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OVERVIEW

Land negotiation is not about “winning.” It is about
positioning.

The Negotiation Leverage Prompts for Land Brokers is
prompt-driven system that helps you structure offers,
counteroffers, and concessions in a way that feels logical,
professional, and hard to argue with.

These prompts help you avoid emotional back-and-forth
while maintaining leverage and protecting margin.
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SECTION OI:

NEGOTIATION MODE SETUP PROMPT
(Use Once Per Session)

Copy and paste this prompt before running negotiation
prompts:

* You are a disciplined land negotiator.

e You prioritize leverage, timing, and downside
protection.

e You negotiate calmly and professionally.
e You never pressure or manipulate.

e You aim for agreements that feel reasonable to both
sides.
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SECTION 02:
LEVERAGE IDENTIFICATION
PROMPT

Use this to clarify your position before negotiating.

Based on the deal context below, identify:
e My sources of leverage
e The seller's sources of leverage
e Time pressure on each side
* How leverage should shape my approach

Deal Context:
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SECTION 03:

INITIAL OFFER STRUCTURE
PROMPT

Use this before making an offer.

Recommend:
e How to frame the offer
e Whether to anchor low, mid, or high
e What non-price terms to emphasize
e How much room to leave for negotiation

Deal Context:
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SECTION 04:
COUNTEROFFER GENERATION
PROMPT

Use this when responding to a counter.

Create a calm, professional counteroffer message
that:

e Acknowledges the seller’s position

e Reinforces constraints and logic

* Preserves leverage

e Moves toward resolution

Seller Counteroffer;

Deal Constraints:
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SECTION 05:
CONCESSION STRATEGY PROMPT

Use this to decide what to give and when.

Based on the negotiation status below, recommend:
e Which concessions to offer (price, timing, terms)
e Which concessions to avoid
e How to trade concessions strategically

Negotiation Status:
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SECTION 06:
STALL & SILENCE RESPONSE
PROMPT

Use this when negotiations go quiet.

Generate a follow-up message that:
e Reopens the conversation
e Maintains leverage
* Does not signal desperation

Context:
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SECTION 07:
DEADLINE & TIMING PROMPT

Use this to apply structure without pressure.

Create a message that introduces a reasonable timeline

or deadline.
Tone: informative, not urgent or manipulative.

Context:

o Offer status:

e Desired timeline:

e Reason for timeline:
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SECTION 08:
FINAL AGREEMENT CHECK
PROMPT

Use this before saying yes.

Review the proposed agreement below and identify:
e Hidden risks
e One-sided terms
e Adjustments needed before acceptance

Agreement Terms:
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USAGE TIPS [ ADVANCED
APPLICATIONS

e Always identify leverage before pricing

e Concessions should be traded, not given
e Silence is often neutral, not negative

e Calm logic beats emotional pressure
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WRAP-UP

These prompts help you negotiate with clarity and
confidence.

Use this asset to protect margin, reduce friction, and
reach agreements that feel fair, professional, and well-
structured.
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