Settle for More or Less


CONFIDENTIAL INFORMATION FOR BUD BRANAM

Bud Branam and his spouse own BB, Inc., a corporation which operates eight farmstand style markets selling local vegetables and baked goods.  The first BB location is at their home, on a 100 acre parcel Branam inherited from his grandparents. Quality Quarry, Inc. is a large company that operates mining operations. A year ago Quarry purchased 900 acres of land next to the Branams for $2.25 million, or $2500 per acre, to open a limestone quarry.

Quarry provided studies assuring that residents would not be adversely affected and officials informally agreed not to oppose the Quarry’s permit application. The Branams, the only people near the planned quarry location, first protested and then filed suit to block the permit.


The Branams’ lawyer has informed them that, while their claim was not without merit, they are unlikely to succeed, and discovery and expert costs will be $75,000.  Mrs. Branam is opposed to paying the lawyer more. In addition, the Branams have located a better location for their business and are actually interested in moving. 

Before Quality Quarry came in the Branams would have estimated the value of their property at about $560,000, figuring the house and stand at $260,000 and the remaining 98 acres at $245,000, or $2,500 an acre. The tax assessment last year was at $420,000, but everyone knows these are low. The market has dropped temporarily, perhaps as much as 20%, due to a recession.

Branam has recently learned that the state is planning to build a new highway entrance off Corina Road which runs by their property (see below), increasing traffic and probably further reducing its value. A few days ago Bud Branam received a call from a representative of Quality Quarry, asking if he would consider selling. Branam said he was open to talking and they met a few days later. The initial offers were as follows: Branam opened at $950K, Quarry responded with $250K, Branam dropped to $850K, Quarry declined to move further. 

Prepare to continue the negotiation from that point.  
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General Responses to Tough Tactics

* Don’t react immediately; instead, distance yourself:
“Go to the balcony,” if only for a few seconds

* Analyze the situation: Why are they doing this?
* Work to reform, rather than punish

» Negotiate process rules directly

* Retaliate if necessary, but in a controlled way
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Stonewalling - Options for Responding

e Stay calm: It's usually not personal—a tactic or hidden reason
* [gnore it - Keep negotiating

» Ask: Why?

* Reframe it as a wish, not requirement

* Argue: Why is it fair? (principles)

* Add interests: What else can we discuss?

* Ask: How to justify to my client?

* Change the mix (adjourn, add people)

* Test: Say you can’t accept it
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[f you have to stonewall...

* Avoid making it personal
* You've been in the same situation yourself
* [t's the unusual circumstances
* You think it’s in fact a fair outcome

* Blame someone else: client, etc.

* Deflect attention

» Add terms (if they are valuable, it's no longer a
stonewall)

* Provide a “fig leaf”





