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What you’ll get
out of this



i
Learning Objectives

1. Understand how to influence through negotiation
2. Recognize what you're negotiating for

3. Apply negotiating concepts in client conversations
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What Is
negotiation?



It’s a discussion aimed at
reaching an agreement
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Wait...a deal’s already been signed.
They’re a client now.
What does negotiation have to do

with account management?
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What about you?
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PANICBUTTON TIME?
WHAT TO DO WHEN THINGS GO WRONG
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Planning
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What are you
negotiating for?
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Money

What will What growth do

Client :
deliver ROI? | need to see?

Where should we spend the
budget?

Agency
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Client

Agency

Deadline

When will the
client revert?

SLA for team
deliverables

Duration

Timeframe needed to
see results?

How long are we
running an activity?
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Assets




Assets

Balance request What can give us

Client and KPIs quick wins?

What can give us
quick wins?

Agency Holistic approach
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Resources




Resources

Buy-in Commitment

Bandwidth Central Goal
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Key negotiation
concepts



BHTNA

(Best Alternative To a Negotiated Agreement)
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You Them
I ]
Everything Everything
you want they want
BATNA BATNA
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Youwant whereyou Xl
walk away
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Zone of Possible Agreement
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You Them

Value Creation Through Trades
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Open Directive Reflective

#INBOUNDPARTNERDAY



Silence = Power
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ANSWERS

Answers = Negotiation Gold
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Elements of effective
negotiation as an
account manger



i
Determine what you want

You Them
I ]

Everything Everything
y they want
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Plan how you can create value
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i
ldentify your BATNA & Walk Away Point

You Them
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Know your anchors and when to drop them
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Figure out who has authority
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i
Know what matters to the other person

You never really
understand a person
until you consider
things from his

point of view.
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i
Ask effective questions

THAT WAS A Gﬂﬂll il“[STIIIN

#INBOUNDPARTNERDAY



(s
i=
3
(£

W
A >N A S

Prepare to be flexible
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Be an effective
account management
negotiator



Align your personal goals with your agency’s
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Prepare thoroughly

W

»
BE PREPARED
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i
Uncover the client’s BATNA & Walk Away Point
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it
Think through the Zone of Possible Agreement
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Recognize the value of relationships
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it
Uncover barriers to agreement .
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it
Keep personal and negotiation issues separate
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i
Secure the agreement
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Real Life Scenarios



N ot
Key takeaways

Negotiation is key to successful influence

Agreement, commitment & follow through create partnership
Know what you're negotiating for

Know your BATNA and Walk Away Point; figure out theirs

Recognize the Zone of Possible Agreement
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Be prepared
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. THANK YOU
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