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It's far too easy to think you're all on the same proverbial “page” when you're talking through the details and
W) decisions of the current situation. So as a good reference check, draft the arrangement in plain English—not
legalese.

By Dianna Booher

Early in my career, an international
organization contacted me about licensing my
intellectual property. Four of their executives
and [ talked for more than a year in % _
negotiating and setting up a complex Get specific about these 3 stages in the
arrangement involving a third partner and discussions. lcLiparT

multiple distributors. Those initial complex,

detailed communications eventually led to a long-term profitable relationship for

both of our organizations.

We all became friends and made a great deal of money for the next 20 years——

until the end of the product’s lifecycle.

By contrast, two other “deals” didn’t work out so well. They led to sleepless
nights, broken personal relationships, and serious financial loss. These situations
might have been avoided had the following communication specifics been

considered in more detail.
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Here are valuable lessons learned in these three, plus many other, similar

business deal discussions.

Stop, Drop, and Roll As You Discuss Your “Deal” Arrangements

Betore you agree to your next “deal”—whether that’s a new position, a
partnership, or just a purchase——stop with the starry-eyed assumptions that all
your dreams will come true. Drop the idea that the relationship and marketplace
will continue just as it is today. Roll forward a few years and consider what

happens if things change for the better.

Let me get more specific about these three stages in the discussions:

The “Stop” Stage in Discussing Your Deal

YOU MAY ALSO LIKE

Whether you're talking about assuming new job responsibilities, setting up a new
supplier arrangement, or signing a contract for volume discounts on a 3-year

purchase contract, stop to put everything in writing.

It's far too easy to think you're all on the same proverbial “page” when you're
talking through the details and decisions of the current situation. So as a good
reference check, draft the arrangement in plain English—not legalese. ¥ Who
has what responsibilities? Who pays for what? Who will do which tasks? Who
gets what? Who owns what? When does what end? What should end when? And

what should never end?

There’s a reason companies document job descriptions and job offers in writing.
There’s a reason major products come with written warranties. There’s a reason

corporations require contracts with suppliers.

After talking through the details, stop to put your agreement in plain writing that
everybody understands.
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The “Drop” Stage in Discussing Your Deal

Once you've started drafting details as they relate to the current situation, drop

the idea that things will work out just as you’ve planned. They may not.

What happens if the other party doesn’t do what they say—either because of poor
performance or reasons beyond their control? Failing health. Family reasons.

Market changes. New decision makers entering the picture. Dishonesty.

When I started my communication consulting business more than three decades
ago, my two mentors gave me this invaluable advice for the future: “Never enter
any business arrangement that doesn’t include an option to end it.” Always allow

yourself options to exit an arrangement that isn’t working out well for you.

The “Roll” Stage in Discussing Your Deal

The other extreme that people often forget to consider: What happens when you
succeed beyond your wildest dreams? What happens after you've worked for 30
years to design and develop a process, then a marketing expert “partners” with
you 50/50 to run one marketing campaign that generates millions of dollars after

a year? Will you still be happy with the financial split?

Let your mind roll with the best-case scenarios. What’s possible? Discuss and
plan for the upsides as well as the downsides. Have the conversations. Make sure
you can live with both realities, and consider both the best and worst possibilities

In your agreement.

You've heard the cliché, “It is what it is.” When agreeing to a new deal, it’s best to
think in expanded terms: “It is what it is. It is what it may devolve into. It is what

it may evolve into—massive success.” So stop, drop, and roll to keep from getting

burned in a business deal.

Dianna Booher is the bestselling author of 47 books. Her newest is Communicate

Like a Leader. She helps organizations communicate clearly. Follow her at

BooherResearch.com and @DiannaBooher.
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I'm Nancy F. Clark the curator of Forbes WomensMedia and CEO of
PositivityDaily. After studying physics at Berkeley I started out in rocket science
with NASA's Jet Propulsion Laboratory and then computer technology for the

University of California where I also worked with th... MORE

I'm Nancy F. Clark, author of The Positive Journal, and curator of Forbes

WomensMedia. My team helps businesswomen succeed and live happier and
more fulfilling lives.
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Deloitte Risk and Financial Advisory helps organizations navigate a variety of risks to lead in
the marketplace and disrupt through innovation. With our insights, you can learn how to

embrace complexity and accelerate performance.
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