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Selling Back to Vendors
The first reaction to vendors is generally
one of disdain and contempt, which is
somewhat
understandable.
That never gets
anyone anywhere
because a law firm
requires a list of
services from a list
of providers. 

There is also
the issue of
learning what new
products and
applications are
available in the
marketplace. New
products frequently dictate an advantage 
to the firm. As opposed to the lack of
negotiating tactics, some effective
techniques to use in negotiations or
discourse are the following.

If you are not interested in a product
or service, tell the individual, “no thank
you,” at the onset. There is no point in

wasting your time or
the vendor’s time.

If you are
interested in a
product or service,
use the same selling
methods the sales
person is using.
One of the biggest
complaints from
librarians is that the
vendors are a
nuisance. Be direct
with them about what
you are looking for. 

If this is not communicated effectively, you
will not get what you want.  

If there is a specific issue, like price,
terms in the contract, etc., be clear and
precise about those. Otherwise you will

continue to get phone calls every week.
Everything you get or don’t get is up to you
and your ability to communicate the issue
or request.  

Be specific and direct with what is best
for the firm and your department. If the
vendor is credible, there will be a negotiation
and an effort to bring a resolution favorable
to both sides of the table.

All of these techniques are applicable 
to many situations. Selling is a highly
developed skill that takes years to develop.
Use these to your advantage and see the
environment change around you as you
become the new star within your firm.
Shine brightly! ■

Kristine L. Collins (kcollins@
kristinecollinsconsulting.com) is president 
of the Collins Consulting Group in Tustin,
California, and the author of Salesmanship
for Attorneys: Building Your Practice using
Successful Sales Strategies from Corporate
America.
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