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Strategy Insight: Keep Options Open
Negotiators cannot always know where the next body blow will come from. It might 

be a major supplier that goes under, or devastating downtime from a cyber attack. 

What you can do is have a generic strategic plan for maintaining your network. 

Too often procurement and sales policies are dictated by short-term KPIs, reducing 

spend or increasing volume this year compared to last. This inevitably results in 

aggressive business deals with the cheapest few and ‘good riddance’ to the rest. Good 

negotiators work their network and maintain their contacts. They keep in touch, 

regularly and frequently. They know that one day the supplier or customer who lost 

out last time could be oh-so-useful in a future emergency. Maintaining a network 

means more reliance on people skills and less on electronic substitutes. 

Top Tactic: Sweat the Small Stuff
All that chaos might look so overwhelming that it gives you a catatonic reaction. 

It seems too difficult to do anything remedial whatsoever. At a tactical level the 

recommended behaviour is to sweat the small stuff. Agree with your negotiating 

partner what is still intact, what is not contentious and where there are opportunities 

to move forward. This has the psychological effect of shrinking the enormity of 

the problem and breaking it down into manageable, treatable elements. To see 

this in practice, look at how rescue services deal with catastrophic events such as 

earthquakes and tsunamis.

Skill Tip: Be Curiouser and Curiouser
In the wake of a catastrophe the skilled negotiator should up their level of curiosity. 

Instead of hypothesising about what caused the uncertainty, and when or how it will 

end work with your negotiating partners to identify where there are opportunities to 

find a way through the chaos. Devise a plan of action for managing the unexpected 

calamity, a process which is clearly understood by employees, the market, and all 

negotiating partners. 

Negotiating in  
Uncertain Times

DISRUPTION AND 
UNCERTAINTY



We are confined to thinking about how we adapt our current means of negotiating to a new 
environment, so let’s turn the whole thing inside out and think about how video conferencing 

platforms empower us to do things differently.

GET READY

Your set up can really help influence how 
the other side perceives your power and 
levels of confidence in your negotiation. 
The basics for your set up should include: 
Camera at eye level, camera focus fixed, 
audio clear, lighting behind the camera 
(ideally a window) lighting your face 
front on and the possible inclusion of an 
executive plant!

BEFORE YOU GET ANYWHERE NEAR 
YOUR SCREEN! 

Preparation is the foundation of any 
negotiation – and that fact doesn’t change 
whether you are negotiating in a face-
to-face or virtual meeting. The buskers 
amongst us ALWAYS fall foul of poor or 
no preparation. Get absolute clarity of 
your objectives, plan a simple but flexible 
strategy, think about the concessions you 
might be able to trade. 
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LOOK SHARP 

Time and time again we see people 
approaching video calls quite casually. 
They are comfortable in their own 
environment and relaxed in their 
presentation. This is a mistake. You are 
scrutinised in video and an effort to look 
smart and presentable will go a long way.

MAKE IT PERSONAL

In many situations you are being invited 
into people’s homes, so you can build 
empathy by referring to what you see. 
Likewise think about what they will be 
able to see at your end. Chose what your 
space looks like. Remove clutter. Put a 
picture on the wall or have a book that 
makes a statement. Sharing something 
personal and might lighten the context.
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Hints for Virtual  
Negotiations 

BE THAT FLY ON THE WALL 

The smarter negotiators amongst develop 
an ability to look objectively at how an 
exchange unfolds. Be curious about the 
positives as well as the negatives in a 
negotiation. We say that behind a proposal 
lies a need. Think hard about what that 
might be. Interrogate it and seriously 
consider giving the other side what they 
want – but ON YOUR TERMS.

EYE TO EYE 

Make sure you look into the camera to 
maintain maximum empathy. Looking 
away can signal weakness just like face 
to face but on screen this is exaggerated. 
Maintaining eye contact will show much 
greater conviction and demonstrate 
greater confidence in your position.
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Testimonials

“I am delighted with the multimedia virtual 
programme that Scotwork provided and the 
resulting level of engagement and feedback from 
the team. There is already, in evidence, a change 
in behaviour that I am confident will deliver a 
significant return on our investment.”
 
Simon Thomas, Chief Commercial Officer - FIFA

“We ran workshops in the UK and USA (…) 
Really enlightening insight from the team that 
ran the sessions, and massively impressed with 
the outputs. One of the metrics we are keen to 
measure aside from ROI is the relationship and 
how it had been impacted by our commercial 
discussions. Have to say we were very happy with 
both.”

Sylvain Masson, Program Manager Deal Desk - 
Facebook

“The CNS coach focused program had specific 
negotiation-coaching techniques that our team 
got to practice multiple times with Scotwork’s 
expert coaches. This program has enabled our 
commercial leaders to better support their teams 
through any negotiation as well as providing 
managers with a useful framework to provide 
objective action-based feedback.”

Luis Ferrey, Commercial Excellence Sr. Manager - 
Ingredion

“There isn’t a day that goes by without using 
the things I learned in the course. A few things 
I already did before, but now I can tie it to a 
structure. It is truly the best training I ever 
followed. Thank you very much, it has really 
changed my life. it lifted my knowledge and skills 
and I am thankful to be able to join this training.  
I saved £100k+ within 90 days of attending the 
course!”
 
Bas Bannink, Sales Engineer - Cisco

“With over 125,000 employees and offices all 
over the world, we invited Scotwork to be our 
gold-standard negotiation training partner for the 
company. Over 10 years later we are still working 
with them around the world, getting great returns. 
The people we train through their courses say it is 
the best training they have ever done.”
 
Rick Brook, SVP Global Client Operations - WPP

“We joined the Scotwork Advancing Negotiation 
Course with a group of 24 senior sales managers 
from SodaStream. The course was very 
professional, the methodologies and materials 
were of high quality, and the trainers were very 
experienced, professional and engaging (...) Overall, 
everyone was very satisfied and felt they got great 
value out of it. I’m sure this course will contribute 
to the business success of the company.”

Limor Samet, Head of Learning and 
Development - SodaStream



Top Tips



Course comments

Extremely beneficial especially as 
I’m in a new role where I will be 
negotiating new contracts and  

larger scale opportunities

Very informative 
and of great value to 
commercial business

I really enjoyed the virtual experience. It 
offered me a new perspective on virtual 

learning and increased my comfort level with 
virtual meetings. Extremely timely.  

We are entering a 
period where virtual 

negotiations are more 
relevant.

Outstanding!

Excellent training.  
Very applicable.

Insightful and 
intense - but in a 

good way

I really enjoyed the virtual experience. Something 
about being in your own setting and not worrying 

about traveling to a classroom!



Top blogs

...
International Women’s Day - An interview with Annabel Shorter
With a background as a Senior Business Development executive in a number of large and 
small organisations, Annabel brings over a decade of negotiating experience. Over recent years 
she has been involved in workshops and/or one-to-one coaching to analyse the issues that 
women face at the negotiation table.

Q: We can’t talk about Women’s Rights in 2021 without mentioning the Pandemic... Read more

...
Unconscious Bias
Last week Bill Michael the CEO of one of the leading accounting/consulting firms in the 
UK fell on his sword after a video clip was circulated on social media. The video shows 
him responding robustly at a meeting with some of his senior colleagues to their various 
complaints. Amongst other comments he tells them not to play the victim card (they were 
complaining about falling bonuses and pension contributions) and he denies the existence of 
unconscious bias (‘utter crap’) citing as evidence that whenever unconscious bias training has... Read more

...
Sorry
Last Friday I was happy to be given the Astra Zeneca vaccine.  Delighted to report no side 
effects other than a sore arm, quite a relief after many friends reported high temperatures, 
shivers, headaches and generally feeling terrible for 2 days after the vaccine.

Our much-loved former au pair in Germany, Isabel, now 40, had her vaccine on the same day 
as me, what were the chances? She is an optician, so considered a ‘front line worker’.  She... Read more

...
Trust and Truth
“When others asked the truth of me, I was convinced it was not the truth they wanted, but 
an illusion they could bear to live with.” AnaÏs Ninn

A few weeks ago I wrote a blog here about goodwill featuring the owner of a caravan site 
where I had a static caravan: “Goodwill hunting – the story of Jane’s cakes”.  I decided to sell 
that caravan and to move to a new and better location in the beautiful Yorkshire Dales. We... Read more

https://www.scotwork.co.uk/insights/negotiation-skills-training-blog-2021/international-women-s-day-an-interview-with-annabel-shorter/
https://www.scotwork.co.uk/insights/negotiation-skills-training-blog-2021/unconscious-bias/
https://www.scotwork.co.uk/insights/negotiation-skills-training-blog-2021/sorry/
https://www.scotwork.co.uk/insights/negotiation-skills-training-blog-2021/trust-and-truth/
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About Scotwork
MAKING A REAL IMPACT WORLDWIDE

Scotwork has coached hundreds of thousands of senior managers in 29 languages. We have grown into 

the world’s number one independent negotiation consultancy, operating in 46 countries. We work with 

organisations large and small across all sectors. After more than 45 years we are still giving people powerful 

skills that transform their lives, and handing businesses more successful futures.

http://scotwork.com

