








worth risking the relationship over 30 
minutes. 

Comparably, if you’re at a garage 
sale or market and want to negotiate 
a lower price for something, don’t be 
disrespectful if the seller says no or 
offers less of a discount than you hoped 
for. You might be able to negotiate a 
little further, but once they say they 
can’t (or won’t) go any lower, either 
take the deal or leave it.

Remember: you want the commodity 
or service the other person is offering. 
This means they technically have more 
power than you in this situation, unless 
they’re desperate to sell or desperate 
for what you have to offer in return. 
So, while you’re looking for a good 
deal, you also need to make them an 
offer they can’t refuse.

Final Thoughts

To wrap up, let’s make sure you 

understand the differences between 
bartering and negotiation, and when 
one is more appropriate than the other.
Simple bartering is most appropriate 
when time and convenience is more 
important than the effort of trying to 
negotiate a better deal. 

To use our example of the store from 
earlier, if you find out they don’t offer a 
price matching service, you can either 
trade your cash for their goods at the 
displayed price (barter) or take your 
business to a competitor with lower 
prices. There’s no negotiation possible 
here, so you base your decision on 
your understanding of the store and the 
intrinsic value of the goods.

Negotiation, on the other hand, relies 
on less obvious motivators than the 
intrinsic value. Continuing with our 
example of the store, you might have a 
genuine preference for the one with the 
higher display price or value your time 
in running to another location to make 

the purchase. 

In this case, the effort of taking your 
business elsewhere outweighs the 
effort of negotiating a lower price in 
accordance with the store’s policies. 
Here, you’re relying not only on the 
store’s price matching policy, but them 
valuing you as a customer enough to 
process the appropriate discount.

But before you rush out to start 
practicing barter and negotiation, test 
your skills with our short quiz! 

If you pass the quiz with at least 7/10 
correct answers, reward yourself by 
testing your barter and negotiation 
skills at the nearest garage sale or 
farmer’s market!



11

Test your Knowledge
1. Barter and negotiation 
are useful for:
A. SHTF survival scenarios
B. Exchanging goods and/or services 

with other people in everyday 
situations

C. Exchanging goods and/or services 
in lieu of cash or for a lower price

D. All of the above

2. Barter and negotiation 
are…
A. Interchangeable terms for the 

same practice
B. Totally different practices
C. Similar practices with a few key 

differences
D. Similar practices, but cannot be 

used together

3. The goal of bartering is 
to…
A. Get a better price for something 

you want/need
B. Exchange goods and/or services 

of a similar intrinsic value
C. Use other factors to trade based 

on extrinsic value
D. Both A and C
 
4. The goal of negotiation is 
to…
A. Get a better price for something 

you want/need
B. Exchange goods and/or services 

of a similar intrinsic value
C. Use other factors to trade based 

on extrinsic value
D. Both A and C

5. An example of barter is…

A. Exchanging babysitting services 
for mechanical services

B. Paying cash for a commodity or 
service in a store/outlet at the 
displayed price value

C. Both A and B
D. Neither A nor B

6. An example of 
negotiation is…
A. Agreeing to exchange goods and/

services at a lower price in your 
favor

B. Using external factors to 
determine an extrinsic value to 
base your trade on

C. Both A and B
D. Neither A nor B

7. The 4 basic rules of barter 
and negotiation are:
A. Talking to the right person; 

making an inquiry; being 
prepared; being persistent

B. Talking to the right person; 
knowing they’re willing and 
able to barter/negotiate; being 
prepared; being persistent

C. Talking to the right person; 
making an inquiry; deciding on 
terms during the conversation; 
being persistent

D. Talking to the right person; 
making an inquiry; being 
prepared; accepting the first offer 
made 

8. As a general rule, grocery 
stores are…
A. Never willing to barter or 

negotiate
B. Willing to barter goods/services in 

lieu of cash, but never to negotiate
C. Sometimes willing to negotiate 

lower prices, but not to barter 
goods/services in lieu of cash

D. Willing to barter goods/services in 
lieu of cash as well as to negotiate 
lower prices

9. The golden rule of barter 
and negotiation is:
A. Be respectful and know when to 

accept an offer
B. Be respectful, but never take no 

for an answer
C. Be respectful, but never accept a 

higher price than you were hoping 
for

D. Be respectful, but only if the other 
person meets all of your demands 
by the second offer

10. When discussing 
a potential barter or 
negotiation…
A. The person who makes the first 

offer has all the power
B. The person who receives the first 

offer has all the power
C. Both parties share an equal 

amount of power in the exchange
D. The power dynamic shifts from 

one person to the other if the 
conversation goes on long enough 
 
 

 
QUIZ ANSWERS
1d, 2c, 3b, 4d, 5c, 6c, 7a, 8c, 9a, 10b

After studying this training, we encourage you to test your knowledge with this quiz. The answers are at 
the bottom right.
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