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A QUOTE TO LIVE BY IF YOU INTEND
TO BE A WORLD-CLASS NEGOTIATOR
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THIS IS NOT BARGAINING
101




What are
we doing at
this stage?




THE POWER OF ONE WORD

In g negotiation, one sentence, one word can make the difference between success and failure: Case
in Poin

We were hiring someone in our offices for social media work. She waited 10 days after reading our

contract and before she started work. She wanted us, a day before starting, to’change various terms

ltlp‘ our et:nployment contract. | made those changes. She came back to us with more changes. | made
ose changes.

| explained each and every one of the changes. She stated she wanted to go home and think about
them even though they were ‘her’ changes.

She hesitated, and | asked her if she was_happy with the changes | made, as per her request and if she
would then sign it so we could move on. This was the second set of chanﬁes as per her request. As she
had requested many changes, | was patient with them but still granted them in her favor.

Her reply to me was she wanted even more changes, and | asked her if | made those, would she sign it
and continue work. Her answer was ‘ma¥be’. | had waited two weeks for her to begin. We had
interviewed and | explained the terms of engagement. At this point the discussion énded. My response
was that | am nobody’s ‘maybe’. Bear in mind when we hired her we told everyone else the position
was filled, and spent a considerable amount of time and resources in advertising and interviewing. |
was no longer interested in hiring her. One word changed my whole perspective.....maybe was that
word. | felt that we had come to an agreement 3 weeks ago’and now we are at ‘maybé’. Be careful of
every word, every sentence. There is no room for ‘winging it’ with negotiations of any kind ©
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What makes a Successful
Negotiator (The Basics)

/
/ //}//J//y///, el negotiator:

not think the

,,a cks” of negotiation readily available in books and online

//r }/// tools” are highly transparent and not applicable to all

/ ble, sincere, trustworthy, and relatable.

. ns the trust of his/her rival.
Doesn’t just® represent the client.

have to win at everything, at every turn.

Is constantly reassessing his/her behaviors, abilities, and biases.

Communicates effectively and honestly with clients, co-negotiators, and
opponents through all mediums.

Takes time to be thorough and prepared; he/she “does their homework.”
Can empathize and express empathy.
Has moral and ethical values.

Lives, breathes, and is the resolution...and always remembers the non-
negotiable.
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PORTANCE OF EXPERIENCE

resentation is based on my decades of
erience in resolving kidnapping, extortion,
and blackmail cases, working on M&As,
company buy-outs, company sales, as well as
a plethora of partnership and domestic
disputes. This is a reality-based, practical
approach to getting the job done.

The only way you can gain experience in high-
level negotiations is by conducting them, and
they don’t come across your desk every day.
With time and exposure to such complex
cases, you will get to the point where you,
too, will win negotiations. Eventually, you
will make it look so easy that your client will
wonder why they had to pay you.

» Keep in mind....the longer your negotiations
last, the less likely you are to prevail. A true
negotiation lasts one hour tops, with few
exceptions (ie conditions for lawyers’
contracts etc), M&As, and complex multi-
party cases.




The Basics: 3 types of people

* 1. LEADERS - 3. EMPLOYEES OF LARGE
Natural leaders, ORGANIZATIIONS,
entrepreneurs
They tend to understand ICN|_|SJFI;I-CUH-||-_:I§) NA?KID

and may have empathy.

« 2. FOLLOWERS
This is not a derogatory
term. It is often the
result of circumstance,

GOVERNMENTS (NACs)

but followers are R vt T
necessary; by definition B\ R | 2
without them, there can n SR S e
be no leaders. Py ot
gt A N W oo
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What defines you are
your priorities in life

//
our rival?

-' interests?

ey define themselves?

/hat terms and expressions do
/7/{//// (ie trial lawyer and war
5)?

low do they see themselves?




On the role of
technology

Face-to-face communication is key to negotiating

successfully.

Negotiation using technological means in my opinion, is
useless. It is not communication, it is an exchange of
information.

If you are truly in a high-stakes case, get on a plane and go
wherever on the planet you need to be. 99% of my
negotiations would not have prevailed if they were not in
person; | have flown all over for my clients and it has
made all the difference in the world. If your client can’t
afford to have you fly, then don’t take the case; they’ll be
burning their money. | am a strong believer that there is
either the right way of doing things, or everything else.
When it counts, one must do everything the correct
way.
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On the role of
technology

» To put this in other words, one of my clients
once said, “l can’t afford to hire a cheap
negotiator.” | think that says it all.

* There will be rare occasions where your
rival will at first not meet you in person.
Such was the case when | dealt with the
international kidnapper of a federal
agent’s son. For many reasons, it was
impossible to have a face-to-face
meeting. In all cases where a lawyer was
not involved on the other side, the rival
met with me. If you have a lot of
resistance, tell them that you will fly
“across the pond” for a simple 20-minute
meeting by the clock; you will have
increased your chances of success by at
least 500%.




THE CHALLENGE:
THE MAGIC

» At some point, negotiation becomes
magic; it takes slight of hand and nuance.
For this reason, breaking it down is complex.

Negotiation is an artform that takes
continuous practice. For this very
reason, it is difficult to teach; it’s like
training someone how to draw...there is
no formula to follow. Rather, it is a
combination of multiple skills, a wide
knowledge base and finesse that will
deliver the results. Your experiences
will shape your ‘sculpture’ as a
negotiator; we are all different and that
is a great thing! Sometimes it takes two
people to brainstorm a result.




THE CHALLENGE & THE
TOOLBOX

As you add to your toolbox of highly specialized skills,
you will find that you will get to the point where the
tools you have fit the problems you are facing.
Sometimes one set of tools is necessary, sometimes
another set of tools is necessary, and sometimes it is a
combination. There is no real formula per se, but the
nice thing about this art is when you’ve added enough
tools and do your job, it’s simply magic. Things happen
and you can’t explain them. They just work for you.

* You don’t have to remember or understand ‘every’
concept in this or other negotiation courses, you just
need to add ‘something’ to your toolbox..people will
add what works for them and that is very powerful.
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THE DIFFERENCE
BETWEEN
NEGOTIATON,
MEDIATION,
ARBITRATON, AND
BARGAINING (1)
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THE DIFFERENCE BETWEEN NEGOTIATON,
MEDIATION, ARBITRATON, AND BARGAINING (2)

*  Once you have finished this program today, you will understand just how much is
involved in negotiations. In negotiation (even more so than mediation) you are deeply
involved in an intense situation, so much so that you are living, breathing, and dreaming
about it until resolution...

+ Negotiation is fluid; the temperature changes every few seconds. There is
usually at least one non-negotiable; one goal or objective that must happen
in the end.

» For example, a child is kidnapped and you must negotiate with the
kidnapper. The non-negotiable: getting that child has to return home
safely.

*  You may not always prevail; the stakes are high, and they may never have been
higher.

+ ldeally, a negotiation ends when each party gets what they want, even if they
don’t know immediately what it is they really want.

+ Negotiation is win-win conflict resolution. Ideally, a negotiation ends when
each party gets what they want, even if they don’t know immediately that
they want what you are offering.

*  Negotiation deals with the human condition; no other form of conflict
resolution does that!
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WHO IS YOUR
RIVAL?

%///// If you know these aspects of your rival, they

ill help you immeasurably:

* What is their relationship with their
family (both their immediate and their
parents/siblings)?

* How do they dress? Do they look like
they just stepped out of a thrift store?
Do they pay attention to their shoes?
(especially males). Do they wear a
unique belt or tie or are they generic
and monochromatic?

« What is the condition of the inside of
their car and/or office?

THESE THREE ALONE ARE VERY TELLING
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RESEARCH YOUR RIVAL:

[ONE OF THE BIGGEST MISTAKES BY NEGOTIATORS IS

NOT DOING SO]

/
ho is the person you are negotiating with?

Research him or her on the Internet. Don’t take
anything at face value. Ascertain their motivations for
posts on social media, and the significance of it. You
are trying to understand the person’s profile.

» For example - is the person an animal lover? Are
they a vocal supporter of the military? Does she/he
hunt or fish? Do they share a lot of family photos? Do
they like to brag about their awards or their
material possessions?

+ The goal is to meet them at their level. A gentle,
reasonable person will react differently than an “LA
lawyer-type” to a colder, matter-of-fact approach;
the latter will not respect you if you take a
gentle/passive tone while the former may be turned
off by a lack of warmth. KEY: Know your rival!




RESEARCH YOUR RIVAL: Before
meeting the opposition

» 2. Who is the person you are
negotiating with?

« Read the nt" page of Google that
references your rival. Know
everything there is to know as it
can help you plan your approach and
negotiating style. You never know
what you can find on the tenth page
of your search. Now search
Yahoo...just in case. When you’re
done, start with the individual sites
such as LinkedIn, TikTok and all the
rest. Who do they follow?



...RESEARCH
continued

» Conduct a search on Westlaw/Lexis and discover
everything you can. Was this person involved in
any bankruptcies or litigation? Go to the ROA and
print out as much as you can that may be of
value. Find out who they were in litigation with
and why. Now research their opponent.

* Use investigative websites as tools to discover
everything you can about this person and his/her
family. Are they the only child? Has the person
been embroiled in probate litigation with family
members? Cross-check.

» If possible, ask someone or discover something
about his/her relationship with their parents.
Additionally, their relationship with their siblings
is very important. This will reveal a lot about the
person. This is more the case where the person
is not in touch with any of their family members
yet it’s all their fault. Yes, they could be
unstable, but what if they aren’t?




...RESEARCH
continued

» |f possible, see the person’s car.
What condition is it in? The
interior, the exterior, the tires,
what do you see looking inside
the car? What
make/model/year/color (inside
and out) is the car? How many
cars does the person have? Why?
| cannot overemphasize enough,
however, that every person is an
individual. Everything you
analyze must be tailored to who
the person is (but if that fails,
generalizations often work).
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...RESEARCH continued
(cars)

» A person who purchases a late-model car (that they
don’t necessarily want but feel they need) is
different from a person who buys an older used car.

* You may find a person who is financially stretched
but feels that they have to get the “right” car to
convey financial stability and status. When dealing
with this kind of person, one must negotiate a
settlement that leaves them in a position which
makes them feel bolstered, and their reputation is
not negatively affected. Conversely, a person who
drives a very inexpensive car (under $5,000) may
feel that no matter what they do, they never seem
to get rewarded; this type of a person would
consider it a windfall if there was a financial benefit
to the final outcome. A settlement with a financial
gain is more likely to be considered a “win” by this
kind of individual.




...RESEARCH continued
(cars)

» Again, remember to consider the
exceptions. Take, for example, my friend: he
drives a 15- year -old North American car. He
didn’t dress in designer clothes and doesn’t
make the impression you would expect of a
CEO. However, this man who unfortunately
passed away, owned a company outright and
had 1,600 employees on four continents. He
was by no means “cheap.” Rather, he was an
innovator who valued recycling. His philosophy
was, if the car works well, why replace it?
Don’t judge a book by its cover, as any lawyer
who has conducted voir dire can attest to;
broad generalizations are necessary at times,
but don’t lean on them too heavily.




...RESEARCH continued

.
person live? Discover the

/ als %/// he real estate. It can lead to

re //;?/ ation that may lead you to a
mi ///// ective negotiation approach. Why
é/ /// e/she live there? Whom does he/she
/ ith? Does it all fit or is there
ethmg you don’t know? How big is the

' ouse? Is it overkill? Does he/she rent? Don’t
let this throw you off if they also own

elsewhere.

Do you know the types of
clubs/organizations he/she belongs to? Are
they trying to impress or do they like
competitive sports? Country club v tennis
club?
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...RESEARCH continued

)erson own pets? How many, what kind?
i
5. Cat o ners tend to be more introverted
ally) sensitive. They are less outgoing
[ha
i / 2 / /
i all, medium, or large? What is the animal
K M’m
b
1y
a cat, the animal is like the person...introverted
enjoys feeding live mice to their pet snake.

/
y /// ners are not the same as dog
Z%}% ners. If they are dog lovers, is the
Z/{; / to do, or is it untrained? Is the dog kept
% or inside? Where does the dog sleep? If it’s
‘and not completely engaged...unlike a relationship
with a dog. Of course, beware of the person who
Looking for signs of empathy. Ask for a dog
picture. Does it wear a collar or a harness?




...RESEARCH continued

On social media...are they on
Facebook or Instagram? What
are their hobbies, sports,
interests? Are they on
LinkedIn? What are the
groups they like on
Facebook? Who do they
follow? Who follows them?
Why? How do they dress in
that pictures they are in?
What are their friends like?
What types of posts do they
forward? What are their
causes? Who are their
friends?







MANIPULATION

?////////{ BEFORE WE BEGIN

» Let’s Protect Ourselves From
Some Obvious But Popular
Dysfunctional and
Manipulative Controls Your
Rival Will Use To Influence or
Position You When You Are
Attempting to Negotiate




MANIPULATION:
They will want
you to like
what they like




MANIPULATION: Don’t Buy Into
Their Conversation

» Have you ever noticed that some people
set up their own world and then expect you
to follow it and that would make you a
good person?

» Beware of these false constructs. They are
meant to change who you are before you
are even provided the chance to express
yourself.

» Think of a prison guard telling you that
she/he has respect for prisoners who eat
all their food and go straight to their
cell.....think of a parent doing this with a
child...now ascertain what that person is
doing with you in an effort to control you
and your behavior.

» This is especially a problem for persons
who are pleasers, or submissive types, as
they will have an issue challenging the
manipulator. If that is your personality
type be careful with which negotiations
you take on.




MANIPULATION: CONSIDER IT BOTH A
COMPLIMENT AND A PAIN WHEN THEY
ATTACK THE SPEAKER

/
ng good points, and they respond by attacking

"%v// i the / ////// ality of your comments, you may be making more
////////// you think.

ere / re many people out there who will attack anyone and
ryone before they ever take ownership for the fact that they
respon51b1l1ty with respect to the problem/challenge at

~ Narcissism may play a role in it. There are various levels, from
minor to Narcissistic Personality Disorder (NPD).

Many people with NPD do not even know it as these are the
types of people who would never go to get tested for it (think
about it for a moment).

Discussions are far more complex when the other person is
attacking the speaker, and you sometimes will find that arguing
logically and intellectually with them is both useless and
fruitless and may even lead to an increase in their combative
behavior.




MANIPULATION:

The fallacy of

“nothing personal, it’s ONLY
business”

» Baloney....it’s not only
business..you are destroying
‘X’

e Bear this in mind:

Of all the animals, man is
the only one that is cruel; he
is the only one that inflicts
pain for the pleasure of
doing it.

Mark Twain

* How do you catch a sniper?
You use another sniper.
Unknown
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BEWARE: we are missing a key ingredient:
humanity
(& ITS QUALITIES SUCH AS EMPATHY)

» There’s an old saying that if you’re
not at the table you are on the
menu.

» Post-COVID | have witnessed an
exponentially different approach
from people than before that fateful
event.

» Be careful to quickly identify who is
very cold-blooded...in order to
connect with them, do not
mistakenly think you will change
them over with ‘love’; that is for
television; it is not the language
they understand.
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MANIPULATION: Be
careful of those who
put you into a cage

* She/He is too controlling: A
great way to make you
more compliant

 He/She is too dominant: A
direct confrontation from
someone who wants that
position.

» She/He is too judgmental: A
truly judgmental person will
get upset by this comment
but again, they are subtly
trying to get you to ease up
and incrementally buy into
their position.

» They do not realize they do
this; it is who they are to
the core.
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MANIPULATION: Great
Job, Great JOB

// » This is the great American work comment. Rarely true,

often complimenting people who simply do what they are
paid to do...it can often be used to manipulate you. (Big
w large orgainization types).

» If you are the person receiving this then the person
telling you this is in control of you and either considers
themselves your superior or wants you to do so, even in a
subtle way. If you are in a negotiation, they may want
you to agree to certain items you do not agree with
because they have a hidden agenda: Stick to the menu.

L0004 L] e
“aﬁiﬂr—%iﬁi EEEL' ir_lt:?f% By - ﬁlm

* Do not buy into this; tell them that is what you are — — e
paid to do; you typed a letter, helped a patient, etc, it e
was not a great job it was only a job. It is used a lot by = — : —

low-level employees who work in large groups to justify ——— : ——
why it takes so many people to conduct a one or two- = - —
person task.



Learn how not to answer
the question asked: They
will use this against you!

1. You can use the asking of it to
attack

2. You can answer part of it and
ighore part of it

3. You can blame the other for
asking it

4. You can respond with a Q of
your own

5. You can Q the asking of the Q
making it mean something

6. Rarely, you can answer the Q

Have you ever thought about this:
The Truth is a Q of Perspective!
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MECHANISMS: Beware of
their predispositive
attitude

* Are they bullies?
* Are they judgmental? If so, about what?
* Are they intellectual?

* Are they biased? If so, to what? Intellectuals?
Are they better than anyone with less
education? Less ‘pilates’ ability? Less ability
in a certain sport?

» Are they racist?
* Are they controlling?
« WHO ARE THEY???? You ‘need’ to know this

+ The negotiation style of your rival will vary
differently depending on where they fall
with respect to the above-mentioned
character traits?




MECHANISMS: | L o
sense that you're e aweali

/
‘ense and anxious...am | reading
u right? E il A I
Taking this personally, this is not LA (‘F g Al
about you A1 BT | [

- s=x rmx mlill AR A
Making more of a small matter T AT 1S T A e
than it warrants Es

» Making assumptions that have no
basis in fact

« Judging me rather than listening
to what | have to say

* Hearing me but not listening to
me




MECHANISMS: | didn’t
realize this was going to
BE...




BEWARE: The curse of the diamond
ring....when nothing is enough, and
THEY keep raising the bar
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BEWARE: We’ve Gotten to the point
where everybody’s got a right and
nobody’s got a responsibility.
Newton Minow
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BEWARE: It is easy enough to be pleasant when life
flows by like a song. But the one worthwhile is the
one who will smile when everything goes dead
wrong. Ella wheeler wilcox (poet)

'/
/ //// of who you consider your ally when you are

i

w1tnessed so many personal and business
/f/ ati ionships entered into because one person dealt
// th another under what could called ideal
circumstances...things went well. Later in the
relationship, when things were not so good, one party
was stating that the other was a different person when
challenges arose and that they could no longer be
together. Have you heard of this in interpersonal
relationships?

» It is critical, not just important, to know how a person
behaves in a stressful situation; not stressful for you,
one that they would consider stressful.




BEWARE: The liar’s punishment is, not in the least
that he is not believed, but that he cannot believe
anyone else.
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There won’t be another
time...this is happening
now!
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WHY DO SOME PEOPLE
THINK YOU’RE GREAT WHILE
OTHERS SPEAK BAD OF YOU?

eople often forget to check
~ their baggage at the door;
they bring it into everything
they do and therefore
everything they are.

» A person can make another
person happy just by being
who they are (the Katrina
principle).

« Some people bring out the
worst in you simply by who
they are (extension cord).
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Context and Culture

* An interesting point to make here is about
the bell curve, which | look at as an
extension of the Pareto Principle. It can be a
helpful tool to illustrate different
characteristics of different cultures. 10% of
the people will be at either extreme, and
80% will be in the middle.




Context and Culture
CONTINUED

* |t’s all about context, culture, but most
importantly, and | can’t emphasize this
enough, first look at the human being—
the individual. Every person has their own
personality traits. This has to be 80% of
your homework because not only does
every individual have a different
background, different combination of
experiences, but where they are
emotionally, mentally, spiritually, and
financially at that moment in time that
you are negotiating with them WILL
affect the outcome of your results.

* |tis your job and duty to know as much
as you can about that person and that
moment in time before you open your
mouth and say even the first word.
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OWN THE PROBLEM
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BATNA Doesn’t Cut it







The

Negotiation %
Begins




Emotions In Negotiation

* My point is not about gambling, my point is about how
many factors come in to play for that “one moment in
time.” This is why | urge you to be as unemotional, yet
pleasant and friendly as possible regardless of the
roller coaster of negotiating you will undertake
because the moment your emotions, enter into the
situation, pull out a piece of paper and write to
yourself: “this is the beginning of the end and | have
lost. “

* You must neutralize all negative emotions without
coming across as somebody cold as ice, cold blooded
or unemotional. You must come across as your rival’s
teammate, even if you hate that person. This is the
only way you will prevail in a high-level negotiation.
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Emotions In
Negotiation

W

er that your client isn’t

2MDP

mem|

our client may have
resented certain elements,
and at the same time may have
omitted material facts. You need to
enter the situation with the highest
level of neutrality even a judge can
muster. Your client also sees the
world through a lens that is
representative of how they were
raised, their culture, their parents,
their religion, their belief systems,
their life experiences, and the
influence of the significant others in
their lives. What you see as true
they may see as a lie.




Emotions In
Negotiation

//
b y one thing: with every
take and every heartbeat,

e the creation of a solution

a situation so that

7 rybody feels vindicated and happy
7

// ///%/4' outcome.

Int alf of my negotiations, both sides

have been able to go to dinner after to
celebrate the victory, even divorcing
couples. In most everything, there is
always a way to win. The challenge is
ascertaining what combination of give
and take on BOTH sides is required.
You are going to be the only person
standing in the way of success or

failure of the deal.

+ Because of the emotional impact of
high-stakes negotiations, the parties
can never do this themselves.



P

Anlelalelsi iy
Negotiation

* The burden on your
shoulders is immense, and
often you will be
celebrating the victory
alone. But | can’t describe
to you what a wonderful
feeling it is and worth every
drop of the Chateau Lafite
Rothschild1967 you’ll be
celebrating with.




THE POWER OF
ACKNOWLEDGEMENT

 When you have to
accept certain
behaviors (ie insomnia)
that do not work in a
personal or business

Re changing sleep habits v This is a metaphor for you re lat] OnSh] p ]t m ay be
L st voidono: over. You can stop
L e trying to change the

- i person’s behavior, but

just get through today.




How you present the dish

affects how it tastes!

Courses in acting would
make a magnificent
difference and play a
powerful role in your work.

Is there a smile on your face
when you deliver the
message?

Watch your voice tone.

Think of different friends
telling you to go screw
yourselt in different ways
and how you would
react...from laughter to
pain. Control the delivery of
your message.

* |f you cannot keep your

judgmental side at bay
and control your
emotions, don’t
negotiate this
particular event, as the
results are usually, if
not always,
irreversible.







COGNITIVE DISSONANCE



EVERYTHING COUNTS
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....LAYERS continued




KNOW THE
HUMAN
The Bad
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WATCH FOR EASY
GIVEAWAYS

'you notice the person normally
moves around when the
conversation is in harmony, and
your rival all of a sudden is still,
there is a problem. It is indicative
of the fight and flight response
when they are ready to do
combat. You may have reached
the point of no return, but if not,
then change the tone of the
conversation asap, apologize for a
miscommunication, etc. tell a
joke, anything to bring you back.




ANALYZE YOURSELF- WHAT
ARE YOUR IMPLICIT BIASES?



https://implicit.harvard.edu/implicit/aboutus.html
https://implicit.harvard.edu/implicit/aboutus.html

.

Spotting a liar

/

et the person and conduct small talk, get to
s ///////’,/,/’4”/ talks, moves, places their hands,

///Z// s

olf

(//// head
ple tend to contract when they lie, subconsciously
come unnoticeable.

e

/’a aseline question early on that has a no answer.
DO you own a dog? A cat? If they say yes to both add
4/' O1
ey take their time? How do they say no? Memorize
this as you will need it later. We all have subconscious
‘tells’, ask any poker player.

Watch for skin color change as this cannot be
controlled.

Observe behavior indicative of a higher heartrate or
respiration rate. If respiration becomes heavy, the
shoulders may unconsciously rise. Breathing will affect
the voice, and it may sounds shallower.
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LIARS continued...

.

Au may notice changes. Do not
maintain eye contact, if possible at

/ u do not want to break the human
he more human you are the harder to

/////// y every word they say. They may enter into
////// rent speech patterns, words used, temporal

D SItlomng of the words (i.e. may be in a different
‘time and place), speed of words, and tone.

Ask a question completely out of left field...and
make it an important one. It has to be something
the person could not have rehearsed the answer
to...and observe what occurs. This will provide a
second baseline to answer one or a critical
response.




LIARS continued...




...AND EVEN
MORE LIARS




AND YET EVEN
MORE LIARS...

« Abigger problem you may face
is the one concerning eye
contact. A standard quality
people look for in liars is for
them to look away. They know
this and so a few liars go out of
their way not to break eye
contact. Locking in a gaze will
cause eye irritation and they
will blink a lot. This is the
bigger tell. People in their
normal lives look everywhere
and strange behavior such as
this will not manifest.




FORMER CIA OFFICERS TEACH YOU
HOW TO DETECT DECEPTION

SPY

THE

SPY THE LIE L l E

Authors Philip Houston, Michael niﬁﬂﬂtﬁ*t

Floyd, and Susan Carnicero
PHILIP HOUSTON, MICHAEL FLOYD,

How to spot deception. AND SUSAN CARNICERD

WITH DON TENNANT —







THE RIVER
THAT RUNS THROUGH IT

/’//////. What forces control the

discussion?

* Who does the person answer to?
+ What is expected of that person?

+ What does that person think is
expected of her/him?

* How does that person’s
disposition alter the reality of
what is expected of them?



.

THE REALITY OF THE WORLD
YOU LIVE IN

» Betrayal is an option in today’s
society...many people don’t think
twice...and cognitive dissonance
then comforts them

» Morals are out the window or
optional

» Marriages are even broken up via
text

» Your rival does not care how much
you hurt or suffer, the
consequences of the actions, or
the damage done




SLOWLY.....(Don’t GET
CAUGHT IN THIS)

+ Don’t be the boiling frog

» Dynamics will occur ever so
marginally...but think of gas
prices, think of Internet customer
service, think of COVID







POSITIONING:
IT’S WAR IN YOUR HEAD

[he inu , e you make a submissive
// Jove /// 1ll never be the same

/ / o) er who asks how he was).
dmg your ground but offering
oncess1ons is not the same; there
is mercy with power.

» Real power v ego (the most
powerful people are gentle but
firm with boundaries); egos are
fragile and always need to prove
something.

+ Positioning; the battle for your
mind by Ries and Trout (Dec. 13,
2000).

* Thick Face Black Heart (Chin-ning
chu July 1, 1992)

* Harvard’s program on negotiation
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WHEN IT ISN’T ABOUT
THE ISSUE
ANY MORE

////// .

be what you think it is. Think of
face-saving. Think of corporate
obligations. Think of how they
look in front of their families, co-
workers, etc. Are they exacting
revenge?

» Watch for the defense...when is it
stronger.? What is your rival
defending?
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NAC’s
CHARACTERISTICS

* The biggest factor is that you can show
them that something is blatantly not
so, but because their rule book or
whatever they use as their justificatory
mechanism, they will simply ignore
what you present. They will not even
have the courtesy of acknowledging
your comment with an answer.

* They will jump on one phrase and
never let it go. For example, if you
misspoke (not necessarily lied) they
will never let it go and be suspicious
about everything you say.

* When they are at work, something that
is not in their department is not their
concern. They do not care about the
integrity of what they do in the sense
that it is only their little corner they
are concerned with. EXAMPLE: Hospital
signs/You tell them their phone system
is defective




NACs’ CHARACTERISTICS
CONTINUED

‘when it comes to themselves. They
really do not care, but hide it well.
They are not much concerned with
human suffering, even if they could
minimize it. They really could care less
about any inconvenience they put you
to, even if they have the power to
minimize it.

They pretend to be team players but
they are really only on ‘team them’.

They will hold you to the rules to the
nth degree but somehow always feel
they should get a free pass




%/

GROUP 2
CHARACTERISTICS
CONTINUED

7/

+ These type of people normally work in
organizations that lower their
accountability, they work in ones that have
a group setting, and often where they have a
sense of power, as they lack that
intrinsically. You often find them working
for large corporations or government
agencies. Examples include nurses,
university professors and decision-makers,
administrative officials for the government,
and corporate managers.

* These are the hardest people to negotiate
with. They often will not negotiate for the
betterment of a situation, only if there is
something in it for them; if they have no
stake, they simply do not care. They tend to
be very cold and calculating, caring only for
their individual needs. They tend to have
narcissistic qualities.

* If you have the bad luck of having to
negotiate with one of these, you need to
ascertain what is in it for them.










‘THEIR’
WORLD v.
YOUR WORLD

AND THE REAL
WORLD

What is your rival’s reality?

We all think there is only
one version of the world

Nothing is final, even if
they tell you; even taxes
are not final, only death is

Most things are
negotiable...most people
are not
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PARTING THOUGHTS

Do everything with integrity...not just because you have to.

Drink plenty of coffee...the analysis that takes place by your brain at the multiple (evels wi

wear you out. If the person’s respiration rate rises by one breath you will need to know

about it. Be careful about the crash later due to sugar of the caffeine,,,time it or have more
offee handy!

Never take advantage of someone. If you did them a huge favor because you didn’t take
advantage of something they didn’t see...tell them...they can’t appreciate what they don’t
know, and it increases your credibility.

Remember all of us were once children...then something happened...treat your rival
accordingly. The inner child still lives on; BE KIND.

Treat the person as if you can predict the future and only you know this person will turn out
to be one of your best friends.
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Quotes and
Inspiration

ﬁ//

* “It always seems impossible until it’s done.” - Nelson Mandela

*  Whatever you do, strive to do it so well that no man living and no
man dead and no man yet to be born could do it any better.” -
Benjamin Elijah Mays

»  “If you expect the world to be fair with you because you are fair,
you’re fooling yourself. That’s like expecting the lion not to eat you
because you didn’t eat him.” - John Spence

* “Ships don't sink because of the water around them; ships sink
because of the water that gets in them. Don't let what's
happening around you get inside you and weigh you down.”

»  “Thinking is difficult, that's why most people judge.” - Carl Jung.

e “Never argue with a fool, onlookers may
not be able to tell the difference.” — Mark Twain




Quotes and
Inspiration

+ “Listen, smile, agree, and then do whatever the f--- you were
gonna do anyway.” Robert Downey Jr.

*  “Nobody cares about your story until you win. So win.”

»  “A wise man gets more use from his enemies than a fool from his
friends.” - Baltasar Gracian

*  “The people who are crazy enough to think they can change the
world are the ones who do.” - Steve Jobs

*  “You were assigned this mountain to show others it can be
moved.”

*  “Everyone is a genius. But if you judge a fish by its ability to
climb a tree, it will live its whole life believing that it is stupid.” -
Albert Einstein







SanDiego ' 'zLaw ..

A CEO’s First Call

| hope you enjoyed this presentation and
something shared will change your life, or your
client’s life for the better.

If you have any challenging negotiations and
would like to brainstorm them, it is usually best
to contact me in the afternoons. My phone
number is (619) 793-4827; my email is
counsel@SanDiegoBizLaw.com.

Go out and make the world a better place, even
for one person.They may be one of many to
you, but to them, you could be
their whole world.

Best of Luck!
Stefano Riznyk
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