
Se                t
 October 26th 2008Negotiation Update

V a l u e  c r e a t i n g  r e a d i n g  f o r  b u s i n e s s  p r o f e s s i o n a l s

 Sunday morning in... 
Saturday morning in South London getting packed for this afternoon’s flight to Cairo.  I’m doing a week’s work...
that’’s Sunday to Thursday.  It always seems strange to work on a Sunday.

Back next Saturday with another week in the UK before heading off to Tunisia...another first to add to the list.

I haven’t had a regular week of working from home in the UK for many months now but it’s not too tough to get 
into the habit...and the opening of a Starbucks in our local shopping centre is a plus for a mid morning break.  
Colleagues in the UK will appreciate what a momentous move it is to have a Starbucks in South London.  We 
must be on the up if they’re opening up south of the river.

Sterling is dropping like a stone this week.  The only good news is that the Rand is dropping even quicker so 
provided that I keep out of US dollars then I’m not doing too badly.

Just over a week to the US election.  I like to watch Fox TV...it’s always good “entertainment.”  They’re putting on 
a brave face at the moment and trying to persuade us that the race is closing by the day.  Hmmmmmm....I don’t 
think so.

Back next week with three tips as usual...

 and finally... 

(10-24) 18:09 PDT Manitowoc, Wis. (AP) --

A 36-year-old man took revenge on his roommate after she refused to have sex with him by allegedly 
urinating on her dog, police said. Police said the man was arrested early Thursday morning on 
tentative charges of criminal damage to property and disorderly conduct related to domestic violence.
According to police reports, the man was drunk when he argued with the woman. After she resisted 
his advances the man went to the basement where he urinated on her dog and the floor.
Police said the argument continued, and when the woman’s sister stood up in defense the man 
pushed her into a wall. He then allegedly stormed from the home and punched out a window.
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Se arch ing f or Va lue

 A picture is worth a thousand words...

 This week we used, read, visited, played with....
Watched the new Stephen Fry series on America and bought the book.  It’s not a bad read...good production 
values...but when you watch the tele series you realise how good Alistair Cooke was when he did a similar series 
some years ago.  Good but no cigar.
Read a travel book called “Truck Fever.”  It wasn’t until I got 50 pages into the book that I realised that it was 
about a journey 15 years ago.  This is crafty stuff...you publish a modern book based on well out of date material.  
There’s a glut of travel books on the market at the moment and this is one example of the exploitation of that 
popularity.

Spend it quick...before it disappears.
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Conflict
This could easily be a negotiation tip as well as an SDI tip.

When I’m working a negotiation with clients we often discuss difficult topics that 
need to be brought up with the other party.  Quite often my clients give me a 
script like this:

“We couldn’t possibly do that.  It’s just not what we do.”

It could be something as trivial as paying a supplier more quickly.

My reply is to ask them if they issue is a matter of principle or just a matter 
or dollars.  Invariably it’s just dollars.  There are prinicples in commercial 
negotiations but usually it’s about the money and the details.

SDI has this covered with the concept of Warranted and Unwarranted conflict.

Warranted conflct is a disagreement of such fundamental principles that it 
causes a walk away position or an agreement to differ.

Unwarranted conflict is a disagreement about something that can be easily 
fixed...like behaviour or personal argument or discomfort.

You shouldn’t misunderstand the two.  You can fix Unwarranted conflict really 
easily (dollars) but Warranted conflict is something that can hardly ever be 
fixed (priniciples)...and maybe you shouldn’t even try.

Commercial negotiations rarely have Warranted conflict although people 
pretend to use it in order to justify their negotiation positions
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The end of the sale
I teach that a sale isn’t completed until:

It’s been delivered.
it’s been paid for.
The customer is happy.

I’ve a client whose sales force is constantly let down by its delivery people who 
regularly embarrass them by not fulfilling the seller’s promise.  It devalues the 
seller’s credibility when their colleagues can’t do their job.

No seller likes credit control.  Chasing clients for payment is never fun and 
it can become downright unpleasant.  Never forget that until a bill is paid it’s 
just a loan and there’s no reason why you should be loaning multi national 
companies any of your products or services for free. 

Lastly you need to check that the client is satisfied.  I bought a car recently 
and the seller was very attentive.  After the sale he sent me a note asking me 
if I was happy with the car.  I replied that there were one or two problems that 
I’d like to discuss.  He hasn’t got back to me.  Deafening silence.  This is poor 
behaviour on his part and I’ll tell him this when I track him down.

There’s still plenty of work to do after you’ve closed a sale.  Never assume that 
everything is OK just because you got the order.  Remember the 3 extra after 
sales steps.



The search for value

Negotiation Tips

© Tom Beasor 2008

    424

Persistence
One of the many reasons why children make such good negotiators is that they 
have endless persistence.  They don’t see a “No” as a major issue...they just 
ignore it and continue as if it didn’t exist.

We can tolerate this in children but adults have to be more subtle.  There will 
be times when a “No” is truly the end of the road and you have to walk away 
but it’s rarer than you might think.

Buyers often use “No” when they’re not sure and need some thinking time.

Be sensitive and test the validity of the rejection.  Maybe you might like to ask 
what’s driving the decision (dollars or principles) and then you might be able to 
stitch together a new more acceptable deal.

Using the sales technique of objection handling often allows a negotiator to test 
the temperature of the rejection and maybe try to mend the damage.

The learning point is this...Don’t run away just because you hear a “No”...
test it...and then decide if you can repair the damage or whether you have to 
accept it as a final refusal.


