Alternative Pricing
Negotiating Skit
Moderator: Lee James

Client: Pat Klima and Gary Torosian
Engineer: Steve Noble & Ted Lewis




Context

 Repeat client has required T & M NTE
* Engineer has experienced write-offs

* Engineer's management wants change
IN contracting to better work for them
and client

» Negotiations meeting results in the
following discussions by client and
engineer




10 Tenets & Tactics Used




» Tenet # 1 Tactics

11 not receilve

ask or

M questions asked by

both

%n ended questions kept
onversations moving




Tenet # 2 Tactics

never stop negotiating and
searching for alternatives

Engineer kept providing
options and getting
client to engage




instead of makmg statements

Many questions asked in manner that were as
effective as statements

Open ended approach engaged reluctant client
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Even though engineer wan
Instead of later; no | ‘jion to clie
of suc diin




Tenet # 71 Tactics

be prepared and able
to walk away

Both parties had this option

At the end of this meeting,
engineer did walk away with less
achieved than desired

Walk away point was not
negative.

Living for another day




silence is
golden
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? Tenet # 9 Tactics
dumb is smart &

smart 1s dumb Client used this in
an excellent manner

Engineer was
careful to fully
explain and
educate; and Iin
humble/less than
manner

No one tried to
Impress other party




, Tenet # 10 Tactics
Everything is negotiable

Engineer believed this

and fully engaged
client
OO0
~ Client, at times,

implied this was not
s negotiable. This
/\ appeared to not impact

engineers’resolve




Conclusion

Develop your negotiating skills

» |If you are not comfortable now:
¢ Do with others in your firm who are

Share “lessons learned”
Develop internal recognition for successes

You will obtain more of what you deserve and
your clients will love you for doing so.

Deeper professional & personal relationships
Practice/Practice/Practice
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Questions

» Thoughts / Concerns

» Practice vs. Theory

» How can you do this?

» How can you get your people to do?

» All successes will result in $ for $
Increase In your bottom line!

» CD of Negotiating Ten Tenets Is
available.




