ITERATIVE NEGOTIATION (IN)

'H' Go straight desfor major gifts
BB ==

Yes!

Advancing Ethical and Effective
Fundraising Worldwide

2017 Fraser Valley Summit:

Greater Things!

Presented by R.E. (Ray) Marshall, CFRE
President & CEO MCR West Ltd.



ITERATIVE NEGOTIATION (
Go straight to Yes for major ¢

Where to today?

Wrap-yp

—->>-Practice makes Perfect

Block 3
Block 2

>>>> | e Iterative Negotiation Frame
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O

Presented by R.E. (Ray) Marshall, CFRE
MprfWEgST President & CEO MCR West Ltd.



ITERATIVE NEGOTIATION (
Go straight to Yes for major ¢

ITERATIVE NEGOTIATION (IN)
Go straight to Yes for major gifts

”I Presented by R.E. (Ray) Marshall, CFRE
MCR WEST  president & CEO MCR West Ltd.



ITERATIVE NEGOTIATION
Go straight to Yes for major

Are you ounquisitor
Putting my feet to

il
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AWhat did you shout out first?

AWhat came to mind about your
strategy to save the bears?

What did you learn about your
nhaturasense of negotiation?
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BlockIN Why we need a ma

Competitive philanthropic marketplace. 90,000 N
Millennial's influence.

Narrowing Community Investments both persone
corporate.

Other?
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Learning Outcomes
& . &

A Learn and apply thi#echnigue to increase the
chance of getting to
final proposal and reduce decision delays.
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Overview ¢
e. e
A Negotiating major gifts by:

I Researchinthe donor's assumptions vs. just
researching their giving profile, then doing an ask.

I Changing the game. Change their perceptions of
you/your organization.
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Overview @R
é. e
A Negotiating major gifts by:
I Creating an atmosphere of "negotiating from the ¢
side of the tabl eo0oo.

I Thr oungehg odtcioat it ngod , gi \
outcome, and dramatically increase the chance o
getting a nNnYeso
AN o t Aiwin/ wino.

A Setting out options not positions.
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Go Straight to Yes for Major
(Transformative) Gifts

A Based on a well known I@etking to Yes!

The _
international

Bestseller

getting

y negotiafing an

agre Giving In

& WILLIAM URY
ROGER HSHSEC!R oditions Bruce Patton

and for the revi
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A New car?
A Spouse?
A House?

AHowodd it go?
AWin or Lose?
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Negotiations gone wrong

A Jimmy Pattison and the $1 million ask.
I One position. No options. Bad assumptions

AlJoan Kroc and Sal vat.i
much you need not whea

A My car purchages

”I Presented by R.E. (Ray) Marshall, CFRE
MCR WEST  p(esident & CEO MCR West Ltd.



ITERATIVE NEGOTIATION
Go straight to Yes for major

Natural styles and Negotiating DI

How does our natural style affect our negotiating style?
https://www.123test.com{mRssonalitest/

Of the 4 styles, what one fits best with negotiation of

transformative gifi3iBcuss.

1. Compliant
2. Dominant

3. Steady

4. Influencing .
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® Jack just wants toe
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A What went wrong?
A How is major gift negotiation similar sometime

® Jack just wants toe
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Definitions

A Positional negotiatiodthe old way.

The traditional way of trying to get what you want in a negotiation. Both <
with knowing what your end position should look like and you "drive" t
negotiations toward their desired outcome.

Sound good to you? Any holes?

Ay

~- |00k2 > he Iterative Negotiation Framev

O
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Definitions

A Iterative NegotiatidiN. The NEW Way.

A new construct for negotiating major gifts by switchi
positions with the benefactor, so to speak. Knowing |
than just profile information (name, title, organization

community investment focus and interests,
andsoon)tonder st and what

past gift ¢
ar

assumptions. Sit on the same side of the table
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Major Gift methodology
Old& New

Oldbositional Negotiation

A Research person & Company/Org/CIG/Personal
Information etc.

A Present need

A Wait for Response
A Yes or No are generally the only responses

A But <t51 Yes does not necessarily mean you get what you
wan

AA 6nod could mean a year
A Wait some more
A Wait some moreéthe danc
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Major Gift methodology
Old& New

A Explore assumptions and optiofisnaéting
A Don6t present your need.

A Present optionsdraft form atdmeeting

A Why present options vs. a single vision?
A Ask for feedback on O6best fitd6é

A In between. Check assumptions and options via
phone/email.

A CoNegotiate with their assumptions in mind and your'feeds
meeting.
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Major Gift methodology
Old& New

Positional NegotiaionN

Be Friends or Be Adversaiﬁ@e Problem Solvers
Goal is Agreement or Victbrgb‘oal Is Coegotiated End
Be soft on People & ProblferBe soft on People/hard on Pro
Search for oaaswer
Capitulate Focus on Shared Interests
" Invent options for mutual gain
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Real Lifé&N

A Rich man Poor man.

AThe true story of an International Mining company and
International Aid organization that changed a whole
communityodos destiny.
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A Stefy-Step approachitd

A Research the basic facts of the prospective donc
as per traditional MG methodology
ASize of organization
AKnown CIG (Community Investment Guidelines)
AHistorical giving
APersonal connections
A Affinity to cause

o 1
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A Stefy-Step approachitd

A Gather Goegotiators assumptions

AConvene a small group. Recon mission.
I In person or virtual

AdWal k in their sho

AWhat are their realities, challenges, goals, press
who do they answer to?

" 2
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A Stefy-Step approachitd

Al Go deepbo
AWnho are their Key stakeholders
ABoar d/ Seni or Execut

ABusiness style.
I The Brick. Pattison.

ALook for 6off agend
I Why?

" 2
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A Stefy-Step approachitd

A Ask for a meeting
ASeek advice

A Their new realities, Community Investmen
Guidelines, check your assumptions

A Foreshadow the IN concept early (Why?)
AParticipative

" 3
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A Stefy-Step approachitd

A Inperson meetidgk for Advice
Alnvite your CEO (Why?) Every time?
AAsk about historical giving and the reasons fol

giving
AAsk about what i s cor
AAsk whatoés i mportant

Training for community involvement, Housing
developer wall of fame)

A Ask for another meeting, set the time righ
AWhy not go for the 06:/

" 3

Presented by R.E. (Ray) Marshall, CFRE
MCR WEST  p(esident & CEO MCR West Ltd.



ITERATIVE NEGOTIATION
Go straight to Yes for major

A Stefy-Step approachitd

A Take time to reflect
ATest your assumptions against what you le

ADord just look at w
AExplore multiple a

nat you want
ternatives

Alnclude others in t

ne reflections (Why?)

AMock meeting. Argue from the other s

the table

AArrive at two or three alternatives
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