
Expert Negotiation Strategies

Nancy Norman

the norman group, llc



Meetings Media



Meetings Media offers e-News!



CIC Credit

Today’s Webinar is worth 1 hour of credit toward the CMP 

application through CIC (Financial and Contract Management Blueprint Section)

• Download the presentation from the left-hand side of the 

webinar player and print out the last slide. Include this slide 

with your CMP application or recertification form.
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Housekeeping

• Polling question: please enter the number of people 

watching this event with you.  Please include yourself.

• Use the “Ask a Question” button to ask questions at any 

time during the presentation.

• Use the drop-down menu to download a handout of 

today’s presentation.

• If you experience technical difficulties, please email 

tsc@talkpoint.com.

mailto:tsc@talkpoint.com/oblocked::mailto:tsc@talkpoint.com
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Today’s Speaker

Nancy Norman



STRATEGY:
AN HONEST, STRAIGHTFORWARD, 
FAIR PLAN OF ACTION WITH STRESS 
ON SAVINGS AND MAXIMUM VALUE , 
WITH MINIMUM RISK FOR ALL 
INVOLVED



SUCCESS =

COMPREHENSIVE PREPARATION UPFRONT

 UNDERSTANDING YOUR NEGOTIATIONS 

READING EVERY CONTRACT CAREFULLY 

FLAGGING ANY PITFALLS YOU FIND 

STRATEGIZING HOW TO HANDLE RISKS AND

LIABILITIES PRESENT



PROTECTIONS:

HOTEL PERFORMANCE QUALITY • HOTEL 
SAFETY • SECURITY • AUDITED HOTEL 
OCCUPANCY REPORT • GROUP 
RESERVATIONS • FEES • ALCOHOLIC SERVICE 
• CANCELLATION CLAUSE • BUMPING • 
FOOD & BEVERAGE • ATTRITION • RESELL 
CLAUSE • ADA ACT • TERMINATION/EXCUSE 
OF PERFORMANCE • POST CON REPORT



•KNOW YOUR LEVERAGE AND HOW TO USE IT

•KNOW YOUR STRONGEST AND WEAKEST 
POINTS

•KNOW THE OTHER PARTY’S COMPETITIVE 
ADVANTAGES

•KNOW THE OTHER PARTY’S COMPETITIVE 
DISADVANTAGES



KNOW ALL RISKS AND LIABILITIES

STUDY CONTRACT CLAUSES

UNDERSTAND CONTRACT CLAUSES

NEGOTIATE FROM STRENGTH AND POWER



BACK UP ALL OF YOUR REQUESTS

BE REASONABLE TO EARN TRUST

BE CURRENT AND WELL INFORMED

BE ASTUTE – NEGOTIATE WITH INTELLIGENCE 
AND SKILL



 CONFIDENCE IN YOUR ABILITY AND 

KNOWLEDGE

 A GOOD AMOUNT OF SELF-ESTEEM

 A POSITIVE APPROACH

 THE ABILITY TO PERSUADE

IMPORTANT COMPONENTS FOR SUCCESS:



HONESTY

FAIRNESS

KNOWLEDGE

POSITIVE ATTITUDE

STRAIGHTFORWARDNESS

ESSENTIAL PRINCIPLES FOR EXPERT NEGOTIATORS:



•DON’T RUSH THROUGH A NEGOTIATION

•PAY ATTENTION TO YOUR BUSINESS RELATIONSHIPS

•KEEP YOUR ETHICS IN CHECK

•STRATEGIZE TO REACH AMICABLE AGREEMENTS



•BE CLEAR ABOUT YOUR “DEAL BREAKER” IF YOU 
HAVE ONE

•DO NOT GIVE UP SOMETHING WITHOUT 
GETTING SOMETHING IN RETURN

•DON’T BE AFRAID TO WALK AWAY FROM THE 
VENUE



REMOVAL OF THE ATTRITION

CLAUSE FROM YOUR CONTRACT

FIRST CONCESSION TO OBTAIN:



•WHY DO YOU HAVE TO PAY FOR POOR 

GUESSES?

•PAST HISTORY DOES NOT WORK NOW

•ARE SOME GROUPS PAYING ATTRITION FOR 

THE SAME ROOMS?



YOU BOOK 100 ROOMS; I BOOK 80 ROOMS

5 ROOMS ARE OUT OF ORDER

100 RMS + 80 RMS + 5 RMS OUT OF ORDER = 

185 ROOMS SPOKEN FOR …

200-ROOM HOTEL



•15 rooms are left to sell

•You pick up only 90 rooms

•I pick up only 70 rooms

•90 + 70 + 5 (out of order) = 165 rooms spoken for

•Hotel needs to sell 35 rooms

•Hotel sells 25 rooms!

=10 ROOMS REMAIN UNSOLD

200-ROOM HOTEL



THE REMOVAL OF YOUR FOOD AND

BEVERAGE GUARANTEE

CONCESSION:



REMOVAL OF THE CANCELLATION

CLAUSE

CONCESSION:



ASK FOR THE LOWEST GUEST

ROOM RATE

CONCESSION:



A DAILY COMPLIMENTARY

BREAKFAST

CONCESSION:



A 2-WEEK CUTOFF DATE

CONCESSION:



•COMPLIMENTARY AV

•30% DISCOUNT FOR ALL STAFF/SPEAKER ROOMS

•COMP UTILITIES/MAINTENANCE FOR EXHIBIT SPACE

OTHER WORTHWHILE CONCESSIONS:



•10 % CREDIT OFF YOUR MASTER ACCOUNT

•20% OFF ROOM SERVICE FOR ALL

•REQUEST MENU PRICING (OR 

LOWER)GUARANTEE AS OF CONTRACT 

SIGNING

OTHER WORTHWHILE CONCESSIONS:



•ONE COMP ROOM FOR EVERY 25 ROOMS PICKED UP

•COMP SHUTTLE TRANSFERS TO AND FROM THE 

AIRPORT

•TWO COMP BREAKS PER DAY WITH YOUR INPUT 

FOR THE MENU

•ONE FREE MEAL FOR EVERY 50 SERVED

OTHER WORTHWHILE CONCESSIONS:



•HONESTY

•STRAIGHTFORWARDNESS

•FAIRNESS

•POSITIVE ATTITUDE

•KNOWLEDGE



Questions???



TAKE10

Since we can’t get to all of the questions submitted by 

webinar participants, we’ve posted 10 that weren’t 

answered during the program. Thanks to our presenter for 

volunteering to field all of your important queries from 

“Webinar Land!” 

Check your inbox soon for an invitation and link to the 

TAKE10 Q&A Web page.

TAKE10
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Join the Meetings Webinar Club!

http://www.meetingsfocus.com/webinarclubnegotiation

You will be redirected after the webinar.

We’ve taken the most up-to-date, important industry information and 
compiled in all in one place just for you, our webinar participants! 
Visit the Webinar Club site to:

ALL NEW : JOIN THE MEETINGS WEBINAR CLUB!

•Download webinar handouts
•Discuss industry issues with other attendees in our forum
•Read articles about negotiation strategies
•Learn more about today’s webinar speaker
•Subscribe (it’s free!) to our magazine and e-newsletters

http://www.meetingsfocus.com/webinarclubnegotiation
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CMP Credit Instructions

Thank you for joining us for “Expert Negotiation Strategies,” presented 

by Nancy Norman and Meetings Media.

To receive CEU credits for this webinar:

Download the webinar handouts from the drop-down menu on the left 

hand side of your screen.

Print out this slide from the handouts.

Include the printout with your CMP application form.

This webinar is worth 1 hour of credit toward CMP certification through 

CIC (Financial and Contract Management  Blueprint Section)


