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Lesson #10 -- OVERCOMING AN IMPASSE: CHANGE SOMETHING

___________________________________________________________

When an impasse is reached in a negotiation, consider changing something, like:

1.) Change Locations

A change of scenery can often stimulate creativity. When an impasse is reached, consider changing the location of the negotiation to provide a new and stimulating environment.  

Different room arrangements, seating positions, lighting, and table shapes and sizes can often make a small, but important changes to overcome an impasse.

Example:  Move from the formal office sitting to lunch at a nice restaurant.

2.) Change the Shape of the Money

When money is involved in a negotiation, consider changing the shape of the money.  This could involve changing:

a)  the payment schedule

b)  the interest rates

c)  the amount of down payment

d)  smaller payments with a balloon payment

Consider building variables or options into any of the above.  Creativity is the key here, combined with relative value.  What can we change about the shape of the money that will provide a win for both parties?

Example: The buyer has a cash flow problem...the seller is trying to get the best return on her investments -- lower down payment, longer terms, higher interest rates...

Everyone Wins!

3.) Change Specifications

A rearrangement of the specifications or the terms of an agreement can often provide a creative alternative.  In what way might the specifications be altered that would provide an advantage to both parties?  How might the terms of the agreement be changed to provide mutual advantage?  Be creative.  Keep an open mind.

Example:  Changing the shape of the widget slightly enables manufacturer to use existing tooling, saving thousands and enabling them to reduce cost, without adversely affecting 

the buyers use of widget or the manufacturer's profit margin.

4.) Change the Negotiator or Team Member

Obviously a new personality in a negotiation can provide a fresh approach.  Changing the negotiator or a current team member, can add variety and creativity.  Selecting the right 

individual here is very important.  Consider what needs to be accomplished in overcoming the impasse.  Select the individual carefully, taking into account his/her behavioral style, perceived expertise, and credibility.

Example:  Major real estate transaction between two high powered negotiating teams:  Team A adds a zoning expert to predict probability of a future change in zoning.

5.) Change the Time Table

Time is absolutely critical in most negotiations. How can you use it to both parties' advantage:

--Would delaying the scheduled delivery or closing date be an advantage to one or both sides --Could the terms be extended with agreeable interest rates applied

--In a real estate transaction, could you, as a seller, allow the buyer to take possession a month earlier so the children can start school on time.

When you reach an impasse, consider changing one or more of these conditions and you'll be surprised how many times it helps you complete the deal.

Change inspires, stimulates, and opens minds.
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