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        “Thanks to Corine’s guidance and the negotiation framework she shares in this book, I was able to sign a lucrative contract with the Ambassador of Paraguay! The time I spent with Corine Wofford on negotiation was nothing short of life-changing! The expertise she shares in this book helped me with the clarity I needed to create a pricing structure and the confidence I needed to negotiate with all of my international clients.”

        NANCY DE LUCA STEMPEL, EXECUTIVE DIRECTOR, THE LEARNING COMMUNITY INTERNATIONAL

      

        

      

      
        
        
        “Corine walks her talk. When it comes to negotiations, she is a content expert. The principles and skills in this book will teach you to negotiate like a pro! If you want to win more deals, I encourage you to buy her book. More importantly, get to know Corine … she is a delight.”

        CHERYL C. JONES, AUTHOR OF EMOTIONAL SELF-MASTERY: THE BEST BOOK ON REGAINING PERSONAL POWER, SELF-CONFIDENCE AND PEACE

      

        

      

      
        
        
        “If you are a professional who wants to get paid very well to speak, work with Corine Wofford and buy this book!  Corine made a difference for me in this area and what I remember most is being championed to know that I’m worth it and that I can receive abundantly.”

        GEORGIA TETLOW, MD, ABIOM, AAPRM, IFMCP, CEO, FOUNDER, PHILADELPHIA INTEGRATIVE MEDICINE

      

        

      

      
        
        
        “Corine is a smart and savvy business owner and her new book, Negotiate with Success, proves it!”

        VICKI BRACKETT, PRESIDENT AT LIVE LABS AND AUTHOR OF THE LEADERSHIP TOOLBOX

      

        

      

      
        
        
        “Thanks to Corine’s insight and the negotiation techniques in her book, Negotiate with Success, I was able to word a refund policy that protected me and my promoters! You don’t know how much you don’t know, until you need to know!  Now I am happy to have Corine as part of my Horsepower Consulting team.  She is the go-to for me when it comes to contracts.”

        SANDRA DEE ROBINSON, FOUNDER OF HORSEPOWER CONSULTING

      

        

      

      
        
        
        “For decades, I’ve seen firsthand how Corine puts the skills and principles that she writes about in her book, Negotiate with Success, to work in our community and across the world! I’ve watched her develop programs, get them funded and greenlighted. She has been very generous in sharing her in-depth knowledge on negotiation with me which I have implemented in my business. Corine and her book are GEMS!”

        VICKI COLLIER, AGENT AT KELLER WILLIAMS LEGACY AND A TOP PRODUCER IN THE SAN ANTONIO MARKET

      

        

      

      
        
        
        “What a great book! Corine Wofford is a negotiation rockstar and as a bonus an excellent podcast guest!  Corine helped me transition to a new role that I love and, over several rounds of interviews, negotiate 30 percent more salary than expected! Her support was priceless in helping me decode and convey my added value to the organization, ask for more pay, and navigate many more negotiation nuances.”

        STACY BROOKMAN, RESILIENCE COACH AT REALLIFERESILIENCE.COM

      

        

      

      
        
        
        “Corine has never a met a stranger and in Negotiate with Success she shares why. She teaches the steps of engagement that move us beyond win-win scenarios into the heart of how life becomes a success. Her masterful stories bring you into the context of how our lives are opportunities for something greater than success, something money cannot buy – a sense of personal fulfillment.”

        BARBARA CONDRON, MASTERLIVING.ORG
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        I dedicate this book to the love of my life, Michael.

        Thank you for being a loving husband for over thirty-seven years and modeling how

        we can get everything we want, when we want it,

        without a fight … together.

        I love you.

      

      

    

  


  
    
      
        
          
          

          
            FOREWORD

          

        

      

    

    
      
        
        When I was first introduced to Corine, I saw powerful synergies in our mission and vision because Corine is dedicated to educating, inspiring and empowering 5 million people or more to live the highest vision of their success. She believes that when you learn how to negotiate successfully, you will become a stronger business leader and get there faster in a way that promotes peace and prosperity throughout the world.

        I agree, which is why I’m proud to serve as CEO for LeadHERship Global, a community of women in leadership around the world dedicated to creating and supporting personal and professional breakthroughs by helping members define their vision, grow their leadership, expand their influence and leave a lasting legacy. We guide women to achieve greater leverage and freedom in their careers and businesses by harnessing the knowledge, influence and trust of high-performing women to stimulate idea exchange, support creativity, provide resources and tools and accelerate personal and professional growth.

        Negotiations can be one of the most challenging aspects of leadership, no matter what the nature of the discussion. The art of negotiation, and learning how to stand your ground, create a broader path on the road to financial and professional success – which is why Corine Wofford’s book Negotiate with Success is such a critical resource. No matter what you’re discussing, mastering the practical and powerful techniques that Corine clearly outlines in this pivotal resource can help you navigate smoothly through even the toughest negotiations.

        Regardless of where you are in your negotiation journey from novice to seasoned pro, Corine’s book is full of leadership and negotiation secrets, for men and women, empowering you to save money, expand sales and leave a legacy of influence and impact. Corine shares a lot of great stories, research findings and the gold in her experience negotiating, over the past 3 decades, in a way that is enjoyable to read with an easy to implement plan to help you confidently create wins all around in your business and life!

        Whether you are negotiating your own compensation package, an employee’s salary, or negotiating your next big business deal, understanding your negotiation strategy is vital to managing your emotions and getting the results you want. All of the extraordinary leaders in the LeadHERship Global and the World Business Angels Investment Forum, could benefit from reading Corine’s book, learning how to uncover your negotiation mindset and shift sabotaging beliefs so you can stop leaving money on the table – no matter what side you are on. Corine offers incredible insight and wisdom that can help you strengthen relationships in all aspects of your life and give you the secrets to negotiate with success so you can achieve your goals in your authentic LeadHERship style!

        Whether you are a C-Suite executive of a Fortune 500 company, a business founder and owner, or an investor in entrepreneurial start-ups, having sharp negotiation skills is important for your career – and that is why Corine is offering such critical insight and guidance for leaders today!

        As a multiple award-winning female business owner and an angel investor, Corine has experience with high-stakes negotiation. She has frontline experience helping to raise millions of dollars for the YMCA as Board Development Chairperson and Leadership Lab Alumni Community Development Chair. Corine contributes to her community and actively provides teaching, training and coaching for women and girls. In fact, Corine has been named CEO “Mentor of the Year” through the National Association of Women Business Owners in San Antonio, Texas. She has helped to develop programs, facilitate training and secure funding for college scholarships for teen women and women globally to educate them about financial literacy and how to thrive as an entrepreneur.

        This book is for women entrepreneurs and innovators globally that want to stop leaving money on the table and start achieving more of their goals.

        There are forty-four easy-to-understand Negotiation Principles in the book and simple reflection questions at the end of each chapter to help the reader remember key points and apply the skills and strategies to their business and life. This is a must-read text for anyone who is interested in upleveling their confidence and their skill managing crucial conversations – personally or professionally!

      
        Enjoy this incredible book!

        LINDA M. FISK,
        CEO OF LEADHERSHIP GLOBAL,
        SENATOR OF THE UNITED STATES FOR THE WORLD BUSINESS ANGELS FORUM

      

        

      

    

  


  
    
      
        
          
          

          
            AUTHOR’S NOTE

          

        

      

    

    
      As a strategic business advisor, speaker, and facilitator, I have been blessed to work with some of the best and brightest individuals on the planet which, now, includes you. The stories in my book are reflections of the interactions, experiences, and results I’ve had with mentors, clients, audiences, colleagues, family, and friends.

      To those of you who came forward to share a story, experience, or question on negotiation – thank you. In full disclosure, not all of the information I received could be used in this book and certain parts of your story may be dramatized to show impact. At times, I left out the deal points in your story because they weren’t relevant to my teaching point.

      My intention is to provide a useful framework for you, dear reader, when you negotiate, as well as to share examples from business and life that allow you to improve your skills, abilities, and willingness to negotiate so you can shape your own transformation. The examples are versatile, and I hope they help educate, inspire, and empower you to negotiate with success!

      My hope is that at the end of this book you will find your own beautiful, authentic, and powerful voice so that you feel confident to negotiate and create the life you choose based on the tremendous opportunities that surround you! Keep me in the loop on your adventures in communicating, collaborating, and creating wins all around! I want to hear it all!

      Until then,

      Believe, Be Bold, Breakthrough, and Be the Difference!

      Corine
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            THE PROBLEM

          

        

      

    

    
      
        
        
        “There are only two human problems: (1) knowing what you want, but not knowing how to get it; and (2) not knowing what you want.”

        STEPHEN COVEY

      

        

      

      Amanda was pacing back and forth in her office going over the deal points of the presentation she had worked on over the weekend. She glanced at her cell phone; it was blowing up with messages from her husband, Mark, and their two sons, Chris and Jack. Mark was working late and would meet them at Chris’s game. Chris wanted to know when she’d be home because he couldn’t find his uniform. And Jack’s ride to hockey practice fell through. She’d deal with all of that after the meeting. Just as she was gathering her papers and laptop, her assistant came in and asked, “Is the sponsorship plan for the Women’s Business Association ready? Carol would like to pick it up today.”

      Amanda stops in her tracks and says, “What?!”

      She forgot. As she’s going through her files for the sponsorship information, she’s thinking: It’s absolutely outrageous that as a volunteer I’m asked to co-create a big community program, develop a train-the-trainer for the facilitators, lead the conference, and now they want me to get sponsors as well? This is unbelievable! She shakes her head, wondering: Why did I say yes to this?

      “It’s my fault!” she says out loud as she hands the file to her assistant. “Here you go. Please tell them it’s a rough draft. I’ve got to get to my appointment.”

      On the way out to the car, her mind repeats the same loop that’s been draining her energy almost daily: It would be really great to just be a full-time mom and philanthropist. It’s so fun to watch our sons grow up and support them in their interests. And it’s no secret that I love volunteer work. Most of the time I’ve created the program I’m working on because there was a need for it in the community! I love helping young women get scholarships to college, and helping them learn about becoming an entrepreneur as a possible career choice. It’s easy for me to spearhead an effort that I really believe in and it’s fulfilling. I want to create a meaningful difference in the world. I am also trying to run a profitable business. I could take another look at some of those job opportunities that keep showing up which might be easier than running all aspects of a business. I love the time freedom of being available for my family whenever they need me, and I’ve been an entrepreneur for too long to turn back now. I just wish I knew how to make it all work profitably and who to invest in that could really help me and my company grow.

      Is your head spinning just from reading that? Can you relate?

      Clarity is essential in business and life. These could be things that are of a physical, mental, spiritual, or business nature. If you know what your values are, it’s easier to make choices that align with who you are. If you’re certain of the type of partner, family, or friends that would most compliment your life, the type of vacation you’d most enjoy, the exact car you want next, or the next big business deal you’re looking to close, it’s easier to make decisions and put a strategy in place to get you what you want, when you want it … faster!

      On the drive to the appointment with one of her biggest clients, Amanda reminded herself of the purpose of the upcoming meeting. She wanted to make sure they understood all of the elements of the ad campaign – including a recap of the creative concept she had pitched to them last week, the deliverables, timeline, and investment options. She really needed this revenue and she knew they were talking to other service providers so she was glad she submitted her very best price possible with the original bid.

      She had some wiggle room on the timeline for any edits that might be needed but she was not going to be able to come off her price because of the already slim profit margin. She felt confident because everything was in line with what they said they wanted at the last meeting. Now all she had to do was seal the deal, go home, and watch her son’s baseball game. What could go wrong?

      As she arrived at her client’s office, she was greeted by Karen, her champion within the account, who let her know (as she rolled her eyes and took a deep breath) that Ted, the regional vice president, would be sitting in on her presentation. There was no time to learn more as they were heading right to the conference room.

      As they walked down the hallway, Amanda was reciting a few things to herself including, “It’s going to be okay. It’s going to be okay. It’s going to be okay. If you feel they’d be more inclined to go for a conservative design let them know you can make the adjustments. You don’t have to showcase your brilliance on this account. Give them what they want, don’t square off with anyone, and just get the deal done.”

      Ten minutes into the meeting, Ted said they were generally satisfied with Amanda’s work, but they would need a complete redesign of her latest storyboard within 48 hours at no charge to stay on track and on budget for their new product launch. Amanda knew she and her team needed more time than that for a redesign and that it would cost her in overtime. She was also scheduled to be in California next week which would make meeting Ted’s timeline difficult.

      Ted suggested that with their past business volume and upcoming needs that Amanda would need to reduce her fees by 15 percent to stay competitive and keep the business. He also said that the 50 percent up front and net thirty-day terms were out of the question and that upon completion of the project and receipt of invoice, forty to sixty days was more in line with their current payment schedule.

      Amanda realized that her daring approach to innovative design was not well received, but for Ted to say that he and the other executives found her ideas outlandish and not in line with their image hurt.

      Amanda left the meeting very surprised with the committee’s response to her storyboard and frustrated with herself because she didn’t confidently share her rationale for her approach to the design. She simply felt the pressure to make the client happy and give in to their demands to stay competitive and win the project. Now all she had to do was convince her team to jump through hoops to finish the project at an almost non-existent profit margin just to keep the client.

      On the drive home, Amanda felt defeated and went straight into her usual spiral: Why did I back down in there? When big opportunities or difficult conversations come around like that, what’s the reason I hesitate? I’m the expert. I should speak up and stop playing small! How can I move through this frustration of doing too much for too little return? I talk to my other entrepreneur friends who have a big heart to serve just like I do. They run successful businesses, volunteer, and many of them are working less than I do and getting more opportunities at a much higher level of pay than I do. Why is this happening to me?

      She called her husband to coordinate rides for the evening sports activities, told Chris his uniform is on the dryer and then decided to call her friend Kari, who is a successful woman business owner, to update her on the ad campaign debacle.

      Kari listened and said, “Amanda, you are super talented, smart, and even intuitive! There are a lot of times you know how a business deal is going to go down before the conversation even starts! You’ll think of a creative way to make this work but you’re going to have to negotiate. I know you think it’s scary, but it doesn’t have to be. You can’t afford to do professional work for free and your clients don’t expect that from you either. You don’t have to sacrifice your salary, your key stakeholder relationship, or the success of your business just to avoid a conversation that meets their needs and yours. You can do this. I know someone who can help.”

      Amanda knew Kari was right – she needed help. When Amanda first came to see me, she shared, “On certain days, my faith and vision of the perfect life, a great partner, a successful multi-million-dollar business, a secure and fulfilling future in a beautiful home, surrounded by a community of family and friends pull me forward. On some days it was easy even though there were a lot of hats to wear – parent, CEO, sales and marketing innovator, hiring director, technology trainer, and the added pressure of manager of cash flow – because I appreciated my inner voice cheering me on to keep going and do more! On other days, like that day I just told you about, all I could hear is: Do it better!”

      “Corine, all I could think about at the moment was that things would be so much easier if there weren’t difficult people in my life refusing to give me what I wanted, when I wanted it, without a fight! I hate confrontation. Why can’t people just be nicer and see it from my side?”

      Amanda’s situation is not uncommon. It is frustrating even when you do know what you want, and you think you’re doing all of the right things but for some reason, you’re not getting what you want, and you don’t know why! Sometimes it’s worse if you do know why you’re frustrated but you don’t have the courage to pivot and address it in another way to help you succeed. What I explained to Amanda then, and am here to tell you is: You are not meant to spend your career or any part of your life in a continual struggle.

      
        
        
        “If you want to walk on water, you’ve got to get out of the boat.”

        JOHN ORTBERG

      

        

      

      Creating great outcomes for everyone else but shortchanging yourself in the process is not the definition of living the life of your dreams!

      Enough is enough.

      If, like Amanda, you’ve found that in business and life, you’re prone to overthinking everything which can be mentally draining … if you’re not taking a stand for the quality or value of your work, your confidence and revenue have dropped and your relationships are strained because it’s hard for you to say and hear no …

      It’s time for a breakthrough!

      
        
        You can learn to live and work smarter.

        You can learn to be a better communicator.

        You can learn to negotiate with success.

      

      

      Great negotiators communicate to create the traction they need to strengthen all of their relationships, both personal and professional. They are empowered to dramatically increase their income, and help others experience profound and positive results through their contributions to the world.

      Mastering the skill of negotiation will help you work less, make more, and create a positive life filled with the people, things, and activities you most enjoy.

      WE ARE ALWAYS NEGOTIATING

      There is a world of opportunities to negotiate! You may want to focus on sales negotiation at work, increasing your salary or speaker fees, or relational harmony.

      Let’s start with defining negotiation.

      According to Investopedia, “A negotiation is simply a strategic discussion that involves two or more parties and resolves an issue in a way that each party finds acceptable.”

      Negotiation is simply a skill and that means it’s something you can improve! The first step in improving anything is awareness of where you are now. If you had to give yourself a number from one to ten, with one being the lowest and ten being the highest level of skill, how would you rate your current negotiating skills? Keep that number in mind because as you move through the book and learn more about how to stand your ground during difficult discussions, create value and wins for everyone around the table, and seal the deal, you can reassess your negotiation knowledge and skills at the end of the book. Unfortunately, you can’t improve what you don’t see.

      When the opportunity comes up to negotiate, whether that’s personally or professionally, you have to be able to recognize it. I’ve learned – as a wife, mother, and business owner for over thirty years – that negotiation isn’t limited to a formal interaction sitting across a table with a client over a concern; it’s often an informal conversation you have when you want to get something from another person.

      In many cases, our lives are impacted by the negotiations other people have that affect us as well. When laws change that influence our choices and the way we live our life or when the school board votes on something that relates to how our children will be educated – we are impacted. As adults, we do have a voice at the table and can effect positive change.

      The deciding factor in recognizing an opportunity to negotiate in your business might tie to an important business issue that positively or negatively impacts you or your team’s ability to do their job. For example, you may become aware of the need for more computers with added security for your team to keep up with your new government contract. You make a decision for the purchase, and put a budget range in place if you have to negotiate with a service provider to get the best deal on the equipment and security package to meet the needs of your team.

      An example of when you might need to consider negotiating in a personal relationship has to do with the point of pain either you or the other party will face if you don’t resolve the issue. If that pain point is high – for example, you’re a college student in love with someone going to college across the country – there’s a good chance you’ll decide to have a conversation to resolve it and be willing to think through some alternatives that make sense for both parties.

      Truly there is a world of opportunities to negotiate every day. A negotiation opportunity can surface over a key aspect of a multi-million-dollar contract at work, a discussion on where to go for dinner at home, or an objection from a client during a conversation over the phone about a drawback in your product that you don’t have the ability to change. We negotiate around the table at home with our family and across the boardroom table at work with our colleagues.

      This is important because being able to recognize a negotiating opportunity – and being quick on your feet to make the decision to address it or not – is what differentiates a master negotiator from a novice negotiator. Someone new to negotiating may miss an opportunity entirely. Or they see the opportunity, get thrown off base by it, and take hours, weeks, or months to prepare for it to go successfully.

      As you grow and learn as a professional, family member, and contributor in the world, your opportunities to negotiate will grow. As your life expands, you will become aware of the many blessings and challenges that come with focusing on how to get more and more of what you want, while you stay aligned with your purpose.

      I believe that when you become a better negotiator, you’ll become a stronger business leader and you’ll see positive changes in both your professional and personal life. More importantly, you can do it without delays and conflict.

      As you read this book, you can apply the skills, strategies, tools, and tactics to the type of negotiation that will move the dial on a successful outcome in your business and life the fastest.

      It’s your time to get what you want and strengthen relationships in all aspects of your life so you can achieve your goals and create a meaningful difference in the world … faster and without a fight! But first things first – introductions are in order.
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            THE WAKE-UP CALL

          

        

      

    

    
      
        
        
        “It is not in the stars to hold our destiny but in ourselves.”

        SHAKESPEARE

      

        

      

      I’ve always enjoyed the wit and wisdom of Shakespeare. In college, I chose to get a degree in business administration even though I loved theatre. I received a Bachelor of Business Administration with a major in marketing and minors in French and theatre just to keep things interesting!

      When I studied Shakespeare, I loved that not only was he one of the greatest writers of all time, but he also had a head for business. Many people don’t know that Shakespeare was also a successful entrepreneur! In addition to co-owning an acting company and building an open-air theatre in London, he was also a successful real estate investor.

      As a voracious reader and avid learner, I’ve always looked to the great contributors in the arts and business to help me move through the challenges of growing a business as a female entrepreneur when I didn’t have a lot of support.

      I realized that Shakespeare was right about a lot of things!

      
        
        
        “Our doubts are traitors

        and make us lose the good

        we oft might win

        fearing to attempt.”

      

        

      

      Doubt is the enemy and fear is a liar.

      I wasn’t always aware of that truth growing up. As the middle child, I was a peacemaker, a big dreamer, and an overachiever. I’m sure I had my moments but in general, I was a very positive and happy child with a highly interpersonal and people-pleasing manner. This even rolled into a Miss Congeniality title in a Miss Twin Cities Teenage America pageant in high school. My family never let me live that title down. If I was ever in a bad mood, they were always quick to tease me and say, “Okay, Miss Congeniality!”

      I didn’t like arguing but, in our family, my dad liked to stir things up and enjoyed a good argument for fun just to see how strongly you felt about something. My dad was always quick with a story, a joke, or a meaningful message. Also, my parents were athletes and passed down a strong sense of fair play to their children. My dad in particular had no problem calling you out if he didn’t think you were being straight with him. He was smart, intuitive (especially about reading people), and he had a great work ethic. If you showed doubt, he looked at that as a weakness. It was not unheard of for him to use guilt, name-calling, or straight-talk rationale to get you to his way of thinking. I learned a lot about the way he persuaded people and moved them to action in his direction – even though in many cases, it would not be the way I would approach the situation.

      We used to have family meetings to “discuss” a problem and while they were often productive and helpful, they sometimes turned into “he said, she said” conversations, threats, or what I will lightly refer to as “irreconcilable differences” for a period of time. As an adult, I can look back and appreciate that this was a great opportunity to learn how to manage differences. As a fourth-grader, however, I would show up at our family meetings and usually limit myself to listening and observing our family dynamics because I doubted that I could help resolve the situation or argument.

      I didn’t really like the family meeting because it wasn’t usually about me. Yes, you can learn from the experiences of others, but family members – and anyone you ever negotiate with – will want to know how what you’re discussing will directly impact them. As a facilitator and a negotiator, I’ve always remembered that and have strived to make the other party understand the situation and how it affects them in a way that justifies their time invested.

      I did realize, later in life, that our family meetings were my first seat at the table and it’s where I eventually found my voice and honed my listening and peacemaking skills as a young adult.

      Listening and understanding the connection between what each person wants and why are foundational skills in any negotiation. This is where I first learned that I had a high degree of emotional intelligence even though I didn’t put those words to it at the time. Intuitively, I knew what people were thinking or feeling before they even said a word. I was always present and would listen for what was said and what wasn’t being said but felt.

      I often asked questions that allowed my family to see that, in some cases, they were saying the same thing only differently. I was good at having them come up with an answer that would work for them even if I may have thought of it as a solution previously. This was a communication secret I learned at a very young age by asking questions to help others reframe their situation and think about things in a different way. I might make an observation and say, “You and Dad are saying the same thing but you’re just saying it differently.” The response to that was usually not pleasant, especially if they were really upset about the situation, which taught me to back down during the conversation so they could vent. Then if someone in the family was still upset, my peacemaking skills would kick in and I would take another approach which might be a one-on-one conversation to encourage each person to just talk with the other person about what they wanted so they could feel better about the outcome. I didn’t have any specific suggestions on how to have the conversation go well – I just knew arguing or long periods of silence weren’t going to work. There were times when my approach helped resolve the situation and other times when it didn’t, but I was learning first-hand about the value of empathy and communication. I will expand on these techniques along with other tools I’ve honed to resolve differences and negotiate successfully with you throughout this book.

      Later in life I learned to resolve difficult issues with manufacturers regarding limited product availability, high prices, or production delays in my promotional solutions distributorship. I dreaded having a conversation with a manufacturer if there was a conflict. I would call my dad for advice on how to handle it. He encouraged me to stand my ground, ask for what I wanted, and be fair. I lost sleep during those negotiations because it took a lot of courage and work to create an alternative plan that would help my client, retain a fair level of profit for my company, and sustain or enhance the relationship with my supplier. One of the biggest lessons I learned from my dad was to speak up and put the stake in the ground for what I wanted and to make my boundaries very clear on the solution. However, it did take some time to confidently be able to do that well.

      THE BREAKTHROUGH

      True confession – I’m a recovering over-giver.

      It sounds great, right? And it feels great too – until it doesn’t.

      I remember the first time I realized my over-giving nature was costing me hundreds of thousands of dollars, and it had to stop.

      I was a twenty-nine-year-old, independent contractor working for a global consulting company. I was in Nashville, sitting behind the most gorgeous mahogany conference table I had ever seen. I was seated with eleven other facilitators preparing to give a sales management training program for Sony’s executives. Our director came in and said, “We’ve got a problem. The French entourage from Sony would like their seminar in French tomorrow. Do we have any volunteers?”

      If you were in the room, you could have heard a pin drop but all I could hear was my heart pounding 1,000 beats per minute and the chatter inside my head!

      Whatever you do, Corine, don’t raise your hand. It’s way too high-profile of a project and … Wait. Nobody here knows I speak French, right? Do they know I speak French? What if they know I speak French?!

      My heart was racing. My head said no, but my heart and my hand were about to say yes. Before I knew it, I could hear myself uttering, “I can help.”

      Good Lord, what just happened?

      While the director and I were reviewing the leader’s guide, I heard a few of the facilitators to my right laughing and calling me a rookie. They said, “She probably doesn’t even know she could have gotten additional pay for that!” Then they mentioned their per diems and the one-two punch came swift and hard, when I realized they were making double my pay, delivering the same level of content to the same level of executives and I was doing it in French!

      I quickly gathered my things, as my gut was overthinking the decision all the way to my room, and then the self-talk kicked in. You just had to do it, Corine, didn’t you? You had to volunteer for the toughest gig on the whole project, you probably don’t even remember French – because you studied it in college!

      When I got to my room my tears began to roll. All of my doubts flooded in. I don’t deserve that money. I didn’t ask for it. I’m not good enough. I’m not experienced enough, I’m not smart enough, I don’t even know how to negotiate, and I think it’s scary!

      Then I took a deep breath and made two decisions. First, I was going to knock it out of the park the next day. And second, I was going to negotiate my per diem up!

      Step one was completed the next day. Our workshop was a big success and the talk of the conference. The negotiation, however, took an unexpected dog leg to the left.

      I was told I’d have to meet with the vice president of the division regarding pay. I waited over two months for the meeting. All I knew about this man was that he was Italian – like me – and he had a reputation for being short-tempered. Not good. The good news was I had plenty of time to learn more about him, the regional initiatives, the account executives’ and the other facilitators’ needs. All I had to do was learn how to negotiate! How hard could it be? Ready or not, I was about to find out. This was my first big negotiation in business, and it taught me a lot about purpose, preparation, prayer, and patience.

      My purpose was greater than my fear. I was committed to helping all of the facilitators know how they could increase their pay and I was not going to avoid difficult conversations, cave in, or give up profits moving forward. I thought about backing out on several occasions and not voicing my needs. I loved my job, valued my relationships with the account representatives that requested me on their projects, and didn’t want to appear greedy or difficult.

      To help me move from my comfort zone into my negotiation zone, I practiced with my dad – a very outspoken and successful entrepreneur – and it helped me a lot. He challenged me and encouraged me to ask specifically for what I wanted and to remember that I deserved it. He reminded me that negotiation is all about relationships, creating value for everyone, and protecting your interests in the process.

      I finally met with the VP with this newfound confidence; it went amazingly well. We were able to develop a good relationship based on shared values and the importance of learning and development. We talked about our mutual love of global travel and Italy. He offered me a raise which made me feel valued and reminded me to protect my interests in a fair way even though I was also negotiating on behalf of the team. The conversation allowed me to negotiate from a “we” versus “me” standpoint which helped me be bold in my requests and think through stronger benefits to the team and the region if he would greenlight a program to put a structure in place so everyone would know how to get certified and increase their pay. When he approved that request, I really felt that I had created a win all around.

      Learning to negotiate changed the course of my career – and my confidence and my cash flow skyrocketed!

      I stayed with the global consulting company giving their programs in management, sales, service, and executive coaching – way before that was cool – for a decade. I left, as a certified master facilitator and contract senior training and development consultant, to grow my promotional solutions and consulting services company. I took a few lessons with me:

      
        	Great negotiators are collaborative, not adversarial.

        	Great negotiators are gracious and grateful not greedy or fearful.

        	Great negotiators care about relationships and create value for everyone, which is the heart and soul of what it means to negotiate with success!

      

      If you would have told me I could get what I want, when I want it, faster and without a fight when I was crying at my desk, trying to do it all with too little profit and failing miserably at scaling my first company, I would not have believed you.

      Today if you told me that I could learn to negotiate to get what I want, when I want it … faster and without a fight, after training over 100,000 business professionals, including teams at IBM, Apple, and USAA, helping them learn how to save money, expand sales, and celebrate new clients while earning or saving billions of dollars as a result, I would believe you.

      Today if you told me that it was possible to get what I wanted, when I wanted it, faster and without a fight as the founder and CEO of a strategic business advisory firm, facilitating business masterminds, raising millions for charities, being honored with an entrepreneurial spirit award as “Mentor of the Year” from the National Association of Women Business Owners, and receiving recognition from the White House for Outstanding Community Contribution, I would remember the many times I’ve had to gather the courage to negotiate and I would believe you.

      HOW I THINK AND TEACH DIFFERENTLY ABOUT NEGOTIATION

      
        
        
        “Your past is not your potential. In any hour, you can choose to liberate the future.”

        MARILYN FERGUSON

      

        

      

      During one of my workshops, a participant asked me an important question. He said, “What do all of the current gurus on negotiation fail to discuss that you think is so important for negotiators today?” In response to that great question, I shared that there were three areas that I do not hear other instructors talk about enough or at all. However, I discuss these in-depth with my audiences and clients interested in developing their negotiation skills.

      The first differentiator is that I acknowledge the fact that everything is energy and that these energetic principles can be used to manage the process of negotiating with grace and ease while holding out for what some would call a miracle.

      If you want a different result than you have had, you must be open to a new way of thinking and acting to address your situation. I teach that since it has been proven that everything is energy, it’s your responsibility to take good care of yourself and be in energetic alignment with your words, actions, and offers. If you are out of alignment, you must make an adjustment because the other party will pick up on it and you will put yourself at a disadvantage or a one-down position, resulting in a lack of trust or leaving you vulnerable to accepting less than you deserve in the deal.

      The second area of differentiation in my negotiation teachings is the value of reaching agile agreements, which is our ability to be flexible as we create solutions together with the other party, in our own authentic style. Every negotiation is not a poker tournament. It’s not only exhausting – it’s not necessary to try to act in a way you think is expected to create a good deal.

      When you are agile, you move swiftly if you need to, and you also understand the power of the pause. You recognize negotiation isn’t a race – it is a dance. Yes, you need to understand when to keep your cards close to your chest and when to show your hand, but you do it in an authentic way. The days are gone when you feel you must be a robot when communicating with the other party because it’s the professional stance you’ve been taught. People do business with people – not with individuals that think they must always have a game face on or a guarded stance. If you’re overly emotional, learn when to use your emotion at the right time during the negotiation and when to minimize it because it’s not serving you or the outcome you’re trying to create.

      The third differentiator in my work is my lens and my ability to relate to people on a personal and professional level. I am not a lawyer or a Harvard-trained negotiator. I am a female facilitator that has personally taught hundreds of thousands of professionals how to negotiate with success, helping them save or earn billions of dollars as a result. I am an experienced woman business owner in the corporate and entrepreneur world, a community contributor, and a faith-filled wife and mother and as such, I value and teach the importance of peace as an outcome of a negotiation regardless of the result, experience level, or industry.

      For example, there is no doubt that becoming a great negotiator can help position you to effect change for the greater good. Peace on earth begins with each of us. At some point, you will have to make peace with yourself and the other party regarding the outcome of any of your negotiations. When you feel compelled to judge yourself, it’s best to focus on what went well first and what you can do differently next time to secure a better deal for all parties. Next, forgive yourself. Make the changes that may be needed within your organization for a more ideal outcome next time and move on. Hopefully, you were able to close out the negotiation on a positive note regardless of the outcome and retain the relationship in the interim. While this may not be possible or in alignment with one of your goals for that negotiation, remember things always change. Your best client may be your boss one day and that “failed” negotiation may have taught you a key lesson that you can implement to make your next deal a huge success.

      I wrote this book to help you achieve your goals faster, by helping you learn how to negotiate fearlessly, stay out of resistance to what you want, and accomplish it all without a fight through the use of the strategies, tools, and techniques I will share here.

      My mission is to educate, inspire and empower 5 million people or more to live the highest vision of their success and I’m confident that learning how to negotiate successfully will help you get there faster.

      In the next chapter, you’ll learn one of my big Italian family secrets and what it taught me about some key aspects of negotiation. You’ll get a snapshot of the Negotiate with Success framework I’ve used thousands of times since that first negotiation to build my business, brand, and bank account so you can begin to create a plan for more negotiation success stories in your business and life!
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            THE NEGOTIATE WITH SUCCESS FRAMEWORK

          

        

      

    

    
      
        
        
        “Life is not easy for any of us. But what of that? We must have perseverance and above all confidence in ourselves. We must believe that we are gifted for something and that this thing must be attained.”

        MARIE CURIE

      

        

      

      Speaking of negotiation and family secrets, I admit it … I’ve been in and out of a lot of prisons! I remember when it all started, too.

      I was seventeen years old, walking down a long corridor at my high school in Burnsville, Minnesota. There was a lot of crying, hugging, and falling to the floor going on at the end of the hall. As I approached the crowd, I turned to the right and saw the cast list for Showtime USA posted on the wall.

      Showtime USA was a national touring company that performed for prison inmates around the country. We were the only high school in the country funded by the US government for this purpose.

      This program had every triple threat transferring into our school from the Twin Cities for a shot at getting cast in this company. This left zero threats, like me, who couldn’t sing, dance, or act, wondering if we could get in based on our belief in the value of the program for the prison inmates! I doubted that, but I always liked a challenge, so that’s why I worked really hard every day and night for months to give it my best at the audition.

      As I moved forward and waited my turn in line, my eyes moved upward and visually scrolled from top to bottom then more slowly this time from the bottom of the list to the top of it.

      I could feel the knot in my stomach that tightens up whenever I overthink something and I start to get stressed about it and then … boom! I realized what I thought was true: I am a zero threat in a triple threat world!

      There were only twelve names on that list and my name was not one of them. Despair and disappointment didn’t even touch it.

      As I walked down the hall toward home that day, I acknowledged that while not getting cast didn’t feel great and tears welled up in the corners of my eyes, it didn’t crush me. This was a lesson I never forgot, and it really helped me as I learned to negotiate later in life.

      In my big Italian family, some of the best memories are gathering around our table. That night when I shared that I didn’t make Showtime USA was one of those nights.

      I come from a very traditional family. When I was growing up, we didn’t always have a lot of money, but we always had a lot of love. My family felt strongly about … well, everything! When something unexpected happened, emotions would rise, skills would drop (very similar to what happens in most negotiations), and a family meeting would be called.

      The night I shared that I didn’t make Showtime USA, I felt very vulnerable and thought I might get teased, but my family was very empathetic.

      My dad asked me why I thought I didn’t make it and I said I didn’t know.

      He said, “When you find out why you didn’t make it, that will be your shot at getting cast next year.”

      So as intimidating as he was, I decided to go see Mr. Mraz, the Showtime USA Director, at our school the next day.

      As I walked down the long hallway of the Theatre Department to his office, that knot in my stomach made itself known again. Then suddenly there he was – all six feet and three inches of him, with his dark hair, big black beard, and booming voice showing me a seat.

      As I sat down, I noticed all of the awards and Showtime USA memorabilia in his office. I thanked him and quickly introduced myself.

      I didn’t want to assume that he knew me because there were a lot of people that auditioned. I let him know I appreciated the opportunity to try out for the company and that I loved the mission of Showtime USA.

      Silence.

      Make that gut-wrenching silence.

      In my head I’m thinking, Corine you can’t just come right out and ask him, “Why didn’t I make the cast?” I know you can’t ask him that, Corine, because you will die, girl, absolutely die if he says, “Because you suck at singing, dancing, and acting!”

      Then I just asked him what, if anything, he thought I could do differently next year to have a better chance of making the cast.

      He looked at me stone-faced and then stood up and pounded his fist on the table, leaned over his desk and said, “No student has ever asked me that question!”

      “Do you really want to know?” he asked as he sat back down.

      I said, “Absolutely. I mean, yes, sir. Yes. I’d like to know.”

      He said, “OK, you need to quit everything you’re involved in. No more soccer, volleyball, or softball. No more cheerleading, French club or student council. You enroll in all of my acting classes, audition for the school plays and children’s theatre in the summer. That will be a good start.”

      Then I thanked him, left his office, and proceeded to do everything he said.

      A funny thing happened next.

      I developed relationships with the cast of the show since they were in all of my acting classes. Since I wasn’t a great singer, I chose an old, animated, and upbeat Italian song I learned growing up and it made everybody laugh and sing along with me during auditions. Yes, it was hard work learning the choreography from the professionals and the words to the songs. There were long hours of grueling dance rehearsals every night and on weekends with a lot of people, but it was fun!

      Then the day came when I found myself walking down that same long corridor during my senior year. There was a lot of drama going on, with people crying, some tears of joy, others of grief.

      As I waited to approach the list, I realized that while I still really wanted to make the cast, my mindset had changed. I knew that there was enough success to go around and regardless of the outcome – I had won.

      I approached the line and when it was my turn, I slowly looked up and then down the list and there it was … my name. My name was right there on the list. It was surreal. I turned with tears in my eyes and smiled as the other cast members came over and hugged me screaming with delight!

      That’s the end of that story and the beginning of one of the best and most impactful years of my life – resulting in a million and one stories that I’ll hold in my heart forever!

      It all started with me moving through the negotiator’s dilemma – should I or shouldn’t I audition? Strengthening my resolve when I got rejected at first and my realizing that I wasn’t exactly a zero threat even if I did have to compete against triple threats. I remember writing in my journal about seeing myself clearly learning the choreography, singing, dancing, and touring with the company which is the same visualization and scripting I use today to reach my goals and move through a difficult negotiation. I remember making peace with change and knowing even though everything was good – I wanted to do more and that my ambition is okay. It's a part of who I am, and it required I make a decision to let go of the known and move into the unknown by taking action.

      Taking the leap of faith started with understanding what was involved in the opportunity, expanding my mindset to see what could be possible, and my willingness to take the coaching.

      If the fear of negotiating is costing you more than you’d like to admit, take the chance to understand negotiation and take the imperfect steps necessary to get really good at it, so you can get what you want, when you want it, faster and without a fight! Are you ready to make the commitment to jump out of your comfort zone and into the negotiation zone?

      THE FRAMEWORK

      This chapter is about my proprietary Negotiate with Success five-part framework. Creating it was an imperfectly perfect process for me as well.

      
        
        
        “Seek Failure. Quantum leaps demand a willingness to make mistakes.”

        PRICE PRITCHETT, PH.D.

      

        

      

      I remember the first time I spoke at a big conference on negotiation. It was the National Association of Women Business Owners (NAWBO) International Conference at Disney World. When I got the letter of acceptance for the speaking engagement – I was stunned! Yikes! I had no negotiation framework. I had no PowerPoint. I had no contract of my own and I didn’t negotiate up on their contract. I didn’t receive a speaking fee or the cost of the flight to get to the event. I was simply given room and board and used points for the flight so I wouldn’t go in the hole.

      I only had experience teaching negotiation to the sales teams in Fortune 500 companies (usually twelve to fifteen people at a time), my personal experiences negotiating with clients and manufacturers in my promotional solutions company, and my community service work – working with paid and unpaid staff and getting sponsorships for my charity causes – and that was it. I was a business owner and a facilitator, not a professional speaker from the stage. I ultimately launched The Negotiation Project and decided to start interviewing people on the topic of negotiation to prepare for the event.

      The night before I went on, I checked out the room I had been given for my presentation the next day. It had a screen and seating for 200 people. When I arrived the next morning, the conference coordinator said they had to move me to the large conference room which had a big stage and seating for 800 people. It was the first time I would be speaking to such a large crowd and my talk title was Negotiate with Success: Strategies to Build Your Business, Brand, and Bank Account.

      When I peeked behind the curtain on the day of the event, I saw that it was a packed house with folks standing up in the back.

      My throat made it to my toes in two seconds flat.

      I shook my hands out like so many of my acting teachers taught me to get the energy flowing then I took two deep breaths, looked skyward, smiled as I was introduced, and I was on.

      I had no team. I had nobody with me and thankfully I did have feedback forms printed and a custom pen on each chair because somehow after speaking at a world record frenetic pace, I received a lot of emails, many testimonials, and one big request to speak and train a large, diverse group of women at the Philadelphia Women’s Conference sponsored by NAWBO and their corporate partners. It was a miracle. The Negotiate with Success “framework” was born, and I continued to create a new and better iteration of it moving forward.

      The Negotiate with Success framework in this book will work for you whether you are new to negotiating, whether you have some experience negotiating, or if you are a seasoned pro that wants to get to the next level. There will be billion-dollar negotiating examples and relational examples that you may experience in your personal negotiations interspersed throughout the book.

      The reason I chose to include both professional and personal examples is that you could write the biggest piece of business in your career and go home to your kids who want to play “Let’s make a deal” for three books, not two, before they go to bed. Or your mate may want to go to Hawaii for your vacation when you had your heart set on going to the Superbowl! It’s life. The strategies in this book will help. Let’s go!

      In Chapter 4, I will bust some myths and dispel some widespread misconceptions surrounding negotiations.

      The framework begins in Chapter 5 with Understanding Negotiating Principles. In this part of the framework, you’ll learn the terminology, techniques, and key concepts that you will reference throughout the process of negotiating for optimal results.

      The second part of the framework is to Prepare with a Purpose. The framework will stay the same for every negotiation, however, the players, the deal points, the dollars in play, the price, terms, conditions, and deliverables will vary. In Chapter 6, you’ll learn the value of preparing for your negotiations, how to do it efficiently, and how to become proficient in the process with a template to make it easy and increase your confidence throughout each stage of the deal.

      The third part of the framework is to Seal the Deal. Chapter 7 is where you’ll learn how to positively influence the outcome of a deal and the communication strategies that will bring the other party with you every step of the way in the conversation to help secure the deal and or positively retain the relationship. This section also covers strategies to handle counterproductive or difficult behavior which will boost your confidence and – when handled properly – help build your business, brand, and bank account!

      The next part of the framework is to Celebrate in Service! It’s always great to celebrate deals where you can co-create wins all around! In Chapter 8, you will learn how to uncover the key ingredient most negotiators skip that could lead to additional business and referrals and how to leverage this knowledge throughout the negotiation process with gratitude, resourcefulness, resilience, and joy.

      The fifth part of the Negotiate with Success framework, which is an ongoing process, is called Millionaire Mindset | Momentum Mastery (M4). Whether you want to be a multi-millionaire, a great parent, or a key community contributor, you’ll need to master your mindset to consistently achieve your goals and grow. In Chapter 9, you will have the opportunity to learn how your mindset can positively or negatively impact the success of your negotiation(s) in business and life.

      For years the Negotiate with Success framework was simply Understand, Prepare, and Seal the Deal. Then, as I used the process to get the green light for training contracts, a program I created to get into one of the largest school districts in San Antonio, to secure sponsorships, business funding for women entrepreneurs globally, and speaker contracts, I realized I wasn’t documenting my celebratory experiences so I added Celebrate in Service to the framework.

      Then with each new level of success and failure – the “new level, new devil” truth kicked in and I knew I would have to up-level my mindset if I was going to achieve my goals, increase profits, and create a meaningful difference in the world. That’s when I included Millionaire Mindset | Momentum Mastery = M4 to the process.

      In negotiation, mindset mastery was key to the process so I could expand my thinking and create a win all around in the deal on a larger scale.

      Creating a win to the fourth degree (W4) stands for a win for my company (we get a new client at an acceptable profit margin), my client (gets what they want from our services for a fair rate), for me (I don’t shortchange myself or overextend my team in the process) and for the world (this represents a bigger benefit outside of the deal like an innovative solution, or the masses getting to experience the newest performance apparel, or a unique approach to design, or whatever your industry at the highest level can create for the ultimate user that will serve the community or the world)! This is M4 = W4.

      There you have it. The Negotiate with Success (NWS) framework is:

      
        	Understand Negotiation Principles

        	Prepare with a Purpose

        	Seal the Deal

        	Celebrate in Service

        	M4 = W4: (Millionaire Mindset + Momentum Mastery) = (Win all around)!

      

      Additionally, throughout the book, I will share with you my negotiation principles, forty-four of them to be precise, which will help you understand the key terms and concepts related to negotiations and how to apply them in practice.

      At the end of each chapter, I’ll have a Deal Points section which is simply a way for you to consider some reflective questions based on the chapter’s key points. You may want to have a journal or a notepad available so you can jot down your thoughts in response to those prompts or remember anything you felt was helpful as you read the book. This will not read like a research paper! My hope is that through the stories, principles, skills, and strategies shared you’ll be able to apply what you learn to your situation easily in business and life!

      SUCCESS ACCELERATORS

      There are three success accelerators you can use to expedite this process:

      
        	Be grateful

        	Be intentional

        	Be a light for others

      

      When you are grateful for all of the abundance in your life, regardless of what is in your bank account, you send the message to spirit that you want to experience more of it.

      When you are intentional, you can create and stay focused on your goals. If you create transformational goals, which positively impact others aside from your own personal interests, you will stay inspired to achieve them because of the fulfillment that comes from being in service to more people.

      When you are being a light for others, you practice what you preach and as you model that behavior, others are drawn to you as a mentor or a mentee. While you continue to learn, you’ll be able to share your knowledge, expertise, and life experiences with others to help them shine.

      The Negotiate with Success framework and these accelerators can be easily adapted to your sales process to help you expedite the process of achieving the goals and outcomes you’re seeking.

      To further assist you, I’ve created a free gift to compliment this book including a Negotiate with Success Masterclass to help reinforce what you’ll be learning as you read the book. The details to access your free gift will be available toward the end of the book.

      In the next chapter, you’ll learn about the top three myths and truths about negotiation and how to avoid the roadblocks along the way so you can save time, money, and energy communicating what you want, when you want it!
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        “Unfold your own myth.”

        RUMI

      

        

      

      A beautiful and articulate woman came up to my booth at a large women’s conference and asked if I could teach her how to negotiate like a man.

      “Mhm,” I said, “What exactly does that mean to you?” She laughed and said, “You know someone who can just go and get it done!” I laughed and said, “OK, absolutely I can teach you how to negotiate and get the deal done with one caveat – I can teach you to do it in your own beautiful style!” She clapped her hands, leaned in, and said, “Honey, I’m all ears!”

      In this chapter, you’ll get an overview of the misconceptions related to male and female negotiators, myths and truths associated with negotiating, along with tips on how to avoid common roadblocks so you can become a stronger business leader in the process. By the way, you don’t have to tap into your testosterone to do it. Men and women can be great negotiators, both in their own unique way.

      CIRCLES VERSUS STRAIGHT LINES

      I encouraged the woman I met at the conference that wanted to negotiate like a man to learn the mindset and skillset of negotiation so she could feel confident in handling whatever came up in her conversations and be able to create a positive outcome for both parties in her own style. She just had to understand a few things about the way men prefer to negotiate and make it clear that she had some ideas of her own on how to best reach an agreement as well.

      
        
        
        “When misunderstandings arise between men wanting to solve a problem and women wanting to talk about the details of her problems, remember that we speak different languages; take the time necessary to translate what your partner really means or wants to say. This definitely takes practice, but it is well worth it.”

        JOHN GREY

      

        

      

      My Italian grandmother Cora – we called her Gramma Love – liked to talk in circles. My father, on the other hand, was very direct. He used to say to her, “Ma! Just say what you want!” She never wanted to rock the boat because many of the people in her life were easily triggered. She responded by tiptoeing around in her communication with them.

      It was obvious to me that she never really felt safe speaking her mind and asking for what she wanted. The exception to this rule was when she was with her Italian girlfriends. I called these ladies the doughy people. These women loved to hug me and many of them were round and had soft arms and faces which were often covered in powder.

      Every Sunday growing up, we went to both sets of my grandparents’ houses for pasta. I used to sit around my grandma’s kitchen table on Sunday afternoons and listen to the doughy people and Gramma Love say exactly what they wanted and why and how they were going to get it. I would watch their hands fly while they talked, and I laughed along with them even though I didn’t speak any Italian at all! Someone would always whisper to me what was being said in English to keep me in the conversation and I learned a lot of secrets that way.

      I learned that my grandma was raised in Italy by a well-off, very proper and strict set of parents. When she was sixteen years old, she was told she was going to the United States with her brother Paul to marry a thirty-two-year-old man named Eugene whom she had never met! An arranged marriage in Italy was very common 120 years ago! Today in most places around the world, an arranged marriage would be a non-negotiable!

      Thankfully, my grandparents grew to love one another and were married for over fifty years. My Uncle Paul lived with them until he died and apparently his vow to watch over his sister for his parents was a non-negotiable as well!

      As it turns out, research shows that many women do not start by going directly to what they want when they negotiate, they circle in their conversations like my grandmother!

      According to Patricia Farrell, Ph.D., a clinical psychology professor at Walden University, women are raised with an understanding of a certain way to develop and value relationships. In many cases, they are taught to be polite and nurture a relationship that carries over to how they negotiate. This often ties to the behavior of wanting to connect first before getting down to the business of negotiating right away. Women “circle” in their conversations with small talk or other points of mutual agreement before talking directly about what they want on a point of difference.

      Men tend to be more direct. They like to show they are in control; they are in a position of authority, and they are ready to get right down to business minus the small talk. This is their way of showing credibility.

      As a general rule, men and women tend to approach negotiation differently. One approach is not better than the other. Women tend to be more relational; they like to know who they are negotiating with and would like to do their best to satisfy everyone’s needs at the end of the agreement. They value long-term relationships which have equal importance in their eyes to one agreement.

      Men tend to be more competitive. They want to know about their counterpart’s credibility; the success of their conversations is measured by how much they have moved the ball down the field toward the goal line. They value their needs as important or at times more important than their customer’s needs and getting the deal done in the most efficient way is a top priority.

      Understanding these differences will certainly be beneficial in establishing relationships with the party on the other side of the table, but it’s important to remember that you don’t have to mirror that other side or go against your nature to get what you want. Gramma Love knew that and played to her strengths.

      Here are some other myths that might be cramping your negotiation style.

      THE TOP THREE MYTHS AND TRUTHS ABOUT BEING A GREAT NEGOTIATOR

      
        
        Myth #1: You Have to Be a Financial Genius

      

      

      Truth: You just have to know the numbers that may be associated with your negotiation. If there are no numbers involved, you don’t even have to talk numbers!

      How to avoid this roadblock: Do your research and gather the numbers needed to make your case. If you have a specific ask that includes numbers, be able to justify it through the eyes of the other party. Dig deeper and consider the financial impact for all parties if they say yes or no to each of your top three alternatives in the deal. If there are international numbers involved, know your conversion rates and make sure you get what you want, and that it is spelled out correctly in the contract.

      
        
        Myth #2: You Must Have a Heart of Stone

      

      

      Truth: You don’t have to be a bully or good at stonewalling to be a great negotiator.

      In fact, skills like being a good listener, the ability to empathize, speak succinctly to the value you bring to the table, and receive equitable value from the other party as needed in a negotiation are all highly valued skills and strategies.

      How to avoid the roadblock: Develop the skills noted above. If you’re in sales, improve your product knowledge, industry knowledge and selling skills. Develop your EQ which is your ability to empathize with the other party. Practice listening without interrupting and clarifying and confirming for understanding. Be confident and assertive in negotiating in your unique style minus the unprofessional antics or radio silence if you don’t get what you want.

      
        
        Myth #3: You Must Know It All to Win

      

      

      Truth: The idea that you have to have the answers to every question your customer asks you on the spot is outdated. Just be honest. If you don’t have the answer, let them know that you will find out for them. In any negotiation, there may be some things you’re not prepared to answer. You do need to understand what the other party wants and why and the business issues that relate to the conversation so you can create a negotiation plan and resolve your differences – knowing all along that regardless of your level of preparation, there is a risk you may not win.

      How to avoid this roadblock: Anticipate questions and objections that may come up and practice how you will respond. If a question comes up that you don’t know the answer to, just be honest. Let them know that you will find the answer and then get back to them as soon as you can to keep the trust and momentum moving in a positive direction.

      
        
        
        “Fortunately, perfection is not a requirement for creating great relationships.”

        JOHN GREY

      

        

      

      I remember when I was a new distributor and felt cornered to know all of the answers on my first call with a client which was a referral from one of my training and development clients.

      When the purchasing director and I met to discuss optimizing their company store, he took me into their conference room where over twenty items were carefully laid out on their boardroom table.

      There was a beat and that’s when I realized my eyes had glazed over.

      He wanted to know how much each item would cost for varying quantities and if he could get a volume discount rate for the whole store including shipping. Since they wanted to get started right away, he needed everything turned around quickly so they could give some gifts away during the holiday season and have everything ready to go for the launch of their company store in the new year. He also wanted to know about the platform and costs necessary for the store so their employees and clients could purchase their items on their website or another platform that could sync with their site.

      I remember my mouth went dry and I started to sweat profusely. It was like the scene in that movie Broadcast News when the guy gets his first big shot as a broadcast journalist on national TV and water is randomly shooting out of his body because he’s sweating bullets the whole time!

      I was a new distributor. Prior to this meeting, I had only had one order, from IBM for playing cards from my dad’s playing card company. It took me a few minutes to gather my confidence just to enter the high-rise building before the meeting started! I felt I was out of my league.

      Have you ever been there?

      To my credit, I’ve always been quick on my feet. I asked for some water and then I proceeded to ask a lot of questions to understand his vision, his customer’s needs, his timing requirements, and his budget. We also discussed what might compliment his current offerings. I took down the information for the items and said I would get back to him.

      When I got back to the office, I realized I didn’t know enough about those products, who manufactured them, or the industry to serve him at the highest level.

      I made a decision to not be all things to all people. I decided that if I had a training and development client, through the global consultancy I was working for at the time, I would not take them on as a client in my promotional solutions company. I followed up and shared my decision with him and offered to give him a referral to another distributor which he did not accept.

      Huge opportunity lost or bullet dodged?

      I’ll never know but I did learn a lesson that day about the pressure that comes from believing you need to know it all to be of service. If you decide you want to serve the client, you can simply do your best to gather the information, provide a solution you think would help them and know the deal points you’d be willing to negotiate on if the need arises.

      Later in the book, you will learn the four criteria necessary before you negotiate so you can check yourself and not feel the pressure to start negotiating before you or the other party is ready.

      Regardless of the way you approach negotiation, you may want to consider one or more of the following tips I share with my clients as they consider moving into a negotiation.

      FOUR SIMPLE THINGS YOU CAN DO TO SAVE TIME, MONEY, AND ENERGY BEFORE YOU NEGOTIATE

      Negotiation mistakes can be costly. Many people negotiate too soon or are simply unprepared when they are asked to start making changes to an agreement. Try these four simple time, money, and energy-savers before your next negotiation and watch your results soar.

      
        
        Set an Intention

      

      

      The thought of having to negotiate and deal with difficult personalities or the unknown can cause insecurity in the most seasoned professionals. Instead of staying in a place of fear, anger, or anxiety given your current circumstance, seek clarity and set an intention to take the next best step to improve your situation. In the event your confusion continues to cloud your judgment – get quiet and listen to your intuition. Your intuition will lead you to the answers you’re seeking along the way.

      
        
        Develop Your Relationships

      

      

      Business is about developing relationships. The best time to develop a relationship is when you don’t need it. In my research interviewing 500 men and 500 women, the number one reason men cited their negotiations failed was because they didn’t develop the relationship first. You’re less likely to avoid a negotiation or shortchange yourself or your company when you negotiate if you’re dealing with someone that you know, like, and trust. You’re also more likely to get the assistance you need from your team to create alternatives that make the deal successful for all parties.

      
        
        Time + Value = Trust

      

      

      According to The Trust Equation by Charles Green, four components affect trust and only one reduces a person’s trustworthiness which is self-interest.

      
        
        Practice Asking Specifically for What You Want

      

      

      In my research study, the number one reason women cited their negotiation failed was because they didn’t ask specifically for what they wanted. Regardless of how big or small the numbers are or how intimidating the players are in your situation – you can develop the confidence to ask specifically for what you want. One secret is to multiply what you want by ten-fold and practice asking for it like you’re asking for the salt or pepper during dinner. The reason this works is that when you do ask for the real number you won’t flinch or send an energetically insecure message to your client about the price, and they’ll be more likely to accept it. Yes, it’s true. Certainty sells.

      
        
        Learn How to Negotiate

      

      

      If you’re not making the money, you think you deserve, or the scope of your contract with a client is being violated, learning how to address it through negotiation will be very helpful. There are many ways to learn how to negotiate. If you prefer to read or be self-directed, you could take an online class, pick up a book on the topic, or read an article. The internet has a lot of varying information on negotiating. You could listen to a podcast, interview a negotiation pro, or take a class on negotiation to ensure your next deal is a success. When you know how to negotiate and take a collaborative versus competitive approach, you can practice the skills by negotiating small things like reducing your phone bills at home with service providers, challenging yourself to negotiate your first car, or taking the lead on negotiating a long-term contract at work.

      How can you begin to benefit from being a better negotiator?

      Negotiation is an advanced selling skill. However, even if you’re not in sales, there are so many great reasons to become a better negotiator. Remember, we are always negotiating. You can create better relationships and outcomes with your family, service providers, and co-workers when you learn to negotiate with grace and ease. This is a multi-layered strategic approach, but to start, you simply ask great questions and listen. You may hear information or alternatives that you were unaware of and could help you create a resolution that serves all parties involved.

      My clients easily save on average ten thousand dollars per year on home and professional services alone – not to mention on average a 30 percent higher rate of pay than advertised for a job when they interview and secure a new role. Many of my clients also note more positive outcomes in their interpersonal relationships as a result of being a better negotiator as well!

      Follow these four simple no-cost or low-cost suggestions to save time, money, and energy before you even think about negotiating and soon, you’ll be modeling the skillset and mindset needed to negotiate with success!

      In Chapter 5, you’ll get a great reference guide to help you easily understand negotiation principles, techniques, and key concepts that will help you prepare to negotiate like a pro!

      DEAL POINTS
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            UNDERSTANDING NEGOTIATION PRINCIPLES

          

        

      

    

    
      
        
        
        “I am so clever that sometimes I don’t understand a single word of what I am saying.”

        OSCAR WILDE

      

        

      

      THE NEGOTIATOR’S DILEMMA

      The negotiator’s dilemma is a term first coined by David Lax and James Sebenius and refers to the tension between interests pulling you together and differences pulling you apart when you negotiate.

      In my Negotiate with Success workshops, we do an exercise that models this tension. The attendees are asked to pair up and decide who will be Partner A and who will be Partner B. I ask Partner A to raise their hand and make a fist then bring it down. Then I ask Partner B to do everything in their power to get Partner A to open their fist. They have about two minutes to do so and their sales bonus depends on it! Go!

      The room comes alive with intense and animated conversations. Some engage in very reasonable discussions, while others use the element of surprise and empty promises as their tactics of choice. In some cases, physicality comes into play with people using anger to rip the hand open of the person that insistently kept it in a tight fist! Then the instruction is to stop and change roles because you know what they say about paybacks! Same task – two minutes – to do whatever it takes to get that fist open. Go!

      This time it’s even louder in the room with groans. Some people are calling the other party names, standing on their chairs to show superiority, or wrestling with the other party’s fist to get it open by force. Others are trying to get support by asking others to put in a good word for them to the person with the fist behind their back! There are even those who are quick to complete the task and sit watching the diverse activities in the room with a smile. Then after two minutes, they hear “stop” and we debrief the exercise.

      I ask the attendees, “How many of you had a challenge opening your partner’s fist?” Many people raise their hands. I ask them what they think contributed to their negotiation outcome. The attendees usually readily share that their partner was abstinent, rude, or just plain difficult because they wanted too much in return for too little. I share the microphone with their partners who typically respond along the lines, “They weren’t giving me good enough reasons to open my fist,” or “I didn’t trust ‘em!”

      Then I ask the attendees, “How many of you were able to get your partner’s fist open?” A smaller number of hands are usually raised. I encourage them to share how they did it.

      This time comments like, “We’re friends so she had to help me,” or “I just asked him to open his fist because it was important to me and would help strengthen our relationship,” can be heard. The likeability and friendship factor seemed to be a key lever many attendees used to influence the other party to give them what they wanted, when they wanted it, without a fight. Some attendees said they made their partner an offer they couldn’t refuse with no details to follow!

      It’s a fun way for them to practice negotiation and experience the tension that comes from the negotiator’s dilemma in real-life situations.

      I give the attendees a very limited time to accomplish their task of getting their partner’s fist open. I am modeling a negotiation tactic called scarcity which is one of seven weapons of influence according to Robert Cialdini, a leading researcher in the field of influence.

      Scarcity is a tool used very often and effectively as a tool for persuasion and influence across many industries. Consider the travel agent that suggests if you’re already in Italy you may want to see the Leaning Tower of Pisa because after all it is leaning and you never know how long it will be around! Online marketers also use this approach making their very best offers only available for a limited time. It works because we convince ourselves that the scarcity claim must be true so we move into action quicker.

      In my workshop exercise, some people were successful in opening their partner’s fist and others were not. As it turns out, managing the negotiator’s dilemma has to do with trust, honesty, and how to determine what’s fair between both parties. It’s interesting to find out why the participants in my workshops thought they got their results and also to share my findings on the number one reason men and women feel they missed the mark in their negotiations.

      NEGOTIATION PRINCIPLE #1: AVOID MISTAKES THAT CAN COST YOU YOUR DEAL

      In Chapter 4, I shared with you the results of my research with 500 men and 500 women. Remember their different takes on the reasons behind failed negotiations? The men said it was because they didn’t develop the relationship first. The women said it was because they didn’t ask specifically for what they wanted.

      My research correlated with what my workshop attendees felt was true for them as well. Developing relationships before you negotiate and asking specifically for what you want during the conversation are behaviors you can easily learn that will positively impact the outcomes of your negotiations.

      
        
        
        “Whenever you see a successful business, someone once made a courageous decision.”

        PETER F. DRUCKER

      

        

      

      Consider the alternatives to not doing those things. You could experience no sales due to your reluctance to ask for the business or a one-and-done order with a longer than usual sales cycle because you didn’t nurture the relationship with your client.

      The cost of ask reluctance in the workplace has serious consequences. You could lose income and have less access to leadership roles, which could lead to slower career progress. If you are a parent or a partner that isn’t asking for help at home, it could leave you exhausted and negatively impact your health, and the quality of your relationship with your mate. Children live what they learn. For example, if they see you not standing up for yourself with your mate or bending the rules for one child but not for the other – you will confuse them and that ask reluctance can be transferred down to the next generation which may negatively impact their confidence resolving differences and their level of pay in the future.

      New research by Glassdoor finds that 68 percent of women accepted the salary they were offered and did not negotiate, a 16 percent difference when compared to men at 52 percent.

      Research further revealed that only one in ten people negotiated successfully across the board.

      Another study revealed that 20 percent of women never negotiate.

      This stopped me in my tracks.

      NEGOTIATION PRINCIPLE #2: YOU CAN’T IMPROVE WHAT YOU DON’T SEE

      Clearly, women, if we are not negotiating, we are getting taken advantage of at the bargaining table and leaving money on the table!

      The other party can always say no which will not kill you. The loss of what you want, when you want it, is simply too much to lose. You deserve more.

      If you can’t take a stand for yourself, do it for your team or your children. Remember, having a purpose bigger than our fear can make all the difference.

      NEGOTIATION PRINCIPLE #3: SELL FIRST THEN NEGOTIATE

      Since I have worked with so many sales teams, I would also add a quick edit to the definition of sales negotiation:

      Sales negotiation is a strategic conversation between two or more parties

      that resolves a difference around price, terms, conditions, and deliverables

      in a way that is acceptable to each party.

      If you are considering a sales negotiation, be sure you have done your job of selling first before you negotiate so you avoid negotiating too soon. There were many times as a facilitator when I was asked to listen in on sales calls to better understand the client’s business and give the salesperson feedback on their selling skills.

      In one example, I noticed one very personable salesperson had great product knowledge and she used it to anticipate responses from certain clients versus listening to them first. On this occasion, she addressed the concern before the client verbalized it. For example, she knew one of her products had a longer than expected delivery time due to material shortages. When the client showed interest in that product, the salesperson immediately dropped her price by 15 percent because she thought it would offset the client’s concern about the longer-than-expected in-hand date. As it turned out the client didn’t need a specific completion date, but he was happy to take the discount. The salesperson had a happy client, but also a lower-than-expected profit margin. She just negotiated too soon. She also thought she was doing great because she was making her quotas. Unfortunately, since she had a habit of sweetening the pot with many of her clients when she didn’t need to, she had to work harder to achieve her goals because she was making less money on every order.

      The rule of thumb is to enroll your prospect or client first in whatever sales approach you use before you negotiate because you may be able to avoid it completely if the concern on the table is simply a misunderstanding. For example, your client says, “It’s too expensive.” You would clarify and confirm your understanding of what that means to them first because they may think they have to pay upfront or that your payment plan is still unclear. If that were the case and it wasn’t true, you could clear up the misunderstanding and move forward with no negotiating necessary. There are many salespeople that just cave in, cut the price on the spot, and take a loss to their bottom line which could be avoided if they asked a question, used their selling skills appropriately, or took the time they needed to decide if the time was right to negotiate and if that would be the best thing to do on the call.

      NEGOTIATING PRINCIPLE #4: DON’T SELL AGAINST YOURSELF

      Negotiating against yourself or giving away the store is not the best approach to negotiating. For example, several of my clients are professional coaches, consultants, and speakers. Pricing to fit into their perceived notion of what the market will bear is one way they negotiate against themselves.

      One speaker wanted to raise his fee significantly because he booked a speaking engagement in a market where the US dollar was not as strong as it was in the States, and he knew he would be making less than his normal fee which is when he asked my advice on the situation. I asked him about his scope of work and what dollars were in play for the deal. I asked him if he would consider lowering his speaker fee in an international market if the US dollar was much stronger than their currency. He didn’t love that question. You see how this gets crazy when there’s no reason for it?

      Have a speaker fee and stick to it. This will help you stay in integrity with all of your clients as well. As it turned out, the US dollar differential was not that much less than what this gentleman normally charged for his speaker fee, but it was less, and he didn’t like it. I suggested he keep his speaker fee and add a complimentary product or service to the deal that would serve the client at a higher level and offset any loss he would incur due to the exchange rate. He did keep the speaker fee he had quoted the client and was able to add some training to his speaking engagement which increased his overall revenue for the deal by 35 percent with this approach.

      It’s important for you to stand in your power and choose to negotiate or not – but how do you decide?

      NEGOTIATION PRINCIPLE #5: KNOW WHEN TO NEGOTIATE

      
        
        When to Negotiate – A Mini Decision-Making Framework

      

      

      
        	If your client has an objection that cannot be minimized or resolved through a full understanding of the benefits of your product or service

        	If there is a conditional commitment present – which means if you can take care of this concern, your client has confirmed they want to do business with you

        	If you are willing and able to negotiate a resolution with the other party

        	If you believe you could co-create an ideal outcome that would meet the needs of all parties involved . . . then it’s time to negotiate.

      

      Don’t make the mistake of negotiating too soon because you may not be prepared. It may negatively impact your bottom line and make you feel pressured to make commitments you or your team may not be able to deliver on. Can you say “stressful”? Take the time you need to make a decision to negotiate because it will save you time, money, and energy in the long run. The biggest benefit is you regain control of the sales cycle, and you can move into the next phase prepared and confident!

      NEGOTIATION PRINCIPLE #6: NEGOTIATE IN YOUR AUTHENTIC STYLE

      There are four types of negotiation styles you can choose to use and you can combine these based on your situation and preference.

      
        	Win-Lose (Adversarial) – Your intention is to win, and you don’t care if the other party loses. Intimidation rules the game here.

        	Win-Win (Integrative) – Your intention is to be open to working together and to create an outcome that works for both parties. Compromising and bargaining are common.

        	Win-Win3 (Collaborative) – Your intention is to co-create an outcome that meets the needs of all parties. Your needs (you get the business), your client’s needs (they get your product or service the way they want it), and your company’s needs (they get the business at a fair profit margin).

        	Win-Win4 (Holistic) – This is my thought on the evolution of the win. It’s the same as a Win-Win3 except you also consider the community or the world in terms of a benefit or an advancement in the deal which makes it a Win-Win4! Think of advancements in medicine, aviation with space travel, and community contribution as examples. Collaboration and innovative thinking are used here.

      

      NEGOTIATION PRINCIPLE #7: GO FOR THE WIN-W4 AS OFTEN AS POSSIBLE

      I advocate a collaborative versus adversarial approach to negotiating because in my experience it’s the fastest path to a solution that supports each party. Ideally, you go for the Win-Win4 as well!

      Like so many of my clients and people that read my book like you, I also don’t like conflict and that’s why this book will lay out a plan for you to succeed in negotiations without a fight.

      However, there are people that strategically take an adversarial approach to intimidate others, and sometimes their tactics do work. For example, I mentored a very smart woman, we’ll call her Vickie, which advised families on the best long-term care options for their loved ones. She often got caught in the crossfire between the siblings during a discussion on the options available for one or more of their parents. If she was yelled at by the eldest sibling, which was an adversarial (authority figure) approach an overbearing family member might take, she noticed family dynamics would kick in and the rest of the siblings would go with the oldest child’s suggestion.

      Until Vickie learned to negotiate, she didn’t have the tools to handle that adversarial behavior. Before working with me, she also wasn’t able to serve her clients at the highest level because she would simply give options but was reluctant to make a recommendation as this would typically result in a heated discussion that could be redirected at her.

      After we worked together, Vickie was better prepared for the meetings. She set the agenda and the boundaries for who would speak when and then she would give her options leading to her top recommendation. She gave benefits that were tied to each of the family member’s desires for the best care for their loved ones. She felt more confident interjecting if the conversation became unruly to suggest a time out or remind everyone that attacking one another wasn’t going to resolve the situation any better or faster. To help her practice, we videotaped her leading the meeting and handling varying concerns from overbearing siblings to quiet and reluctant contributors. She saw how she handled things initially and was able to make the adjustment easily. Her ability to confidently lead a discussion through resistance and create alternatives that served everyone worked really well.

      There are many adversarial behaviors – like using personal attacks to get what you want, bringing in twice the number of team members as the other side to intimidate them, being out of integrity regarding your offerings – and other antics in communications like misrepresentations of facts, authority, or intentions that I feel are unprofessional.

      Research shows that if you go into a negotiation with a collaborative approach and try to negotiate with someone who is adversarial, you will probably lose. If you’ve ever gone in to buy a used car, you may have heard some facts about the car that may or may not have been true. For example, the salesperson may have said the paint job is original or this car only had one owner, a little old lady, that never drove it! If you’re unprepared because you didn’t do your research to see the true value of the vehicle or have an objective party assess it before you buy it, you will be at a huge disadvantage when you negotiate. You might even believe the one-price advertisements are actually true when they only relate to the purchase price of the vehicle. The warranties and bonuses are always negotiable – among other things that you may have found out about by paying a small fee for a third party to assess the vehicle and forward you a report.

      This is why being agile in your negotiations – meaning being able to shift your approach or address the difficult situation causing the behavior in a way that minimizes or eliminates the effect on the negotiation – will serve you. We discuss how to handle several different types of adversarial or counterproductive behavior in the seal-the-deal Chapter 7, later in this book.

      NEGOTIATION PRINCIPLE #8: UNDERSTAND AND USE ALL FACTORS INFLUENCING THE DEAL

      In the next chapter, I will discuss how to prepare with a purpose. To thoroughly prepare for a negotiation, you need to have a clear understanding of all the factors influencing the deal. Here are the main six you should consider:

      1. Variables – Price, deliverables, terms, and conditions, and other (relationship issues)

      Price – Money, products, and services used in exchange for money

      Deliverables – Specifications like new or leased, volume or quantity, training scope, location, timing, facilitator, train the trainer, shipping in-hand dates, etc.

      2. Terms and Conditions – Length of contract, volume discounts, return policy, guarantees, etc.

      3. Reservation Value (it’s always a number) – This is the least favorable point at which one will accept a negotiated agreement. If you are a seller, it’s the minimum you would be willing to sell your product or service for, and if you’re the buyer, it’s the maximum you would be willing to pay for it.

      4. BATNA – An acronym, coined by Roger Fisher and William Ury, meaning the Best Alternative to a Negotiated Agreement if no agreement can be met with the other party.

      The best alternative to a negotiated agreement or BATNA (no deal option) refers to the most advantageous alternative course of action a party can take if negotiations fail and an agreement cannot be reached.

      Sometimes you can make your BATNA what you currently have (your status quo) or you can get creative and make your BATNA a new option. For example, you’ve been offered a job and if you can’t get the salary you want, you can go back to the status quo and stay with your current job while you keep looking for a role with another company, or you could create a new option by starting your own business.

      4. The ZOPA or Zone of Possible Agreement, which was also a term coined by Roger Fisher and William Ury, is the range of possible options that would work for both parties. This is helpful to know when negotiating your speaker fee for example. You could ask the meeting planner if they pay their speakers and if so, what is their speaker budget for the event.

      The ZOPA is the overlap of what you’re willing to be paid as the speaker and what the meeting planner for the organization is prepared to pay you if you meet their needs. That’s your sweet spot. If the ZOPA is quite large, I recommend being bold and asking for more than you normally would – as long as you can deliver – because there’s a good chance you are undercharging and you can always come down, if necessary, based on the variables at play in the negotiation.

      5. Know your Non-Negotiables – A deal point that is not up for debate is a non-negotiable. For example, you’re a struggling entrepreneur with many ways to address the situation but quitting is not one of them because it’s your non-negotiable option.

      A quick personal story on knowing your non-negotiables. I remember when our son Anthony was a sophomore in high school and his grandparents were having their fiftieth wedding anniversary in Dallas. He had a big acting tournament he felt he had to go to get qualified for state at the same time as the anniversary. He had the opportunity to go to another tournament later in the year, but he wanted to model leadership and be the first to qualify for state in his theatre department. When his first argument, to just let him go, didn’t work he went for the drama of a personal appeal saying, “Mom, you’ve got to understand, I want to be an actor!” I said, “I don’t give a flying flip if you want to be the president of the United States, you are going to your grandparent’s 50th wedding anniversary!” Quality time with family is a non-negotiable in our big Italian family. I knew his commitment was to be the best actor possible so I couldn’t blame him for trying!

      In negotiation, there are interests and positions. You will know when your client puts the stake in the ground and holds firm to their position on a certain deal point. Your challenge will be to leverage what you know about their overall interests and enroll them in a vision that shifts their position and incorporates what you both really want, when you want it, without a fight.

      6. Walk Line – The point at which it is no longer worth it for you (or the other party) to continue negotiating.

      For example, if you’re running a successful insurance company and you’ve set aside a salary and incentive package valued at $325K a year for a new chief marketing officer. You’re willing to negotiate but you can’t go over $375K on the overall deal. Your best candidate wants $430K and won’t accept an offer under $400K. You’ve reached your walk line and exit the negotiation.

      To help you determine your walk line you have to understand the business parameters surrounding the deal and be willing to put your stake in the ground and stick to it when the time is right in the negotiation.

      NEGOTIATION PRINCIPLE #9: KNOW WHEN TO WALK OR GET WALKED ON

      One of my clients, Nancy, had a question in our mastermind group regarding how to negotiate her custom packages with her international customers.

      She asked, “How do I price and negotiate all of the varying requests from my clients around the world and know I’m making a fair profit?”

      Her company handles the learning needs of a wide variety of clients. For example, if you were the lead singer in a rock ‘n roll band and you needed a nanny that could travel with your family, play guitar, and teach your child French, you might call Nancy’s company.

      Nancy had an opportunity to work with the Ambassador of Paraguay on a large project, but she was at a loss on how to price it and negotiate a fair deal. It turned out she did not know her walk line because she didn’t have a pricing framework set up that ensured a minimum profit for every product or service in her business.

      When we discussed a certain way to determine her profit margin for each request and how she could approach the negotiation with options that made sense for the client, given her available resources, she felt confident in negotiating a Win-Win4 deal.

      She was able to secure the contract at a fair rate, her company won because they were not stretched too thin on the resources needed to make it happen, and the client and the interests of the citizens of Paraguay got what they wanted, when they wanted it, without a fight.

      Nancy was also clear on when to negotiate and how to say no if the deal was going to go below her minimum required profit margin. The Negotiate with Success framework worked for her with one of her biggest international clients and she was able to co-create a solution that made all parties satisfied.

      
        
        
        “Life is 10 percent of what happens to me and 90 percent of how I react to it.”

        JOHN MAXWELL

      

        

      

      In the next chapter, you will learn what it takes to prepare for a negotiation in the most efficient way so you can go into any discussion with a negotiation plan ready to offer alternatives that will help you seal the deal faster and without a fight!

      DEAL POINTS
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            PREPARE WITH A PURPOSE

          

        

      

    

    
      
        
        
        “Desire is the starting point of achievement, not a hope, not a wish, but a keen pulsating desire which transcends everything.”

        NAPOLEON HILL

      

        

      

      One day I was crying in the kitchen, where everything happens in an Italian household – well, almost everything. Anyway, I was boo-hoo-hooing, having this conversation with God.

      We had just moved to San Antonio, Texas. We had two sons, a one-and-a-half-year-old and a five-year-old, and I was missing family, friends, and my job. I was frustrated because I couldn’t continue to give training programs for the clients of the global consulting company I was working for in Dallas because they didn’t have any Fortune 500 clients in San Antonio at that time. I didn’t want to be a road warrior because the whole reason I became an entrepreneur was to not miss any part of the journey while our kids were growing up. I was sad and angry when I asked God, “Why did you give me these skills if I can’t use them? How can I be a great mom, and wife, and still use my skills here? What am I supposed to do now?”

      I wanted to share my gifts, make more money, and create a meaningful difference in the world. I felt sure if I turned it over to God – even if I was shaking my fist in the air about it – I’d get the magic answer I wanted. But the answer that came back surprised me! I heard clearly that I was to create an art and leadership program for children! Well, I said right out loud, “Oh my, I think you’ve sent the wrong angel! I’m not even an artist – sure I’m an art appreciator and while I absolutely love kids, my target market is corporate professionals!” To which I heard the words, “Just get going!”

      Synchronicity is a crazy concept. You’ve probably experienced it in your business. You want to secure that next big account and have the best year of your life financially and then you run into someone who knows someone that can help you jumpstart the relationship with someone at that company! Those types of events happened repeatedly to me during my experience with ArtSmart, the art and leadership program I co-created. I was aware that I was being uniquely guided toward a purpose greater than even I realized.

      The next week, we received a letter from our son’s school informing us that the arts funding for the year had been cut. The students would be on a rotation every three months to receive an art class from a visiting guest art teacher from the district.

      I was very busy with my business, didn’t know anyone at my son’s school and had a young son at home but I decided to go to a PTA meeting. I met a like-minded parent that also loved art and since I had professional development experience creating and facilitating programs, we decided to join forces and co-create a program to meet the need for an art appreciation program for the elementary students at our school.

      Somehow with no interest from the school administration, no relationships at our son’s new school, zero funds, and very little interest from teachers and volunteers for an art program – we launched and exponentially grew ArtSmart to serve all of the students, with hundreds of volunteers and thousands of dollars pouring in from the community! Yes, it’s true – it takes a village to raise a child! Amazingly, the program is still at our son’s elementary school decades later and even received recognition from the White House for Outstanding Community Contribution!

      How did we do it? We made a decision, prepared, and took action … then we made a decision, prepared, and took action and repeated that approach consistently even though we heard, “Absolutely not!” “No way, it’s not going to happen,” and “No!” many, many, times before we got a resounding “yes!”

      
        
        Negotiation Principle #10: Being persistent often turns a no into a let’s go!

      

      

      In this chapter, you’ll learn a quick and easy way to prepare for your negotiations. I’ll share some details for you from the ArtSmart example as well as other business examples as we move through the process.

      
        
        Negotiation Principle #11: Check that your criteria are met before you prepare.

      

      

      In a sales negotiation, for example, before you begin preparing for your negotiation, you’ll want to check that the following criteria have been met:

      You’ve presented a proposal or an idea that includes price, deliverables, terms, and conditions.

      
        	The other party disagrees or objects to one or more points of the proposal; you know why but you’re not able to address it to their satisfaction.

        	The other party has indicated if this concern gets handled well, they would like to do business with you which means a conditional commitment is present.

        	You confirm all concerns have been raised.

        	Your negotiation ROI (return on your investment of time, energy, money, and organizational resources) appears to be worth the effort and time needed to negotiate.

        	Other factors – which may include considerations like the timing of the deal, your willingness to work with the other party, and your ability to deliver on the promise – all look promising.

      

      This isn’t so very different if you’re negotiating something on a personal level in life. You’ll still want to fully explain your idea (versus proposal) and find out what the other party thinks of it. If there is a concern, you have to decide if it’s worth the time, effort, and result to negotiate it.

      If for some reason all of these criteria have not been met, you have some work to do first before you negotiate. Ask high-quality questions to determine the other party’s level of interest and their specific concerns.

      For example, you can ask, “What is your biggest concern with the proposal?” This question can be used in salary negotiation, or with family members by switching out the word “proposal” for “idea.” When you care enough to take the time to break down the concern(s), you can address them individually from biggest to smallest. This approach shows you’re listening and the possibility of co-creating an outcome that addresses all of the concerns faster increases.

      It’s important to address each concern individually and confirm all concerns have been shared before you move on. Then you want to think about high-value benefits you can create to help the other side understand the value of your proposal or idea.

      NEGOTIATION PREPARATION

      When you’re ready, there are three steps to prepare for your negotiation:

      
        	Assess the situation.

        	Create alternatives.

        	Develop your counteroffer.

      

      
        
        Preparing with a Purpose Step 1: Assess the Situation

      

      

      In this step, you want to gather all of the relevant information for the deal and create a negotiation snapshot. This includes the variables we defined in the last chapter, such as price, deliverables, terms, and conditions, and other factors at play in the deal, including your relationship with the other party. Some people also like to do a SWOT analysis here with the strengths, weaknesses, opportunities, and threats noted.

      
        
        The Key Players

      

      

      To address the relational aspects of the deal you might ask: Who are the key players? Are you dealing with the decision maker? What is your relationship with these people? What relationship, if any, has your company had with this organization in the past?

      For example, in a complex B2B sales cycle, there may be many players both influencers and decision-makers in the negotiation. You may be tempted to focus on the individual you have the best relationship with – the champion. While you can leverage this person for the best way to approach others and get introductions to create relationships within the account, it’s important to develop more than one relationship within an account.

      Your key contact – your champion – may be the chief marketing officer. However, the last thing you want to do is create a proposal based on what your champion wants only to find out there are other influencers and decision-makers involved in making the final decision. Remember Amanda’s disappointment in Chapter 1? Her champion was clearly on board with her pitch, but she was in for a nasty surprise with the actual decision-makers. In this case, it would be helpful for you to create a snapshot of who the players are and their roles in the decision-making process. Start to develop a relationship with these people, and after you consider what’s most important to them, you can co-create an option that works for them in the planning stage to positively impact the possibility of a group purchasing decision.

      
        
        Negotiation Principle #12: What and why to determine what you’re negotiating.

      

      

      You’ll also want to determine from the initial proposal what your customer wants and why, what you and your company want and why, and be able to define the difference. This will narrow down what you will actually be negotiating and it’s a very important step.

      When someone is divisive and takes a strong stand – definitely seek to understand it fully. Just because they were clear on what they wanted; don’t assume you understand the many reasons why it’s important to them. Your intent here is to dig deeper and listen for what’s different. For example, many of your clients may want support but what’s the reason this client needs so much extra support in the fourth quarter when your resources are limited?

      Or, in the ArtSmart scenario, we knew the school administrators, teachers, and volunteers wanted an art program for the students because it had a high educational value for the students. What we didn’t understand was why the administrators initially were opposed to a low-risk beta program. As it turned out they thought they might lose funding for a visiting art instructor if the district found out they were getting assistance from their own volunteers in that area. This was a misunderstanding we were able to uncover and eliminate because it wasn’t true, which cleared the way for the test run of our program.

      
        
        Negotiation Principle #13: Understand needs fully and listen for what’s different.

      

      

      The administrators wanted a quality program with knowledgeable instructors. The teachers were concerned about turning their classrooms over to volunteers and the volunteers were concerned about not being knowledgeable enough to teach the program. By defining the difference, we were able to understand that the objections were different for each of the decision-makers and influencers in the initial proposal and we would have to address new alternatives that would meet all of their needs in the counterproposal. Did I mention this was a volunteer project?

      
        
        High-Value Benefits

      

      

      Next, you’ll list all of the reasons your customer liked your proposal. What high-value benefits did you propose that motivated them to buy?

      You’ll think through the high-value benefits for all parties in the negotiation. What are some reasons you are motivated to start working with this prospect or expand your percentage of business with this client? What’s the reason they would pick you to do business with over the competition? Know your differentiators in the market.

      What do you think their counterproposal will be? How do you anticipate responding to it? For example, are they requesting something that you may not have access to due to a shortage of resources? Are they making outrageous requests that would exceed any profit you could make on the deal?

      In the case of ArtSmart, all parties, including us, loved the hands-on aspect of the art projects for the students and recognized that the lesson plans were educational, interactive, tied to the learning objectives outlined by the state of Texas, were geared for each grade level, and were designed to be fun in an experiential way for the students. Our concerns as volunteer leaders weren’t the instructional design or the facilitation of the program, it was the time needed to enroll and train administrators, teachers, and volunteers into our vision and make the program work successfully given their resistance to change.

      
        
        The Win

      

      

      The last stage of assessing the situation is to think about what each party would consider a win in the deal.

      This process requires thinking through the eyes of your customer. Can they trust you’ll be able to deliver on the promise with your goods and services? What is a win for the salesperson? Can you give the account the time and nurturing it needs without sacrificing your other accounts? What defines a win for the sales organization? Are you able to seal the deal at a fair profit and not overextend your resources in the process? How can the greater good benefit in some way in this deal? Write this information down to help you create alternatives that will help you deliver a Win/Win4 for all parties as an outcome.

      Team negotiations can make creating alternatives that meet the needs of everyone more challenging. On the ArtSmart project, we were negotiating with a team in a school environment which normally takes longer to reach a win for all parties due to the nature of all of the varying needs and schedules.

      
        
        Negotiation Principle #14: Leverage unity (being one of the other party’s tribe).

      

      

      However, we positively influenced the situation by being one of them! Our kids went to their school, our teachers knew and liked us, our volunteers trusted us, and the administrators observed our progress based on what they required of us and we gave them updates on our goals and results which gave them bragging rights to bring to district meetings with their peers.

      Don’t underestimate the value of being one of the members of your client’s tribe or trusted service providers. Robert Cialdini calls this “Unity” in his book Pre-Suasion and it’s a very powerful influencer.

      
        
        Preparing with a Purpose Step 2: Create Alternatives

      

      

      Once you have assessed the situation, you can create alternatives by:

      
        
        Going Shopping for the Variables

      

      

      Remember, most variables are things you can change in the counterproposal to meet the client’s desire for a better outcome. Get creative and brainstorm on unique ways to serve your client. You may have to get approval if you’re not the decision maker in your organization. If you are the owner or key decision maker for your organization, you may want to do this with your immediate or extended team for a larger view of what is possible.

      For the ArtSmart program, we identified that price of materials, scope of services, product configuration, training, implementation plan, inventory, feedback forms, and sponsorships were variables we could work on in our counterproposal to meet the concerns of all of the parties.

      
        
        Negotiation Principle #15: Use variables to create alternatives.

      

      

      Here is a partial list of variables to consider in your negotiation:

      
        	Price

        	Money (the DIP or dollars in play) and/or the goods and services that can be substituted for money

        	Deliverables:

        	Length of contract

        	Scope of service

        	Volume/ quantity

        	New versus used

        	Implementation plan

        	Training (scope, amount, timing, location)

        	Terms and Conditions

        	Delivery schedules

        	Penalty clauses

        	Packaging

        	Ongoing support

        	Maintenance

        	Inclusion or exclusion of warranties

      

      After you have reviewed and selected the variables that make sense for your negotiation, you’ll use them to create new alternatives for your counterproposal.

      
        
        Types of Alternatives

      

      

      
        
        Negotiation Principle #16: Offer alternatives as options to seal the deal.

      

      

      There are four types of alternatives you can use to leverage your position in a negotiation: trade-off, split the difference, sweeteners, and concessions.

      
        
        Trade-off

      

      

      Definition: Two elements of the negotiation must change and they must be of comparable value.

      Example: You and your husband want to go on vacation to different destinations. He wants to go to the Superbowl, and you want to go to Hawaii. You say yes to the Superbowl, if he agrees to a getaway weekend for your birthday this year and commits to a vacation together to Hawaii next year.

      When to Use: As often as you can. Best choice for Win-Win4 agreements

      
        
        Split the Difference

      

      

      Definition: A strategy in negotiation where you split whatever the other party wants in half.

      Example: The customer wants the volume discount but wants a six-month extension to meet the volume requirement.

      The salesperson offers a three-month extension.

      When to Use: The only time it’s acceptable to use a split the difference alternative is when it’s an unimportant difference to expedite resolution. Beware: Many buyers start with this alternative so don’t allow it because there are probably other alternatives you could explore that won’t cost you as much.

      
        
        Sweeteners

      

      

      Definition: This is something you offer that has great benefit to the client but doesn’t cost you much time or money.

      Example: You’re hosting a sold-out conference and one of your VIP clients would like to bring two guests at the last minute. You say yes and upgrade them to VIP so they can join your client.

      When to Use: A good time to offer a sweetener is if you have no flexibility to meet your customer’s need. Tip: Don’t be afraid to say you won’t be able to accommodate a client if they ask for a sweetener just because they know you have it to offer.

      
        
        Concession

      

      

      Definition: A concession is defined by the Merriam-Webster Dictionary as, “Something done or agreed to usually grudgingly to reach an agreement or improve a situation.”

      Example: You’re selling your boutique law firm and the buyer wants only you and not your team. You decide it’s a deal breaker if they don’t include your executive assistant. They concede and allow your executive assistant to be a part of the package.

      When to Use: You would use a concession for a trivial difference at the end of your negotiation. Tip: Remember to put a number value on your concession and communicate it to the other party to show the value you’re adding to the deal.

      In the ArtSmart counterproposal, we made a trade-off when we offered to include only a small percentage of classes in our launch versus the whole school. This minimized risk for the administrators and teachers while minimizing the time and effort we would have to put into the program to ensure it succeeded.

      Regarding sweeteners, we provided many low-cost materials for free to complement our limited supply of materials at the beginning of the program. Also, since one of our high school volunteers was very popular with the students and was given time off from school to teach for us as often as possible, I would be able to use her services as a sweetener if a new teacher wanted an ArtSmart lesson when there were no instructors on our campus available.

      For an ArtSmart concession, I said yes to the idea of assistant presenters even though I didn’t want to because the schedule was so challenging to keep up with (before we optimized it) and it meant more training for me. The reason I did it was because it helped some of our introverted parents get involved in a way that was comfortable for them.

      
        
        Chart Your Alternatives

      

      

      The last part of developing alternatives is to chart your alternatives based on the value to you and your organization and value to the customer. This approach allows you to break through by determining your top offer options.

      Listing and evaluating your alternatives will provide a clear understanding of which alternative you should offer first, second, and third.

      These alternatives should include not only your preferred option for the deal but also an option with your reservation value. (If you are a seller, it’s the minimum you would be willing to sell your product or service for and if you’re the buyer, it’s the maximum you would be willing to pay for it.) The reservation value is always a number.

      If you’re facing a lot of resistance and it looks like the deal is going to fall apart, you can offer your last choice option also known as your BATNA, (Best Alternative to a Negotiated Agreement) which would be included in your list of options as well.

      
        
        Ranking Your Alternatives

      

      

      Create options A, B, and C and rank them so you know what to offer first in the negotiation.

      Our top alternative for ArtSmart was a beta program, with trained volunteers, new large art prints, a designated area to house the materials, and a rollout for all classrooms within a twelve-month period. This alternative was accepted and satisfied the client at the highest level.

      
        
        Preparing with a Purpose Step 3: Develop Your Counteroffer

      

      

      This is where you want to think about what sweeteners you could ask for from the client. This would make the deal more attractive for you and since they don’t always readily offer them you want to brainstorm in advance for this ask.

      For example, some of my clients have asked for referrals, testimonials, or inside information relating to ideal timing given their business issues which helped them position their next offering to expand their percentage of business within the account.

      In addition, you should brainstorm the types of sweeteners you could offer the client if you have no more room to make changes in the proposal and they’re really close to signing. That is something small you could offer them to add value and give them the confidence they need to say yes!

      For ArtSmart we asked for training rooms, access to materials, and statistics from our school and the school district to educate our volunteers and showcase our program to sponsors. We also asked for approval forms to be sent home for field trips and releases for local TV stations to come in and showcase our students on the news.

      
        
        Negotiation Principle #17: Innovate by combining alternatives.

      

      

      While you are developing your counteroffer, think about how you could combine alternatives if necessary to offer a new more creative option.

      This is called the variety pack in my negotiation tool kit, and I learned it selling cookies in Girl Scouts. When I went door-to-door to take orders, I would ask if anyone in their family liked peanut butter, chocolate, or mint and then I’d suggest they surprise everyone with a box of their own cookies! If I got a no, I’d suggest they get at least two boxes so the family could share both types of cookies they liked. My friends and I had a lot of fun selling cookies. Combining your alternatives gives your client more options and helps you achieve your goals faster and without a fight.

      In 2021, an eight-year-old from San Bernardino set a new National record for the most Girl Scout cookies sold in one three-month season. How did she do it and what does it have to do with negotiation?

      She is a childhood cancer survivor. She and her parents put a negotiation plan together that combined alternatives for the different segments of her buyers. She used her network to get 5,000 boxes of cookies donated so she could give them to kids with cancer, people in the military, and the homeless. She also told her story via the internet with options to buy there and she set up a cookie stand at her home since she wasn’t allowed to sell door-to-door. She recruited her friends to ask their family and friends to buy cookies. She shared her comeback cancer story – in a very personal and authentic way in person and digitally – leveraged her network, and used reciprocity to surpass her goals and break the record.

      Did I mention she was eight years old at the time?!

      You are optimizing your offer so that when you meet with your client, you can offer an alternative to gauge their interest and be agile in your response if they want something more creative. Combining alternatives could be your best solution in that case.

      
        
        Negotiation Principle #18: Ask high-quality questions.

      

      

      Two of the most important skills you can have in negotiation are the ability to ask powerful questions that make the other party think and the ability to listen and empathize with their responses.

      One of my clients, Karen, shared that Covid-19 didn’t negatively impact her sales because it allowed her the time to prepare a new and better offer for her clients. Since she kept in touch with them during the pandemic, she was able to empathize with their frustration at not being able to see loved ones. As a result, they felt she understood their situation and her new offering helped her serve them and grow her business. She told me that her current sales have sky-rocketed and when she does have to negotiate, she does so with a lot less tension because she was attentive and empathetic to her clients during a difficult time and now has a stronger relationship with them.

      
        
        Negotiation Principle #19: Empathize with your client.

      

      

      According to author Daniel Pink, “Empathy is the ability to imagine yourself in someone else’s position, to imagine what they are feeling, to understand what makes people tick, to create relationships and to be caring of others: All of which are difficult to automate and are vital to US workforce success.”

      
        
        Establish Your Walk Line

      

      

      Lastly, while you’re developing your counteroffer, you want to establish your walk line so you understand your boundaries in the deal.

      
        
        Walk line

      

      

      Definition: The point at which it is no longer advantageous for you or the other party to participate in the deal.

      Example: If your client insists on having access to your proprietary content and distributing it without paying you for it. This would be unacceptable. If they weren’t willing to negotiate, you would walk away from the deal.

      When to Use: Generally, if one or more parties will lose in the negotiation, it’s the appropriate time to use your walk line. If you will lose in the negotiation – it’s always the right time to use your walk line to protect your interests unless there is a long-term play at hand which would not involve a loss for you overall. Tip: Know your walk line to provide boundaries when you are creating new alternatives to protect your bottom line.

      Once I booked a long-term training engagement at USAA facilitating sales, service, and executive coaching across their enterprise, the time required to participate in ArtSmart became too great for me to continue, which was my walk line. So, I exited the program. I was proud that it was able to run autonomously without me so other students could continue to enjoy it.

      
        
        Negotiation Principle #20: Develop objective criteria to define success.

      

      

      Think about the high-level benefits you’ll emphasize during the negotiation and practice what questions you plan to ask to see if they’re interested in your various alternatives.

      Finally, you’ll prepare by thinking through what defines success for you and the other parties and some objective measures to determine if you’ve reached your goal.

      
        
        Negotiation Principle 21: Practice negotiating with men and women.

      

      

      Remember you’ve ranked your alternatives for a reason so you may just need to offer one if they like the high-level benefit you shared about it. Practice with men and women before you negotiate your counterproposal. This will prepare you for negotiating with different styles of people. Have your partner let you know what you did well and what areas were unclear so you can make any last-minute adjustments to feel confident when it’s time to negotiate the deal.

      PREPARE WITH A PURPOSE SUMMARY:

      
        
        Step 1: Assess the situation:

      

      

      
        	Gather the details of the deal, including a SWOT analysis and an understanding of why your initial proposal was not accepted by the other party.

        	List what you and the other party want and why and define the difference.

        	Identify a Win/W4 for the deal.

      

      
        
        Step 2: Create alternatives:

      

      

      
        	Shop for variables that make sense for your deal.

        	Co-create alternatives with your team – get creative!

        	Rank all of your alternatives.

      

      
        
        Step 3: Finalize your counteroffer:

      

      

      
        	Think about how you can sweeten the deal for the other party.

        	Think about how they can sweeten the deal for your side.

        	Create high-level benefits for each alternative you developed.

        	List reasons to do business together.

        	Know your walk line.

        	Practice negotiating the deal with men and women.

      

      
        
        Negotiation Principle #22: Make a decision and take action.

      

      

      The timeframe for this planning process is based on how much time you take to analyze the situation, come up with your game plan, and take action.

      Cathy, an experienced account executive, shared that she was up against a revenue deadline to receive a big bonus after we discussed negotiation on our mastermind call. She quickly assessed her accounts and upcoming opportunities. She knew one client that she had a good relationship with, was close to committing to a multi-six-figure contract but he was on the fence and was considering waiting until the following quarter to commit. She lived in San Francisco, so she got in her car and drove to Silicon Valley and requested to see him. She offered her services to support his implementation personally if he signed the deal that day and submitted his deposit. He accepted the deal. She was able to make her quota and enjoy her bonus, keep her client happy through exceptional service and help keep her company profitable.

      She made a decision and took action.

      She was able to get what she wanted, when she wanted it … faster and without a fight.

      THE RULE OF FIVE

      If you’re looking for an easy way to get started, the Rule of Five tool can help kickstart your negotiation planning.

      I learned this rule from Jack Canfield, author of the Chicken Soup for the Soul book series. In the summer of 2011, I was sitting at a table in a huge conference ballroom, with nine other women I didn’t know when I heard Jack speak at the eWomen Network International Conference and Business Expo in Dallas. When I heard him share the Rule of Five, which is simply doing five things every day that move your goal toward completion, I realized I could do that too.

      I made two decisions that night. First, I realized I wanted to speak at the eWomen Network International Conference and Business Expo. And second, I wanted to leave the conference that weekend with at least ten people that would like to attend my live event in San Antonio after the conference or something better!

      I took five actions over the next twenty-four hours. I signed up for an event at Oprah’s favorite resort and paid the $7,500 investment, which was a significant investment for me, for a weekend getaway. Next, I asked a well-known speaker if she’d like to speak at an event I was having in San Antonio. Then I followed up with several women I met at the conference and asked if they would like to come to my event as well. All ten women said yes to attending my event.

      At the resort event, the leaders announced a new bonus which was that one of the attendees would win a speaking opportunity on stage at the 2012 eWomen Network International Conference and Business Expo. I asked five women to join me in a mastermind that I met that weekend and they all said yes! Every day I did five things to improve my speaking skills and lead the highest value mastermind possible. When the details came in for the contest, I hesitated to submit my application. I thought, “Should I do it?”

      Self-doubt will kick in even if you’ve planned and prepared with a purpose!

      I thought about it all day and even envisioned myself on that stage delivering a great talk to an appreciative group of attendees! Later that night before the deadline, I filled out the application, created a talk title, tagline, and takeaways, threw my name in the hat, and forgot about it.

      
        
        Negotiation Principle #23: Mental rehearsal plus the rule of five gets you there faster.

      

      

      The next thing I remember is taking a call in my kitchen from one of my mastermind members who was screaming and yelling, “You won! You won!” I had won the speaking slot at the conference and a promotional package from the eWomen Network valued at $10,000. I was really shocked and so excited! I wouldn’t have been able to do it with as much grace and ease without the support of my mastermind members who shared their insights with me about negotiation, created custom jewelry for me to wear at the event, flew down to shop with me for clothes to wear for a photoshoot before the event, and even videotaped me during the speaking engagement. I was grateful for each and every one of them and I will never forget their kindness and support.

      The Rule of Five is simply doing five things each day to help you move toward goal completion. Making a decision and taking action is a big part of getting what you want faster!

      
        
        
        “Confidence has nothing to do with high standards. It has to do with failure anxiety.”

        AUTHOR UNKNOWN

      

        

      

      
        
        Negotiation Principle #24: Ask for more.

      

      

      One of my mastermind members, Dr. Georgia, came to a meeting requesting ideas on how to monetize new streams of income in her business. She decided to do some professional speaking and soon she had an opportunity to speak at a large conference in the healthcare industry. She operates in the same circles as Dr. Oz and other experts in her industry.

      While she was preparing to submit the proposal, she learned that she wasn’t the first, second, or third choice but her name did come up in the potential speaking candidates for the event. She had a speaking topic they wanted, and she was available for the date of the conference.

      When it came time to request her fee, she asked our mastermind members what she should charge. They all had opinions from $2,500 to $7,500. And then she said, “Corine, what should I charge?” I responded that it wasn’t for me to tell her what to charge. She needed to ask herself what value she could bring to the table. After she told me what she was going to do and the issues surrounding the event including that it was coming up quickly and she was on a short list of speakers to assist them. I suggested she “think higher” for her first speaking engagement fee. She asked for and secured $10,000 for her first speaking engagement and she shared with me that what she remembered most was being championed to know she was worth it and that she could receive abundantly.

      You can experience great results like some of the client case studies and stories I shared in this chapter by being aware of opportunities to negotiate, preparing with a purpose, and being persistent in asking for what you want, when you want it, and applying the preparation tips in this chapter to help you get it faster and without a fight!

      Next, you’ll take the negotiation preparation plan you just created with you to seal the deal and learn how to put your power on with difficult customers!

      DEAL POINTS
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            SEAL THE DEAL

          

        

      

    

    
      
        
        
        “Whoever invented the first wheel was smart. The guy that invented the other three was genius!”

        SID CAESAR

      

        

      

      Matt Damon has been very forthcoming about the strict guidelines required for his stunts on the Bourne movie series. He shared a discussion he had with Tom Cruise asking about how Tom was able to get past the protocols that prohibited actors from doing dangerous stunts in some of his films.

      “I talked to Tom Cruise about it ten years ago, about the one in Mission Impossible where he ran outside the building, where he ran down the side of the building. I was like, “Can you explain how that happened?” He goes, “Well, I went to the safety guy. I had been dreaming of this stunt for years and I went to the safety guy, and I explained what I was going to do, and the guy said it was too dangerous. So, I got another safety guy.”

      Not everybody can seal the deal like Tom Cruise! I imagine many of you are already familiar with that quote from a conversation between Matt Damon and Tom Cruise. I chose to use it anyway because it ties to power in a negotiation. The type of power Tom Cruise is able to use on a movie set may not be available to all of us but we do have the power to impact positive results in our negotiations given our unique skills, knowledge and abilities.

      In my experience, most people want to just skip to the secrets to seal the deal faster when they learn how to negotiate. However, if they haven’t learned some of the key principles about negotiation, that you have up to this point, they are going to be at a huge disadvantage.

      You’ve learned the value of preparing with a purpose by considering what would create a win for all parties. You also have some alternatives ready to help you resolve differences and high-level benefits to share to help you create a solution that would serve each party!

      In this chapter, you will learn how to:

      
        	Tailor your negotiation approach to men and women.

        	Handle the top three challenging behaviors with grace and ease.

        	Stand your ground during difficult discussions.

        	Apply essential principles to seal the deal faster without a fight!

      

      
        
        Negotiation Principle #25: Stand your ground in difficult situations.

      

      

      In my research on negotiation interviewing 500 men and 500 women, 92 percent of the respondents found negotiation scary … especially when they didn’t think they were going to get the deal done!

      The male respondents said, “The unknown was the scariest part of the negotiation.” The female respondents said, “Not knowing how to handle counterproductive behavior from difficult people was what made negotiation scary.”

      In the discussion that followed, the male respondents were concerned primarily with losing control and not being able to make their case or close the deal.

      The female respondents were concerned that they would have to give up who they were to get what they wanted, and they didn’t want a fight.

      The men felt they could be themselves and would just have to work at listening for what was really being said. The women felt pressure to put on a “hard shell” when negotiating to protect themselves from difficult people. They also felt this tough stance would help them from feeling pressure to cave in or shortchange themselves in the deal if they came up against negative emotions from the other party.

      At Negotiate with Success, we recommend an assertive and confident state, in your own natural style, when negotiating … even when you’re in difficult situations.

      Even though the men in the survey weren’t comfortable with the unknown in their negotiations, they were more confident than the women in their ability to be agile and adjust as necessary in their own communication style with difficult clients.

      It is often said that men view negotiating like going to a baseball game and women think about negotiating like going to the dentist!

      If you know how to handle a situation, you can release anxiety about it regardless of what the other party is doing and step into your confidence.

      For example, employing the general strategy for handling difficult people could be your first line of defense when you face counterproductive behavior.

      The general strategy for standing your ground during difficult discussions in a negotiation is to:

      
        	Breathe!

        	Avoid mirroring their behavior.

        	Clarify and confirm.

        	Discuss the impact

      

      For example, you and your spouse have decided to divorce. You both know that in the state of Texas everything a couple has is split 50/50 if they divorce. I know a couple who found themselves in these shoes. The wife shared that in a recent conversation with her mate that started out as a “discussion,” quickly turned into a one-side shouting match. Her spouse was screaming he would not give up half his pension or the house to her in what appeared to be a temper tantrum. The wife explained that she was used to this behavior and would normally just leave to neutralize his perceived power so that he could start to see the value of compromise. In this case, however, she followed the general strategy of standing her ground during a difficult discussion.

      Although she was frustrated, she took a couple of deep breaths and avoided the temptation to scream right back at him. Then she clarified his position by asking, “What else do you want and what are you willing to split with me?” She listened and confirmed her understanding of his response by saying, “If I’m hearing you correctly, you’re not willing to split the house or your pension with me. Is that right?” He confirms she is correct. Then to discuss the impact on their supposed “amicable” split, she says, “We will not be able to do this on our own in a civil manner if you keep thinking and behaving in this way.”

      This couple eventually worked with a mediator to resolve their differences.

      While the respondents in my research study all felt somewhat intimidated by the prospect of negative emotions in their interactions, they all agreed that positive emotions could help the negotiation go a lot smoother.

      POSITIVE AND NEGATIVE BEHAVIORS IN NEGOTIATION

      In a research study spearheaded by Shirley Kopelman, along with a group of behavioral scientists from the University of Michigan, the effects of positive and negative behaviors in negotiation were studied.

      They conducted an experiment where they told a group of executive MBA students that they had to negotiate for their upcoming wedding.

      They were told they received a good-faith estimate for the catering of $14,000. They were then asked to close the deal with the catering manager for the event even though he was going to ask for $16,997 for his services due to his increased costs since their last discussion. The caterer told the couple he had another prospect ready for their date if they didn’t want the deal.

      The catering manager shared the same information with all of the prospective MBAs who were divided into three groups. Although they were unaware of it, the catering manager gave each group a different emotional behavior. The first manager had very positive emotions and smiled and welcomed them. The second manager spoke more “antagonistically, appeared intimidating, and was insistent.” The last group encountered a catering manager that was using an “even and monotonic voice, displayed little emotion, and spoke in a pragmatic manner.”

      The results were interesting. The group that heard the positive remarks was twice as likely to accept the deal than those who heard the negative remarks. Another experiment in the same study showed that, the negotiators were less likely to provide a generous counteroffer with the negative person than they were with the person that offered positive remarks.

      Barbara Fredrickson, a leading researcher on positivity from the University of North Carolina, partnered with the Brazilian social scientist, Marcial Losada, who mathematically analyzes team behavior. They found through their research that the perfect combination of positivity to negativity in any interaction is 3:1, a ratio that leads to the absolute best results.

      In the study by Shirley Kopelman, she found that emotions are contagious and can influence the outcome of any human interaction including a negotiation.

      Positive emotions can expand the outlook on the number of viable alternatives in a negotiation while a negative emotion can limit the outlook on the number of options available therefore limiting the zone of possible agreements (ZOPA).

      During his thirty years of studying the superconscious, Brian Whitehurst found that positivity can heighten intuition and creativity which can be helpful in communicating with others and create positive outcomes in your life which can be very effective when you negotiate.

      What happens when you have to deal with that prospect or client who has a low positivity to high negativity ratio? I’m sure you’ve experienced challenging clients or suppliers, especially if you’re in a cyclical industry with peak periods like the holiday season. During one of my negotiation workshops, John, an attendee, shared that negotiating for more trees during the Christmas season was nearly impossible. He had to deal with cranky suppliers who were very short-tempered about the lack of availability and clients that wanted him to lower his price for the less desirable trees left on his lot. He decorated the trees to make them more marketable but didn’t cut the price because the demand was still strong with limited supply.

      He stayed positive with his suppliers by understanding and requesting to be on their standby list if more inventory came in. He also increased his pre-orders, over his estimated sales for the following year, and he often got more trees during the peak season when other lots were left empty.

      Lisa, a member of my business leaders’ circle, shared how difficult it was to close a deal for season tickets when the professional basketball she represented, the Spurs, did not do well during the season. She didn’t think she was a good negotiator and was feeling the pressure to give into personal appeals for favors or lower prices from prospects and repeat clients. She asked me, “How do I handle a negotiation when I just don’t have anything to give?”

      I shared with her that while she’s not responsible for the team’s performance, she may have more to give than she thought. I encouraged her to consider the following behaviors to address the situation.

      
        	Develop the relationship and be honest about your current situation in terms of limited offerings to manage expectations.

        	Before every negotiation, brainstorm five things you can provide to the other party that won't cost you much but that have value to them. You would strategically decide when you could offer these value-add components to the deal.

        	Stay in touch and communicate with your client so that if things did change on your end or theirs you could continue to be of service.

      

      PUT YOUR POWER ON WITH DIFFICULT CUSTOMERS

      Here are some specific strategies on how to put your power on with difficult customers:

      
        	We all have free will and can decide who to align with in business or in our life. Believe it or not, you do have some control over how much you have to interact with difficult individuals. You can choose not to do business with them.

        	Create and communicate vivid “experience-oriented” benefits. People love to purchase experiences. Think of a timeshare. A good salesperson would emphasize the quality of family time and memories you’ll be able to create throughout your life if you purchase versus the fact that they have two bedrooms in each condominium.

      

      To help you take back your power when it comes to handling difficult people, the top three counterproductive behaviors you may encounter while you are trying to seal the deal and how to handle them are noted below.

      
        
        Scenario #1: High-Opening Demand

      

      

      My husband and I were talking to a homebuilder friend of ours during a special event we were both attending. He told us how much he appreciated working with us. He said he recently worked with a prospective homeowner who was being a little difficult.

      Problem: The buyer wanted to pay 15 percent less for their new home than the initial budget they originally shared with him and they wanted to move in one month earlier than they told him initially.

      As the builder, he felt bad because he thought he might lose the client due to the extra money involved to meet their request. It was actually going to cost him money to expedite the process through the extra resources he needed to make it happen and it would cost the buyer more money to redo the drawings since the architect had already designed the layout based on the initial specifications. He also just felt they were unaware of the costs that went into building a new home.

      My husband and I commiserated with him and encouraged him to be patient and explain the concept of comparable value to the buyer. I said, “There has to be an equal exchange of value if you’re expected to lower the price of the home.” I also suggested he share objective market norms so the buyer could understand the truth about what a new build was going to cost in the housing market today including the average fees for an architect. Then it was simply about minimizing the deliverables to meet their budget and sharing the timeline on his end given his resources and any expenses he had already incurred. He really appreciated my suggestions and our willingness to give him a testimonial on our exceptional home-building experience with him.

      This is an example of a high opening demand and it is considered one of the most common counterproductive behaviors in a negotiation.

      
        
        Strategy:

      

      

      
        	Remember agreements = equitable exchange of value

        	Know market norms and prices

        	Support your proposal with objective criteria

        	Minimize deliverables to meet the new budget and consider extra expenses you may incur due to overtime or an expanded workforce to meet the earlier completion date.

      

      Note: Keep your energy compassionate, not angry. If you can learn to pause for effect throughout the negotiation it can help you make a point. In this case, if a client has a high opening demand, the power of the pause will help you make your client’s request look difficult for you while allowing you to take a beat so you don’t get triggered.

      
        
        Scenario #2: Escalating Authority

      

      

      I was attending a global women’s conference and met a woman business owner who was a model and one of the spokespeople for the event. She and I were both speakers at this speak-to-sell event. The conference coordinators agreed to split any earnings we made from selling our products at their event fifty-fifty.

      Problem: This woman confided in me that she was concerned that her contract said she would have to pay the event host half of what she made immediately after the event. She knew that it would probably take at least thirty days to get the money from her clients if they bought from her at the event.

      Negotiation Request: An event host concession to wait forty-five days to get paid.

      I suggested she request a change in the terms of the contract for payment forty-five days out so she could be sure she would get paid by her clients first. She told me the event host team said they would have to escalate that request. Meanwhile, the event date was getting closer and closer with no response from them. After several requests, she came to me and asked what she should do.

      This is an example of an escalating authority counterproductive behavior.

      Strategy: Put a time limit on it and let them know you can change your mind, too.

      This approach worked and she got a yes to change her contract and was able to ensure her cash flow was not negatively impacted. She had offered to support the event hosts during several optional conference activities which I’m sure helped in their willingness to reciprocate her kindness.

      
        
        Scenario #3: Ultimatums

      

      

      During one of my negotiation programs, Gary, an owner of a food and beverage company, shared that he had been trying to hammer out a deal with a large hotel chain for a while and it seems to be at a standstill. Since they brought another chain into the deal, they kept trying to squeeze him on price. He said he didn’t want to lose the opportunity, but he had no more wiggle room on price. He was trying to negotiate on expanding the deal with a new alternative to meet their needs for a new menu when he realized his prospect was not buying it.

      Problem: Suddenly he heard, “This is our bottom line take it or leave it!”

      This is an example of a take-it-or-leave-it ultimatum counterproductive behavior.

      
        
        Strategy:

      

      

      
        	Take the ultimatum seriously.

        	Share high-level benefits for the deal.

        	Set take-it-or-leave-it factors aside and negotiate other issues.

      

      The intent here is to help the other side see the benefit of moving forward when they look at the overall value and to keep the negotiation moving forward without getting triggered and shattering all hopes of securing a deal.

      
        
        Negotiation Principle #26: Verbally attacked? Use the W.A.I.T. method.

      

      

      
        
        Scenario #4: Personal Attacks

      

      

      One of my speaker colleagues developed a framework for keeping clients for life. His client loved the customer service training and wanted the right to share his training after the engagement without ongoing compensation to him in his work-for-hire contract. This was a hard no for my colleague, and it was non-negotiable. Unfortunately, his client got very upset given the large contract they had already signed with him. The client said, “Now you’re just being greedy!” Then he threatened to cancel the contract.

      Problem: Your client may call you a name, attack your integrity, your pricing strategy, or question your company’s policies and procedures.

      It’s easy to get defensive!

      You don’t have to be 100 percent Italian like me to know that when emotions rise, skills drop!

      This type of counterproductive behavior is a personal attack.

      My colleague asked me what he should do. I suggested he listen first. We joked about the W.A.I.T. method which stands for “Why am I talking?” Then I suggested he lean in and ask a question to confirm his understanding of his client’s thought process. For example, he could ask, “So you thought that the contract included you being able to share my proprietary content without paying me anything further moving forward?” If he says, yes, you can simply clear up the misunderstanding by saying, “I appreciate your interest in my program and it states right here in the contract you are not permitted to reproduce or use any portion of my content without my written approval. I’m happy to discuss an equitable revision to the contract to include the divisions you’d like to include in the training moving forward.” Of course, breathing is a good idea when you are getting verbally attacked so you can slow down the conversation, understand what is happening and address it appropriately.

      
        
        Strategy:

      

      

      
        	Use the W.A.I.T. Method which stands for, “Why Am I Talking?”

        	Slow down and breathe!

        	Ask a question.

        	Clear up the misunderstanding, if there is one, or explain the rationale for your company’s stance.

      

      IMPROV PRINCIPLES AND NEGOTIATION

      
        
        
        “In improv, you never try to get someone to do something. That’s coercion, not creativity.”

        CATHY SALIT

      

        

      

      In college, I was in an improv group on campus my freshman year. I learned five principles that helped me feel confident with my cast members on stage which eventually translated to empowering me when I negotiated as well. The principles of being present and letting them know you understood where they were coming from were important.

      These lessons reminded me to develop the relationship with my clients first by asking good questions to understand their business issues, which were the internal and external factors that were impacting their ability or willingness to do business with me. Whenever I took the time to develop a strong business relationship with my clients, the negotiation was a lot easier and oftentimes not even necessary.

      The third improv principle was making your partner look good which is one that I remember well. I was young and my castmates were very good. They could have made me look bad on more than one occasion on stage and they didn’t. As a business professional or homeowner negotiating with a service provider that made a mistake during a home repair, there were many times when I had the upper hand or clearly the better case for whatever my ask was, but I always tried to allow the other party to save face and do the right thing. Regardless of what they decided to do, I didn’t feel the need to disrespect them. While their intent didn’t always tie to the result of their actions, I would share my appreciation and concern in a balanced way while still seeking a fair outcome for both of us.

      Another improv principle that always stayed with me was the conversation repertoire of “Yes, and ….” This technique required that you actively listen to what was being said – which is the secret to being quick on your feet in any negotiation. This is not simply half-listening while you think of how you can respond next (a key distinction)!

      Listening is a sign of respect and it’s a skill that helps you develop a relationship based on trust and rapport with the other party, which are important aspects of every negotiation. Active listening requires you to stay engaged with the other party while you clarify and confirm your understanding of what is being said. Nonverbal communication can also demonstrate that you are actively listening as well and is very important in negotiation to show you an in alignment with the other party.

      The final principle that improv taught me was the value of being aware of the pace of the conversation. In negotiation, depending on who you are talking with, their style, and/ or their culture, you will have to either control the pace or create the pace to match their approach to the conversation. It’s important to bring them along with you every step of the way.

      
        
        
        “Enrollment is not about forcing, cajoling, tricking, bargaining, pressuring, or guilt-tripping someone into doing something your way. Enrollment is the art and practice of generating a spark of possibility for others to share.”

        ROSAMUND STONE ZANDER AND BENJAMIN ZANDER

      

        

      

      Speaking of creating a spark in another person when you are co-creating alternatives and working to seal the deal together – I’m a big fan of the “What if…” questions. This allows you to throw a line out there to see if the other party would be willing to move on their position in a specific area. If they’re amenable, you can offer a creative solution that could resolve the concern and move you closer to the finish line. If not, you can try another area and alternative that would be better.

      Many people ask if you should put your number out there first when you’re trying to seal the deal. If you’ve done your homework and you can make a good case on how your offer makes good sense for both parties – putting your number out there first and then simply being silent – helps to anchor the negotiation which is highly recommended.

      
        
        Negotiation Principle #27: Ask the magic question: Is this the best deal you’ll be able to provide?

      

      

      The reason this magic question works so well is because you don’t always know what the other party can do for you, but they do. The question encourages them to think through the options available to them. They often have a sweetener that doesn’t cost them a lot but has great value for you. They offer it and boom you’ve secured yourself extra value in the deal.

      A caution on this strategy: Don’t negotiate on futures. This is where big deals go to die. If you’re very close to writing the business, but not quite there and the client says, “Give us a break on the pricing for this contract and we’ll introduce your work to others in our organization.” Use your leverage, and any concessions you’re willing to make, to get those future opportunities in writing.

      
        
        Negotiation Principle #28: Don’t negotiate on futures.

      

      

      Every year, we save an average of $10,000 by using the magic question with service providers that have made mistakes on our home. We’re always patient and we’ve gotten lower monthly bills, business cards with $100 savings on the back of it, additional services for free, or upgrades at no additional charge. Know your non-negotiables and be willing to walk away or ask for more if it’s not a good deal.

      You’ll want to avoid winging it and instead go in prepared with high-quality questions for everybody around the table. Have the contract and payment details ready to go or a timeframe (24-48 hours) to have the documents prepared and sent to your client.

      Preparing your contract in a negotiation is key to getting paid and keeping the agreed to deal points clear for both parties.

      One of my colleagues called to ask me what to do because she hadn’t received the deposit from her client for her upcoming six-figure training and development project and her client had gone radio silent. I asked her if the request for the deposit was in the contract. When she checked she realized it was accidentally omitted but she clearly remembered them discussing it and her client agreeing to the amount.

      I suggested she call her client to explain the mistake and to send over a corrected contract.

      
        
        Negotiation Principle #29: If it’s not in the contract, it’s not in the deal.

      

      

      The client understood but she was on a tight timeline and said they wouldn’t have time to get the contract through their system and signed in time for the training to begin. Since timing was a key issue, she wanted my colleague to drop the deposit request and get started on the project as scheduled.

      I suggested my colleague let them know her organization required a deposit before any project could begin in their system, so if the client was open to moving the project back a week until she got the funds greenlighted, my colleague could adjust their schedule accordingly to keep things running on time.

      The client suddenly found the money from another bucket of funds so they could begin on time and not risk any schedule errors.

      Purchasing agents sometimes use urgency to encourage salespeople to drop their fees or commit to something they want which can be at the salesperson’s expense. If you can hold the line in a respectful way, it’s usually enough to show you also have boundaries and if you are able to extend yourself by offering to sweeten the deal, it may eliminate the need for any further negotiation.

      What else do you think my colleague could have done in this situation?

      
        
        Negotiation Principle #30: Trust and verify.

      

      

      One idea is that she could have referenced the terms and conditions on their website which included a deposit requirement prior to the beginning of a project. The term trust and verify applies here just as it does whenever your client doubts a benefit of your product or service. While a third-party source is always your best proof source when a client is in doubt – your terms and conditions, if provided up front, could also work.

      As it turns out, my colleague sent her client a thank-you note with two tickets to the rodeo which included a concert of her favorite band for the inconvenience.

      People make mistakes. Systems break down. Sometimes clients test you. Stay present. You can’t fix what you don’t see. Although it’s natural to get frustrated, remember …

      Negotiation Principle #31: The Person with the Most Emotional Control Usually Wins

      This is not to say you have to be a robot when you negotiate. I’m an advocate of you preparing and negotiating in your style. Simply calm down and get your information and your ask in order before you start communicating to resolve the situation. Next practice, practice, practice.

      DEAL POINTS
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        “We make a living by what we get and we make a life by what we give.”

        WINSTON CHURCHILL

      

        

      

      In this chapter, you’ll learn to uncover the key ingredient most negotiators skip that could lead to additional business and referrals – and how to leverage this knowledge throughout the negotiation process with gratitude, resourcefulness, resilience, and joy.

      My dad used to tell us stories of playing baseball growing up in Chicago where he and his teammates would have to “convince” the other team that the “final call at the plate was fair” and they really did lose the game! Often a brawl would break out and their bats would have to do the “convincing” for them!

      To celebrate their win, they would go to the local pub to meet up with their families and go over the highlights of the game, with a few beers. Sometimes my mom would bring me and my sister, with our white Nancy Sinatra boots on, to dance on top of the bar in celebration of a big win or city baseball title. Don’t worry, we turned out just fine because all we remember was being a part of the joy and celebration of the win!

      When a brawl did break out, due to differences in opinion on an umpire’s call, the guys would rehash the story of how they had each other’s backs during the fight.

      Chances are they wouldn’t have been interested in getting what they wanted when they wanted it without a fight … because the fight was half the fun!

      Consider that, if you’re the competitive type when you negotiate. You just might like a little conflict to get people uncomfortable enough to move in the right direction – that is, in your direction.

      BEST PRACTICES TO NEGOTIATE SUCCESSFULLY WITHIN YOUR ORGANIZATION

      Leadership is about developing trusting relationships. To align with the varying personality types in your organization, it’s important to develop rapport with your employees before you need them. Then co-operate with them and treat them with respect when you do have an ask because people tend to respond in kind.

      If they are guarded and competitive – negotiate by understanding the business issues behind their stance. Prepare with a purpose. For example, if they don’t want to put a gift strategy in place to thank your clients after you sign a contract, share the organizational benefits with them for that approach. Discuss how it would be a simple process for them, make your clients happy, lead to more business, a greater ROI for the company, and more referrals which would position your company more favorably in the marketplace so you could serve more people.

      Build trust by listening and acknowledging their contributions. If necessary, leverage your network to see if someone that person trusts could help advocate on your behalf.

      Win their trust when you seal the deal, celebrate them, and support them moving forward.

      CELEBRATING IN SERVICE TO LIFELONG RELATIONSHIPS

      As a colleague, family member, and friend, you might have to negotiate commitments with other people so you can spend time together – especially as you try to balance work and family commitments.

      I have a group of five girlfriends that I’ve had lunch with over the holidays for over forty years! We have done our best to be at each other’s weddings, welcome our kids into the world, vacation, weather life’s storms together and celebrate each other along the way!

      This is no easy feat for me during the holidays since our big extended Italian family has a tradition of gathering in Texas for the week of December 23 – January 1 to spend quality time together with activities planned each day. Our family fund covers the airfare and gas money people have to pay to drive or fly to Texas and we split the cost of our big meals together. Paying into the family fund is a non–negotiable if you want to benefit from the funds and the fun of our family tradition!

      Our family has been gathering together and celebrating each other for over eighty years and we are now approximately fifty people strong with a communication thread on our phones that we all contribute to continuously throughout the year. Our family fund represents a stake in the ground for family.

      This quality time together with my family is my biggest motivator in business and life! It’s the reason I left IBM over 30 years ago to become a woman entrepreneur and it’s so precious that we’ve modeled this holiday time together as a non-negotiable family commitment. Our hope is our sons and extended family continue the tradition so we can continue to stay close and connected year-round. It’s the way we celebrate in service to one another.

      For some people, celebrating through a humanitarian effort is the way they prefer to be in service. Not surprisingly, this reinforces the need for us to learn from each other, work together to address the challenges we are facing globally, and negotiate outcomes that serve humanity.

      While you can create a tradition or a unique way to celebrate with your family, you can also think of an innovative way to celebrate in service for your clients in business.

      For example, what is something creative that you could do on behalf of your customers in business to celebrate your relationship or seal the deal?

      Is there a way you could set money aside for a gifting fund for your clients so you could surprise and delight them after you sign an agreement as a part of your standard operating procedures? This would require you to get creative and do something that would thank them – not just an inexpensive promotional product but something that would stand out to celebrate your relationship and the deal. If you don’t own the company, maybe you could propose something that your company could adopt on behalf of your customers that you could share with them.

      
        
        Negotiation Principle #32: Send a personalized gift after you’ve sealed the deal.

      

      

      For many years, I had a promotional solutions company, and I would recommend that my clients create a gifting budget for the year, which would be between 2 percent and 10 percent of their current net profits, to retain and maintain their customers.

      I would help my client create a calendar with pre-planned promotions that surprised and delighted their clients monthly or quarterly and allowed for extras in the event of a big deal closing or a new product launch.

      In the professional development industry, the rise of the VIP gift box for virtual events filled with branded items – which might include a USB drive with the PowerPoint slides on it, a custom pen and a workbook for use at the event – has become very popular. I love the “Future You Project” that allows you to gift a family, member, friend, or client with a memorable gift box and a personalized letter from the perspective of the recipient’s future self!

      Other unique gifting ideas could include a get-away weekend at a resort, a custom pair of golf shoes, or getting them tickets to their favorite concert with free parking and a behind-the-scenes guest pass. You could find out their college alma mater and have something engraved or embroidered on some clothing to thank them. You may be in an industry like interior design that could offer a unique celebration party at a beautiful location after you complete your work together. Customers love, appreciate, and remember these activities and it’s a great way to celebrate in service after you sign a deal!

      BEST LISTENING TIP FOR NEGOTIATORS

      Not sure what to get your clients to celebrate? Listen up!

      Most of us are not taught how to listen which is different than being told to listen when we were growing up.

      There are nuances to being an exceptional listener and they are worth learning because people feel more connected to you and you’ll be able to ask more meaningful questions that will help you align with the other party throughout the negotiation.

      The first tip is to listen not just for the content of what’s being said, but also for the emotional cues behind what is being said.

      
        
        Negotiation Principle #33: Listen for emotion, not just content.

      

      

      For example, a woman approached me at a conference I was speaking at and said she felt it was meant to be for us to meet. She had been looking for a strategic business advisor to help her with her business. When we talked privately, I asked her several questions about what she wanted and why. I asked her five why questions in creative ways to get down to the reason she would want to move forward at this time versus putting it off as she had done in the past.

      She mentioned frustration with a lack of clients, lower-than-expected revenues, and the need to have an accountability partner for assistance negotiating with the hotels and resorts she worked with on behalf of her clients.

      She also got emotional when she shared that she wanted to relieve her husband of the overtime he was putting in to pay for her dream to be an entrepreneur.

      Her family was important to her and she missed quality time with them. Her husband loved golf and it was very important to her to pay him back so he could get back to playing his favorite sport and she wanted to be a role model not a failure in the eyes of her daughter.

      That was the emotional motivator that helped her decide to invest in herself and work with me and it was what helped her achieve great results in her key result project during our work together.

      To celebrate her success, she bought her husband a new golf bag with his initials on it and scheduled a getaway weekend for some fun with her entire family . . . on her dime.

      
        
        Negotiation Principle #34: Look for and respond to emotional cues.

      

      

      When people are emotional about a response, they either speed up because they’re nervous or they pause, sigh, reflect, and slow down because it’s difficult. They clear their throat because their voice gets a little strained. If you’re actively listening, you’ll be able to be sensitive to what is happening to the other person. If it makes sense to keep the conversation going, you can do so at a pace that ties to the emotional cues you receive.

      Bonus Tip: When your client trusts you with what is most important to them, you can customize a gift that would be perfectly tied to a celebration when you sign the deal, they accomplish their goals, or you complete a milestone together.

      I sent my client a personalized handwritten note, some customized Titleist Pro V1 golf balls to share with her husband, and a serving platter with their family name on it to thank her for her business – which the whole family appreciated!

      What’s the value in celebrating if you didn’t seal the deal?

      After you’ve worked on a deal for some time and you’ve had your hopes of high returns shattered because your customer backed out or you couldn’t come to terms with the other party, it’s easy to forget what did go right during your interactions. Focus on the good.

      Jeff Nelson, associate professor in the IU Jacobs School of Music and hornist with Canadian Brass, gives suggestions for achieving fearlessness. He suggests a process called “strength collecting” which is simply listing several things you did right before you move on to critique and identify a few areas for improvement.

      
        
        Negotiation Principle #35: Celebrate the yeses and the noes.

      

      

      Celebrate the noes because they remind you that you’re strong and resilient.

      Celebrate you! Growth happens in two steps: two steps forward and one step back. Recognize this as normal and celebrate yourself along the way. Your successes are reminders of what you are capable of through focused effort and perseverance. Remember – through the miracle of compounding – if you get just 1 percent better, after a year you would be 36 percent better! After two years, you would be 1,427X better, and so on. You’re learning and getting better every day and since you’ve learned how to negotiate, that number will continue to rise exponentially.

      What’s the value in negotiating if you’ve already sealed the deal?

      As we’ve seen in this chapter, celebrating in service naturally follows a W4 agreement and it may require that you continue to negotiate with your team to ensure they do their part so your organization can serve at the highest level for your client. Your deal with the client isn’t a one-and-done transaction. It requires that you continue to communicate with your client to ensure their satisfaction through all stages of the agreement. This may require negotiation with third-party contractors, their teams, or your own internal resources after the contract is signed to make sure you get what you want, when you want it … without a fight.

      It’s important to remember that there are other people in your organization trying to do the same thing on behalf of their clients and often there are limited resources to go around. Be patient, be grateful, and celebrate everyone’s efforts. This is how you strengthen and transform relationships into long-term partnerships with your internal and external clients.

      Celebrating in service along the way is the key ingredient most negotiators skip that could lead to more business and referrals while helping you experience gratitude, resourcefulness, resilience, and joy in the process!

      
        
        
        “You simply will not be the same person two months from now after consciously giving thanks each day for the abundance that exists in your life. And you will have set in motion an ancient spiritual law: the more you have and are grateful for, the more will be given to you.”

        SARAH BAN BREATHNACH

      

        

      

      In the next chapter, you’ll see how looking back on some of your seemingly unrelated life experiences can help you understand negotiation principles, too! I will share how my experiences helped me develop a millionaire mindset and how you can develop momentum in your business and life by mastering the millionaire mindset too!

      DEAL POINTS
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            MILLIONAIRE MINDSET MASTERY

          

        

      

    

    
      
        
        
        “Whatever the mind can conceive and believe, it can achieve.”

        NAPOLEON HILL

      

        

      

      Karen was a full-time real estate agent. She had a dual license in Texas and California and was thinking of expanding to Nevada. Karen’s real estate team covered five states and was growing intercontinentally. Karen had her sights on seven-figure deals and international expansion. Although Karen was a big thinker now, it wasn’t always that way. She shared that she used to have the mentality of lower-level deals between $200k to $400K with a few sales between $500K and a million. She was frustrated because she was working too hard to reach her income goals while watching other real estate agents make a lot more money selling bigger homes.

      Her millionaire mindset was tested when she decided to focus on one-million-to $40-million-dollar deals. She had always heard all the deals were the same. She knew she could negotiate multiple offers on the table, a potential rent back or varying terms on the contract, so how hard could it be?

      When Karen first got involved with the biggest deal of her career, a home that was in the $2.5-million-to-3.5-million-dollar range, her mindset shifted.

      She realized it would take more than writing a strategic contract; she had to develop strong relationships with the wide range of people on the other side of the contract. Some of the people included in the deal were the selling agent working for the buyer, the listing agent working for the seller, the mortgage lender, a third-party appraiser, and possibly more people depending on what was needed before the deal was done. To be successful, she was going to have to deal with several personalities to get information and write a contract that served both sides. She needed to understand why this house was on the market for over sixty days with no other offers on the table. She needed to understand what the expensive HOA covered, and she wanted honest and timely answers from the other agent. Instead of stressing out on the details of opening escrow, the exact date of when she’d receive the earnest money and knowing the exact date she would have to change the status on the MLS report to pending, she focused on developing an exceptional rapport with the other agent. As it turned out, it was that solid relationship and abundance versus scarcity thinking that helped everyone get more of what they wanted faster and without a fight. When the deal closed, she said it literally felt like a miracle.

      
        
        Negotiation Principle #36: Focus on abundance vs. scarcity thinking.

      

      

      A key aspect of mastering the millionaire mindset comes from supporting others and being a key contributor in the community.

      The millionaire mindset begins with generosity. Sure, not all millionaires are generous, but I’ve seen so many examples of unselfish giving in my business and volunteer efforts globally. I love that every woman business owner that I look up to supports a philanthropic endeavor close to her heart.

      In fact, having a millionaire mindset doesn’t even require that you’re a millionaire!

      For years in our church, we participated in a program called Mobile Loaves & Fishes which provided food for the homeless at a park in downtown San Antonio. Our youngest son was in high school at the time and never wanted to go because he didn’t trust the homeless people and felt that many of them were “crazy.”

      One Sunday, our son did come with us to deliver food. We parked the Mobile Loaves & Fishes truck on the corner of the park and soon people started lining up for their lunches. My husband and son were giving the people a bag with a sandwich and fruit in it, and I was working the back of the truck giving folks dessert, lemonade, clothes, and dog treats.

      We had never experienced trouble during our visits previously but on that day, there was a lot of yelling and pushing in the line, so I came around the truck to see what the commotion was all about. There was a very tall man with a top hat trying to cut in line and the people in line didn’t like it. I glanced at my son, and he was on alert and his eyes said, “See I told you! They’re all crazy!”

      Then I went to my post at the back of the truck and as the line shortened the man was still arguing and cutting in line even after he got his lunch bag. Then as he was rounding the corner to get dessert, he saw me, and we exchanged a big smile. Then I gave him his drink and dessert when suddenly, he reached into his long black trench coat pocket, and I saw my son out of the corner of my eye rounding the truck ready to pounce on him. This man pulled out a crumbled flower from his chest pocket, removed his hat, took a deep bow, and handed it to me. Andrew stopped and I immediately put that flower in my hair and thanked him. He smiled, put that tall black hat back on his head, took his brown paper sack, threw his shoulders back, and walked on.

      Just as I was thinking we had enough activity for one day, a man who had been sitting in the park that looked homeless, knocked on our window as we were leaving. My husband rolled down the window and apologized because we didn’t have any more lunches. He said, “No, I just want to give you this.” Then he handed us a $100.00 bill. We told him we couldn’t accept it and he insisted, saying, “God told me to give it to you.” We took the money for the ministry and thanked him. Then he looked at us and thanked us for giving our time and for receiving it.

      I’m emotional as I write this because as a parent, you try to teach your children important values, and on that day, an ornery old man and a generous bystander helped our son experience two beautiful life lessons: the importance of not judging people and the value of gratitude as you give and receive regardless of the gift.

      
        
        
        “Your spirit is the part of you that feels like hope.”

        CAROLINE MYSS

      

        

      

      There are many women entrepreneurs that I know with the millionaire mindset which they model by baking it right into their business plan. This would include selecting heart charities they care about and donating their time, talent, or treasure to that cause or organization. Many women, myself included, give a portion of our profits to a worthy cause or programs we’ve created in our community. For years, I have donated to the Women’s Global Connection – an organization that supports women starting businesses around the world – and to the YMCA because I believe in youth programming and reinforcing family values.

      
        
        A person with a millionaire mindset models generous giving.

      

      

      Multi-millionaires and billionaires do the same thing because they have a heart to serve big which is another characteristic of someone that has mastered a Millionaire Mindset.

      Oprah has built and funded schools in Africa to provide education for thousands of girls in that region. Although she came from humble beginnings, she reinvested her earnings from her twenty-five-year run on her TV show and turned it into a media empire, making her current net worth 2.6 billion, according to Forbes. She continues to give and share her wealth generously.

      According to the Screen Actors Guild – American Federation of Television and Radio Artists – for principal performers, royalties can be greater than their original pay and lead to long-term payoffs while background actors don’t always receive residual checks. I would say this has to do with your mindset and skillset when you negotiate.

      Clearly, the millionaire mindset was present when the cast of Friends negotiated their contract because they each make 20 million a year on reruns of their show that ran for nine seasons.

      The popular sitcom Seinfeld, one of the most popular sitcoms in TV history, ran for nine seasons and the co-creators Jerry Seinfeld and Larry David receive 400 million per syndication cycle, New York Magazine reported. The co-stars get a very small percentage of the royalties because they don’t own a stake in the show, according to International Business Times.

      On some shows like Gilligan’s Island, which is still airing replays, the actors haven’t received any royalties according to Dawn Wells, the actress that played Mary Ann. She also told Forbes, “Sherwood Schwartz, our producer, reportedly made 90 million on the reruns alone.”

      These are stories of creators and actors that have had wildly different experiences in a lucrative industry. We’ve seen that if they come together as they did in the Friends sitcom, they have more influence and can negotiate a better contract when they negotiate as a group for their combined salaries and royalties. In other cases, the actors on Seinfeld for example didn’t think to stop and renegotiate their contract while the show was initially airing. It was so popular that it would have given them the leverage they needed to negotiate up on their contracts.

      To master the millionaire mindset, focus on being in flow and doing something that is aligned with your heart. Money isn’t everything.

      
        
        Negotiation Principle #37: Think Beyond the Money

      

      

      The mastery part of the millionaire mindset, like negotiation in business, usually comes in stages. One way that you can address some of the areas that require negotiation in your business and life is to join a mastermind and get some assistance addressing those issues.

      One of my mastermind members and I worked together on preparing to negotiate her speaker fee. She had for many years spoken for free as it wasn’t her main source of income. Eventually, she got more and more referrals to speak, studied the craft, and wanted to charge for her services. She was an author in a compilation book on success. We talked about leveraging her book and including it in her speaker fee. She wanted to skip the book because she didn’t write all of it and she was worried about asking for too much for her speaking fee. She thought if she lowered her speaking fee, she would get more bookings.

      I shared with her that setting a low rate would lessen her perceived value.

      It’s natural to equate cost with value and while that is not always the best way to judge something, it’s usually the way we think.

      For example, if you wanted a new website and someone could do it for you fast for $250 versus another designer that would take a little longer and create it for you for $2,500, you would probably think that the more expensive website designer had more expertise and that the site would look better in the end.

      My client made some great progress going through the process of asking good questions to understand the event and having three negotiation alternatives ready for the event planner ranging from $7,500 to $15,000 US dollars. She ultimately got cold feet and agreed to a $5,000 speaker fee taking a $10,000 concession off her ideal outcome.

      The event planner asked for a favor because a friend had referred her to the speaker. She explained that while she believed my client was a great speaker, her budget was very tight and she wasn’t able to get a sponsor to cover the fee.

      This is called a personal appeal (the opposite of a personal attack in terms of a negotiation tactic). The response should be that you appreciate their confidence in you and that out of integrity to your other clients, you have to stick to your speaker fee. If the event organizer wanted to reduce some of the requirements, my client could have altered her fee accordingly – making it a trade-off.

      The event organizer promised exposure to a large audience while asking my client to do a lot of extras including speaking to a group of students during lunch on the day of the event and never provided a referral afterward as requested.

      My client said her mindset just wasn’t there.

      She didn’t believe that she could live up to a bigger fee because she had never gotten it before even though she was quite experienced and a great speaker. This happens often but it doesn’t have to be that way.

      
        
        Negotiation Principle #38: When you undervalue yourself, others will also undervalue you.

      

      

      My client appreciated my support and called me her chief encouragement officer. She did take my advice on billing her client for the entire speaker fee of $15,000 and then bringing it down to $5,000 on the invoice so she could write it off as a donation. I assured her that she could have a policy of (2) non-profit or pro bono speaking engagements a year so that in cases like this, she could confidently negotiate a deal. After her pro-bono or non-profit speaking engagements were used for the year, she would have to say no and make it a non-negotiable. She was learning and being supported along the way.

      In the book, Millionaire Next Door, the authors Thomas J. Stanley and William D. Danko were surprised to learn the results of their study on how individuals became rich. High salaries didn’t necessarily correspond with high net worth. Many people that drive the most luxurious cars and live in the most expensive homes don’t have that much wealth. The wealthiest people in the study didn’t feel the need to showcase their wealth by living in the nicest neighborhoods or driving the fanciest cars. They simply saved, maxed out their 401K, or adjusted their lifestyle as needed to enjoy life on their terms knowing the money was growing because they had it working for them.

      No need to go into scarcity thinking or a continuous spending spree. In their mind, the money was there, and they could always make more but it could change if they continued to either ignore it by not taking care of it through various means like investing or if they carelessly spent all that they earned or worse, spent more than they earned.

      According to his biography, Marc Cuban, a wealthy entrepreneur that owns the Dallas Mavericks basketball team, started creating multiple streams of income at the age of twelve years old when he sold packages of trash bags, stamps, and coins for extra cash to buy shoes. He skipped his senior year in high school to start college early. He gave up his free time and demonstrated the millionaire mindset to pursue his dreams.

      A millionaire mindset mastery requires that you work hard and stay focused on the goal.

      Next, you’ll learn how to handle it when you know what to do in your head and heart, but your actions won’t cooperate when you try to negotiate!

      DEAL POINTS
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            WAVE OF RESISTANCE

          

        

      

    

    
      
        
        
        “Impatience is only resistance to learning. It means we want the goal without going through the process. We need to let ourselves learn, step by step. It will get easier as we go along.”

        LOUISE HAY

      

        

      

      Colin was a sharp account executive with a large biotech firm. He had been with his company just over a year and this was his biggest opportunity to date. He had been meeting with the hospital administrator and she was very helpful in giving him the information he needed to submit a proposal earlier that week. Since she was going to need new numbers to include a quote for balloon catheters in another division as well, Colin took it as a good sign and spent all week and part of the weekend preparing a new proposal. When he arrived at the hospital, he was escorted to the purchasing department where a gentleman welcomed him in and said Catherine, the hospital administrator, would not be meeting with him today. He explained that he would be making the final decision on the deal. When Colin offered to go over the proposal with him, he just set it aside and said they had decided to put off signing the contract for six months. If Colin knew more about the decision-making process and how to handle a stall, he may not have had to battle the wave of resistance with this account. Instead, he let self-doubt get the best of him and he left without knowing why his prospect wanted to delay their decision to move forward or what the next best step should be with this account.

      HOW DO YOU HANDLE A STALL IN A NEGOTIATION?

      You begin handling a stall in a negotiation by asking a clarifying question. For example, you might ask, “What’s the reason you want to put off signing this contract for six months?” If the reason makes good sense, respect their wishes (meaning don’t get defensive about it), and put a plan in place to follow up at that time.

      As a bonus, you can use reciprocity. This is an important behavior to develop in negotiation because it is proven that it positively influences people in your favor. For example, you can surprise and delight them in some way between now and then to keep you and your company at the forefront of their mind when they are ready to make a decision.

      If there’s no good reason for the stall, you can respond by saying, “I don’t understand. Is there any reason you can’t move forward at this time?” If there isn’t a good reason, you can ask them what it will cost them if they wait on making a decision. This may remind them of the point of pain with no immediate decision. You can let them know that there are a lot of good reasons to keep pursuing an outcome and share the greatest benefit of your product or service that serves both of you based on your understanding of their organizational needs. You may have to take a break and reconvene after you’ve had time to think about what the possible objections were and how to reapproach your client with a new proposal when the timing is better.

      You can share that a stall isn’t going to serve either one of you in reaching an agreement. Then you would continue to remain professional and not respond in kind.

      This book teaches you how to negotiate with success in the broadest sense of the phrase; that is, it shares negotiation best practices and a process you can follow minus the specific deal points to help you achieve your goals, make more money, and create a meaningful difference in the world.

      The book also teaches you how to not get what you want, when you don’t want it, with a fight ... which is what this chapter on resistance is all about.

      
        
        Negotiation Principle #39: Avoid analysis paralysis.

      

      

      Self-doubt, which can be perpetuated through overthinking the deal, is one of the biggest forms of resistance in a negotiation. Analysis paralysis and insecurity go hand in hand, which is why many people avoid it, cave in, or give up profits when they do decide to negotiate.

      
        
        
        “Every sale has five basic obstacles: no need, no money, no hurry, no desire, no trust.”

        ZIG ZIGLAR

      

        

      

      If you’ve done the work to uncover what your client really desires for an ideal outcome in the deal, and you’ve prepared in a way that makes you feel confident by anticipating possible obstacles or objections, breathe and believe in yourself.

      Also know that you have a lot of unseen help so before a big negotiation, at some point as you review the deal, get quiet and ask your divine spirit team for the support and confidence you need to close the deal. You will get a response in the form of a great idea to sweeten the offering or a thought to invite a team member to join you in the meeting or simply a positive feeling that propels you forward. You may not listen to it but if you ask, you will get the support you need to serve at your highest.

      Remember you’ve prepared and you’re ready for this discussion. Being present in the moment is necessary to succeed.

      FIVE QUICK TIPS TO KICK SELF-DOUBT TO THE CURB!

      If you allow yourself to worry, you are operating in the future.

      If you allow yourself to be fearful, you are living in the past.

      If you allow yourself to quiet your mind and listen, you are living in the now.

      Be present. It’s the fastest path to negotiating with success.

      
        
        Release and Be Grateful

      

      

      When resistance rears its ugly head, one of my mentors, Brendon Burchard, recommends saying, “Release. (beat) Release. (beat) Release. (beat)” I love simple techniques! This release technique works because it takes your mind off what you are resisting and just has you focusing on releasing it and staying positive! I like to say, “Thank you!” in between beats because I’m giving thanks for being able to release the thought that’s holding me back!

      You cannot be grateful and hold a negative thought at the same time. It’s not possible! One of the attendees in my Negotiate with Success live workshop confided in me that she often negotiates as a part of a team and can’t stop thinking about making a mistake. She shared that she was overthinking the process and had a lot of insecurity because she was the least experienced member on the team. She was afraid she would make a mistake and be held accountable for losing the deal.

      I asked her how that line of thinking was working out for her. She responded, “Horribly! I freeze and afterward, I beat myself because I didn’t contribute to the conversation at all, and I had something to say!”

      
        
        Negotiation Principle #40: Use “we” versus “I” to bolster confidence.

      

      

      This type of behavior comes up when one party is overly concerned with what the other party or their teammates are doing or thinking. The best approach is to be prepared. If you are asked to contribute you can use the royal “we” versus “I” when you offer a suggestion or provide a response.

      Research shows that women in particular are more comfortable negotiating as a part of a team or on behalf of a group versus on behalf of their own self-interests.

      Remember you’re there because you have a contribution to make. Prepare and Practice how the negotiation will flow with your team prior to meeting with the other party so each of you knows what you’ll be called on to share. Remember to lock in some irresistible benefits for each alternative you provide to get buy-in from your client.

      Help the other party visualize a great outcome while you articulate it with enthusiasm!

      Doubt is a signal to learn and grow, not hide. You should have no doubt about what could possibly occur because you’ve walked through all of the possible concerns, alternatives, and solutions ahead of time with your team. Ultimately the negotiation is not about you – it’s about coming up with a resolution that works for all parties.

      
        
        Is it true?

      

      

      If you’re still stuck in resistance, a second approach you might try is to question your belief about the situation. A belief is a long-held idea about how the world works and our role in it. We all think our beliefs are facts that may or may not be true at all. In the powerful self-inquiry work of Byron Katie, Byron encourages you to move through a stressful thought by asking yourself first: Is it true?

      This is another simple but profound way to debunk any stories you may have created, but have not confirmed with the other party, which could be about what you may think they think about you, the other players on the team, or any aspect of the deal in general.

      
        
        
        “Fearlessness is a mental state of complete faith in the moment at hand and any task ahead.”

        JEFF NELSEN

      

        

      

      Jeff, an individual that originally started his career as a pig farmer in Alberta, Canada and eventually became a world-class pianist, says, “If I constantly thought about if I was good enough, it would have diminished my ability to stretch myself and do my job. Self-doubt kills dreams.”

      Do you agree with Jeff or do you tell yourself stories about why negotiation won’t work for you? In either case, you will be right because what you believe, you achieve.

      
        
        Call the Expert

      

      

      Some of my clients initially doubted negotiation could help them because they believed that their clients, industry, or experience were different so negotiating wasn’t needed or wouldn’t work. They also referenced the economy post-covid which has made the availability of materials harder to get, driving prices up, lengthening sales cycles, and resulting in clients not buying, which they didn’t believe would change if they negotiated.

      Price objections are not why people don’t buy. Even in personal situations, a lack of money is not the problem. Priorities are the problem.

      While all of these business issues can impact your ability or willingness to do your job or your client’s ability or willingness to buy from you – if you want to get what you want, when you want it without a fight – using the Negotiate with Success framework will help you secure more deals and increase profits. My client Lt. Colonel Brooks Goettle and his wife Donna Ellery experienced this with a concern with the flooring in their home. Donna later shared this with me:

      “The techniques you shared with me, Corine, from your negotiation framework helped us resolve a concern with our flooring service provider, saving us thousands of dollars!

      “When the wood floor was installed in a completely different color than the swatch, the retailer didn’t want to change it out for something new. When five of the service provider’s team members showed up at one time to check out our flooring concern, they told me I would have to keep our flooring, even though the color was wrong, unless I wanted to pay for the 1 1/2 rooms of flooring that had been laid down, plus a restocking fee and full replacement and labor costs for the new floor.

      “You stayed with me on the phone, encouraging me not to be intimidated as I negotiated with their team. You guided me on what to say to get all of our requests accepted successfully.

      “In the end, despite the service provider’s resistance, I used the alternatives laid out with your help including leveraging their guarantee for a quick turnaround for what I wanted and mentioning a possible call to USAA, their largest client, if needed, to get the green light for all of our requests. We got our new flooring in the color that matched the swatch, with no additional fees for pulling the floor up, no restocking fees, and no additional labor costs to lay down the floor in an efficient timeframe. Your professional and emotional support was unmatched and you saved us thousands of dollars as a bonus!”

      
        
        FEAR – Face Everything and Rise

      

      

      When most people think of fear – it stops them. It could show up as you thinking there is no way you could negotiate with difficult people, especially with all of these challenges working against you in the economy, which could result in lost accounts – or worse, the loss of your business or job if you don’t start closing more deals. Those are scary thoughts.

      One way to banish self-doubt and fear when you negotiate is to reframe your anxiety using the acronym FEAR (Face Everything and Rise). This mental reframe puts you into action which is a lot more empowering than staying stuck. It encourages you to stand and see what you need to see and be resilient enough to try something new and rise above the challenge.

      
        
        Negotiation Principle #41: Inhale confidence, exhale doubt.

      

      

      
        
        Banish ANTs

      

      

      The last way I let go of self-doubt, so I can feel more positive before I negotiate, is to remember to banish my ANTs! This is the acronym that Dr. Daniel Amen defines in his book, Unleash the Power of the Female Brain. According to Dr. Amen, “ANTs is an acronym that stands for Automatic Negative Thoughts.” These thoughts leave you feeling hopeless, with your heart beating faster, increasing anxiety, impairing your judgment, and making you feel less courageous. If I have a thought that’s not serving me, I just mentally grab it and send it to the light because I know that I sure don’t need it! This has become a habit that has worked well for me to release resistance. I simply inhale confidence and exhale doubt!

      There you have it, five quick tips to banish self-doubt when you negotiate!

      
        	Release and be thankful.

        	Question if your belief is true.

        	Use the Negotiate with Success framework and/or call a Negotiation Pro.

        	Reframe your anxiety into Face Everything and Rise.

        	Banish your ANTS! (Mentally grab the thought that’s not serving you and throw it to the light and then inhale confidence and exhale doubt.)

      

      I’m putting on my Chief Encouraging Officer hat now to remind you that, “You can do this!”

      KNOW YOUR COUNTERPART

      
        
        Negotiation Principle #42: Get to know your counterpart’s style.

      

      

      Another reason you may experience resistance when you negotiate is because of your negotiation style and that of the other party may be in conflict. When you can accurately diagnose your negotiating style and recognize the style of the other party, you can align with them and negotiate more effectively together. A good way to practice aligning with a person that has a different style from you is to observe what they say and do. Their behavior may give you more information about them and help you move through any assumptions or biases that could be impacting your relationship. If you listened intently, you may notice where your thoughts, words, and actions overlap with their negotiation style. This could help bridge the gap between your styles.

      According to Professor Laurie Weingart from Carnegie Mellon University, there are four basic types of negotiation styles:

      Individualists seek to maximize and protect their own interests above others. This applies to approximately 50 percent of US negotiators.

      Cooperators make up 25-35 percent of US negotiators. These negotiators are seeking an equal distribution of resources and want to maximize outcomes that serve themselves and the other party.

      Competitives make up about 5-10 percent of US negotiators. These folks act in a self-serving way and want to get a better deal than their “opponent.”

      Altruists are rare because they put their counterpart’s needs above their own.

      Which behavior style do you exhibit when you negotiate?

      Which style do you think is more likely to argue their positions and make one-and-done offers? If you said individualists – you are correct.

      Which negotiating style is more likely to co-create value for mutual gain by offering information, sharing resources, and making multi-use deals? If you said cooperators, you are correct.

      If you tend to be competitive, you may think that if you negotiate to win, someone has to lose. This is not necessarily true, and it could subconsciously cause resistance when you try to negotiate.

      There are situations where you can give less powerful parties a boost without it negatively impacting you. In Hollywood, for example, some of the leading men are advocating that their leading ladies get paid equally for a movie which traditionally would pay women considerably less.

      In addition, some female actors are resistant to the unequal pay standards in Hollywood and are addressing it by stepping up with a bold negotiation style that opposes the indifferent approach to negotiating equal pay by many of the directors and producers.

      For example, during her acceptance speech at the Academy Awards, Frances McDormand modeled her cooperative style by responding to the lack of pay equity that so many women face in the industry, by saying, “I have two words for you: inclusion rider.”

      I absolutely loved that TV moment!

      This blew the lid off a previously little-known negotiation strategy called an “equity clause” which was proposed by the University of Southern California (USC) professor Stacy L. Smith in 2014. Smith found in her research that even though racial minorities, including white women, LBGT people, and people with disabilities represent the culture of many movies, the majority of talking roles went to white males. She estimated that 75 percent of the speaking roles weren’t “pivotal to the film’s story” and could be filmed by those other than a white male.

      This inclusion rider or equity clause has been successful in Hollywood because there are so many projects, and it can be negotiated into the contract each time and also include the film crew. If you’re in the industry, I recommend asking your agent to negotiate this on your behalf or simply negotiate it for yourself. The union will not protect you here, which is unfortunate. But you are at choice and the value of your relationships and your reputation could depend on it.

      Yes, the stories from Hollywood of women helping women get a lot more hype and press than what may be going on in corporate America, but we can all learn from their examples.

      For example, Jessica Chastain produced a comedy and asked Octavia Spencer to co-star in it with her. Variety reported that since women of color are often paid significantly less than their female (and male) counterparts, the two women agreed to work together in their salary negotiations for the project. As it turns out, Jessica Chastain promised to link her negotiation with Spencer’s contract so their salary would be the same. Spencer got emotional discussing it saying they each got five times more than they expected for the project by combining efforts!

      Chastain later tweeted, “[Spencer] had been underpaid for so long. When I discovered that, I realized I could tie her deal to mine to bring up her quote. Men should start doing this with their female co-stars.”

      Yes, I agree! Some men like Bradley Cooper, Mark Wahlberg, and Paul Newman have demonstrated their willingness to go to bat for their female co-stars and in every case, the female actors received more money without it hurting the male actor’s rate of pay.

      The next time you feel resistance to negotiating, think about who else might benefit if you move forward and are able to negotiate on behalf of your community or those that are not in as powerful as a role as you are. For example, you could negotiate on behalf of a close family member or a friend, which may give you permission to be more inquisitive or bold in asking for more than you may have if you were negotiating on behalf of yourself.

      These efforts can be applied in business across industries and the five easy steps of the Negotiate with Success framework can help you along the way!

      EVERYONE NEGOSHEATES – ISN’T IT TIME WE ALL WON?

      I love men and women and the Negotiate with Success framework in this book has certainly been used successfully by both sexes. During this time in herstory, I have to acknowledge the many exciting ways women are supporting women – from coming up with covert signs and rescue messaging when a young girl is experiencing the threat of abduction in some parts of the world, to the recent addition of a negotiation badge for Girl Scouts, to the explosive growth of women entrepreneurs and organizations that support them. There are so many extraordinary examples of this type of support. I have not only contributed to this trend, but I have benefitted from it in many ways as well!

      I know over the years as big projects came my way for learning and development, I would reach out to my colleagues to ask for guidance on pricing strategies or information about their experience with a company or a contract which always helped me ask for more.

      In one case, I was going to charge $5,000 for the needs analysis stage of the project – which I had always done for free previously. When I asked a very experienced colleague what she charged for a similar project, she said she priced the needs analysis phase of her organizational development plan at $20,000. She hired it out to a team that specialized in it by sending out assessments, gathering the employee and customer data, and organizing it into a report which she then used in a roundtable discussion with the executive team to recommend next steps in the learning and development strategy and plan for their organization.

      I thought that was a brilliant idea! She explained that her approach resulted in no pushback from the client, thousands of dollars in profits for her company, and less work on her part for the project! Ask for help – even if you’re in the same industry! There may be an opportunity for you to return the favor and or partner on a project at a later time.

      If you were to analyze your customer journey and sales cycle, where might you be able to charge for a critical stage in your business that you are not currently monetizing?

      For example, if you make a decision and commit to a fee for the service, you could test the waters like one of my clients did recently. Carly owns a catering business and she wanted to start charging for her special event site visits during her engagements with her clients. She had always done this “research” on her own and then brought her clients in to see if there was a fit. There were many times when there was time and money wasted because there wasn’t a good match between the client and the destination. After we worked together, she had created an application for her clients to work with her and a bonus venue package where she would take them to their top location where they would be surprised with a customer experience as if they had already purchased the package. When she was negotiating with her clients, she would test the idea first by saying, “What if we did this …?”

      She used to do something similar for free but sometimes the client wasn’t the right fit and previously, she often lost money because she paid for everything herself and would have to write the expenses off because she received no revenue from it. Afterward, she only extended herself if the client was a good fit, based on the questionnaire, and she was able to roll in a $1,000-$5,000 fee, depending on where they flew to for the service. She also included a custom gift as an incentive to come on board as a new client. Her clients loved the special attention and her profit margins increased overall by 57 percent. She also shared her approach with others in her industry to help them succeed as well.

      The next time you feel resistance to negotiating, think about the tools you were introduced to in this chapter, who else might benefit if you negotiated on their behalf, and how you or your team could move through resistance in one part of your sales cycle by creating value for your client and monetizing it for your company.

      YOUR TEAM

      
        
        Negotiation Principle #43: Seek help and support.

      

      

      If you are someone that is used to doing it all on your own, you may be underestimating the resources necessary to leverage your talent and expertise. You don’t have to do it alone. Yes, you can build a team.

      
        
        
        “Rely on unseen forces. Just as real, though out of sight, are invisible resources ready to make a profound difference in what you achieve.”

        PRICE PRITCHETT

      

        

      

      Your higher self knows how to guide you to show up with confidence and show you the way forward, so ask for help and watch help arrive from many different directions in many different ways.

      Katie, an entrepreneur colleague of mine, shared that – when she adopted this approach to getting help outside of her own brain power – her energy went up and people were attracted to her and her program offerings. She was able to get booked on stages and podcasts with a wider reach and her ten-week program went from $1,997 to $4,997, which increased her revenue dramatically.

      I’ve always been very practical in building the foundations in my business including negotiating when I hire team members. I also check in regularly with my divine spirit team for support during the process. Some of those team members include . . .

      
        	Archangel Michael – Offers protection, courage, and direction

        	Archangel Gabriel – Assists with clear communication

        	Archangel Uriel – Illuminates the mind with ideas and solutions

        	Archangel Raziel – Helps manifest abundance and prosperity

      

      If accessing your divine spirit team isn’t an option for you, there are other forms of moving through resistance. Try my “Crush it with Confidence” exercise below.

      
        
        Crush It with Confidence

      

      

      I like to run my energy and visualize everything going well as I share my deal points with the other party before a negotiation – which is really easy and gets me out of my head.

      Here’s how it works . . .

      Instructions:

      
        	Stand or sit with your back straight and your feet on the ground.

        	Inhale confidence: Breathe in as if from the middle of the earth up through your feet, through your body, and out of the top of your head skyward.

        	Exhale doubt: Bring your breath back down from the sky, in through the top of your head, through your body, and out through the bottom of your feet toward the center of the earth.

        	Next in your mind’s eye, negotiate with success. Repeat this breathing technique as you imagine the conversation with the other person going very well.

        	There is great rapport and when you hear the no, you see yourself asking a “what if” question and offering an alternative that the other party likes.

        	There is agreement and you move on to the next deal point until you visualize the deal done with both sides satisfied with the outcome!

        	Add this visualization to your inhale confidence / exhale doubt breathing exercise and repeat it three times.

      

      If your desire is strong enough, the solution is already moving toward you! Stay Positive!

      HOW CAN I HELP YOU NEGOTIATE WITH SUCCESS?

      I was sitting in an airport waiting for my plane to start boarding when I received a call from a woman that wanted to have a quick fifteen-minute CEO chat since she was going into an interview the next day.

      She asked me, “How can I get an executive producer role when I’m being interviewed for a producer role?” She said she had a friend inside the organization so she knew they didn’t have an executive producer.

      I told her that her first responsibility would be to showcase how she would be an excellent candidate for the producer role since that’s what the interviewer was expecting to talk with her about.

      Then I asked her to research the job responsibilities, results, and pay scale ranges of companies that were seeking executive producer candidates.

      Next, it was simply a matter of handling the conversation like you would an indifferent client. You would find out if they had any problems in the key areas that tied to an executive producer’s role and if yes, let them know how you could be of service through a high-level benefit statement. If not, you could repeat that approach with another key area to see if they had a concern in a different area that would tie to an executive producer’s responsibility and share how you could support them in that way.

      Next – and this was important – I recommended that she ask to be considered for an executive producer role and the rate of pay that correlated with it, especially since she had experience and an understanding of how she could help them achieve their goals in that area.

      We talked about if they said no and how to negotiate for a three-month review if she got the producer role so she could have another opportunity to negotiate up for the role she really wanted.

      She called me back the next week to thank me and said she got the executive producer role.

      This happened quickly as it often does when I coach job seekers looking for a new role and or a pay increase. On average our clients receive 25 percent to 35 percent higher salary than the stated rate of pay and they often double their speaking fee.

      I was able to advise Janet, a learning and development facilitator, to negotiate up on her one-year training engagement contract from $40 an hour to $55 an hour simply because we knew two things: 1) Less experienced facilitators were getting $40 an hour and 2) Her friend was being flown in from Dallas to San Antonio every week with this company paying for her room and board so she could provide training for them. Since Janet lived in the San Antonio market, saving the client the money to get her to the facility for training, this information gave her the courage to ask for more and she got it. This increased her net pay by 38%, making the contract a six-figure deal. This is the benefit of having a trusted advisor by your side to leverage what you know when you are negotiate and increase your ability to achieve your goals in the deal.

      The number one emotion folks have when they come to me after a failed negotiation is regret.

      Can I help you prepare before that big negotiation? Yes.

      I work with a lot of organizations and yet people ask me all the time if I work with individuals – and the answer is yes.

      Trial-and-error is the most expensive investment in your business.

      I’m here to help you navigate the mistakes you most likely will make without an expert to support you when you negotiate or try and grow your business. We are not meant to do this alone.

      There are many ways I can help and support you depending on how you prefer to be supported as you learn to Negotiate with Success. For example, I’ve created the “Negotiate with Success: Secrets to Ignite Your Profits” program, which is a live virtual group training and coaching program to help people just like you become great negotiators and stronger business leaders. I also have an “A Player Mastery” program to help you achieve a high-level key result in your business or life with concierge level support. If you want to strengthen your millionaire mindset and momentum, you may want to book a Money Leadership Styles training or assessment to learn the top three ways to avoid self-sabotage and get aligned for financial success! You may decide the book is all you need at this time to improve your skills or you might want some negotiation training for your team. You may decide that having mastermind access to me throughout the year to help you grow business with negotiation guidance on demand would be the best fit. The choice is yours. For speaking and high-performance training inquiries along with more information about any of my course offerings, let’s talk! You can reach me here: corine@negotiatewithsuccess.com.

      Your mission – should you choose to accept it – is to stop overthinking the deal. It’s time to stop avoiding, caving in, and giving up profits when you negotiate so you can achieve your goals, increase your profits, and create a meaningful difference in the world . . . faster and without a fight!

      During the final chapter of the book, you will get a snapshot of how you can apply the Negotiate with Success framework as you move forward and leave your leadership legacy.

      DEAL POINTS
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            YOUR LEADERSHIP LEGACY

          

        

      

    

    
      
        
        
        “The way to true success is to honor your calling.”

        JIM HILLMAN

      

        

      

      The purpose of this book is to help you stop overthinking, avoiding, or giving up profits when you negotiate so that you can achieve your goals, increase profits, and create a meaningful difference in the world … faster and without a fight! Why? Because we need your contribution to make the world a better place.

      I believe that when you become a better negotiator, you will become a stronger business leader. Yes, I am a strong female business leader and I do think that the leadership and the unique contributions of women matter a lot in our world right now. When women become more confident negotiating, they’ll increase their pay, get more of their ideas and projects greenlighted, have more influence at home and in their community, and they’ll inspire their prospects and clients to say yes to working with them more often.

      However, we also need to work and co-exist with strong men – men that believe in fair and equitable treatment for everyone. When men become better negotiators, they can have more people on their team heading in the same direction, strengthen and advance selling skills, seize an opportunity, become more profitable, and model humane people practices at home and in the workplace.

      And when we all become better negotiators, we can co-create wins and equitable agreements for all and change the world for the better!

      The Negotiate with Success framework is a universally applicable negotiation framework that will improve your ability to negotiate, regardless of your industry type or experience level. In short, by negotiating with success, you’ll be able to serve your clients, your company, and yourself at the highest level.

      Additionally, when men and women come together and invest in their heart projects at home, in the community, and in the workplace, the world benefits as well making it a Win4 all around.

      One of my goals for writing this book was to give you the Negotiate with Success framework so you could understand and apply it on the path to a fourth degree win with grace and ease. It was also important for me to help you understand that if you want a different result than you’re getting right now, you will have to show up differently.

      Important behaviors for you to possess are the ability to:

      Believe, be bold, breakthrough, and be the difference!

      Those behaviors compliment the Negotiate with Success framework:

      
        	Understand negotiation principles

        	Prepare with a purpose

        	Seal the deal

        	Celebrate in service

        	M2+M2 (Millionaire Mindset | Momentum Mastery) = W4 (win for you, your client, your organization, and the world)

      

      The success accelerators I shared with you to accelerate this process are to be grateful, be intentional, and be a light for others.

      This process builds on a sales process you are already using because negotiation is an advanced selling skill, and these accelerators will expedite the process of achieving the goals and outcomes you’re seeking. The Negotiate with Success framework is a guide for high-performance communication and human interaction with clients, colleagues, family, and friends!

      When I decided to stop being in judgment of myself because society wanted to judge me based on one thing – the bottom line of my business – I excelled. I started to embrace the fact that I loved being a community contributor, a loving wife, an attentive mother, a business owner, a speaker, a mastermind leader, a daughter, sister, and friend. I could breathe again.

      I have loved being able to create a vibrant life full of love and laughter. I’ve kicked my overthinking habit to the curb because the truth is I don’t have to be someone I’m not to create a great deal and I don’t have to keep adding more and more to a deal to make it great either.

      I just needed to become a better negotiator and stronger business leader so I could give back to my clients and the causes I cared about in a more strategic and powerful way and create outcomes where everyone could win including me!

      I studied, researched, and taught negotiation and it helped me develop a mastery on how to approach a challenge and negotiate with success.

      Soon I was getting sponsors, negotiating bigger training contracts, and securing smarter and more lucrative speaking agreements and helping my clients experience similar results more and more frequently.

      I prayed a lot and had fun raising millions of dollars for causes I cared about and created new live and virtual programs for my clients to help them grow their business and succeed.

      I loved supporting the arts and creating scholarships for teens in our community and helping our sons start their entrepreneurial journey with their first theatre production companies.

      A funny thing happens when you have a heart to serve big and you’re an entrepreneur – you find that there are many places to be of service and magical outcomes happen!

      I decided I wanted to contribute to generational wealth and travel globally using my gifts, so I stopped spending time on the lower income producing activities in my business and increased my time on revenue-generating activities to begin to get momentum. I created new programs and negotiated with joint venture partners to scale my business faster while still enjoying my family and friends, tennis, and travel, and community contribution.

      Literally, hundreds of thousands of individuals globally from Fortune 500 business professionals to Olympic athletes, and business leaders to women entrepreneurs, have learned how to share their gifts, make more money, and create a meaningful difference in the world through our work together.

      After decades of soul searching for my purpose – I realized my purpose found me!

      A big reason I wrote this book is that I have a mission that I will not quit. I want to positively impact five million people or more by helping them live the highest vision of their success and I believe learning how to negotiate and becoming a stronger leader will help them get there faster!

      
        
        
        “Each person’s life is like a mandala – a vast, limitless circle. We stand in the center of our own circle, and everything we see, hear, and think forms the mandala of our life.”

        PEMA CHÖDRÖN

      

        

      

      My hope is that eventually you won’t have to struggle with negotiation because it becomes clear that it’s just another communication skill that you can learn to bring peace and equitable outcomes to conversations that involve conflict.

      My hope is that you decide to apply these behaviors to your communication style with your clients, colleagues, friends, and family members.

      My hope is that through your example, they will see that getting what you want, when you want it, without a fight is available to everyone and you will be their role model or mentor in this high-level approach to communicating and positively impacting humanity.

      When things get busy or you want to revert back to your old fearful way of thinking, you can always practice the release technique and remember …

      
        
        One thought at a time

        One task at a time

        One day at a time

      

      

      By following the Negotiate with Success framework in this book you will have a plan to help you feel more confident when you negotiate which should help you take action and get what you want faster.

      Next, depending on when you first have the thought of getting what you want and when you decide to take action to implement the techniques, tools, and strategies in this book will help determine when you’ll get what you want.

      There’s an old joke about a person hailing a cab in New York City. She asked the cab driver, “How do I to get to Carnegie Hall?” He responds, “Practice, Practice, Practice!”

      You’ll need to practice because your beliefs, emotions, attitudes, and thoughts will have a big impact on the way you handle a frustrating response to asking for what you want, which will determine if you get it without a fight.

      Remember, you don’t have to be difficult to get what you want; you have the tools to handle difficult people if they don’t share that same belief. You do have to be prepared with a plan and you need to bring your confidence to ask specifically for what you want, and the patience needed to co-create an outcome that makes all parties feel like they have won.

      Trust your intuition and the timing of your life!

      Many people know that Jim Carrey wrote himself a check for 10 million dollars for acting services rendered, while he was a homeless actor living out of his car. Three years later, he received a check for $350,000 for Ace Ventura and 15 million dollars for the sequel. In 1994, he was the only actor to have three movies gross $100 million-plus in a single year which were Ace Ventura, The Mask, and Dumb and Dumber.

      I share this example because it’s important that you trust in your own untried capacity and in divine right timing. Know that if you don’t get something that you want when you want it, there may be a number of reasons why. If you missed something when you were negotiating that may be a factor or if you did everything “right,” it could be that you are being protected and something even better is coming your way.

      The universe responds to your thoughts, the words you say, and the actions you take. This is why feeling abundant even before your desire shows up in physical form is so important. It’s also the reason research shows that emotions are contagious, so you’re in a much better position to get the outcome you want if you go into a negotiation with a positive state of mind. You simply keep taking action. If you are overthinking things – leading to avoidance or caving in when you negotiate now – think about what you want and practice rehearsing that outcome in your mind and taking actions toward the positive results that you desire. Soon you will be confidently moving forward with the Negotiate with Success framework and believing that it’s your time to achieve what you want, when you want it … faster and without a fight!

      Your brilliance is needed now more than ever! Today you can decide to leave a legacy. Your life of significance starts with a decision.

      Negotiation Principle #44: The one thing you must never negotiate is your Dream!!

      Imagine a day when you negotiate, and fear does not win.

      Imagine a day when you negotiate, and all parties do win.

      Imagine a day when you confidently Negotiate with Success!
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      Thank you for reading my book, Negotiate with Success: How to Get What You Want, When You Want it … Faster and without a Fight! My sincere wish is that it serves you at the highest level so you don’t feel the need to avoid, cave in or give up profits when you negotiate. I hope you start recognizing opportunities to negotiate and practice the skill until it becomes second nature so you can move into the negotiation zone with more clarity and confidence!
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        Simply go to: http://www.NegotiatewithSuccess.com/Masterclass

      

      

      I look forward to being of service and helping you negotiate with success moving forward!

      

      Until then,

      Believe, Be Bold, Breakthrough, and Be the Difference!

      

      Corine
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. If1stopped fearing rejection and focused on something I could offer
my client when I anticipate resistance, it would help me . . .

. When I feel self-doubt about a deal, one new approach I will try from
the tips in this chapter s . . .

. If I could negotiate on behalf of someone else, at home or on my

team, it would be ... because they could really benefit in this way . .
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If I’m honest, I’d say a misconception I have about negotiation is that
it?sl.
If I had to describe my approach when I negotiate as either someone

who circles in the conversation at first or someone who

communicates directly right away, I’d say I’m someone who . . .

Some of the ways I save time, money, or energy when I negotiate are
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The most I’d be willing to give to a client to celebrate our
relationship in appreciation of their business is . . .

The reason it’s important to celebrate my Yeses and my Noes is
because . . .

I don’t want to forget the key ingredient that most negotiators skip

that could lead to more business and referrals while helping me

experience gratitude, resourcefulness, resilience, and joy which is to
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. When I think of guidelines I like to follow when I seal the deal, I
think of ...

. Some of the biggest challenges I’ve had sealing the deal are ...

. The last time I took a courageous action that gave me a lot of

confidence was when 1 ...
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How to avoid a self-defeating mindset:
Move away from the idea of getting ready to get ready.
Don’t think people owe you anything.
Find an accountability buddy or a coach.
Create community. Success is difficult to achieve on your own.
If you can pay for it, don’t take on more debt.
Stay up to date with the skills and education you need in your profession.
You don’t have to choose between being a good person and getting a good
deal.
Think higher.

Which action will you focus on to eliminate a self-defeating mindset?
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The next time I negotiate, I’m going to understand what I want on
the sales side and why and what my client wants and why so that I

can...

. One of the things that didn’t go well in my last negotiation that I'm

grateful I learned was . . .

. The most valuable thing I learned and will apply about preparing for

my next negotiation is . . .
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If I was tasked with helping my team understand negotiation using
only one to three terms or principles, I would tell them about ...

. One of the things I’'m going to focus on is trying to get a better idea
of my client’s zone of agreement by ...

. Iremember a time when my team and I were completely unprepared

with a vague walk line in the deal; some of the things we had to

understand to hit it out of the park were ...






