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Legal Disclaimer

	 

	This book is designed to provide information and motivation to our readers. It is sold with the understanding that the publisher is not engaged to render any type of psychological, legal, or any other kind of professional advice. The content of each chapter is the sole expression and opinion of its author, and not necessarily that of the publisher. No warranties or guarantees are expressed or implied by the publisher’s choice to include any of the content in this volume. Neither the publisher nor the individual author shall be liable for any physical, psychological, emotional, financial, or commercial damages, including, but not limited to, special, incidental, consequential or other damages. You are responsible for your own choices, actions, and results.

	 

	 


Chapter 1: Introduction

	 

	We make all kinds of deals without realizing it. From going out on a date with someone or choosing a place for fun with friends to signing a contract deal, deal making pervades every part of our lives. What is certain is that there is always something to be gained and a price to be paid, and both are not necessarily material. It’s a learned skill to increase awareness of the current situation to see opportunities as they arise and to know where you stand. It’s all about finding a middle ground, while taking into consideration the factor of time. Closing Deals is concerned with only the ‘deal’ negotiation period when the opportunity arises to the time when the deal fails or succeeds. It does not rely on such philosophies as ‘positive energy’ or ‘the force of thinking to materialize wishes’ and strongly advises you not to rely on such BS. Deals are easier to make with a more logical approach.

	Any deal is basically a bet against the status quo; typically, at least one of the parties involved is active and would like to change or gain something in a bargain. That said, it is not always possible to reach an agreement as often the value required from one side does not match the offering by one of the others. We must also keep in mind that intentionally or unintentionally, people lie, twist facts, send mixed signals and mislead others with or without realizing it. Statements and opinions from the involved parties should always be questioned and taken with strict caution. 

	We also often do not consider what would happen after securing a successful deal. Will we get what we want, or will we feel disappointed or deceived? Was the price of getting it too high? Does it still feel like a win? How long will the results last? The meaning behind an ‘outstanding deal’ might vary according to individual goals and behavior. It is vital to understand our capabilities and know where to draw the line regarding expectations. 
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