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As unpleasant as they may be, objections are a natural part of the negotiation process. Likewise, in beginning a negotiation, both opposing participants may regard one another as bitter enemies. These realities can sabotage the tone of discussion and impart defensive assumptions. Recognizing an objection as an opportunity rather than perceiving it as an impasse, and positioning your adversary as your advocate can better prepare you for the subsequent task of structuring compromise, leading ultimately to successful negotiations. 


This article reveals the inherent complexity of the objection and examines ways in which you can work more cooperatively with your adversary in creating mutual accord.
Turning Objections into Concessions


When maneuvering a complex situation toward resolution, you may not always be able to state things simply. Unfortunately this can lead to complex reactions and complex objections while introducing unwarranted hostility and frustration. In order to reduce the likelihood of this kind of unnecessary reaction, simplify your statements by simplifying each controversial issue.  

Each point of contention will carry with it three attributes which define its substance:
1)  An issue and its surrounding circumstances which have resulted in, contributed to, or otherwise complicated the issue, including fault and burden of proof.

2)  A request or demand from a participant, ideally based on need.

3)  A reason or reasons why the request cannot be met by the opposing participant. 

Once determined, applying this knowledge toward solution seeking and crafting concessions becomes a matter of three simple steps:

Step One

The first step in analyzing an objection is to examine the substance of an issue, identifying individually what circumstances surround it. This involves determining fault and engaging in logical argument and defense until both parties generally concur as to which party is responsible for restitution, and to what degree. In some cases, responsibility may be shared. In negotiations, this first step will provide greater insight into potential solutions which may be required either individually or in concert in order to achieve ultimate resolution.

Step Two

The second step is to identify what you, and/or your opponent, need in order to resolve a specific issue. The act of negotiating serves to greatly narrow the wishes of two contestants to their needs, enabling a greater range of solution. During this step, you must determine how each side would like to see the conflict resolved and what each party considers essential in abating the argument.

Step Three

The third step is to consider what is causing the inability of the opposing participant to comply with the suggested resolution of the other, if this is the case. This draws both parties closer toward solution since both are invested in the desire to seek resolution through the negotiation process. 

Techniques for building toward agreement
The three steps enumerated above, taken together and applied to each controversial issue for the benefit of both participants can portray a contentious issue in a much clearer light, illuminating specific areas of concurrence and resistance within the larger framework. Once specific areas of discord are identified, resolution becomes a task-specific and therefore a much simpler matter of consideration for both parties, enabling participants to build upon points of agreement.
Once the objection has been deconstructed, solution seeking can move forward toward actual concession through the introduction of an inspirational catalyst. A catalyst, in the form of an attractive incentive intimates a motive within an opposing party to comply with a proposal. 

Providing the incentive
In order to isolate potential incentives which may inspire your opponent to accept your suggestion, deconstruct your own objections and find areas where you can facilitate forward momentum. This can be achieved through a compromise or a cooperative effort to achieve either a goal which is non-controversial to you or beneficial to both parties. 

Using conversational cues
An objection may surface suddenly and without sufficient context to determine its validity. Further, they tend to arise throughout conversation and are expressed in a broad conversational manner. In working through objections, seek proper context by 1) fully examining the circumstances surrounding it; 2) stating each request, need or demand simply; and, 3) learning to recognize a complex or blanket objection regardless of whether one seems warranted.

Your adversary may not articulate what it is about your suggestion they specifically oppose. This is most likely if emotions are tense, the situation is unbalanced and/or stakes are high (these aspects tend to come as a package). 
Employing appropriate and skillful language …
Achieving clarity relies heavily upon the appropriate and skillful use of language. It’s vital to use cooperative language to lessen the intensity of these situations. Sample sentences might be: 
“What feels fair to you?”
“What part of our proposal makes you feel uncomfortable?”
“What can we do to make this situation more bearable for you?”
“Would you agree that, as things stand, neither of us are getting what we need?”

“How can we work together to accomplish what each of us needs?” 
Keeping the conversation in this range of cooperation allows you more room to maneuver, preserving better recognition of and access to possibilities.

Recognize when the landscape has changed

At the heart of negotiations, are two parties polarized by disagreement. Each party has characterized the disagreement according to what they feel is important and possible. Given the wide ranging backgrounds of individuals, coupled with their abilities, interests, perceptions and manner of resolving issues, each party may possess widely disparate opinions of the issues as well as considerations of potential solution. Chances are, the negotiations opportunity is the first time they will sit opposite one another in an effort to structure some type of formal agreement. Given these circumstances, you should expect the unexpected. As you begin to define your argument, or perhaps after you’ve neatly presented your position and proposal, your initial offer may be completely swept away and replaced with an entirely different set of issues. Don’t allow frustration to rule your thinking. Be attuned to when the nature of the offer has changed, and be flexible in your consideration of possible solutions. Examine what the new offer represents and see if it’s something you can accept.

Be continually clear about what is on the table and what is off. Keeping a clear vision of exactly which issues are being handled is paramount. Allowing commingling of controversial issues is a huge risk and a common tactic. Your adversary may try to sneak in an issue out of context, or within context, yet seemingly small as a concession until you examine all the issues associated with it. Look for these issues to show up attached to those “solutions” you seem more likely to quickly accept. Tricky to spot, they often arrive cloaked as 1) exceptions hidden in concessions or, 2) deconstructed mechanisms which facilitate the outcome of a concession. 

If issues become entangled, you must sort them out and keep everything in perspective. 
“A” is “A”.  “A.1” is “A.1”.  Once issues intertwine it’s easier for your adversaries to carve away at your essential elements without your recognizing it. Allowing this to continue will help establish an environment within which your opponent is better able to confuse, frustrate and bedazzle you. 
Take a new tack
If you are aware of your bottom line as your ultimate destination, realize there may be a number of ways you can get there. What works for you may not work for your opponent. Finding ways to achieve a mutual goal are what negotiations are about. There are usually many mechanisms to achieve a goal in a way which preserves both sides’ interests while reaching something akin to status quo. Giving and getting to the point of deciding what both parties are willing to settle for in exchange of something of value can be challenging; but if your bottom line is one which is fair to both and achievable by your adversary, your odds of getting there improve greatly.

Acknowledge progress
In the course of sometimes heated and passionate volley, it’s easy to loose sight of where you’ve been. Stop after each ‘forward charge’ and recount what you’ve gained and lost. Regroup and commit to writing where you stand. Commemorate cooperative actions by taking a moment to briefly recap and acknowledge everyone on moving forward. Then, begin again on your next point. Doing so slowly whittles away contested items reducing the bulk of contention to the essence of impasse.
Though negotiation can be analyzed, disassembled and modeled, it remains very much an artful and intuitive process. Every step of the way, each minor obstacle negotiated and 
small advances through major issues must be acknowledged and marked as a reverse 
bearing in your direction forward. It’s important to honor the distance you and your opponent cover together toward ultimate solution. This is part of giving credit where credit is earned and is an excellent, lasting means of building good faith and momentum toward resolution.

The good-will you build in working through objections and concessions can set the stage for shifting your opposition into a valuable position of advocacy.

Turning Your Adversary into Your Advocate in Negotiations
Give your opponent some tools

In facing off against a corporation, your negotiation opponent is probably a mid-level supervisor or director, or an independent representative of the company. These folks need tools to work with. In order to gain a greater understanding of the challenges unique to their assignment, consider their position. They have to present your offer to their supervisors, so help them convince upper-management that your proposal is a good idea for the company; for the shareholders; for the primary decision makers; for production; for future market positioning; etc. There’s a broad array of selfish incentives sought after by your corporate opponent – all of them tied to profit, power or both. Since you can anticipate this, ask your opponent what they hope to secure through negotiations. 

In the event your opponent cannot articulate the motive behind a broader demand – or is simply reluctant to do so, you should be ready to spell it out for them as it relates to your offer, verbalizing what you suspect they either want or can have through a cooperative 
arrangement with you. Casting about for a favorable response can not only demonstrate to your corporate opponent that you are sensitive to their unique needs, but can further, help you identify potential incentives which may be useful later in winning fuller compliance. 

If your situation is just, you are probably sitting at a negotiation table because you feel you’ve been harmed. If you have been harmed, it’s probable that it’s due to a failure of some kind – either in system or person. In order to encourage cooperation from your corporate adversary, you may be able to provide some powerful tools, in the form of verbal ‘fault-points’ for your opponent to carry to superiors, which may sound something like this:

“Has upper management been realistic in allocating resources?”

“Was there a breakdown in internal communications?”

“Was there a failure to comply with regulations?” 

“Was there a breakdown in quality control?”

“Surely this situation is unintentional.”

“Someone is responsible within the organization for this situation or contributing to it.”

“What is your capacity to correct this situation? Are you willing to devote necessary resources to correct it? If not, you should be prepared to defend that decision.”

“The solution I’m proposing can work in the field.”

“It may help prevent similar situations in the future.”

“These negotiations can serve as a model for future situations they should occur.”

“This near term solution is more beneficial to corporate concerns than a long term 

conflict.”

These “tools” highlight vulnerabilities in your adversary’s position and suggest focal points for solution. Offering tools to your opponent can benefit you greatly. Even warriors, fearless and fast to defend, can appreciate the diplomatic principal that a rat, backed into a corner, will bite. Therefore, if feasible, providing your adversary a graceful if not altogether painless exit can further a sense of fair play and greater good will.

Failed first efforts can provide a road-map to your ultimate destination

First attempts at negotiation can fail for any number of reasons: the foundation of your argument can erode; the scope of negotiation can shift; previously non-contested issues can suddenly become divisive; or, you may simply find you are incapable of reaching accord because of personality conflicts with your opponent. Remember, regardless how disastrous you consider your first attempt, preserve the ability to fall back, reassess your position and return to the table – beginning again. It’s better to fall back and regroup than attempt a coherent argument through confusion, bravado, fear or frustration.

Allow everyone room to adjust
To aid in maintaining objectivity and a calm demeanor, keep this universal truth in mind: 
No one and no system is perfect. Negotiations aren’t crafted from an “I win” attitude. They are built by acknowledging differences and discovering and developing solutions. In negotiation, any perceived “failure” is simply an opportunity to calibrate a range of improvements.
And finally, 

Refining issues and carefully assessing objections help to focus efforts and isolate 

specific areas requiring creative and cooperative compromise. This draws both participants into patterns of thinking driven by solution-seeking. This facilitates a smoother transition toward agreement. Once a shared end-objective is in sight, positioning your adversary as your advocate becomes more achievable. When both sides step closer to the center, uniting intents and resources behind a common objective, resolution often beckons on the horizon.
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