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41 Affirmations for Handling Requests for Discounts

A moment to pause, reflect, and choose a useful next step.

1. | can ask which part of the offer matters most.

2. | can consider a smaller scope where appropriate.

3. | can state a pricing boundary clearly.

4. | can avoid agreeing before reviewing the effect.

5. | can respect a client's budget without accepting every request.
6. | can keep the conversation about the work.

7. A discount request can become a scope conversation.

8. | can ask which parts matter most.

9. | need not treat negotiation as a personal attack.

10. An unchanged deliverable still requires the same work.

11. I can review the effect before agreeing.

12. A smaller offer may be appropriate.

13. | can explain a limit without criticising the budget.

14. Pressure does not create spare capacity.

15. | need not reward haste with an immediate concession.

16. A considered answer can take time.

17. 1 can distinguish a genuine constraint from a bargaining tactic.
18. A clear written change can protect understanding.

19. | can decline a price that makes the work unworkable.

20. A courteous no can close the discussion.

21. The client remains free to choose another option.

22. My pricing decision can stay connected to practical delivery.
23. A fee describes an offer, not my moral character.

24. | can explain the scope before debating the number.
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25. A budget mismatch does not require either person to be wrong.

26. | can include invisible preparation in how | understand the work.

27. 1 can pause before offering an unrequested discount.

28. Clear assumptions protect both sides of a quote.

29. A change in scope can be discussed as a change in work.

30. | can review a price using evidence rather than embarrassment.

31. Aclient is allowed to consider whether the offer fits.

32. | can honour an existing agreement while reviewing future terms.

33. I do not need to defend every hour of expertise through exhaustion.

34. A smaller deliverable can be considered without pretending it is the same offer.
35. A written agreement can support clarity and mutual respect.

36. | do not need to turn every available hour into a working hour.

37. A competitor's public story leaves out information | cannot see.

38. I can allow another person to consider an offer at their own pace.

39. | can be courteous without discounting my boundaries.

40. | can learn from a business outcome without turning it into a character label.

41. | can recognise a useful experiment even when it changes my initial idea.

Choose words that feel believable. Pair them with a small action. Affirmations support reflection; they do not guarantee
outcomes or replace professional care.

Source: https://affluma.com/handling-requests-discounts-affirmations/
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