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Negotiate for Success

Objective:

* Become familiar with Successful Negotiating
Tactics

* Become familiar with the terminology

* De-mystify Negotiations
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What the “Experts” say:
+ “Negotiate from a Position of Strength”

* “Never Underestimate your Opponent”

What if you aren’t in the strong position? The truth is there is often power in
“weakness”. Having all the power typically reduces the ability to understand how
others think, feel and react. Being in the less powerful position actually allows you
to better assess what the other party wants or needs and best to deliver that.
When you listen and do you homework — you typically find that you’ve actually
overestimated the other party’s strength — and undervalued yours.
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There are six key components to negotiations:

Know the Competition...

Understand your goals — and theirs...
Prepare, Prepare, Prepare...

Listen, and ask questions...

Keep your cool...

Stay flexible...

Ok ON =~

Buck Up! Do some real investigation so you know what others are doing and how
you stack up. Keep in mind the particular skills or capabilities you bring to the
table. Most of all — keep in mind that you are at the table for a reason. You have
power and influence because of those unique attributes. Know what they are —
and what they are worth.

Make a list of what YOU want from the negotiations —and WHY...This will help you
figure out your “walk away” point. Cause if you cant “walk away” - you cant
negotiate. But it is at least as crucial —if not more so — to understand what’s
important to the other side. By studying your counterparty’s motivations,
obstacles, and goals you can frame your position not as things they are giving up to
you but as “solutions” to their problem.

Brainstorm. Research. Create. Role play the negotiations in your head. Think
through questions that you can ask to get information and the answers to those
guestions. Get data on past negotiations to help you make your case. Know as
much as possible about other deals they’ve done — or their competitors have done.
Don’t be afraid to say “but the last three deals you did, you paid X".

Listen WELL — it builds trust. And pose questions that encourages them to defend
their positions — which shows you’ve been listening and that you understand the
business at hand. If they cant defend their position — you’ve shifted the balance of
power. For example — if they say “we don’t think you can do the job” you may be
able to respond with “what does the one can do the job look like?”. From the
answer they give you can frame how to present your attributes, or the potential to



gain those attributes.

Play it your way — not theirs. Don’t get reactive or take a negative tone or comment
personally —and DO NOT mimic that bad behavior. If the other side makes a threat
—and you retaliate with a threat — you are done! Keep focused on results. Don’t
confuse yourself with the issues at hand. Know what your goals are and keep
focused on your strategy — not their behavior.

If you’ve prepared enough — then you understand the whole terrain — not just a
single path. That means you are nor limited to a single strategy of gives and gets
but you have multiple maneuvers to get through the negotiation. If they make a
demand — as them to explain the rationale. Brainstorm some potential resolutions.
Ask if they’ve ever been granted what they are asking for. Staying flexible in how
you get to where you need to be will allow to also make them feel like they’ve won
something as well. That’s the ultimate outcome you want
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Principles To Remember

Do:
» Put yourself in their shoes...
* Remember your value...
* Ask questions...

Don't:
* Wingit...
* Depend on a single strategy...
» Reflect aggressive behavior...

Do’s:

1. Crucial to remember what's important to the other side
2. You are there for a reason

3. You'll gain valuable insights into motivations and interests

Don'ts:

1. Nothing can substitute for good preparation

2. Develop a range of responses to push the negotiations to your favor
3. If they make threats or unreasonable demands — stick to you goals
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Case Study #1: Do Your Homework

«  Multi-billion dollarequipment Original Equipment Manufacturer (OEM)
launchinga new line. Smaller company seeking exclusive distributionrights.
* Research showed current distribution channels weren’t working all that
well
* Company made sure they could deliver on every level before pitching
the OEM...
* Emphasized the pros of their model instead of the cons of the competition
* Didn'twant to come across as tellingthem they “were doing their
business wrong”...
* Also showed how the new model would free-up marketing $ - a
concern of the OEM
* Turning point: OEM noted the concern that the smaller company might
have difficulty scaling-up to handle growth...
* Positionedas a “boutique” able to “focus on the distribution channel
for this product”

Research/homework showed other competitors had actually turned them down.
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Case Study #2: Know Your Value

+ Consulting firm did not want to lose major client. Client had a smaller ‘side”
project
* Hard negotiation on the fee, even though it had been paid previously
* |t would be a dangerous precedent to set a lower fee on a “side”
project...
* Consultantdecided not to take it personally, although it was an attack on
their value to the client
+ Treatedit as a “negotiatingtactic” on the part of the client...
* Turning point: Held fast to original proposal knowing they valued good
work above price
* Stressed the successful track record and they difficulty of finding
someone else who could get up to speed on the project and

understandthe client...

Critical to remember that you have something the other side wants. Even when you
aren'tin the ‘power position” — you have something to offer. Know its worth.
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SUMMARY:
DESPERATION...

KILLS...

DEALS...

Know what they need and what the market will bear. Know what you have to offer and
its value in the market. Know when to say “NO”.



