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3 Sons and 17 Camels

An Arab man left 17 camels as an asset for his three sons. When he passed
away, his sons got together and opened the Will.

The Will stated: "T have 17 camels, and I have three sons. Divide my camels
in such a way that my eldest son gets half of them, the second one gets 1/3rd of the
total and my youngest son gets 1/9th of the total number of camels."

The three sons were stunned. How to divide 17 camels as mentioned in
the Will? It is impossible to divide 17 into half, or 17 by 3, or 17 by 9. So
the sons started negotiating on how to divide them equally, without killing
any camel. As the discussion heated up, an old Arab riding a camel goes
riding by. He stopped, got off his camel, and broposed to help. He read the
Will, pondered over it for some moment, then said: "I will lend my, camel to
you, which makes the three of you owners of 18 camels (17+1 = 18). Now
let's divide as per this Will. 3 \

The eldest son gets 1/2 of 18 =9

The second one gets 1/3 of 18 =6

The youngest gets 1/9 of 18 =2

Now the total number of camels is 17 (9+6+2=17). There is 1 camel left, and it
is mine, so I will take it back."

He then jumped back on his camel and left.

What does this fascinating story tell us? It first tells us that there is no

problem that can not be solved. You can look at ANY issue you are facing
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at work or in your life, and be sure that there is somehow a way to make it
work. Sometimes, just changing the angle from which we view things can
expose a whole new world of solutions. This story also tells us that reaching an
agreement and striking a deal is not as difficult as we might think. With the right
attitude, each party involved in a negotiation can and has to contribute in the
success of a negotiation.

Bottom line: Always look for the 18th camel.

Any business is a combination of three things: People, Products, and Processes.
In order for a company or a department within the company to survive and thrive, it
needs to have full control of all three variables. All of them.

A company with good Product and good People will not know what it is doing
without clear and documented Processes.

A company with good Processes and good People will never sell anything if it
has a bad Product.

A company with an exceptional Product and streamlined Processes will not
go anywhere if its People are incompetent.

Over the course of my career, I came across companies where two of the three
variables were deficient, yet the company managed to survive. Yes, with a bit of
luck or a lot of money (or both), that company can still survive, but it will never
grow. It will survive only up until the time when a strong new competito'r rolls into
the market with full speed and full resources, and shows them that the\g\olden days
are over. It will also be vulnerable to changes in market conditions. Ar; economic
crisis could wipe out companies before they even realize what exactly is goig on in
the market.

We Have a Deal! is mainly talking about the first P: People, especially the
salesmen. It aims at introducing logical relation ship of sales departments.In its
first part, it exposes in a very simple and practical manner how a salesman should
negotiate for win-win deals, from the moment he starts preparing for the sales

meeting, to the moment the deal is closed.It tells you exactly what you have to
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say and how to say it. In the second part, it explains how to hire, assess, retain,
and coach salespeople. In the third part, it introduces Chinese sales in the eyes of
foreigners and the rules how to treat foreign clients.

This book can answer your questions such as: why pricing at a round number
is a bad idea? Why should I avoid going after large customers? How and when to
announce the price during a negotiation?

It is a result of several years I spent working around the world in and with
multinationals to drive their sales growth and train their salespeople to become great
negotiators and master dealmakers.

This book is also a result of a disappointment. I have seen many training
companies charging outrageously high prices to businesses in China or elsewhere
in order to train their sales team on how to sell and negotiate. Unfortunately, many
of those trainings confuse sales processes and sales attitude. Instead of sending a
facilitator or a trainer to the company, they send a motivational speaker. Even the
training's headlines look suspicious. It reads something like this: "Increase your
sales by 35% in less than 1 month" or "88% of sales representatives experienced
stellar growth in their sales after this training". I have nothing against motivational
speakers, but I believe when companies commission a sales and negotiation trainer,
they should get a sales and negotiation training. As simple as that. This book will
tell you what you need to know in terms of sales and negotiation, angeyou won't
have to pay for more trainings. It is priced at a low price so we can g%t it in the
hands of every salesperson in China. I hope it will serve Chinese businesses and

help them succeed in domestic and international market. ""

Abdelhak Benkerroum

Eastheimer International
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From Probing \
\ the Prospect to /
Closing the Deal"/

The sales process differs depending on whether your company is selling cars, toys
or gold jewelry, but the logic is pretty much the same no matter where the sale takes
place. It is a matter of setting a sales strategy, identifying the right prospect to engage
with, then engaging with those prospects following a step by step process. This section
is about that process. It will take you through the different phases of the sales process
and provide you with a few examples that could be reframed and adjusted to fit your
company's specific context. That adjustment would be relevant specifically if your cothpany
has two different sales strategies in place: one for online sales, and the other for offline sales.

A subsequent part of this section deals with the "objections handling" part of the
process. The reason is that every prospect will have excuses and resistances to not buy
from you and buy from the competition instead. There are very few cases where the
potential buyers will not question your price, or the quality of your products, and so the
way you respond to those situations/objections could determine whether you will be
able to close that deal or not.
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Preparing for a negotiation

Sun Tzu said that "Every battle is won or lost before it is ever fought". The battle
would likely go to whoever had prepared best; a combination of the best supplies, the
best training, the best intelligence, the best control of the ground, the best planning, the
best understanding of the enemy, etc. It's hard work and there are no shortcuts. The same
could be said about a sales négotiation. It is misguided to equate a sales negotiation
to a war, but they share a similarity in that no one can predict the outcome accurately
because no one knows exactly how things will develop. However, what one can do is
prepare for any contingencies by setting an action plan.

A normal and simplified form of a sales negotiation would consist of preparing
for the meeting, sitting-down with the prospect, identifying his needs, making an offer,
handling potential objections, closing the deal, and following-up in that order. However,
you might show up at a prospect's office and his first opening would be an objection.
A simple "How have you been lately? I heard about the production challenges your
factory has been facing" could take your discussion into a whole different direction. We
will learn later how to handle similar objections, but lét's first discuss the 6 pointers that
will help you prepare for a negotiation properly so you improve your odds of closing
the deal. One need to bear in mind that negotiation is more of a poker game than a
chess game. You can still lose despite optimal preparation, but you would be.be‘fter off
planning for potential scenarios that might play out. That planning phase needs to be
documented in written, and shared with the company's management before engaging
prospects.I used to prepare for my negotiations by sitting with my team around an
afternoon tea and chatting. Big mistake! Unless this information is documented, I end
up going to a meeting where my team and I "don't speak with the same voice", hence
risking to sound uncoordinated.

Obviously, since that document is our "game plan",we don't want the customer

to get his hands on it.
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