Conflict is an opportunity for resolution and change.

In factories, when workers are dissatisfied about conditions they’ll raise great storms over getting a raise, when what’s basically bugging them is dirt and noise. The way they figure is, if they have to put up with rotten conditions, at least they should be paid for it. We spend all day negotiating, what is your most common cause for negotiation?

Negotiation

I could say that negotiation is a very tricky thing as our success or failure is determined by the way we negotiate and the results we obtain. 
Or I could say that negotiation is easy and simple to do and, if we follow some basic rules, it’s so much fun.

The difference is in our attitude towards what we are doing. If we enter into negotiations believing there are going to be problems, then there probably will be. If we enter into negotiations believing we’re going to be presented with opportunities, that’s probably what will happen.

quiz

Question 1

You have decided finally to get rid of your vintage car, and you would be well pleased if someone would pay you £30,000 for it. You have telephoned your advertisement to a national newspaper and, before the advertisement appears, someone from the local vintage-car club approaches you and makes you an offer of £32,000 in cash immediately. Do you

A Ask your potential customer to wait until the advert appears?

B Haggle?

C Take the £32,000?
A Wait until the advert: you might lose the sale to this buyer altogether. —20
B Haggle: this is the correct thing to do. We must always, always haggle, however good the first offer appears to be. +30
C never, ever, accept the first offer on anything. —20
Question 2

You want to buy a speedboat and you see one advertised with a trailer and a load of other goodies at £11,000. You know you could raise approximately £9,500. You meet the owner of the boat at the local marina where the boat is moored. In discussion you mention that you would be able to find the £9,500. The owner offers to sell you the speedboat with the trailer and goodies at this price. Is this

A An occasion to phone your spouse with the good news and instructions to put the champagne on ice?

B As the godfather would say in the Mario Puzo films, ‘an offer you can’t refuse’?

C An awful position?

A Phone your spouse: it may appear to be a bargain, but how do you know it is? —20
B ‘An offer you can’t refuse’: it is definitely an offer you can refuse. —30
C An awful position: whenever anybody accepts your first offer you must be thinking you could have started with a lower figure and bought the product at a cheaper price. +30

Question 3

You operate your business from a rented factory and you know that, in the very near future, the landlord (with whom you have only a handshake agreement) is going to be looking for an increase in the rent of some 30 per cent. Do you

A Write to him immediately, explaining all the problems you are having with the building and the fact that you want the problems solved?

B Ask for a reduction in the amount you currently pay in rent?

C Make an offer of 15 per cent increase?

D Suggest you take the discussion to a rent tribunal so that they may arbitrate?

A Write immediately detailing problems: this is a great way to start any negotiation, by opening at a point well below the current situation. +30
B Ask for a rent reduction: this would make a strong opening, but is better if used in conjunction with A. +20
C Offer 15 per cent: the problem with offering 15 per cent at this point is you are likely to end up with a ‘splitting the difference’ situation. —20
D Suggest rent tribunal: if you go to the rent tribunal, you’ve completely removed your chance of vetoing the decision. —30

Question 4
You make widgets and, after trying to get an appointment for many, many, months with the buyer of a large company, the buyer finally phones you. He says he has a few minutes to spare and is in your town. He asks to meet you at the local airport where he is flying off for six weeks to visit one of the other factories in his company’s group. This seems to be a marvelous opportunity.

In a brief five-minutes meeting at the airport, the buyer asks you for your best price for a six-months contract to supply Mk III widgets. What do you do?

A Quote a high price in order to leave yourself room to negotiate at a subsequent meeting?

B Quote a price just above your best price?

C Quote the lowest possible price in order to start the relationship?

D Give him your best wishes for his trip?

A
Quote high price: this is a reasonable move. You have not fallen for his power-play tactics, but it’s still not the best move you could make. +10
B
You’ll cut price if given an order: if the buyer has made you concede such a large amount at this first, five-minute meeting, what’s likely to be the situation in a major meeting? —30
C
Quote lowest possible price: his power-play tactics have definitely worked. —80
D
Give him your best wishes for his trip: the correct move. At this point in the negotiation you do not know how badly he needs your product. Give him all your best wishes for his trip and tell him you’ll arrange to meet with his staff to find out how you can best service his need. It may well be they have a major problem and need you more than you need them. +60

Question 5
You’re negotiating with the buyer of a reasonably large company.

When you’ve told the buyer the price of your product, he says: ‘You’ll have to do a bit better than that, the competition is extremely strong.’ What do you do?

A
Ask what the difference is between your price and the other prices?

B Tell him that, if he gives you the order, you’ll cut the price?

C Ask what he likes about your particular proposal?

D Tell him you’d like to see the other offers?

E
Tentatively suggest that if the others are that good he ought to accept them?

A
Ask the difference between your price and other prices: I’m sure you’ve found, as I’ve found, that some buyers don’t always tell you all the truth. There is a possibility you’ll get bluffed on the differences. —20
B
You’ll cut price for order: at this stage you have no idea exactly what the other quotations are, and there is a chance the buyer will tell you. However much you offer to cut the price, it simply isn’t enough. —30

C
Ask what he likes about your proposal: the correct thing to do. If you can find out the hot buttons from your proposal, you can concentrate on those. Price is not the only factor in any buying or selling situation. +20

D
See the other offers: this is a good move, if you actually believe there are other offers, but if there aren’t this can create an embarrassing or difficult situation. 0

E
Tentatively suggest he accepts other offers: certainly a strong move, but if he is bluffing, you may have blown the negotiation. +10

Question 6
You are a toy washing-machine salesperson and you receive a telephone call asking you to go to a day nursery run by the local council. The matron in charge of the nursery says she wants to buy one of your toy washing-machines. This has a retail price of £1,800 plus VAT.

The matron explains she has to work to her budget, which is decided by the county council, and she is unable to spend any more than £1,600 plus VAT. What do you do?

A Tell her the deal is not possible and leave?

B Ask her to keep your arrangements strictly secret and discount the price to £1,600 plus VAT?

C Explain the relevant and missing benefits of a machine that’s priced at £1,575 plus VAT?

A
Deal not possible: certainly a strong stance but perhaps better used after C. + 10
B
Accept offer: the matron has used a technique on you called the ‘Mother Hubbard’ or, in other words, ‘the cupboard is bare’. You will find, I’m sure, that many customers use this idea; however, they usually say, ‘We’ve used our budget for this year’ or some similar expression. —25
C
Benefits of machine costing £1,575: this is the correct move. +15

