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NEGOTIATION
|

1

ANY of mny salos

colleagnes have

enpoyved great caroer
sticeess through thelr ability to
understand the negotiation
process o the sales and
market g o Vel
MNepgotiation is onc of thoso soft
or human skills that is often
overiooked or undersstimated
The ahility to understant
negotiation and the skills
required to oxecute i
effectively require an in-depth
Lo at the process itself

Megotinrion In simple terins is

tho process exparionosd by
individunls or groups of people
I N t0 oo
cmen i project or goal to
fulfll the needs of those
invoived, The ability to
wegotinte requires a healthy
e of skills such as
solling, presenting an
listening. It is not only a soft
skill nooded for profiessional
suecess it isa life skill.

Understanding the five
stages of negotiation

It 15 usetal tounderstand the
five different stages, This wil
help you know when it is

Lo maove anta the niext stage ar
‘change " Ina meeting to
obitain the result you want

1. Prelude

Thisfirst stage Is critical to the
nepotiation process. The
prelude is primarily @ focus or
the surrounding eircumstances
betore a negotiation bagins, For
example, reviewing your
current relationship with your

HOW TO GET THE
RESULTS YOU WANT

MARTIN DODDS
CONSIDERS THE FINE ART OF
| SUCCESSFUL NEGOTIATION

customer woukl Dea good
starting point m determine
whether they are happy with
the curpent service from you,
Are there any issoes which
nedded 1o be resolved? Talk 1o
those who are responsibie for
service delivery to check they
hawe baen pesolvied before yon
start diseusgions: This will
help to determine if some
wlat o needs o e
miade, Othor factors such fs
how to deal with expensive
pricing amd strong
competition should bo
considorod at this stage

2. Initial stance

Oherwize known as the
opening gambit, an Initial
stanee will determine the
beginningof the negotiatioh
and how it will proceed, A
simple example of this is when
a property is puton the market,
The first asking priceis
equival toan ‘initial stance’
as it essentially looks af ‘whet
V0 e prepared to aceept’. 1Els
from this polnt that the
negotiation will move on
It is witnl that you prepace and
get this vight to make sure you
oo nod |:-:1-:'|: ton NigEh or losvw
supply of goods
like stationery for retailers
and businesses as an example;
1 researeh
ppealing your
offier is likely o be Look at
comperitors o dis Y
volumes and dises
offer including t

like added cha
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3. Trading of cong
Irading of conces
Wlering your cust
something that is peroeivos
heodf high value as part of
negotiatlon. The Dest
conecessions are those that
of low cost to the sellerand
high perceived valuc to thase
1. Dffering, for cxmples
frop fechniesl support to
rustomers wiho have
purchased your product can be
viewed as highly ndvantogeous
sompared o the cost ol an
external advisor, To the
s, the cost is minimal
the support advisors
are an integral working part of
thir husiness ‘I'he real ity is
that the added benefit has cost
very little to you, your
pany and your prafits
cause the agreement has
pecurred without a shift on thi
overall price
The keyt
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trading concessions
calist of full and
maginative concessions hoeforn
you enter negotiations, As part
of_this lisr, you will need to
calenlate the cost and Impact of
ach concession. This will help
ors without
g the profit vou aim
ti achiove

4. Compromise

Onece you have completed the
trade of concesslons and *used’
wihat is least valuable or of
little meaning to you, you will
enter the compromise phaso
Faor this, you have to caleulate
and be aware of you al's
hottom 1ne Yo can
comprimise st effectiv

OCUSINE on Vour cusiome:

v buying criteria. For

Is vour customer ma
concérned with quality of
service? The compromise
farget may not be the inftia
goal vou sel but should enable

to strikoe a balance whilst
iming relationships with
i clicnt.
vl also be to vour advantage
Enow who has the power and
nuthority o make
compromises in your team and
within yvour elient’s company
You shoold atso beaware that
negotiations are not one-off
meetings and you can make an
apreement ai a later date. For
many sales professionals, each
meoting is onoe part of an
ongoing process to bullkd ancd
rotain client relationships.

5. The follow-up

Many sales profosslonsls
neglectthis element of
negolation w Is often used

rotiation.
tto check the deal and
Howup actions take
¢ and are reportad back to
e imvalved inthe
dlation: If the custamer
" have been let down,
will look elsewlore
or use it to thelr advantage at
another time of pur

thenextr
impor
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Further advice

Proparation is the koy to
sueress, A thorough
understanding of the person
vou are negotlating with, good
Know of your customers”
marketplace, the activit
within it and your own
competition for the business

gthen vour priorities,

K International, wo

belioye vou should know @
mueh, if norn . ADOIL Yo
competition as vou do about
YOI OWIE COTTI R
Spending time preparing tho
initial stances, targets and the
rock bottom deal youcan allow
15 vital. Youneed o have

decided the levels of the key

variables such as price and
delivery time toensure the
agrecment is suceessful.

Putting yoursell in customer's
shoes will help you tomaklie the
doenl more balanced.
Starting too defensively or too
enthusiastically could hinder
vour position and the contm!
you wish to have In the
discussion. So it is important (o
beginat the right level to retain
command and negotiate the
torms and outcome desived,
Body langunge can algo send
mMany messages to your
customer audlenee, Bead | ng
the body languape of others
can help you and your team ' to
choose the right stances to
make the negotiation
successiul. s good
questioning techniques will
strengthen your ability 1o find
out thoir peeds. For examplo,
using open que 15 and the
papular format of TE.D. - Tell
Explain and Describe - will
enahble vou toacesss valuahle
Enowledee. Forexample, Tell
me what are the differcnces
betw your departments”
use ol the product” Explain
how will the service L
support your business?
Describe - what impact those
changes will have on

your business?

15l to

Research, learning and
training cin help professionals
Dkl thee cpuanlities regquined o
be a successiul negotiator
Regular practice and fecdback
will help to build expe
and confidence tonegotinte in
differont situation homo or
work, This is not a skill that
will develop overnight but will
help throughout vour carecr
path » ol of every
nogotiatiion, judge yourself
Agalinst vour own tar and
Invite feedback from colleagues
and managers: @

ence

+ Decide beforchand on your
opening gambit

« Agree on vour reabaim and
whal you cannot gobelow

+ Read the body Bangage of

YOI CLSTOTeT

nember to fallow up
with customer the
deal (s complete

echnigues to fimd out

thelr noeds

Martin Dodd i a directar at
TACK fntemational and traln.
d withe range of courses
g finance, negoliafion
05 rrranagem

The Chamber of Commerce
offers a range of business training

TACK International’s
‘Profitable Negotiation’ open
course is running on

the following dates in 2006

13-14 February
3-4 April
12-13 June

4-5 September
16-17 October
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