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Introduction


This isn’t like most negotiation books. Yes, we will talk about theory and process, but that’s only a small part of what this book is all about. This book is designed to demystify negotiation and to teach you how to negotiate with intelligence, flexibility and power.


It doesn’t matter who you are or what your background is. This is a book for anybody who negotiates. And so that’s everyone. Negotiation is the most important skill in business, and in life, to get what you want, need or deserve. Are you doing what you can to get the best deal, every time?


From an unspoken interaction in the street with a stranger as to who will go first through the revolving door, to a strained conversation with a family member about what you want to do at the weekend, to a haggle with a car dealer, to a mediated contract and pricing dispute … we negotiate all the time. It’s a social lubricant. It’s what keeps societies functioning, marriages working, businesses operating and countries interacting. Negotiation matters and as human beings we have been doing it since the dawn of civilisation.


I want to show you that negotiation is not a mystical talent that requires extreme intellect, copious charm or buckets of experience (although those things can all be useful). The ability to negotiate is a skill that can be learned by anyone. Through identifying your strengths and weaknesses, learning the processes and mastering the tools, you can start to negotiate more effectively in all parts of your life.


And as with most things in life, practice makes perfect. I always think that it helps to view negotiation as being like a muscle. If you never flex or use that muscle, and you are then called on to run a marathon – perhaps view the marathon as a salary negotiation in this context! – then it’s going to be supremely painful and a shock to the system, as you won’t be at all prepared. If, however, you have used that muscle just a little bit every day, when the time comes for the marathon (or salary negotiation), you will be that bit more prepared and far more able to cope, and it will be much less painful.


This book is designed to give everyone the knowledge, skills and insight they need to be a brilliant negotiator in all aspects of their life. Whether you are negotiating with your partner, the boss or a supplier on another continent, whether you are new to negotiation or a seasoned pro, this book will give you what you need to up your game and be the best negotiator you can be.









CHAPTER ONE


Why Negotiation Matters


People negotiate all the time. We just don’t always realise that we could be doing it, should be doing it, that we are doing it, or indeed how to do it well.


From the renegotiating of terms with a new client to the difficult conversation about missed performance targets with a supplier; from the request to your boss to have your role re-evaluated to the demanding of a lower monthly fee from your broadband provider, almost every interaction in which we are requesting something from someone else is a negotiation.


Some negotiations in life are more obvious than others. When my team works with delegates in our workshops, we will always ask them to imagine all the people they might negotiate with over the course of a day, week, month or year.


Let’s start with the most obvious people who come to mind when you think of ‘negotiation’ – the people you work with most closely. What kinds of negotiation might you engage in with them?


Colleagues: Who delivers the difficult message to the boss? Who does what work, gets what desk or pays for the coffee?


Boss: You’re likely to negotiate on a number of issues, from salary to promotion, job title, who’s on your project team, time off and deadlines.


Suppliers, customers, partners or clients: You might negotiate about price, risk, volume, deadline, guarantees and performance indicators. These are what I would call ‘obvious negotiations’; you may even note them in your diary as ‘2pm negotiation with client’.


But we negotiate in our personal lives too …


Salespeople, estate agents and service providers: Outside of work you are likely to engage in negotiations with the suppliers of services or products to you or your family. Examples might include deliberations over the sale price of a new dining table with the furniture store salesperson, trying to agree a speedier completion date for a house sale with your real estate agent or seeking a lower tariff with your energy supplier in exchange for not moving to one of their competitors. Interestingly, many people wouldn’t view buying furniture as an opportunity to negotiate, they would just pay the price on the ticket, whereas others will take great delight in trying to secure a discount, no matter how small. Similarly, some people will never really question the tariffs set by their energy companies and will simply sign up without really considering what could be changed or improved in the standard package.
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