Building Relationships
while obtaining what you deserve

Lee R. James, CPA, CMC, CBI G s




Win/Win Negotiating

Baseline Concepts

when & where negotiations occur...
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Successful Negotiating

meets the needs of:
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Positive Nature ...

...1s often overlooked
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3 Approaches

giveaway

adversarial
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10 Tenets
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10 Tenets

ou shall not receive
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6 10 Tenets

never stop negotiating and
searching for alternatives
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$ 10 Tenets




10 Tenets

GOLF CLUB BY DIEGO CERVO  WWW.CRESTOCK.COM
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{) 10 Tenets
7

control your
emotions

Tapmmone 08
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6 10 Tenets

. be prepared and able
N\ to walk away
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silence is




t 10 Tenets

dumb is smart &
smart is dumb




@ 10 Tenets

&

Everything is
negotiable




Win/Win Attitude

aeare

ce / praejslel: / practic

ourgs
XEOP negotiaguls

e fun




Conclusion

win / win / win outcome
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Dedicated to/Improving Your Bottom Line
Lee'James & Assaciates

Lee R. James, CPA, CMC, CBI

Lee@Leejames.com 303-738-9140
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