Negotiation, or getting what you want 
The negotiation methods that are applicable at the SME level can be summarised in two ways

Either, it is a negotiation between an SME and a larger Customer/Supplier or

It is a negotiation between equals

Very rarely does the SME come across situations where it’s negotiating ‘power’ lie in it’s size, quite often the former situation arises and the relationship with the Customer or the Supplier is assymetric, i.e one is considerably larger than the other and size does matter.

If we take a Transactional view of negotiations, there is a whole raft of literature on the Parent/Adult Child relationship and who takes on what role and under what circumstances.

This is a skill in itself as in bigger organisations there will be resources thrown at the very art and practice of negotiation, as well as a huge amount of back office support which constantly feeds the negotiating team, hence providing work for a battery of professional advisors.

Quite often these advisors are brought into play and out wit the SME by sheer dint of negotiating experience.

With an SME the landscape is different, quite often emotions drive the negotiating process and the minute the SME negotiator starts trying to be something he is not then , unless he is a skilled negotiator , he is going into territory where he is unsure of his ground.

There are some mindsets that are advantageous for negotiation and some that are plainly unhelpful, overt aggression usually doesn’t work, a spirit of collaboration usually does.

The skilled negotiator will deliberately vacillate between the two as appropriate, the SME Entrepreneur may have to tone down his natural impatience and realise there are some tolerances that need to be applied to certain situations 

A lot of ground work can be done before face to face meetings take place that can pre condition the negotiating climate, for example selective releasing of information to support your stance, individual profiles of the negotiating team so that discussions can be directed as appropriate.
In the case of negotiating teams , usually the SME has one or two people it is advisable to have one lead negotiator and the other people are there to support, it is equally important that the team remain harmonious and no conflict appears during the negotiation, so choice of personnel is important.

Above all don’t openly contradict the agreed strategy, this just shows potential weaknesses in your stance.
A pre agreed agenda and a running script is useful to keep everyone focussed

Choice of venues may also be crucial, negotiating over a meal or other convivial surroundings may be acceptable in some cases ( provided the alcohol consumption is moderate), in other cases cold clinical rooms might be better and more conducive to concentration . 

Once Negotiations are underway, there are several advantages the SME possesses and this can be deployed as appropriate. 
Actualisation

The SME has the benefit of knowing who they are and actually negotiating from the heart. They know what is required as an output and have a limited number of options.

Alternatives

Each known option will have an outcome that the SME can quickly realise is acceptable and can adapt/adopt as necessary, larger Levaithan like organisations may negotiate themselves into an agreement that is non deliverable.

Transparency

Due to the inexperience at the negotiating table the best tactic is often openness and honesty and the avoidance of duplicity or confusion.

Emotion

Being attached to the outcome personally is a great motivator to close a deal.
Knowing that negotiation is not a contest but rather a compromise invokes the Golden rule ( i.e don’t harm others), don’t forget that negotiation is a mutually acceptable process with a win win result rather than invoke classical Game Theory and have an air of antagonism about it.
The big advantage an SME has is that the negotiating Power probably sits at the table and does not have to continually resort to Main Board of Directors or other Superiors if a degree of lateral thinking is required. Being Flexible within your authority boundaries is a distinct advantage the SME Entrepreneur can bring to the table as the ability to improvise and think on his feet means that negotiations can be concluded swiftly.He will also have a skilled eye on the relative bargaining powers of each contestant , again an attribute necessary to be able to identify the decision making process that the other side has to go through to agree their postion..

An SME Entrepreneur is probably more likely to express his feeling about the negotiations that  representatives of larger organisations, often expressing surprise and doubt driven by genuine emotion rather than theatrical aspirations.

Above all the SME Entrepreneur probably has more than one option and is much more flexible than the larger opponent. He probably also has a heakthy disrespect fro professional negotiators and the fact that he is emotionally attached to his business is probably the best negotiating tool he has, he knows exactly what he wants and he also knows exactly where he can compromise and what his preferred alternatives are.

There are some dos

Prepare, know what you want and have a rational explanation as to why you want it

Establish a culture with the other party that is open, honest, friendly and professional

Have a prepared Opening Gambit that states your case/wants/needs quite clearly and try to get the other Party to see your point of view

Let the Other Party have their say and explore areas of agreement .
Listen to their story, ask questions as to why there stance appears to be at variance with yours and above all, try to understand what they are wish to achieve. 

Bargain/bid away some of your points and trade them off.

Above all come out with an agreement or at least commitment to carry on the negotiations,

Once a deal has been stuck, move heaven and earth to ensure you deliver what you have promised

Some don’ts (apart from the opposite of above) 
Don’t assume the other side is being irrational and awkward

Don’t become entrenched into principles based arguments at the expense of price

Don’t leave the other party feeling embittered at the outcome

Demand Pull 

A lot of success in negotiation comes from understanding the other side, quite often the SME has a ‘Pull ‘ style which revolves round asking questions and obtaining information from a larger opponent , and seeing the opportunity to learn and gather information for later assimilation, constant asking for restatements of information is a common tactic to ensure you have fiully understood what is on offer and indeed understand the exact form of the deal. Understanding the type and choice of language is equally a piece of information that can be gathered form repetition.

Once you clearly understand what the other side wants, you can adopt your pre determined fall back position and then make progress from a steadier base.

Time

Some negotiations do not have the luxury of time and deliberately manipulating the pace of the deal is a tactic in itself, if there are deadlines looming ,this generally makes the weaker party more receptive to conceding. Conversely if you do not have the luxury of time then the earlier you start negotiations the better.

Pacing can be achieved by constantly summarising, seeking clarification as you go along and emphasising areas of agreement so that points are ticked off and only contentious issues remain..
The skill here with timing is to keep a sense of urgency that is sufficient to keep the pace going without the other party feeling pressured. The minute this happens there is a distinct possibility of retrenchment and then no further concessions appear.

Concluding

Once agreement is reached it is vital that everyone has a clear understanding of what has been discussed and agreed. Usually this is done in writing and one party should have the responsibility to draft up the points and invite the other arty to agree or edit as appropriate. Do not leave the negotiation table until clarity of outcome has been agreed, indeed the very process of drafting will lead to another round of negotiations as each word’s meaning is agreed..

Follow up meetings may have to be agreed and working parties put in place to carry out the intended outcomes

At the end of the negotiating process the SME should take time out to understand the processes involved so that it adds to the skill set of the Entrpreneur..

The skills that made the Entrepreneur start a company are exactly the skills required to complete a negotiation.

Stamina, resilience and clarity of purpose are just the attributes required for a successful negotiation.
Final Thoughts

Above all the art of negotiation should be committed to the SME memory Banks, the very Art of negotiation and the process involved will enable the deal to go forward `with the customer/supplier 
Each Party will know it’s preferred culture,language and communication style.

Each Party will be committed to making the deal work having put so much effort into the negotiation in the first place.

The SME Entrepreneur will not make the mistake of confusing  the deal with the broader relationship, indeed the Golden rule will kick in as the Entrepreneur will realise he may well have to come back to the negotiating table if his plans for change or growth mean that his end to end supply chain requires alteration to new ways of working which previous negotiations had achieved. 

