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Must-Do Tips No 50 – Essential Negotiation Part 2 

Facts gathered, braced for talk about money, and with empathic antennae fully tuned, what 
should your professionals do when engaged in negotiation with a client?  What they can 
actually do is often less than edifying - give in or sometimes dig in (their heels).  Usually, 
neither course of action delivers a good outcome for both parties.  Here are three suggestions 
to help smooth the path to a better outcome.   

Tip 1 - Do Not Justify 

In a difficult negotiating position, some professionals revert to what they have been trained to 
do - they defend it.  Arguments are proffered, opinions ignored - in the worst cases, flying in 
the face of reason and common sense.  Especially for sensitive scenarios, this is a recipe for 
an angry client.  Frankly, such competitive, 'right thinking' individuals need their instincts re-
conditioned to BUTTON IT and engage brain so that client anger is avoided.   

Tip 2 - Interests Not Positions 

This is THE fundamental principle to best practice negotiation from probably the most 
authoritative writers on the subject*.  Their contention is that most negotiations focus on the 
positions that people take (e.g. "we want a 10% reduction in fees across the board") - often to 
the detriment of any wiseness in the outcome.  Usually, this means that one party gets 
shafted.  By broadening the discussions to explore fully what lies behind such a demand (the 
'interests' of the other party), the negotiating pitch gets widened, enabling the generation of 
more options that both parties can live with: and the possibility of a 'win-win' solution 
potentially hoves into view.  

* Roger Fisher and William Ury in their excellent book "Getting to Yes" 

Tip 3 - ALIA 
(Ask..Listen..Interpret..Ask) 

Accepting the principle espoused in Tip 2, a more sophisticated skill-set is required for our 
negotiators.  Yes, they have to be asking good questions ('open' and 'closed' ones)....and 
then listening acutely for what lies behind the answers they get.  For the ambiguities and 
interpretations that need to be probed and clarified.  Then ask more questions and interpret 
more until the full picture of the other party's interests is revealed!  Sounds simple, but it 
doesn't come easy to many.  

People Scope has successful experience of helping professionals to negotiate better.  For 
more information hit 'Reply' and type Effective Negotiation #2.   

The incentivisation of professionals to build better client relationships will be part of a 
forthcoming People Scope CRM Resource Paper entitled "Motivating professionals to 
succeed".  To pre-register for your free copy, hit 'Reply' and type Motivating 
Professionals.  
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Of course you could always: 

....go to our website at www.peoplescope.com. 

We welcome feedback on what you think about "Must-Do Tips". If you like it hit 'Reply' and tell 
us specifically what you have enjoyed. If there is a topic or issue that you would like us to 
cover what is it? And if there is something that annoys, tell us too!  We want to improve. 

You can obtain free copies of past issues of "Must-Do Tips".  Previous MDTs have covered 
the issues shown below.  If you wish to receive any of these issues, just hit 'Reply' and type 
'Past Issues' along with the name of the issue(s) that you require. 

   

 Professional Leadership Selling - A Contact Sport  
 New Business Meetings "Wot - No Research?"  
 Developing & Maintaining Contacts  Persuasion Power 
 Presenting With Power  Understanding The Client's Business 
 Avoiding Tender Traps  Where Does All The Time Go? 
 The Trust Builders  The Perils of Pitching 
 CRM's Building Blocks  Presentations - Avoiding Boredom 
 Creating A Sales Culture  Seeing CRM Work 
 3 Things They Hate About Tenderers   Back to (BD) Basics 
 Stand & Deliver (Exhibition Selling)  Building Professional Relationships 
 Watching for CRM Warnings  The Rules of Networking Pt 1 
 Professional Client Discussions Pt 1  The Rules of Networking Pt 2 
 Professional Client Discussions Pt 2  Perils of The (Sales) Pipeline 
 To Appraise or Apprize?  Xmas Greetings & Gifts (2007) 
 The Decision-Maker Dance  The Best-Laid Client Plans 
 Beyond Stalkerdom  The Holy Grail of Referrals 
 Added Value or Commodity?  Working Well With Clients 
 Tackling Team Troubles  Knee..Go..She..What? (Essential Negotiation Pt.1) 

Finally, if you do NOT wish to receive "Must-Do Tips", press 'Reply' and type 'Unsubscribe': 
we will do exactly that.    

Best regards. 

  

JAMES NEWBERRY 

People Scope, 6 River Court, Chartham, Canterbury CT4 7JN, United Kingdom. 
Telephone: 01227 730411. 
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This message contains information that may be privileged and confidential and is the property 
of People Scope. It is intended only for the person to whom it is addressed. If you are not that 
person, you are not authorised to read, print, retain, copy, disseminate, distribute, or use this 
message or any part thereof. If you receive this message in error, please notify the sender 
immediately and delete all copies of this message. Our computers are virus-protected on a 
regular and ongoing basis. We hope that you don't catch anything from us, but we can't 
accept any legal responsibility if you do. 
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