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————————————————————— 

 

ONE OVERRIDING PRINCIPLE 
Before revealing the five basic principles of negotiating, you should learn, 

understand, and firmly believe in this single, overriding principle: 

 

You already have all you need to 
become a successful negotiator. 

 

All we have to do is bring them out, develop and improve them. Yes, you 

have much to learn and to experience. And yes you will make mistakes 

along the way, but the important fact is that you will learn and you will 

continue to learn throughout your career. 

  

The important fact for the moment is that you are further along and closer 

to your goal of becoming a successful negotiator than you believe. So, 

let’s jump right in and start bringing out, developing and improving on the 

skills, abilities and talents by mastering the five basic principles of 

negotiating. 

 

BASIC PRINCIPLE #1 – PREPARE 
If you plan on being successful in negotiations, you’d be well advised to 

preplan and prepare. You must master the three basic steps of 

preparation. 

  

Step #1: Set Your Agenda. What exactly do you want to get out of the 

negotiation? Find an investor for your development? Sell a ranch 
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property? Rent an office building? Build trust and rapport for long-term 

relationships? There’s always a bottom line in every negotiation. Once 

you determine that, you have determined your agenda. 

  

Step #2: Determine Your Position. 

 

You can’t get where you’re going 
until you know where you are. 

 

How close are you to achieving that agenda? How many steps must you 

take to get there? What specifically are your short-term and long-term 

goals? What terms must you have? What concessions are you willing to 

make? At what point does is it in your best interest to bail out of the 

negotiation? How realistic is your time frame? What are your options at 

the various stages of the negotiation? 

 

Here are a series of questions to help you make that determination: 

� What is the fair market price of the property being negotiated?  

� What’s the other party’s position?  

� What conditions will or can affect the negotiation?  

� Who has the power to say “yes” to my proposal? 

� What’s my bail out point? 

� What negotiating style should I use? 

 

Step #3: Understand The Other Party’s Position. 

It’s important to understand the other side’s point of view. Whether you 

agree with it or not, you have to understand it. Once you understand their 

way of thinking, you can tailor your presentation to meet their needs and 

expectations. 

 

BASIC PRINCIPLE #2 – MAKE THE INFORMATION 
EXCHANGE 
Negotiations thrive on the exchange of important information. Without 

that exchange, they tend to die on the vine, dry up, and blow away. Some 

of the information is as obvious as it is essential. Where’s the property? 

How much is the asking price? What are the taxes? 

 

But there is other value in the 
exchange: building rapport, 
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enhancing your image, getting a 
“feel” for how the negotiation is 
proceeding and how it will likely 
proceed. 

 

The other party will be seeking the same type of information, so it’s 

important to “give a little to get a lot.”  

  

Keep the exchange moving by (1) asking good and pertinent questions 

and (2) being an active listener. Avoid closed-ended questions, those that 

can be answered with a single word. Ask open-ended questions, those 

that require more than a single word answer, to keep the conversation 

moving and to gather in more information. 

 

BASIC PRINCIPLE #3 – KNOW YOUR CONCESSIONS 
IN ADVANCE 
Negotiations are often all about compromise. An offer is followed by a 

counter offer which is followed by another counter offer until both parties 

agree some where in the middle ground. Go in prepared with a list of 

concessions you may make already in mind. When you come to a point 

at which you should make concessions, start with the smallest. Work 

your way through the list saving the biggest for last. 

  

Perceptions play a major role in all negotiations, especially when 

concessions are offered. A concession is meaningless if the other party 

does not believe that you are giving up something of real value. The 

concession can actually have little or no real value to you or your 

company, but the other side shouldn’t know that. These are called 

“gimmes.” Again, you give a little, but you gain a lot.  

  

 

 

BASIC PRINCIPLE #4 – CLOSE THE DEAL 
Buyer’s remorse sets in the moment two people or organizations 

conclude an agreement. Once you shake hands it’s important to 

formalize the agreement as soon as possible. Sign a contract or a letter 

of agreement or intent, but do whatever you have to do to cement the 

agreement in a physical document. 
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Buyer’s remorse isn’t the only enemy. I’ve seen negotiators, especially 

salespeople, actually talk a client out of an agreement because they kept 

on “selling” after the client was sold. 

 

When you hear “yes,” shake 
hands and bring out the paper, 
pens and notary seal. 

 

BASIC PRINCIPLE #5 – FOLLOW UP EVERY 
NEGOTIATION 
You can complete a negotiation and then abandon the process. 

 

Following up is essential. I 
recommend a two-phased follow 
up. One is external and one is 
internal. 

  

Direct the external follow up to the person with whom you have been 

negotiating. You want to know that the terms of the agreement are being 

followed, that stipulations are being met, and that schedules are being 

followed. You want to know what’s working and you most certainly want 

to know of any problems or potential problems as quickly as possible. 

 

The internal follow up is an evaluation of the negotiation. How well did we 

do? How much of our agenda did we achieve? What mistakes were 

made? How can we do better next time? What areas of the negotiation 

process need our attention? What did we learn from all this? 

 

Until next time, I wish you great success in your negotiations! 

–Omar Periu 

 

 ————————————————————— 

 

 

Omar Periu is a man of power whose life story is truly remarkable. Omar 

is more than a motivator; his peers refer to him as the "The Motivational 

Teacher." Possessing an indefinable quality of magnetism, Omar brings 
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audiences to their feet. Although the terms "dynamic," "high energy", and 

"super achiever" all describe Omar Periu as he is today, they aren't 

exactly the words which portrayed the results accomplished early in his 

career. 

 

Omar Periu and his family fled Castro's regime when he was only seven 

years old. They arrived in Miami, and his family had no money, no other 

relatives or friends in America and nothing but the clothes on their backs. 

Thus began Omar's journey of success in the land of freedom and 

opportunity. 

 

Today, he is one of the nation's top success executives and trainers, 

promoting "how-to" tactics and strategies in his seminars, throughout the 

world. Omar's content is fresh and inspiring, his presentations 

impeccable, and his story unforgettable. Omar is now referred to as the 

#1 Motivational Teacher in America, a world-traveled speaker who has 

spent over a decade educating salespeople, managers and 

entrepreneurs world-wide. 

 

To quote Omar's philosophy:  

 

"Success is in the moment -- make every moment count!!!" 


