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ultimately challenging to defend. The more logical your rationale, the
greater the likelihood for a successful ending to the negotiation.

The formula for mastering the art of negotiation is equal parts listening,
creativity and planning. Gone are the days where manipulation and
bulldozing strategies are effective, thankfully.

Lori Turner-Wilson an award-winning columnist and managing partner
of RedRover Sales & Marketing, www.redrovercompany.com. You can
follow RedRover on Twitter (@redrovercompany and @loriturner) and
Facebook (facebook.com/redrovercompany).
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