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ing Is about understanding the bottom line
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majonty of you never

have to face this situation,

But | hope these
columns can prowde a
PrOTeCtive awWarsness
against manipulative
tactics in whataver type
of negotiation you might
encounter,

At some poirt in any
negatiation, if you push
hard enough, you will
CeHmie U agairst the
portrayal of a brick wall

| say “portrayal”
because itis impossible
to know whether or not
you have, in fact, come
up against the * bottom
ling.”

There are varous ways
to portray, or signal,

a bottom line, On tha
softer side, you might
encounter. “That's my
best pnce,” or "l can go
as high (or low) as..."

As you push against
that portrayal, the signal
might become stronger:
“I've gone to bat for you
with oy manager, and
that's the very best | can
do for you,” or “l can’
go any lower or | will be
selling below cast.”

As you continue 1o
push, you will eventually
reach the strorgest of

sigraks, In a retail contest,

the strongest sigral is 1o
actually walk away

In a personal injury
claim negotiation, you
might hear; “Take it ar
|eave it, that's the most
the insurance company
wall pay.”

MNo matter how strong
the signal, though, you
still can't be sure if you
have really, truby, reached
the other party’s bottom
line. The best negotiators
are the best actors, best
able to convince you that
they have reached their
bottarn line wher they
really haven't.

But if you walk away,
the negatiation 1s over,
nght? Why would
someone pretend, in the
strongest of terms, to be

at thair bottom line if the
"signal” means an end to
the negotiation ¢

My Tather tells the
story of getting the best
deal hes ever gotten on
avehde purchase when
the salesperson chased
hirm down as he was
walking off the lot.

How many of you have
nad a vendor in Mexico
wome out of the shop
1o chase you down the
street 1o offor a better
deal after being so very
convinging abeut having
given you the very best
deal they could?

A purchaser walking
aweay can always walk
back. Avendor can
always chase down the
purchaser.

Even the strongest of
signals might simply be a
tactic, of bluff, toget to
your own bottomn ling,

clairn,

They tell you i
the stronpest of
terms that the amourt
offored is the most you
will ever be offered
“takeitorleave it.”

They often throw in
some threats such as,

“If you don't accept this
amourt now, the offer
will go down,” or lie to
you by saving, “Either
o accept this from me
ar you will have to go to
trial.”

In the 20 years | have
been in legal practice, the
Insurance company’s offer
has always, avery time,
increased after their bluff
nas been called and a
lawyer retained.

With ICEC, the claim
gets automatically
trarsferred from one
level of adjuster who
deals with unrepresented
claimants to a higher
litigation kevel of adjuster.

| krow that marw,
many injured victims
gon‘t call the insurarce
compary’s bluff and
instead settle for
Inadequate, urfairty low
levels of compensation
for their losses. It's a vary
effectve negotiation
tactic,

S0 how dao you protect
yourself from this tactic?

Start by getting a iree,
independent evaluation
to learn what level of
compensation 1s fair for
your injuries and losses.

At least, then, you
can make an irformed
oedison anout whether 1o
accept whatever bottom
line 15 beng offered to
you by the insurance
company or io take the
negotiation to the next
level wath the assistance
of a lawyger

This column is
not infended ta he a
substitute for retaining
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A Tribute to Led Zeppelln
Most authentic representation of Led Zeppelin in the world today!

MARY IRWIN THEATRE
ROTARY CENTRE FOR THE ARTS

421 Cawston Ave HKalowna

Tickets at the Rotary Centre Box Offlce. Charge by phones
at 250-71T7-5304 or online at www. ntreforthearts
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Plumbing & Heating Ltd.
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T
West Kelowna 250-769-7338 | Peachland 250-767-9060

1880 Byland Road, West Kelowna = www jwrightplumbing.ca
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Mourning

Last year, 54 percent of B.C. workers who died
on the job worked in a high-risk industry.

Let's make our workplaces safe and healthy.

Business Council of
British Columbia

Thursday, April 28

For more information about ceremonies in your area,
visit dayofmourning.bc.ca
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