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5  Negotiating with an SOB

José Ignacio Tobón

Chapter 1
Introduction

Along these lines, you’ll find some advice on how to approach a tough negotiator, whom 
I’ll refer to as the S.O.B. This negotiator is abrasive, difficult, abusive, unjust, rude, illogical, 
disrespectful, challenging, and self-centered. He is ruthless in his pursuit of his goals and 
has no hesitation about causing you or others inconveniences. He arouses vexing emo-
tions in you, infringes on your rights, and makes you feel helpless. This negotiator wields 
overwhelming influence and has a detrimental effect on your life. It would be better if 
you could use ethical and clever ways to mitigate the negative effects that the S.O.B. has 
on you. For a minute, put yourself in the shoes of the person affected by this tough nego-
tiator and chances are you will feel like a loser and your self-esteem will be on the floor.

My first exposure to negotiation occurred in the early 1980s, when I read an article de-
scribing the behavior of Russians in a variety of personal and professional circumstances. 
The report stated in one paragraph that Russians believed they lacked negotiation skills. 
This statement startled me because I was familiar with the Soviet model, which was based 
on the concept that “what is mine is mine, and what is yours is negotiable.” Anyone who 
behaves in this manner is an S.O.B. This means that, in some ways, this book represents a 
return to my roots. I can further say that this book would then be of use to those people 
negatively affected by the Soviet strategy conducted by its leaders. I must admit that some 
capitalist leaders also use the Soviet strategy in their negotiations.

The legal concept of power-granting may assist us in comprehending the scenario you 
may be in. By using this concept, you grant another person the right to use, enjoy, and 
dispose of your property and rights. I want you to consider whether your attitudes have 
empowered the S.O.B. to have an adverse effect on you. My advice is to prepare yourself 
for the possibility of reclaiming the authority you have granted the S.O.B. to affect you. 
This book will assist you in accomplishing that aim. This also implies that you are where 
you are today because of your past decisions.

This book is beneficial for negotiating in the face of an adverse power imbalance. To cope 
with someone who is on the verge of great power, you must assess whether you have 
granted the other person an unreasonable amount of authority. Perhaps the other person 
has less power than he claims, or you have underestimated your own power. Your aim 
is to shift the balance of power in your favor in order to negotiate under more favorable 
terms. 
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You might be terrified of losing your customer, so you’ll do anything you can to avoid los-
ing him, including delivering something you shouldn’t. Consider the possibility that your 
customer is also concerned about losing you as a supplier. Fears could be symmetrical. 
You have full information about your own fears, but you have much less information about 
your client’s fears.

The mighty SOB has weaknesses that he hides very well, and your goal is to seek them 
out. A person’s great fortune is both his strength when he uses it and his weakness when 
he can lose it, as Kevin Spacey puts it in the House of Cards series when referring to bil-
lionaire nuclear energy entrepreneur Raymond Tusk. One strategy principle is to focus our 
strengths on other’s areas of vulnerability. 

An angry CEO
A CEO who suffered from severe irritability problems was constantly enraged 
at everyone and everything. He once said to one of his executives, “What 
enrages me the most is that your attitudes enrage me. It enrages me that you 
enrage me.” Even if this sounds like a weird sentence, it demonstrates that 
when we are furious, we do not feel good. Additionally, we are irritated when 
others have the ability to make us feel bad. “He who angers you, masters 
you” say many followers of Buddha.

Some people are born with rage and hatred, and they react violently to a variety of situ-
ations. Some of them are enraged, but they are not vengeful or motivated by malice. 
They’re just people who can’t control their emotions. They’re metaphorically like a shak-
en soda that when you uncork it, a mixture of liquid and gas comes out at high pressure 
before calming down. Material is lost, and some damage is done, but things return to nor-
mal as long as no one reacts violently to the situation. Others are like a grenade, which, if 
handled incorrectly, can explode with disastrous consequences for everyone. You should 
employ distinct strategies when dealing with shaken soda and grenade people. 
 
Patterson, author of “Crucial Confrontations,” would use the term “confronting” instead 
of “tackling” that negotiator. If you decide to confront someone, you need to be brave and 
firm. He also associates confrontation with the response to broken promises, failed expec-
tations, and unacceptable behavior. You should consider whether the S.O.B. negotiator 
breached his or her commitments, set unrealistic expectations and then failed to meet 
them, or acted inappropriately toward you. 

Many of us require help in this area of confrontation because most of us dislike conflicts 
or problems. That is the reason why we will have problems in the end. We don’t solve 
the problem and naively expect it to go away on its own. We are actually delaying the 
emergence of the problem. We will have to solve a large problem in the future instead of 
a medium-sized problem today.
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Because we show a measure of cowardice, the specialists in violence win. It’s worth con-
sidering that some argue that cowardice is a degeneration of prudence. It would be wise 
for you to pause and consider whether what you call prudence is actually cowardice. 
Shakespeare states in one of his plays that “cowards die many times before their true 
death; braves taste death just once.” We do not want to fight, we do not want to talk 
about conflicting issues, and we prefer to accept a situation that is unacceptable to us. We 
accept the unacceptable.

We fear confrontations because of our psychological flaws, and the harsh negotiator fo-
cuses his efforts on these flaws. The SOB applies his strengths (causing conflict) to your 
weaknesses (avoiding conflict). It will benefit you if you develop the ability to confront 
assertively and firmly, rather than violently. You must use your intelligence to create and 
solve problems. You must be able to recruit allies to assist you in your confrontations. 
These allies include individuals, industrial associations, labor unions, media organizations, 
and legal systems. You must first comprehend the circumstances, then evaluate your stra-
tegic position in hostile situations and scenarios, and then establish the strategic timing. 
You must be self-assured, strategic, and astute. The SOB’s enemies may be your strate-
gic allies, especially those more powerful than the SOB. One strategy recommendation is 
“never fight battles that others might fight for you.”

We are strong in the presence of the weak and weak in the presence of the strong. Addi-
tionally, it is easy to appear strong when we are surrounded by our supporters and are not 
fighting on the battlefield. When we are already on the battlefield and come face-to-face 
with our foe, we may be vulnerable. This mentality is widespread among political leaders 
who wish to project an image of courage, which they lack because of their cowardice.

President as macho
In his presidential speeches, a Latin American president made disparaging re-
marks about the leaders of the countries that embody capitalism. Personally, 
he referred to them as demons, monsters, and criminals, but in face-to-face 
meetings of heads of state, this president paid them homage. I analyzed his 
body language and noticed that these were the postures of a dominated indi-
vidual who felt inferior to others.

I hope this book helps you gain more courage. According to some, courage is the capacity 
to overcome the fears associated with pursuing ambitious goals. According to General 
Patton, “Courage is not the absence of fear, but the determination to overcome those 
anxieties.” To overcome those fears, you must maintain a healthy balance of optimism 
and realism.

If the SOB has a reputation for violence, he wins most battles without fighting them and 
selects the easy-to-win battles, which are those where he encounters no resistance. If 
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you show any resistance, the SOB may decide to go fight other battles, as he will likely 
have many other battles to fight. It is similar to fluids (water, electricity, etc.) that go the 
way where they meet no resistance. Your goal is to put up resistance to the SOB. 

The term S.O.B.
Many people intuitively understand the term “S.O.B.”. To clarify, S.O.B. in English is equiva-
lent to HP or HDP in Spanish, or FDP in Italian or Portuguese. According to some online 
translators, the words “vivido” in Esperanto, “Hurensohn” in German, and “Connard” in 
French are also equivalent. I use this expression to refer to someone who, as I previously 
stated, exhibits severe levels of abusive, unjust, harsh, unreasonable, disrespectful, self-
ish, and ruthless behavior. 

To be clear, the S stands for son and the B stands for a progenitor who works in the profes-
sion that some claim is the oldest in the universe, despite the fact that I believe they are 
incorrect. By reductio ad absurdum, I accept that prostitution is the universe’s oldest pro-
fession. However, I could argue that negotiation comes before prostitution because rape 
would occur in the absence of negotiation. Negotiation, then, is the most ancient profes-
sion in the universe, even though some lawyer friends of mine claim it is advocacy. They 
say that the Bible backs up their case by saying that “In the beginning, there was chaos,” 
which is enough proof that there were lawyers.

Since human beings first appeared in the universe, they have negotiated, but instinctively 
and empirically. The term “negotiation” has historically been associated with the term 
“art” rather than “science.” Only in the 1980’s did prestigious universities begin to con-
struct the conceptual framework for negotiation, and today we can say that negotiation is 
both a science and an art. My academic background is in engineering (hard) and manage-
ment (soft) and that has helped me to see negotiation as a process, as a problem solving, 
as a decision making, as a communication process, as a creative strategic process.

Although the term S.O.B. may be shocking to some readers, I feel compelled to use it be-
cause it immediately elevates this book from the strictly academic to the pragmatic realm. 
I examine real-world issues through the lens of profound theoretical principles. Naturally, 
we must eliminate the myth that evil exists only in business and politics and is absent in 
the academy. The academy, like the rest of society, will have its share of evil, envy, vanity, 
and class conflict, albeit in more subtle forms. Wherever humans exist, there will be sin-
ners. The one who confesses his crimes, as well as the one who absolves him, are both 
sinners. The author of this book, like the reader, is a sinner in need of salvation.

I could use a more diplomatic term, such as challenging, inconvenient, complicated, or 
misfit, but that would add unnecessary perfume to something that cannot be scented. 
According to the lyrics of Mecano’s song, “A rose is a rose,” and Juliet of Shakespeare in-
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quires, “What is in a name? By any other name, what we call a rose would have a delicate 
aroma.” I could rebrand the S.O.B. individual, but he would retain his identity.

Iron-ass strategy
I was reading a well-known Spanish newspaper one day in Madrid when I 
came across a title that would normally not appear in a newspaper from 
another country due to censorship. The headline read, “Culo de Hierro’s Stra-
tegy” (Iron-Ass Strategy). In his negotiations, a union leader employed this 
tactic, which meant he would not leave the table until a good agreement was 
reached. The union leader’s heaviness in that part of his body would make it 
more difficult for him to stand. The journalist and the union head used the 
expression in an unobtrusive and polite manner. They labeled the problem 
appropriately.

It is critical to maintain sufficient persistence to remain at the negotiating table, because 
in a complex and conflictual negotiation process, there are numerous occasions when 
parties are excessively stubborn, refuse to move from their positions, make unreasonable 
requests, demand from the other what they are unwilling to deliver, and directly attack 
our ego and self-esteem. 

On more than one occasion, we have considered giving up and declaring that the effort is 
not worth it, and, in boxing terms, sometimes you are about to throw in the towel. How-
ever, persistence is necessary when the benefits of a successful negotiation could benefit 
a large number of affected parties. It is possible that the stubborn and selfish party will 
eventually thank you for your persistence and patience, if the outcome is favorable. Using 
the oil entrepreneur’s metaphor, persistence and hard work are beneficial if there is oil 
in the well; however, if there is no oil, all effort is futile. You must be careful not to confuse 
tenacity with stubbornness. 

The arsonist
When I was writing a previous book, “How to Negotiate with Difficult People: 
The Harvard-Ury Model,” I received advice from close friends that by using 
the term “difficult” I was prematurely qualifying and prejudicing the other. 
As a result, I included the following story in a single footnote, which I will re-
peat here. One day, a man approached the priest to confess, saying, “Father, I 
confess that I am an arsonist,” while simultaneously setting fire to the priest’s 
cassock. The priest, who was experiencing excruciating pain as a result of the 
burn, yelled at him, “Arsonist? No sir, what you are is an S.O.B..”

There is a difference between what the detached intellectual observer says and what 
the afflicted individual says. When confronted with the S.O.B., the detached observer 
will assert that he is merely a misfit, while those who have personally experienced the 
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acts of the S.O.B. will unequivocally affirm that he is an S.O.B. It’s one thing to be on the 
battlefield, risking your life and making split-second decisions, and quite another to have 
someone examining your actions a decade later while sitting in a comfortable office. Ac-
cording to Homer, “after the facts, even an idiot becomes wise.” I recognize that this 
detached observer is partially correct because of his emotional distance. He may think 
objectively and with less emotion, as we should. The observer, on the other hand, may be 
lacking in empathy. You should seek out a smart, unbiased, non-emotional observer and 
pay attention to his recommendations. You must maintain a wise mix of empathy and 
emotional distance.

In some situations, empathy can be difficult to understand. A man will never understand 
how a woman feels during childbirth, and a billionaire will never understand how a person 
feels when he has nowhere to sleep or food. Empathy will develop when the incident has 
been lived through, complete with its emotions, pain, and wounds. I might recall Miguel 
Hernandez’s statement from one of Serrat’s songs, “there is no greater extension than my 
wound.” While we recognize that many people suffer from wounds and pain, we prioritize 
our own injuries over those of others. We could say that first you have to live it to be able 
to tell it. Live to tell the tale. 

Tyson’s ear
Several years ago, an Esquire magazine commercial featuring Tyson was spot-
ted in several European airports. It reads, “Aggr … my ear.” Evander may as-
sert that no extension is larger than my wound, and he would be correct. We 
who witnessed the ear-biting scene experienced an unpleasant sensation, but 
nothing compared to Evander’s agony. Even if we wished to be compassiona-
te, we would be incapable of experiencing the same anguish. We would have 
a better understanding of that anguish if we had previously encountered simi-
lar situations. Without action, genuine empathy is impossible. I was positi-
vely astounded by the ingenuity of the magazine’s creators when they wrote, 
“Tyson: OK or KO,” because you are either OK or KO (knocked out) with him. 
If you disagree with him, he will probably drag you to the canvas and kill you.

The World’s Greatest Love
We lose our ability to analyze situations objectively when we are overcome 
by love or hatred, and we issue biased opinions that we mistake for facts. 
Consider the following lyrics from the song “The greatest love on the planet” 
to illustrate this bias: “This is the greatest love of my life, and without a doubt, 
this is the greatest love on the planet. Because as I love you, there is no one 
else who loves; because as you kiss me, there is no one else who kisses.” The 
likelihood of these opinions being consistent with the facts is nil. They are 
subjective and not objective statements. 
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Is hard bargaining obsolete?
Three decades ago, I was told that seeking mutually beneficial negotiations was naive 
and that winning at all costs and defeating the other negotiator was necessary. Today, 
many people tell me that we must seek mutual benefit, as hard bargaining is no longer 
necessary. The world is a pendulum that swings back and forth. Additionally, I’ve heard 
from some that they’re frustrated with approaches similar to the Harvard Method, which 
I believe stems from a lack of a thorough understanding of the method.

If you believe that hard bargaining is obsolete, you will reconsider after growing your first 
crop and selling it to large and aggressive wholesalers. Wholesalers may choose not to 
purchase from you even though your products are of high quality and your prices are 
competitive. They may also buy it from you at a price lower than your production costs.

You may also change your mind if you negotiate the kidnapping of one of your family 
members with criminals using extortion strategies, feigned or real threats but effective 
ones. When you mention to the kidnapper that he is using anti-win-win techniques, you 
will appear rather foolish. You will make a similar error if you convey the same message to 
violent groups that operate outside the law and are responsible for thousands of deaths 
and numerous atrocities.

You may also change your mind if your loving partner is divorcing and bringing humiliating 
private issues to court in order to get custody of the children and keep the lion’s share of 
the fortune. Or perhaps, your own family may be embroiled in a bitter dispute over your 
father’s substantial inheritance.

Specific sectors’ negotiations are more aggressive because of significant disparities in the 
global supply chains for goods and services. Profit margins are declining significantly for 
most businesses, putting them in perilous situations. Additionally, many corporations drive 
their sales executives to sell more, their buyers to buy cheaper, their production execu-
tives to reduce manufacturing costs, and their human resources executives to streamline 
the company in order to meet financial targets. There are many desperate negotiators. 
Some people tension the rope so much that the rope breaks. In addition, it is important 
to know that power migrates. In the markets, it is known that there are seller years and 
buyer years, depending on the evolutions of the economic environments.

Additionally, you may see desperate individuals negotiating a kidnapping in which loved 
ones are at risk or engaging in high-stakes divorce negotiations. People in desperate situ-
ations have pains or fears that you can alleviate. In their desperation, many businesses 
make rash judgments and may adopt an aggressive stance. Many negotiators become 
desperate and aggressive, seeing everything as a source of conflict. Aggression cannot be 
a substitute for intelligence. Avoid despair; instead, engage in sensible negotiation. Bear 
in mind one of my strategic proposals, which reads as follows: “The more crises, the more 
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tranquility.” I use the quicksand analogy to advise CEOs on crisis management: “The more 
one moves, the deeper one sinks.”

The training focused on tough people
Certain negotiation practitioners assert that Fisher and Ury’s renowned book “Getting to 
Yes. Dealing Without Giving In” was ineffective when negotiating with difficult people, 
comments that I do not consider accurate. Perhaps these comments contributed to the 
promotion of Ury’s book “Getting Past No. Negotiating with Difficult People.” 

Its original subtitle (negotiating with difficult people) was changed to a softer one in sub-
sequent editions (negotiating the path from confrontation to cooperation). This change in 
subtitle is very revealing and, to me, signifies the victory of political correctness over real-
ity. What a pity. The polarity strategy says that we must correctly identify the other and 
not use ambiguous expressions.

Crossing the Rubicon
At times, as Julius Caesar did when he crossed the Rubicon, you must decla-
re war. It was once said in Rome that crossing that river with weapons was 
equivalent to declaring war. Crossing the Rubicon refers to situations in which 
there is no going back. This is why Julius Caesar declared “the die is cast” as 
he crossed the river.

Possibly the scholars have not realized that the concepts shown in their books are amoral, 
that is, they can be used to do good as well as evil. For example, some of the most impor-
tant concepts in negotiation is to find out what the other person would never want to lose. 
If you know this, you can either help the other person not lose it (do good) or seek to take 
it away (do evil), depending on your own intentions.

In the early 1990s, Harvard negotiation courses were evangelistic about win-win circum-
stances. These courses benefited a large number of people in numerous ways. Over the 
years, I noticed subtle and temporary shifts at Harvard toward courses with recommen-
dations centered on difficult negotiations and difficult people. Could we conclude that 
individuals have become more complex in recent decades? Are we going backwards in our 
ability to reach agreements? Or has the modern world become more difficult?

For decades, the revered and admired Fisher’s perspective was dominant, but new trends 
are emerging. Mnookin, a former director of the PON, very lonely, states explicitly in his 
book that sometimes the preferred strategy is to negotiate and, at other times, to fight. 
It would be wonderful if more people would accompany Mnookin.
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In my experience, I believe that force and power are critical components of negotiation, 
which is why I believe that many academics have an incomplete vision when they focus 
exclusively on negotiation, on seeing the other negotiator as a human being, and on em-
pathizing. It is necessary to make the negotiating table profitable for the opposing party, 
which requires the inclusion of force strategies in one’s repertoire of moves.

In their book, “3D Negotiation,” Harvard’s Lax and Sebenius describe the erroneous meth-
ods of negotiators for excessive concentration at the negotiation table (the first dimen-
sion) and their ignorance of a second dimension (the design table), as well as a third 
dimension (the scenario table). The design table is where agreements are crafted to maxi-
mize value through a combination of similarities but, more importantly, through differ-
ences (in risk, valuation, time, patience, capabilities, etc.). The scenario dimension, which 
is the furthest from the table, is where it is decided who to negotiate with, in what order, 
at what time, and so forth. More precisely, this is where meta-negotiation takes place, i.e., 
the negotiation about the negotiation.

In the scenario dimension is where it is conclusively established that negotiation and 
strategy cannot be separated, and leads me to mention that one of the great gaps of 
negotiation experts is to see negotiation as just a technique. It is important to understand 
that negotiation is actually a strategy. It is impossible for a tactical person to be a good 
negotiator.

Complex task
We know that engaging these tough negotiators is hard work that requires an intelligent 
strategy, a task that some avoid because of its complexity, preferring instead to bear the 
costs and losses of the situation unilaterally. Do not take on losses unilaterally. This feeble 
attitude helps the S.O.B. in validating the efficacy of his strategies, thus creating a perverse 
incentive. Have you ever chosen to allow someone to treat you unfairly rather than con-
front him?

Fortune Magazine interviewed a prominent European banker a few years ago and asked, 
“How are you going to enter this market if it is so difficult?” “Precisely because of that,” 
she responded promptly. If you are exceptional, you must enter markets and missions 
that are difficult for you, which will be impossible for others who are not so good. 

Engaging with difficult people is an emotionally and time-consuming endeavor. Even 
worse, it diverts your attention away from critical personal and professional goals. Resolve 
conflicts to free up your time to focus on your objectives. Many countries (companies, 
families, etc.) have internal struggles that bleed them dry instead of using that energy 
to work together to design a better place for all. Many people fight over trivial matters 
and neglect vital issues. This reveals a failure to size up problems and take the long view.
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Let us assume that you have a distrustful relationship with your provider. In that case, you 
will spend a significant portion of your time defending and protecting yourself rather 
than improving relationships and profitability. If you have doubts about your partner’s 
faithfulness and are prone to jealousy, you will constantly monitor him rather than en-
hance the connection. If you are unhealthily jealous and your partner is unhealthily un-
faithful, your life will be a living hell. Concentrate your efforts on maximizing the relation-
ship’s benefits.

The importance of war
To emphasize the critical nature of our attitude toward these difficult negotiating 
positions, we could quote from one of the first paragraphs of “The Art of War”: 
“War is vital... it is the domain of life or death... it is the path to survival... it is criti-
cal to handle it well... failure to reflect on everything that concerns it is evidence 
of guilty indifference.” We can say the same thing regarding contentious circum-
stances involving people as difficult as those in this case. Confronting the S.O.B. 
is an arduous task. 

If you study the theories of warfare in depth, you will be able to handle many situations 
in your life intelligently. The most important war is the war against ourselves. We must 
fight against our own fears, against our immaturity, and against our egos. We must first 
win the internal battle before we win the external battle.

Churchill’s war
After reading Winston Churchill’s superb book “The Second World War,” for 
which he won the Nobel Prize for Literature, I am even more convinced that 
there was a dearth of negotiation skills during that war. On one side of the 
negotiation table, there were weak political figures incapable of leading their 
people into battle in a dignified and timely manner. It was a war that could 
have been avoided had they made the correct choices at the appropriate mo-
ment. Churchill writes in his book that no conflict has ever been so easily 
avoided. Make the appropriate decisions at the appropriate time.

Shackleton’s press notice
Additionally, it reminds me of a magnificent advertisement in an English 
newspaper (Times of London) that I saw at a European exhibition and was 
attributed to Shackleton as he planned one of his Antarctic expeditions. “Men 
sought for a perilous expedition; poor wages; extreme cold; lengthy months 
of complete darkness; constant danger; safe return highly improbable; ho-
nor and recognition only in the event of success,” stated the advertisement. 
That is something to consider as you embark on your journey to deal with the 
S.O.B. in your life. It is a perilous adventure, but if you succeed, you will sig-
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nificantly improve your situation. This is a journey that must be undertaken 
with optimism.

Clarity and value creation
I want to communicate with you in this book in the most direct manner possible, given the 
limitations of written language and my abilities. I want to use straightforward, pragmatic, 
and perhaps risky language in order to maximize the usefulness of this experience. While 
some people argue that no one is old enough to give advice and help, I want you to leave 
with specific ideas that will help you make good decisions during your negotiations.

The counselor
In Vargas Llosa’s novel “The War at the End of the World,” a character offered 
advice, and because his advice was accurate and helpful, he was dubbed “The 
Counselor.” This concept intrigues me because, in my opinion, quality creates 
the brand, not the brand creates the quality. He would not be a counselor 
if the advice was poor. I hope you find the advice provided here beneficial. If 
you find any of the recommendations below valuable, please forward them 
to a friend or family member. This way, we can contribute to a significant po-
sitive chain, similar to the one depicted in the American film “Pay It Forward,” 
in which the recipient of a favor is required to repay it to three other people. 
Become a part of that chain of blessings.

I hope you will feel better after reading these lines. In technical terms, I aim to create value 
for you, a critical process in both negotiation and life. Creating value for others should 
be one of our primary aims in every connection, and doing so would make us all more 
successful on a daily basis. Prior to addressing the other person, it is vital to have a clear 
understanding of the value you wish to create in him. If this is not the case, it is advisable 
to avoid engaging him. Additionally, you recognize that this value creation process entails 
a subsequent phase of value distribution between the parties. It is critical to create value 
for others while also generating a benefit for ourselves.

I hope you will read these lines several times, criticize them, add your own comments and 
enhancements, ponder them, and share them with those in your immediate circle, and 
you will reap enormous benefits as a result. The greatest tribute and benefit I can receive 
is to see this book filled with your handwritten annotations. By adding your comments to 
this book, you will create a unique and living document that will benefit greatly. I want 
you to approach this book as if it were clay, which you will knead until you have a product 
that is firm, sturdy, valuable, and, most importantly, yours. This will result in creating more 
value.

The concepts discussed in this book will develop into knowledge, or more precisely, a 
BOK (body of knowledge) that you can apply to your advantage. We are in the midst of 
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an interesting transformation. We are moving from starvation (lack of information) to 
indigestion (information overload) because we live in an information-rich world. You can 
gather more information in a few days than your grandfather did in his entire life. Getting 
information is not a competitive advantage in the modern era. The advantage is in being 
a curator of information. You must be able to distinguish between real and fake informa-
tion, digest it, transform it into knowledge, and finally into wisdom. Convert the facts to 
information, then to knowledge, and finally to wisdom. 

Espirito Santo Bank 
At Porto airport, there is a massive advertisement for Espirito Santo Bank 
with a powerful message that applies to actions like those described in this 
book. The advertisement’s tagline is “Know, Do, Grow. Knowledge generates 
growth.” That is my hope for the reader. I hope that the concepts I present 
here (to learn) will be implemented (to do) and result in your well-being and 
growth (to grow). I hope this knowledge benefits you and those around you.

We live in a fast-paced world. The Microsoft Empire took nearly twenty years to build, the 
Google Empire took ten years, and the Facebook Empire took three years to build. Hope-
fully, the concepts offered here will save you time as you build your empire.

Complementary Books
The ideas in this book complement those in my previous books, particularly “How to Ne-
gotiate with Difficult People: The Harvard Ury Model,” from which I mostly highlight the 
Ury Model’s five steps for negotiating with difficult people. Additionally, it is critical to 
remember the Harvard Method’s seven elements. Both strategies assist in approaching 
negotiations in a more organized manner rather than impulsively.

Several books by distinguished Harvard Program on Negotiation (PON) scholars can serve 
as an excellent complement to the material in this book. Among them are Mnookin’s “Bar-
gaining with the Devil,” Susskind’s “Dealing with an Angry Public,” and Stone, Patton, and 
Heen’s “Difficult Conversations,” Eartel “Getting Ready to Negotiate.” From Northwestern, 
Thompson´s “The Mind and Heart of the Negotiator,” and from Wharton, Shell’s “Bargain-
ing for Advantage.” 

It might also be worthwhile to approach Greene’s book “The 48 Laws of Power,” in which 
he discusses some strategies used by many people to get power at any cost, which some 
regard as unethical. Equally valuable would be books on war theories and contributions 
by Machiavelli.

I’ve benefited greatly from the wise teachings of numerous negotiation books that I’ve 
read and reread numerous times. I have studied these books extensively and they have 
aided in my maturation. I’d like to draw attention to Lax and Sebenius’ managerial per-
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spective on negotiation, Thompson’s conceptual depth, Eartel’s planning, Greene’s shock, 
and Shell’s strategic vision. I am especially grateful to Fisher & Ury for motivating me with 
the concepts of their first books that served as my start in the wonderful subject of nego-
tiation.

The chapters of this book
Each of the chapters in this book has its own objectives, consistent with the general goals:

• Chapter 2 (The S.O.B.’s macro environment) discusses the various cultures 
with which the S.O.B. can interact, some of which are more favorable to the 
S.O.B. 

• Chapter 3 (The S.O.B. in practice) discusses the growth of the negotiating topic 
and illustrates how the S.O.B. intervenes in various scenarios. I illustrate nego-
tiation scenarios involving hierarchies, coworkers, communities, family mem-
bers, and personality characteristics. 

• Chapter 4 (Features of the S.O.B.) summarizes some of the S.O.B.’s most sa-
lient characteristics, categorizing them according to his relationship, his emer-
gency and environment, his essence and psychology, his Soviet strategy, his 
views about justice, force strategies, and his image of scarcity. 

• Chapter 5 (Tactics for negotiating with the S.O.B.) discusses various strategies 
for confronting the S.O.B. successfully. These tactics are classified as prepared-
ness, emotional equilibrium, refusing to be a peace buyer, developing compel-
ling and sustained ideas, alternatives, or alternative plans, and compromise. 

• Chapter 6 (Our mutual benefit creed) discusses our mutual benefit creed, or 
win-win strategy.

The usefulness of the book
This book benefits everyone who has difficulty interacting with others, which is to say, it 
benefits everyone. We have to deal with a flawed, aggressive, and arrogant race that calls 
itself “homo sapiens.” The title of Graham’s book, “A Survival Guide for Engaging with Hu-
mans,” makes us think of these problems.

Each day, you will grow more aware that technological problems, no matter how complex, 
can be solved more easily than human difficulties. Numerous studies demonstrate that 
business leaders frequently fail, not because of a lack of market or technical under-
standing, but because of a lack of so-called people skills. We require the ability to inter-
act with others and get the best performance from them. Certain individuals thrive on 
bringing out the worst in others. Improve your interpersonal abilities.

Negotiation is a capability that requires the development of additional people skills such 
as persuasion, strategy, creativity, systemic thinking, decision-making, planning, and 
communication. Being a great integrative negotiator is a lovely approach to building con-
structive relationships with others, and it is well worth our consideration.
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Negotiation books are beneficial when they assist us in negotiating with difficult people, 
because dealing with pleasant, kind, intelligent, and caring people is straightforward and 
requires no suggestions or training. Additionally, these books aim to empower you to be-
come the director of your own life, to make informed well-being decisions, to learn how 
to “say no” with confidence, and to reduce your level of harmful stress. While “saying 
yes” to everything does not require training, “saying no” does. Having the courage to say 
no requires fortitude and a willingness to face.




