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BEST-PRACTICE SALES TACTICS

Strengthen Your Negotiation Skills

By Kim Pawlak

The two skills most people ignore when it
comes to negotiating are listening and asking

good questions, says Shakira M. Brown, com-

munication strategist

when it’s available, | can make sure that
you're firstin line.”
That’s why listening is so important, says
Brown: “There might

and professional speak-
er at SMB Strategic
Media LLC (Hamilton,
NJ).

“When you listen
more, you'll find that
people will reveal far
more information than
they expect, and you
can use that informa-
tion to negotiate your

“If you're constantly focused
in on just your position,
you'll never get the informa-
tion that provides an op-
portunity for you to create a
win-win deal for both sides.”
— Shakira Brown

be something that
you'd like to add into
your package that is of
value to you that they
didn’t know would be
of value to you. It could
be something that you
accept in lieu of some-
thing else to move the
negotiation forward. It
could be something that

position,” she says.
“Asking good questions is another way to
get information from the other side that they
may not have intended to provide. This is
not trickery. It is just creating the space for
information to flow to help you negotiate
your side.”

Brown says the best type of questions to
ask are open-ended questions that can’t be
answered with simple yes or no responses.
While the questions you ask will be situa-
tional, she shares this example of a straight-
forward question: “Is there anything down
the pike | need to know about that | might
be interested in right now?” They may not
answer, she says, but if they do, it could be
something like, “You know what, actually,
coming up, blank, blank blank will be avail-
able, and while | can’t give that to you now,

you could benefit from.
It also could be something that the other side
could benefit from.” Maybe it’s that something
you could do for them that will get the deal
done, she says. That one thing then becomes
part of the negotiation.

“If you don't listen, you'll never find out any-
thing,” she says. “If you're constantly focused
in on just your position, you'll never get the
information that provides an opportunity for
you to create a win-win deal for both sides.
And a win-win typically will move the nego-
tiation forward.” But again, if you don’t ask
questions to get that type of information out,
it most likely won’t be volunteered. &

Source: Shakira M. Brown, Communication Strategist
and Professional Speaker, SMB Strategic Media LLC,
Hamilton, NJ. Phone (888) 436-0033, ext. 2. Email:
sbrown@shakirabrown.com. Website: https:/www.
shakirabrown.com/
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