E1BINDEX

08/10/2010

11:51:6  Page 185

Index

A

accommodators, 132-133
active listening, 165
add value, 167-168. See also
Targets
Adobe InDesign, 103
agreement, 67
affected by price, 70
negotiated, 118
verbal, 138
your price
double, that of your competitor,
69
half, that of your competitor,
69-70
similar, to your competitor,
68-69
all-or-nothing scenario, 86
american pharmaceutical company,
89
APEC summit, 88
artificial man/woman, 4%
attacks, 146-149
Australia, 3, 95, 193, 154
Chinese emigrai< to, 118-119
doctors, brass plate, 87
language, of choice, 105-106
straightforward sales, 3

B
Baidu.com, 4
Balinghou, 4, 88, 91, 96, 166
BATNA, 118-120, 139, 155. See also
Leverage; Negotiation
technique
rating, 121, 122
Beijing, 14, 19, 42, 44, 85, 86, 130,
131, 139, 147, 170
government, 139
music lovers, 47
Olympics, 47

benefits. See also Agreement
create, 35
linking to, 31-33
body language, 45, 46
brainstorm, 8
brands, 55
bribery, 23, 68
British Council, 112 .23, 124
function of, 11¢
offices, 119
business
languace, 166
maoney, 40
parer, 63
tuy-and-sell relationships, 40
baying, 5
influences, 18, 59
motives, 5

C
call targets, 79
Carnegie, D., 115, 116
chameleon effect, 47, 48
checking concept, 73, 74
in action, 84-87
checks per target/KII, 85
constituents of, 75-76
meaning of, 73
meeting, 91-103
beginning of, 91-94
features matching to needs,
101-102
funneling, 98-101
greeting and small talk, 95-96
reception, 94-95
seating arrangements,
96-97
storybooking avoidance, 97-98
target involvement, 102-103
wrap-up, 103
need of, 76

185



08/10/2010

11:51:6  Page 186

186 » INDEX

checking concept (continued)
Open Eye CRM system, check
scores, 7677
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control, 28
convenience, 27
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risk aversion, 27
scope of service area, 28
speed, 28
support (knowledge), 27
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use of, 28-29
value of, 26
features matching, to needs, 101-102
financial crisis, 34, 166
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flinching, 149-151
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future business, 142-143
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global financial crisis, 90, 180
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maintain, 168
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power of, 41-43, 63
score, 64-66
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Hewitt-Gleeson, M., 73-76, 84
checking discussion, 73
Newsell, the book, 73
Hewitt-Gleeson’s GBB concept, 107,
108
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measurement, 120-123
Michael Dell vs. IBM, 114
neediness, 115-118
North Vietnam vs. United States,
114-115
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avoiding storybooking, 97-98
funneling, 98-101
involving your target, 102-103
seating arrangements, 96-97
wrap-up, 103
room, 96-97
Microsoft Publisher, 103
mid-autumn festival, 40
Midi rock festival, 47
mirroring, 46-49
mobile phones, 17, 74, 164
buying typical dialogue, 5-6
modern-day business, 67
moon cake festivai, 40
Morgan, M., 75
motivation, §7-89
MSN messenysr, 163
Murdoch, uapert, 55
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necediness rating, 121
aceds, 5. See also possible needs
audit, 8
matching features to, 35
vs. positional sales, 15-17
negative emotions, 171
Negotiation Fieldbook, The, 5
negotiation personality
accommodators, 132-133
competitors, 134-135
compromisers, 133
conflict avoiders, 128-132
problem solvers, 133-134
negotiation technique, 4, 5, 20, 22,
59,118,120, 127, 132, 136,
138, 146, 151, 180
rules, 135
skills, 92
successtul, 63
tactics, identification
asking for discount, 136-138
attacking, 146-149
being irrational, 153-157
controlling, environment, 152
flinching, 149-151
future business, promising,
142-143
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playing good cop/bad cop,
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pleading limited authority,
151-152
power of numbers, invoking, 153
stonewalling, 144-146
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pacing-and-leading, 49
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perpetual motion, 180
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phone call, 79-83, 166. See also
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goal for, 81
pie-in-the-sky card, 141
Pleading Limited Authority,
151-152
poor management, 87-8¢
positive language, 43—46
possible needs
control, 11
convenience, 10
experience, 11-12
risk aversion, 8-9
scope of service area, 10-11
speed, 12-15
support (knowledge), 9-10
support (process), 9
pre-meeting page, 104-106. See also
Meeting
price quotient, 68. See also Agreement
private meetings, 77, 82-83, 86
benefit of, 83
problem solvers, 133-134
procurement manager, 109
projections, 166
proposals’ quality, 109-110
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sales meeting, 15, 27, 34, 52, 94, 108,
180

salesperson, 9-10, 22, 73, 85, 180
activity for, 74
sales process, 3, 86
sales targets, 31, 84
sales team, 8, 9, 20, 26, 38, 78, 85, 87,
109, 138, 162
sales territories overlap, 65
satisfaction equation, 107
seating arrangements, 96-97
send proposal, 83
Shanghai, 74, 88, 154, 156
APEC summit, 88
British Chamber of Commerce
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communication skill training,
10-11
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train journey from, 38
World Financial Center, 14, 15, 137
Xintiandi bar and restaurant
district in, 58



08/10/2010

11:51:6  Page 190

190 » INDEX

Shanghai World Financial Center
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sharing information, 161-162
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know, 165-166
listen, 164-165
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short-term targets, 89-90
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small talk, 95-96
snail mail, 78-79
spoon-fed education culture, 87
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status quo, 129
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Stonewall confrontations, 144-146
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