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Introd uction

Business has changed. The knowledge and expect ation of
consumers has increased dramat ically. The average consumer has
done their homework and now brings a lot more to the negoti ating
table. Unfort una tely, outdated negoti ating tactics are still rampant
and most. Negoti ations today remain stressful, heated and
emotional. The tension between buyers and sellers has led to
increases in law suits, retali ation and extreme dissat isf action.

Credit: This article has been written by Lindsey Smith of the Entyro
Service Group in Calgary AB

1. Trying to “Win” the Negoti ation

Through creativity you must insist on finding a win-win solution or you
simply move on. The seller and buyer are working toward the same
thing. If you try to “win” you will fail to bring transa ctions together on a
regular basis, because no one wants to lose. By playing win-win,
virtually every transa ction has a good chance to come together.
People will soon seek you out and thousands of opport unities will
arise.

2. Focusing On Price

You can negotiate on two things: price and terms. Be creative. There
is always something else that can be discussed. Maybe you can
trade a service or a product. Perhaps you can give them a better
possession date, or you can give better terms (vendor take back,
etc). Creativity is the key to successful negoti ation.

3. Giving Ultimatums

Telling someone they only have two options is a lie. There is always
option 3. . . “Hit the road” and the negoti ation dies. A cornered dog
will get angry and will attack. You may get the contract accepted, but
expect the people to seek compen sation in another way. This may
lead to a very difficult closing, unethical actions or a lawsuit.

4. Getting Emotional

If you need a deal to come together and everyone knows it, you will
be at a severe disadv antage. The key is to care about the negoti ‐
ation, just not that much. You have to be willing to walk away. Write
down 20 altern atives should this transa ction not come together. You
will relax and realize there are other options.

 

5. Reacting to the Offer

Never react to an offer without a plan first. You have to respond, and
only respond once you have considered all the factors and have
clarified all the terms. A reaction based off emotion can get you in a
lot of trouble, if you say something that you didn’t intend to.

6. Being Worried About What They Will Think

Stop worrying about offending someone. Ask for exactly what you
want and you will usually get exactly what you need. If you have a
low ball offer, just bring your research, be friendly and imply flexib ility.
Tell them that is the best you can do, and see if they are willing to
work with it. You never know, you just might get it.

7. “Never Leave Anything on the Table”

Everyone wants to get a deal, but this will paralyze you. If you find a
home, that is well priced or you receive a good offer, don’t be
greedy. If you always have to “grind” and get more, people will just
stop working with you, and you will miss loads of opport uni ties. If the
numbers work, do it. Check your ego at the door.

8. Not Being Prepared

Assuming you know what you are going to say when presenting an
offer can be dangerous. You will forget key points, not effect ively
convey your message and may confuse the issue. Write down what
you will say, practice, break everything down, and bring your notes.
You will eliminate the chance of error.

9. Focusing on Your Needs

The only thing people care about is “what’s in it for me?” Spend the
majority of your time determ ining what you can give the other side of
a transa ction. Find out a little bit about them, and use that
knowledge to find common ground and meet their needs. If you give
someone what they want, you will get anything else you desire.

10. Taking Control

Taking control will make the other side feel weak. Remain weak and
let them control the situation. This will give them confidence and add
weight to the final decision. Ask them what they would do in your
shoes? Most of the time, people will not take advantage of this
situation and the final decision will be very fair.
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