said, 'It's awfully dusty...it looks
like nobody's looked at the piece, " Oliver
recalls. Then she offered $150—cash. "He

said, ‘OK, it is taking up a lot of space.
Another way to save: Use product flaws
that you can fix or live with to negotiate a
lower price.

ALWAYS try to get a break on something
else if a salesperson won't lower the price.
Ask for a deal on delivery or installation,
for example.

MNEVER give up. "A little success breeds

a lot of confidence,” Shell says. Soon a
one-shot experiment becomes a new

way of looking at the marketplace. Sellers
need to make sales, and you need to stay
within budget. Remember: The worst

that can happen is that someone says

no. At least you'll know you're not
missing out on any discounts that you
could have nabbed.
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Clothing

ShopSmart reader Shery! Allen says she often shows up at

department stores the night before an advertised sale so she

Saved: 20% can make nice with the salespeople and wrangle a night-before
discount. She says she has gotten 20 percent off at Macy's and at Kohl's by asking
for the sale price the night before the sale.
The lesson It often pays to make friends with salespeople.
Also try this
I Look for imperfections. It's easier to haggle if buttons are missing.
[ Be aregular. Boutigues can be more expensive than department stores, but it can
pay to frequent one you like, says Frances Harder, a fashion-industry consultant in
Los Angeles. Small stores are more likely to give a familiar face a friendly break.
[ Offer cash. This is another good strategy at boutiques. Hammered by fees paid to
credit-card companies, they may be more willing to bend on the price if you offer cash.
And shop at the end of the season, when stores need space for new inventory.
Another way to save Shop at discount sites like www.6pm.com, which slashes prices on
shoes by up to 75 percent. Tony Hsieh, CEQ of Zappos.com, says that's where they send
items at the end of each season, after they've stopped selling on Zappos. You can also
score big discounts at the sale areas of fashion sites like Bluefly.com and eLuxury.com.
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Hotel rooms

On their way to
:RU:-S;(SD(I;/Y an inexpensive
bde, 2 ad hotel in Maryland,

ShopSmart reader Regina Smith and her
husband stopped by a chic inn and ended
up taking a $600 room—at a 75 percent
discount. It was 4 p.m. on a Wednesday,
and the inn needed warm bodies. The
clerk offered the room at half price.
When the couple demurred, “the guy
literally followed us out to the parking lot
to say, '$150 and it's done, " Smith says.
The lesson Take advantage when timing
is on your side.

Also try this

B Ask the front desk for a price break.
“Do you have a room that's not quite
sonice?" is a good way to start, says
travel writer Chuck Thompson. You
may also want to ask about out-of-
order rooms that may have just a
broken lamp or a carpet stain. But be
discreet—the clerk probably doesn't
want the whole lobby to hear about
your “special deal” More than 70
percent of readers in a Consumer
Reports survey said they were able to
haggle their way to a discount or an

upgrade, especially if they negotiated
face-to-face. It even worked at high-
end hotels like the Ritz-Carlton.

M Offer to stay another night. ShopSmart
reader Wendy Grossmann says she once
found a nice hotel, but the rate was too
high. So she told the hotel that she had
planned to stay two nights, but if the
price were right, she might make it four.
Guess what? She got a break.

M Book early. Hotels are sometimes
willing to give a good rate if you book far
ahead to lock in business. To hedge your
bets, find a decent unrestricted rate early,
then call back 24 to 72 hours before you
arrive. If the rate has dropped, you
usually can cancel and rebook without
penalty. Be sure you're canceling within
the hotel's alloted time frame.

Another way to save Priceline.com and
Hotwire.com offer heavily discounted
rooms. The catch: Sometimes sales are
final and the sites might not identify the
hote! until you pay. For tips on bidding at
Priceline, go to www. biddingfortravel
.com. Last-minute travelers should also
go to www.lastminute.com. And check
out hotel sites for special offers.












