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In September over 125 sales and marketing professionals from the food processing suppliers
community will gather in Chicago for the FPSA’s Fall Sales Conference on September 19-21 to
discuss best practices in the modern sales environment.
Topics will range from top social selling, to bridging the gap between millennials and boomers
to how to build a high performance sales organization to B2B mistakes to how to increase sales
with drip marketing and retargeting.
At the Sales Conference Shane Gibson will teach attendees tactics for more effective sales
negotiations.
Dolores Alonso, Senior Director of Business Development and Membership at FPSA, sat down
with Shane recently.
DA: Shane, what defines a successful negotiation?
SG: There are many aspects to a successful negotiation. The first thing to really gain perspective
on is that negotiations are a process not an event. They don’t start when you’re reviewing a

contract or defining the specifications and pricing of a sale or service contract. The negotiations
process really starts from the first email or hello.
We should be defining what a great outcome looks like to us before we even start. I coach my
clients to ask themselves these three questions before they even start:
1) What is the ideal outcome I would like to see occur?
a. How would the negotiations be conducted?
b. What would my margin and total value of the sale be?
c. How would we treat each other?
d. What would the timing, specifications, legal terms etc. look like?
2) What “middle of the road” outcome would I still be happy with (and feel good about
bringing back to my boss or team)?
3) At what point is this deal not worth doing or walking away from?
By asking these questions we essentially have an intent and purpose around all of our actions.
Even a casual coffee with a client in the initial stages of a deal now has more purpose
strategically.
One other key piece to think about is: we need to understand early how our client or customer
defines a successful negotiation or positive outcome. In order to establish a long term business
relationship, we need every negotiation to end with them felling like they have won as well.
At the conference I will walk the audience through what the components and principles are
behind becoming a successful negotiator in sales.

