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Negotiate Better Pricing with your Supply Partners

Many operators are so focused on the day-to-day, they never really take an active role in looking
at where they are financially with what the supplier is offering.

Ask your supplier to produce a volume report showing where they were when you began the
relationship and where they are now. Are you being priced at the same level?

Quite often those prices don’t reflect the growth the company may have experienced. Better
pricing could be negotiated.
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