
 

 

 

 

Unemotional Analysis 

I received a call the other day from a client that told me he was about to enter a 
meeting with a very important prospect and he was a little apprehensive about his 
strategy. After he explained to me what he had already done and what he was about 
to do, it was clear to me that he had done a wonderful job of selling the prospect. 
This meeting was a negotiation, not about selling. I told him that the prospect would 
ask him for one final concession, because he knew that salespeople are always 
nervous about losing the sale, and will give something away at the last minute to 
“save” the deal. I told him to preempt the prospect by praising his negotiating skills 
and tell the prospect that he had already made more concessions than with any 
other client.  He called back an hour later and said that he had contract in hand 
without making any more concessions.  But, that is not the point. 

Make it a policy to run your strategy by someone that has no emotional connection 
to the decision. I could give him the proper strategy because I was not emotionally 
attached to the decision. That gave me a clarity that he did not have because he was 
too close to the deal and his emotions were clouding his judgment.  If the roles were 
reversed he probably could have done the same for me. 

The bigger the deal, the more important it is to get an unemotional analysis from 
someone that is not attached to the deal. By definition, that cannot be you. 

Till next time 

Ray Leone 

PS – I am almost 100% booked through the end of the year. I need to make a 
decision on a Fall Boot Camp. I do not have time to promote it. I need to know the 
amount of interest there is for a fall Boot Camp. If I do not get enough interest I will 
be happy to take a few days off and postpone until spring. 

PPS – Keep up the good work. More people sign up after each Ray’s Rule which tells 
me that you are spreading the word. Thank you. 

PPPS – I am off to Brazil next week so there may not be a Rule for a week or so. 
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