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Carrying Fewer Credit Cards 
Are you like most Americans who carry between five and  
10 credit cards? If so, why not consider using only the
one or two which offer the greatest rewards? Doing so
can simplify your life, help you keep your spending habits 
in line, keep your debt under control, improve your credit 
score and may give you a greater return on rewards points
you can use for future purchases.

Here’s why:

n  When you have lots of credit card options, it’s  easier  
 to spend more and increase your debt. By spreading 
 out expenses across many cards, the temptation to 
 spend increases because it’s harder to see the total 
 amount being spent. The fewer cards you use, the 
 easier it is to consolidate and track your spending.

n  Visa®, MasterCard®, American Express® and  
 Discover® are accepted practically everywhere.  
 Chances are, if you have any one of these cards  
 you should be able to use it for most situations.   

n  Did you know that every time you open a store credit card, your credit score could be  
 damaged? Opening too many credit cards – including retail store cards – can damage  
 your credit rating. Sure, you may miss out on getting that “deal” for 10% or 15% off your  
 initial purchase. But credit agencies recognize that the more cards you have, the bigger  
 your risk of racking up debt. 

CoNTINued oN pAge 2  

According to a March, 2010,  Federal Reserve report, the total  

U.S. consumer debt is $2.45 trillion. 



2 SUMMER 2010

Fewer Credit Cards  continued from cover
Yes, You Can is the quarterly  
publication of Yes, You Can Financial 
Education from American Century 
Investments. 
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      Teachable Moment
        Help your kids understand the  
importance of having a good credit  
score and the factors that impact the  
score. Ask them what they think might  
negatively impact a person’s credit score  
and then share with them these five key  
factors and their relative importance: 

n Payment history  35%
n Amounts owed  30%
n Length of credit history  15%
n New credit  10%
n Types of credit used  10%

 

n Having credit cards from major U.S. retailers means you’ll receive their   
 mailings, enjoy special offers, and often get reward points. But, it’s also  
 likely that carrying a balance means you pay higher interest rates, too.  
 So if you use a $10 coupon during your next shopping trip, there’s a good  
 chance your $10 savings will be offset by the higher interest you pay next  
 month if you don’t pay the full balance when due.
 
Here are three quick tips for evaluating your credit cards and determining 
which provide the greatest value:

1. Before you apply for a new credit card, study the terms of your existing 
cards. What is your APR (annual percentage rate)? Is there an annual fee?  
Have you made any late payments causing the rate to increase or a fee  
to be incurred? Do any of your cards offer a balance transfer option where 
you can move the balance from one card to another at a lower percentage 
rate? How many days do you have to pay the balance?

 There are numerous Web sites, such as bankrate.com, that allow you  
to easily compare the benefits of your existing cards to other cards.  
Once you understand your options, narrow your usage to the one or  
two cards that give you the best value.

2. Examine your purchase history as well as your upcoming needs. Do you 
shop frequently at a discount store? If so, you may want to see if they offer 
a card that has no annual fee but offers cash back. Do you fly frequently 
on one particular airline? Then consider that airline’s branded credit card 
in order to increase your frequent flier points with every purchase and use 
those to secure free tickets.

3. Manage your accounts closely. Review your bill every month and monitor 
your spending. Understand the best way to get the most from your reward 
perks. If you choose to let your points pile up, be careful not to wait too long 
to redeem them. Some points may expire with time.  

 

You can request a copy of 
your credit report by visiting  
annualcreditreport.com,  
calling 1-877-322-8228,  
or writing to:
  
Annual Credit Report  
Request Service, 
P.O. Box 105281 
Atlanta, GA 30348-5281



 Teachable Moment
 Sit down with your family and 
make a list of some of the items you 
use on a regular basis. Assign someone 
to go through the newspaper for the 
weekly offers and someone to look 
online to see what is available (including 
specific store sites as well as product 
manufacturers).

Organize and file your coupons by 
product categories and date. When it’s 
time to go shopping, take the coupons 
with you. Once a week go through your 
file and discard any offers that have 
expired and add any new coupons you 
have found. Keep track of your savings 
for a month. Then, write a check for that 
amount and put it in your long-term 
savings account.
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Fewer Credit Cards  continued from cover Coupon Use grows at a Healthy Clip as  
Consumers Look for Cost-Savings 
Clipping and using coupons has gained in popularity, especially as 
families try to get the most value for their dollars when shopping for 
food, home supplies and many other items. In fact, a recent article by 
the Nielsen Company on blog.nielsen.com said the Great Recession 
of 2009 marked a sort of renaissance for coupons with redemptions 
growing by 27 percent over the previous year. NCH Marketing Services, 
one of the country’s largest coupon distributors reported that 2009 
coupon redemption levels “achieved the second highest year-over-year 
growth ever recorded.”

While this may seem reminiscent for many adults who spent time sifting 
through newspaper inserts to find coupons for household staples – like 
food and cleaning supplies – modern “couponing” has become much 
more sophisticated. With the aid of the Internet, a quick web search 
will lead you to a variety of coupon and rebate sites like fatwallet.com,  
couponmom.com, coolsavings.com and freeshipping.com. In addition 
to providing access to coupon offers, these sites will connect you with 
other coupon collectors through blogs, Twitter and Facebook. There are 
also FAQ links where you can ask questions, share coupons and learn 
about other coupon users experiences. 

These sites provide a portal for reaching coupons, free offers and  
comparison shopping ideas on everything from baby products, to  
electronics, apparel, entertainment, tools and automotive, restaurants, 
and much more. What’s more, the products featured aren’t just those 
available from discount stores. Many well-known retail outlets have  
discovered the value of using coupons, rebates and free shipping offers  
to connect with consumers online. Often times, you can even find a link 
to coupons or discounts on a retailer’s Web site.

Accessing coupons and money-back offers is simplified even further 
with the ability to download coupons from the Internet onto your store 
affinity cards and some cell phones. In-store kiosks also offer a conve-
nient way to download savings offers to your card each time you enter 
the store to shop. 

Experiencing the Savings Takes Time and Awareness
Knowing how to use coupons effectively and having a plan in place is the 
key to getting the greatest value and benefit. Whether you are clipping, 
printing or downloading coupons, only keep ones for products you know 
you will use. Otherwise, using coupons could actually cost you more in 
the long run if you end up discarding unused products. While it rarely 
hurts to have extra quantities of items you use on a regular basis, don’t 
buy products with expiration dates if you already have plenty on hand.   



In order to get – and keep – your investment plans on

track, it’s important to understand the meaning of these 

key investment terms. 

Yes, You Can Plan
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Having a well-diversified  

portfolio with a variety of  

assets can help protect 

your investments.

 

Investor Terms: Different Ways  
to Develop an Investment Plan 
If you’re at all interested in investing, you probably hear all kinds of jargon 
about different types of investment funds and strategies. In order to get, 
and keep, your investment plans on track, it’s important to understand 
what these terms mean. Here are some common investment terms being 
used today and an explanation as to what they mean. 

Exchange-traded funds
Exchange-traded funds – also referred to as ETFs – have become one of 
the fastest growing investment vehicles with reportedly more than 900 ETFs 
being traded today. 

An ETF is similar to a mutual fund in that it represents a group of securities. 
It is a “basket” of stocks which has its own ticker symbol and trades on a 
stock exchange. An ETF often follows the performance of an index, such as 
the Standard and Poor’s 500 Stock index. Like an individual stock, ETFs can 
be bought or sold at any time of the trading day with the price determined at 
the time of the transaction based on supply and demand for the fund.

Two other investment terms you may be hearing are Asset Allocation and 
Target Date mutual funds. More than an investment, these are managed 
strategies that can help you reach your investment goals. A mutual fund 
is an investment vehicle made up of a pool of money collected from many 
investors. The pooled assets are then invested into various securities and 
managed by professional fund managers. 

Asset Allocation Fund
All investors should understand the importance of “asset allocation,” which 
means ensuring that your investment portfolio is properly diversified into a 
number of securities (securities here are defined as mutual funds, stocks, 
bonds and cash equivalents). Having a well-diversified portfolio with a 
variety of assets can help protect your investments from being wiped out if a 
single security depreciates quickly.  
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An Asset Allocation Fund is a mutual fund that combines various asset  
classes – stocks, bonds and sometimes cash equivalents – from a variety  
of securities to create a fund that targets a very specific level of risk. Asset  
Allocation Funds are professionally managed to maintain a specific mix of  
asset classes over time. The goal is to consistently deliver a measured level  
of risk regardless of market conditions.  
 
 

  

Target Date Funds
A relatively new and unique type of mutual fund is a Target 
Date Fund. These funds are becoming popular because they 
automatically reset the asset mix (of stocks, bonds, mutual 
funds and cash equivalents) into a portfolio according to a 
specific time frame. Investors determine which Target Date 
Fund is appropriate for them based on the time frame of  
when they will need the money. For some, Target Date  
Funds provide a way for 401(k) plan investors to select a 
retirement date and then basically put their investment plans 
on autopilot.

A fund’s target date is the approximate year when the investor 
plans to start withdrawing their money. For example, a person 
who is 25 years old, may choose a Target Date Fund with 
a maturity date 40 years down the road. As the fund works 
through its lifecycle, it constantly adjusts its level of risk to 
protect the assets the closer it gets to the maturity date. The 
principal value of the investment is not guaranteed at any 
time, including at the target date. 

As part of a diversified portfolio, these investment types and 
strategies should be considered only if you fully understand 
the risks associated with the investment and realize it could 
lose value.   
 

      Teachable Moment
        Around the dinner table, share a financial term or two that you’ve recently heard. Then ask if  
anyone can explain what those terms mean. If nobody is familiar with the term (yourself included)  
write it down and take turns researching the meaning of the term and bring it back to the dinner 
table the next week. This is a simple way to get your family talking about money and your kids 
thinking about their long-term financial goals. 

Target Date Funds provide a way for 401(k) plan investors to select a retirement  

date and basically put their investment plans on autopilot.
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For Best Results, Use Complaints  
as Directed  
 
Even though you may consider yourself the luckiest person alive, at some 
time or another, you’re eventually bound to have a negative buying experi-
ence. If you’re like 96 percent of the people you’ll choose not to complain. 
Instead, you’ll take your business elsewhere, and share the bad experience 
with 10 or more friends. While that may provide you some kind of satisfac-
tion, it doesn’t do anything to make right what went wrong.

A better solution is to learn to how to complain and get your money’s worth 
from your purchase. As the book Yes, You Can… Raise Financially Aware 
Kids points out, “It is natural to want to tell someone and have the situation 
resolved in a quick, easy and positive way.”

To help you teach your kids how to resolve complaints, start by creating a 
fact sheet with the transaction details. Ask them to consider, “What went 
wrong and what do I want to happen next?” 

These steps can help you successfully resolve most complaints: 
n Keep original receipts and document your actions. 
n Call and try to talk to the owner, store manager or other high- 

level executive. 
n Be calm and polite. Have in mind a reasonable solution to your  

complaint, such as a refund or replacement. 
n If you need to make a written complaint, give it more force by sending 

copies to the Better Business Bureau, consumer watchdog groups  
and state regulatory commissions. You can also file it with the Federal 
Trade Commission. 

n Your state attorney general’s office may provide a Web form to fill out. 
Be sure to read the requirements carefully. In Missouri, for example, your 
information becomes public and you must agree to testify in court, if 
necessary. 

“Act quickly,” recommends Carol, a volunteer for Call for Action, a public 
service of the Federal Citizen Information Center, which investigates 
complaints and publicizes some of them on local TV. “For some sales and 
contracts,” she says, “you may have three days to cancel.” 

So, next time you have a complaint, don’t just sit there. Take action! You’ll be 
doing the business a favor by giving them an opportunity to fix what’s wrong 
before they lose your future business. Giving them a chance to make things 
right can create a win-win situation for both you and the business.   
Related Links
n  Federal Trade Commission: www.ftccomplaintassistant.gov
n  Call for Action: www.consumeraction.gov
n  Better Business Bureau: www.bbb.org 
n  Pricegrabber: www.pricegrabber.com
n  BizRate: www.bizrate.com 

      Teachable Moment
       At your next family meeting,   
talk about how to avoid purchase 
problems by dealing with trusted 
companies. Talk about the value 
of checking the attorney general’s 
Web site or Better Business 
Bureau to see if there have been 
any prior complaints or consumer 
alerts. If you shop online, sites like 
pricegrabber.com and bizrate.com 
offer consumer reviews of online 
retailers.

It’s good to offer a balance, too. 
Encourage your kids to compli-
ment businesses when they’re 
happy with a purchase. Some 
companies will send coupons or 
samples as a “thank you.”
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Telling Tales That Teach 
grandparents’ Stories give Kids Life Lessons

Teachable Moment
After suggesting the idea to your child, help make the  
interview a success by remembering these tips:  
n Set a time when your relative will have about an hour to spend.
n Help your child list some open-ended questions to elicit meaningful responses. They can also say, “Tell me about….”
n Take along old family photos to bring out memories. 

“It’s best to follow a straight timeline from early school years through career and later life,” adds Gary Swanson, who  
has interviewed more than 1,000 World War II veterans for the Library of Congress. It’s also helpful if you can sit in  
and prompt your relatives to repeat stories you remember. If they’re agreeable, use a tape recorder or video camera  
to create a permanent family keepsake. 

What was it like to be a child growing up during the Great Depression or World War II? Your kids can find out by 
interviewing older relatives and family friends. The stories they’ll hear can help them gain valuable life lessons as 
well as a better understanding of our current economic situation. 

That was certainly true for James Stowers, founder of American Century Investments. In his autobiography,  
The Best Is Yet to Be, he shares what he learned from older family members. From his Uncle King he learned to 
value work and “to be extremely accurate in whatever I did.” With his uncle he “spent many hours in the car driving 
back and forth to the Lake of the Ozarks... Those rides provided a marvelous opportunity for conversation.”
 
It can be especially worthwhile for kids to ask how childhood experiences affected lifelong attitudes about money. 
Consider using the following questions:

Earning
n Did you have a job or 

another way to earn 
money?

n How did growing 
up during the Great 
Depression affect your 
attitudes about earning 
a living?

n How did you get the 
education or training 
needed to reach your 
career goals?

Spending
n Did you have a lot of 

retail stores or malls in 
your neighborhood?

n Did your family have 
a budget? What was 
it like to deal with war 
rationing?

n What are some exam-
ples of price increases 
you’ve noticed over the 
years – bread, eggs, 
gasoline, and cost of a 
car or house? 

Saving
n If you wanted to buy 

something, did you 
have to save up for it 
yourself?

n Did your family save 
money for a ‘rainy day’ 
or emergencies?

n What was your first 
experience like going to 
the bank?

Investing
n Were you affected by 

the 1929 stock market 
crash? How did it affect 
you?

n How did you make 
investment decisions?

n Do you wish you had 
started investing  
earlier?

 

One of your family’s greatest assets is its history. When kids talk with  
their grandparents about the past they can create a bond that offers  
an even bigger benefit than the financial lessons they’ll learn.  



Updating wills, trusts and other estate planning paperwork is  

crucial to those you leave behind.

SUMMER 20108

Making Important Paperwork a Priority 

 
 

 

It seems like we are always in a hurry to get to the next appointment, take 
the kids to the next game, or get the next meal on the table. As a result, 
some really important things may consistently get pushed to the back 
burner … things like updating your will, signing your Power of Attorney, 
completing your advance directive or identifying who will be your children’s 
guardian should you pass away. 

All of these things collectively fall under the “estate planning” umbrella and 
are all critically important to your family if something should happen to you. 
Why do you need an estate plan? Leaving an unorganized paper trail can 
mean a nightmare for your spouse and children. It could also mean that 
much of your estate would go into probate and take years to resolve. 

Tackling all of your estate planning paperwork at once will likely seem 
overwhelming but you have to start somewhere. Start by pulling much of 
your information together into one organized set of files. Once you gather 
this information, let key people – such as your spouse, your siblings, or the 
executor of your estate – know you’ve compiled it and where it’s filed. 

If you haven’t done anything, the best time to start planning your estate 
is today. The process of updating all of your paperwork will probably take 
more than one session so don’t expect to get it all done in an evening. The 
list to the left gives you an idea as to what documents your estate plan 
should include. The hardest part is getting started. Once you’re done you 
can rest easier knowing that everything is in order.  

Crucial paperwork to include:
n  Wills - for you and your spouse.
n  Power of Attorney - authorizes 

someone to act on your behalf for 
legal and business purposes.

n  Advance Health Care Directive -  
(also known as a Living Will) out-
lines what actions you would like 
taken if you are not able to make 
your own decisions.

n  List of your financial accounts -  
e.g. savings, retirement, 401(k),  
credit card accounts (including  
card numbers), any loans, safety- 
deposit box information and the 
name of your financial planner, if  
you have one.

n  Trusts - copies of any trusts you’ve 
established.

n  Insurance policies - these will  
identify your beneficiaries.

n  Tax returns - for recent years,  
include your CPA’s contact  
information.

n  Titled assets - your home mortgage, 
car titles, etc.

n  Funeral/burial information.
n  A list of important people - such as 

any business partners, your lawyer, 
insurance representative and the 
guardian for your children.

Teachable Moment
As you finalize your plan, consider having an age-appropriate discussion 
with your children. You don’t want to alarm them, but you do want them to 
understand that you’ve planned for their future and taken steps necessary 
to ensure they will be okay if something ever happens to you. Depending on 
their age and maturity level, you may want to share with them some of the 
key information, such as who would be their guardian and where they would 
live. By sharing important information in a calm, reassuring manner, your 
children will understand how much you love them and know that you are
doing what is necessary to ensure they’ll be taken care of in the future. 
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Plan Your Spending, Plan Your Life 

Teachable Moment               Want to introduce your teen to the concept of spending plans? Sign up and 
download Yes, You Can curriculum materials by clicking “Educators” at YesYouCanOnline.info. For practice, work 
together on the sample plans for John and Julia in Module 1. Then help your son or daughter develop an individual 
monthly spending plan using the FIT tool worksheet. With the new school year coming up, encourage your child’s 
teacher to use the Yes, You Can curriculum in the classroom. It’s free!

Spending money can be fun. It can be even more enjoyable when  
it’s spent wisely and doesn’t impact your ability to achieve financial  
independence.
 
One key to staying on the right path is creating a monthly “spending 
plan.” More than a dressed-up name for a budget, a spending plan is
a method of managing money that helps you align your income and  
expenses so you can get your money’s worth with every purchase.
 
Your spending plan should start by identifying all your income sources.  
This includes regular income like a paycheck and money that comes as  
a result of investments, such as dividends paid. Write these down on a  
calendar or ledger that breaks it out on a monthly basis.
 
Next, you’re ready to start tracking your expenses. The first check you write 
each month should be to yourself to fund your long-term goals or an emer-
gency fund. You may already be doing this by setting aside money from a 
paycheck into a retirement account. Additionally, you can arrange to have 
a set amount transferred from your checking account to a savings account 
each month. When you Pay Yourself First® you establish a foundation that 
can help make financial independence an achievable goal.

To track your ongoing expenses, use a notebook or spreadsheet. FIT tools 
(“Financial Independence Today”) such as the Spending Plan worksheet
can be found online in the Resource section of YesYouCanOnline.info. 
More robust money management software is also available, such as 
Quicken®, QuickBooks® or online at mint.com.

To balance your income and spending, you may need to find ways to bring 
in more income, lower expenses or do both. That would make a good 
discussion topic at your next family meeting. As noted in Yes, You Can… 
Afford to Raise a Family, “You may find that your purchases have more 
meaning and greater value when the entire family helps make the decision.” 
Month by month, your kids will begin seeing that “overhead” is more than 
just the roof over their heads and that they can have more in the long run if 
they avoid overspending today. 

Managing your money with a spending plan can help your whole family 
enjoy the journey toward financial independence. Which makes getting 
there as fun as the destination.  

Here’s a quick overview of the 
steps for setting up your  
spending plan:

1. Gather documents and receipts 
showing earnings and expenses.

2. Total your net monthly earnings. 

3. Total monthly expenses, including 
money you put into your savings. 

4. Subtract monthly expenses from 
earnings.

5. Rework your spending plan until 
it comes out on the plus side – 
including setting aside money on 
a regular basis for your long-term 
goals.

6.  Invest in yourself by reviewing and 
adjusting the plan each month so 
you can stay on track to reach your 
long-term financial goals.

 
 
 
 
 
Pay Yourself First® is a registered mark of  
American Century Services Corporation.
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As economic conditions deteriorated across the country over  
the last 18 to 24 months, many families discovered they were 
unable to manage the extra financial stress – whether it 
involved the loss of a job, decreased cash flow, increased 
family expenses or trying to plan for college and retirement.  
The good news is that the recent downturn helped many people  
increase their understanding of personal finance. Many learned 
first hand the importance of protecting themselves and their  
family from future financial problems and the devastating effect  
it can have on their life.

Declare This Your Summer of 
Financial Independence
In his book, Yes, You Can… Achieve Financial Independence, James  
Stowers shares his insights into how anyone can improve their financial  
position, and more importantly their lives, by following some basic principles 
of success. Many of these ideas, and more, are shared in our Declaration 
of Personal Financial Independence™.

To get your copy, use the search option at YesYouCanOnline.info and search 
using the word “Declaration”. Use this document as your guide to get 
and keep you on course to reach your financial goals. Simply print out the 
declaration, fill in the blanks, sign it and post it where everyone in the family 
(including you) can see it on a daily basis.

Are you determined to become financially independent? Then why not make 
a commitment to follow these simple rules?

1. Define your financial goals. Write them down and create a plan to help 
you achieve them. 

2.  Make a spending plan and stick to it. Keep track of everything you earn 
and spend. Review it regularly to make certain you are getting your 
money’s worth.

3. Stay on course, even when you are tempted to buy something that 
seems like a really good deal at the time. 

Define your financial goals
You cannot accomplish your goal of achieving financial independence by 
wishing. It takes a commitment and absolute determination to act. Start by 
setting a specific goal, such as: “We will set aside $100 in an emergency 
fund each month.” Or, “I will invest $2,500 in a retirement account this year.” 
Keep an eye on your savings and watch it grow. Small successes can moti-
vate you to stick to your goals and strive toward bigger goals.

Declaration of

Personal Financial  
IndependenceTM

In order to enjoy peace of mind and live a more meaningful life,

I, _______________________________________________________________________________,  

hereby declare my intent to achieve personal financial independence.

Only I can secure My FInancIal FreedOM. ThereFOre, I wIll:

 Establish my priorities - I will decide what is truly important to me and create a financial  

 plan that will help me achieve my goals.

 
 Eliminate short-term debt - I will reduce and eliminate outstanding balances on my credit cards.  

 I will only use my cards if I have the money to pay for it each month.

 
 Create a spending plan - I will set up a spending plan, keep track of my expenses and follow  

 the plan. I will spend my money wisely. 

 
 Expect the unexpected - I will create an emergency fund to cover unexpected expenses, including  

 at least three months living expenses.

 
 Pay myself first - I will save for my future. I will deposit a percentage of my monthly earnings  

 into long-term investments.

 
 Get help - I will promptly seek professional assistance if I don’t fully understand what I am doing. 

 
 Think long-term - I will invest for my future and take advantage of my employer’s saving  

 and retirement plans. 

 
 Increase my financial IQ - I will stay current on the latest financial and economic news. I will  

 continuously research and look for better ways to accomplish my financial goals.

  

 To thine own self be true - I will be honest with myself and continue to be determined to be   

 financially independent by living within my means.

 
  

 Signed ____________________________________

 
 On this date ________________________________
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Congratulations
on completing your first step toward  

achieving financial independence!
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Make a spending plan and stick to it
To best manage your money wisely, you need to know 
where it’s going. Keep a list of everything you spend. 
At the end of the week, review your list to find areas 
where you can reduce your expenses. If you eat lunch 
out everyday, try bringing a sack lunch to work. If you 
determine your family’s clothing budget is out of control, 
watch for sales and try to purchase staple items when 
seasonal markdowns are available. The goal isn’t to 
deprive yourself of what you may think are essentials, it’s 
to make certain that every dollar you spend delivers an 
equal or greater value in return.

If you can find a way to save just $25 each week, at the 
end of the year you will have accumulated $1,300 that 
can be invested towards a long-term goal, like a child’s 
college education.  

And, when you consider the value of compounding, that 
$25 per week invested at eight percent could be worth 
approximately $41,900 after 15 years. Don’t wait. The 
sooner you get started, the more you can save.

Stay on Course
As we continue to dig out of a period of cutbacks, it 
might be easy to slip back into the old habits of impulse 
buying, especially if you and your children see friends 
and family members buying the latest recreational items 
or gadgets. Sit down as a family and determine ways you 
can enjoy life without spending more.

While the latest toys may seem like “must-have” items 
now, they’ll probably be replaced by something newer 
in just a few months. And, the purchase could push your 
goal of financial independence further out of reach.  
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n Be prepared to walk away. If you can’t negotiate for something that you value, don’t make  
a deal for something you don’t want or can’t afford. Plus, if the person you are negotiating  
with sees you are about to walk away, it might motivate him or her to look at your deal a  
little more seriously rather than risk losing your business all together.
 
The ideal outcome of a negotiation is a better deal (such as a lower price  
or free extras) and the establishment of an ongoing relationship with the  
seller. No matter what the item or service is – it never hurts to ask for  
something extra. The worse thing that can happen is the seller says “no”,
giving you the opportunity to answer the question: Am I really getting my 
money’s worth at this price?   
 

Teachable Moment
Parents, you are your kids best teacher. Watching you negotiate a purchase may give them ideas about developing 
their own style. Encourage them to find a negotiating style that feels comfortable. Be prepared, some kids are 
natural negotiators and others will hesitate or just not feel comfortable negotiating. A safe way to help them learn 
this valuable skill is with you as they are making everyday decisions.

For example, they can negotiate:

n When to do their homework
n Which chores to do
n What extra-curricular activities to join

The outcome shouldn’t be an argument. The goal is to help them gain confidence and learn how to negotiate –  
a skill they can use throughout their life.
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The Art of Negotiating–a Valuable Skill for All Ages 
 
From kids making a deal with mom and dad to stay up 
past their bedtime, to a couple making a deal on a car 
or new home, or an employee trying to convince his or 
her boss that it’s time for a raise, many of us negotiate 
for something every day. 

And while it may be simple to make a deal with your 
spouse to switch taking out the trash with walking the 
dog, or to convince yourself that the emotional benefits 
of eating a bowl of ice cream far outweigh the phsyical 
benefits of taking a walk, negotiating with a business or 
service provider takes a certain amount of skill and 
courage to be successful. The fear of hearing the word 
“no” keeps many people from asking for what they want, 
even when the request is reasonable.

There are many strategies for successful negotiations. If 
you’re new to the game, start with these few basic tips. 
With practice and a disciplined approach, you can often 
get what you want and make the individual or business 
involved feel like they are winning, too.

 
n First, decide what you want and stay focused on what 

are you willing to do to get it. You can spend a lot of 
 time negotiating small things that will distract you 

from your original goal.
n Research the person or company you intend to 
 negotiate with. What are their needs? If what you are 

willing to give is of little value to the other party, your 
negotiating position will be weakened.

n Don’t be afraid to ask for what you want. You’ll never 
know what’s possible if you don’t put it on the table.

n Stay calm. If you lose your temper, you lose a great 
deal of your negotiating power. Even though you may 
“win” this time, you may lose the opportunity to nego-
tiate in the future if you continue to do business with 
this company. 

n Leave some room for compromise. Listen to what the 
other person has to offer. Successful negotiations 
should feel like a win-win for both parties, so give the 
other person an opportunity to state his or her terms 
as well.                                                
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