Contents

Introduction: So You Want to Tilt the Playing Field..........cccccceerreienvicneencnnen, 13

PaARrT | Soft Touch: Finessing, Influencing, and Persuading Others

1 Winning Is a Mindset: The Great Wallenda Effect..........cc.ccccenviiinnnnninns 17
Winning begins with your inner self.
2 Linkage: The Stealth Factor.......ccccceeeeiiiiiiicii s 19

Linkage strategies are relationship strategies designed to make it possible
for you to lead and persuade.

3 Alignment: Soar Points..........ccccvviiiis 25

Alignment techniques play against and harness the other person’s energy
while establishing a pattern of agreement.

4 Needs: Making Your Ideas Irresistible............ccccevrmrmrrrernninnscsccnnnnnneeeen, 29
In the quest to satisfy our psychological needs, we are guided by emotion
rather than reason. It is this quest for satisfaction that energizes the persuasive
process.

5 Control: How to Listen So People Will Talk and Talk So People Will Listen.....33

There is a quantum difference between speech and persuasion. Speaking is
about giving out information. Persuasion is about getting through. It is about
control.



6

Evaluation: Finders Keepers, Losers Beepers..........cccevvvinnnnnnnnnnnnnnnnnnnnn 39

The right communication tactic may be to initiate a call or it may be to
postpone a caller’s invitation to talk. And then it may be to send a fax. Or
call a meeting. Or send a letter.

Reading: People Are an Open BOOK.......ccccceeeviiiicicnnnreeen s cccnnnneeeeen 43

To be able to persuasively present your ideas and to prevent resistance you
must read how the other person makes decisions. How they make sense
of things. It may not be the same as how you make sense of things.

LANCER: Postcards From the TOp.........ccccciimmriemeei i cccnnnnnreeeee s 49

You have won a nod of acceptance. But victories are fragile. The tactics for
being a good winner now come into play.

ParT 1l Trouble Shooting: Settling for More

9

10

11

12

13

Finessing Hostility, Aggression, and Anger: Dancing in the Minefield.......... 53

People who are hostile, argumentative, or angry are unreachable. Standing
up to irrational people is the norm. Finessing people who insist on being
right rather than reasonable is the art.

Overcoming Rejection: Riding the Crest of a Slump.........cccocvvcvvriiinnnns 57
Rejection is a negative response. But a response by definition means the

lines of communication are open.

Running Through Walls: The Trying Game........ccccceevvrieccinnnrreeensssssssnnnns 61
A stonewall mentality is much more difficult to manage than rejection.
When you are stonewalled the lines of communication are slammed shut.
Finessing Worth, Value, and Share Differences: Waging Peace................. 67
Worth, value, or share differences are sometimes best dealt with by negotiating

an approach rather than negotiating a position.

Finessing People Who Would Rather Be Right Than Reasonable:
SIOW SQUELZINEG.......eeirrveiiiiieinir e rrrrrrrrs e e e e rrrnnnnns 71
Many disagreements are not so much about money as they are about fairness.

ParT lll Hard Bargain: Winning When the Score Is Kept in Dollars

14

15

Analytics: Choice POINtS.........coceiiiiiiiiiissssssssssnsnssnsssrnnnrnnnrnnns 79
Will your negotiating strategy be overreaching or moderate? Will the tactics

you choose be rigid or accommodating?

Relationships: Walking Between the Raindrops........cccccccvmrrrrreennnnnnnnnnnns 83

Analytic: The relationship you have or want to have with the other person
will impact your negotiating goal.



16

17

18

19

20

Power: The Insurmountable Opportunities Factor.......c...ccccevvvevriiriinnnnnnn, 89

Analytic: The relative balance of negotiating power will impact your negotiating
goal. Understanding power is understanding what it is, how it is created,
and how it is lost.

Basic Training: Bombs-Away Bargaining and White-Knuckle

HOrse Trading.....c..uoviiiieei e e r e e 93
Playing for keeps. The art and psychology of the rough and tumble, the
down and dirty.

Mind Tricks: The Squish Factor............cooocciiiiininiiii s 103

Manage how the other person feels about themselves and you manage
how effectively they will negotiate against you.

Sliders and Curves: Hold-on-to-the-Roll-Bar Negotiating.............cccevvrunns 111
Some tactics just aren’t as pretty as others.
Timing, Tempo, and Turbocharging: Making Time Your Ally........ccccceeuneenn. 121

Time can be your worst enemy or your best ally.

ParT IV The Deal-Maker’s Playbook:
Low-Impact, High-Yield Tips, Tricks, and Tactics

Thirty-six common negotiating encounters: What to look for. What to do.
What not to do.

Apartment LeasSe.......ccuviriiiiiniiiiriiii e s s 129
APPHANCES....cciiee i e 132
AULOMODIIE LEASE.. ... iieeeeeieiierere e e e rr e e e 135
AUtomOobile—NeW........coiiiiiiiiir s 140
Automobile—USed........ccuueiiiiiiiie e 145
Bargaining and Haggling...........oooomvmeiii e 148
BusinessS—PuUrchase. ... 152
BUSINESS—SaAle.....covvruiiiiiiiiiirrc 157
Cohabitation Agreement..........ccccceeiiiiiii s 161
Collecting MONEY.....cuuuveiieiiiiiirierrrrrrs e 164
CONEIACTONS. .eeeirueeie i et et 168
011 T PP 174

Crisis, Public Relations...........cceviiiiiiiiininiinin e 177



Dbt i 185
D TV ] 3 PO 189
EMPIOYEES....uiiiiiiiiiii i 192
Family and Friends........cooveiiiiniiin e 195
1 1] 1T 1 198
HOUSE—PUICNASE.....cccvvericire s 205
HOUSE—=SalE.... it e 211
Insurance Claims, AUTO0.....coivireiiiireririrrsirrersir s s s ersasseen 214
Insurance Claims, HOMEOWNE........ceuuiiiiinuiiiirrnnin e rrnnn s ersn e ersaan e 219
RS e e raaa 225
JOWRITY. e e 231
JOD INterVIewS. ....ccveiiiii s 235
Lawyer, HIfiNE @.....cooiiiiiiiiei et e 239
Litigation, Settling.........oovvrrrrrrrecccscc 244
LO@N. i 247
OFfiCe LBASE..ivruuiiii i it ieiiirice et s e e e 253
Prenuptial Agreement..........ccoovviiiiniiiiiiirrre e e 259
Real Estate—Listing Broker...........cccevvvviiniiiiniininnnnn i eeseeeennnns 263
Reservations and TicketS..........ccevvuuieiiiiicciinicc e 265
Salary, BEGINNING......ccuuuiiiei i 267
Salary, INCreases iN......cceeiiiiiieiiiiiiir e 270
Store Front Lease.....cocuiuririuniiiiiiiiii s 274
Coming Full CirCle........oovviiiiiiiiiecceicerrrrr e e reenes 279
11T - PSPPSR 281



