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Landing a new client or project can 

be an exciting time for any business 

owner, but if you are like many 

entrepreneurs taking on a new client 

(or several) at one time can put a 

strain on you financially - especially if 

there is going to be a significant 

amount of time before you can start 

doing billable work or produce a 

product for a contract.  
 

So, today I wanted to share with 

you some tips that I share with 

my business coaching clients, on 

how to increase your bottom line 

profits with the help of your 

vendors and suppliers.  

 

1. Ask For a Discount. It 

seems obvious to ask for a 

discount, but for many 

business owners it's a difficult 

conversation to have, and 

therefore one that gets 

postponed. Every quarter or 

two, step back and take a 
fresh look at your suppliers. 

Can you aggregate purchasing 

and get better pricing? Have 

your orders increased? If so, 

can they give you better 

pricing? Have you proven that 

you're a sure and speedy 

payor? If so, ask for and get a 

discount. Many vendors would 

love to see an increase in 

orders and would love to 

work with you to make it 

beneficial for both parties.  

2. Learn to Negotiate. Almost 

everything is up for 

negotiation, so don't be afraid 

to counter offer. Make it part 

of the company culture to ask 

for discounts regularly when 

working with vendors.  

3. Go Out To Bid- Often.  

When was the last time you 

made your vendors compete to 

re-win your business? If it's been 

over a year, I strongly 

recommend you consider 

pricing things out. At the very 

least you're likely to get a 

significant price break from your 

existing vendors when they feel 

the hot breath of their 

competitors on the back of their 

neck. 

4. Pre-empt Any Price 

Increases. Send a letter to all 

your vendors and suppliers 

notifying them that because 

times are so tough that for the 

next 12-24 months you won't 

accept any price increases. And 

that if they do have a price 

increase, that will automatically 

trigger you to go out for 
competitive bids. Assuming you 

are a good customer who pays 

on time, the fear of loss will 

prevent them from increasing 

your prices.  

5. Pay Early (And Choose Your 

Payment Method Wisely). 

Everyone loves positive cash 

flow, so take advantage of this 

by asking your vendors for an 

early pay discount. You can also 

ask them if they take AMEX, 

checks or ACH transfers for an 

instant 3% discount. If you can 

save them merchant account 

fees, they will be more inclined 

to pass the savings to you.  

 

Working with your vendors to 

increase your profit margins and 

serve your customers ultimately 

benefits everyone involved. So 

don't be afraid to review your 

current vendors and contracts 

and find ways that you can work 

together to reach your goals. 

Worst case scenario, you find 

another vendor at a more 

reasonable price point to further 

your bottom line. Best case 

scenario, you save money and 

continue working with a vendor 

you already have a great 

relationship with.  
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If you're a business owner 

who wants to accelerate 

your company's growth, but 

do it in a way that enables 

you to get your life back, 

this bestseller is for you. 

 

You'll Learn: 

• The only sustainable way to escape the 

Self-Employment Trap™ 

• The 4 most costly excuses that hold 

business owners back 

• The 8 essential building blocks upon 

which to scale your company 

• 25 formats to package your business 

systems 

• A powerful 1-page quarterly action 

plan format 

• 6 time mastery strategies to 

free up a full day each week to 

build your business 

• And much more … 
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Important Notice 
© Copyright 2021, Martin Pollins, All Rights 

Reserved 
 

This article appeared in Better Business Focus, 

published by Bizezia Limited (“the publisher”). 

It is protected by copyright law and 

reproduction in whole or in part without the 

publisher’s written permission is strictly 

prohibited. The publisher may be contacted at 

info@bizezia.com  

 

Some images in this publication are taken 

from Creative Commons – such images may 

be subject to copyright. Creative Commons is 

a non-profit organisation that enables the 

sharing and use of creativity and knowledge 

through free legal tools. 

 

The article is published without responsibility 

by the publisher or any contributing author 

for any loss howsoever occurring as a 

consequence of any action which you take, or 

action which you choose not to take, as a 

result of this article or any view expressed 

herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at the 

time of publication, it is not a substitute for 

obtaining specific professional advice and no 

representation or warranty, expressed or 

implied, is made as to its accuracy or 

completeness.  

 

Any hyperlinks in the article were correct at 

the time this article was published but may 

have changed since then. Likewise, later 

technology may supersede any which are 

specified in the article. 

  

The information is relevant within the United 

Kingdom. These disclaimers and exclusions 

are governed by and construed in accordance 

with English Law. 
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