
14 www.GoRSPA.org

Bill Garcia is a golfer. His stride borders on a confident swagger, intense and 
deliberate, but leisurely in pace. His words are measured, and as he talks, his 
facial expressions range from a furrowed brow of concentration, to a wince of 
exasperation, to wide-eyed enthusiasm. He is assured and he is seemingly 

fearless. Exactly the right personality for golf, and a great demeanor to inspire 
the waiting RetailNOW 2017 audience—filled with point of sale professionals, 
ranging from business owners to service technicians. The heady mix—of the 
steady and skillful speaker and the seasoned and eager audience—created 

an electric undercurrent, reminiscent of the anticipation that builds around the 
last hole in an exciting golf tournament.
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Bill Garcia’s talk formed the climax of RetailNOW 
2017’s opening session. After RSPA Chairman Tom 
Reichart (Vice President of Business Development, 
Vantiv ) welcomed attendees, Blue Star CEO Steve 

Cuntz provided Garcia’s introduction, in which he reminisced 
about hearing the golfer at RSPA’s Inspire event several 
years ago. Then Garcia bounded onto the RetailNOW stage, 
ready to help the audience “negotiate for success.”

He kicked off the session by asking the audience to “turn off 
the voice inside your head.” Taking this step, he asserted, 
allows one to push beyond the doubt that usually hampers 
an individual’s ability to successfully negotiate. Oftentimes, 
“we get caught up in settling for what we think will happen,” 
he warned.

Then, Garcia walked the audience step-by-step on a clear 
path toward developing a mindset of successful negotiation. 

Other memorable tactics shared were:

• Children are naturally excellent negotiators—but over 
time, adults forget about those powerful negotiation skills. 
Garcia encouraged the audience to take a cue from the 
boldness of childhood.

• Follow “the 3Bs”: The Basics, The Buying Game, and The 
Bargaining. 

• Part of The Basics is to “try” . . . “Give it a go!” Figure 
out what it is that you want, define your value, and keep 
asking until you get a NO.

• There is value and possibility in the word IF . . . “If I do this, 
can you do that?”

• Whether seller or buyer, anticipate what the person on 
the other side of the negotiating table might want from 
the deal. Take time to plan, and stop focusing on your 
“sheet.” You never know what is on their sheet.

• Create a simple, repeatable process. Practice it in your 
personal life. And remember: confidence is key! Just ask! 

Garcia prodded his audience, challenging them to question 
their long-held beliefs about their own negotiation styles; 
daring them to push further, to take risks; and cheering them 
on. 

In a session peppered with real-life anecdotes and 
actionable items, Garcia left the audience energized and 
ready to negotiate. Bill Garcia—golfer, motivational speaker, 
encourager, coach, mentor—ended his speech with a 
subdued nod to his audience, and was met with raucous 
applause. As he exited the stage with that same self-assured 
stride, he left in his wake much-coveted advice and insights 
that his grateful audience will long be buzzing about. 
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Never give 
without getting. 
Say "Yes, if ..." 
or "No, but ..."

Timing is important. 
The worst time 

to negotiate w/ a 
plumber is when 

you have water on 
the floor.

It's not the 
people you fire 

who give you the 
headache. It's 

the people you 
don't fire that do.

Confidence 
is critical in 

negotiation. You 
need to practice 
the skill to gain 
that confidence.

Expectations impact outcome. Try, plan, 
raise the bar to succeed in negotiations.

When 
customers 
ask for a 
discount, 

defend your 
value.

There's a misconception in the 
world that price is all that matters. 

Don't chase to the bottom.

We never know what's on the 
other side's sheet of paper (their 
circumstances) when negotiating.

Defend your value 
when customers 
try to negotiate 

to an area you'd 
prefer not to.

Until you say no or ask for something in 
return, customers will keep asking for 

things for free.

—Bill Garcia, RetailNOW 2017


