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Negotiating during the Covid-19
Pandemic

The Evolving Negotiation
Challenge

We all know that the world has changed as a result of the recent Covid-19 pandemic. But have you considered how this
has really impacted your customers and suppliers? Many of
these businesses will be under enormous pressure to recover
the losses accrued over the last few months. Whilst some of
this may be genuine, there will be some highly manipulative
business activities and profiteering by others as they see a
window of opportunity to turn a fast buck through highly dubious and short term tactical behaviours.

❖ Face to face negotiations are no longer possible. It will be 100% on-line or
e-mail or phone.

One of these activities will be (re-) negotiating contracts for
products and services.
Suppose your customer sends you an email saying “As a result of the Covid-19 emergency, we need all our suppliers to
reduce their prices by 20% immediately, and extend the payment terms to 180 days”.
Or suppose your supplier said “We have no option but to increase our prices by 20% as a result of price increases in our
supply chain. These will come into immediate effect”.
You have little option but to negotiate with them—remotely!
There is a lot at stake—are you and your team ready for this,
or are you going to be cleaned out?

❖ Many businesses will seek to vary or
terminate contract terms that have
become impossible – often by e-mail
or force-majeure/impossibility of purpose terms. This leads to a negative
situation and likely conflict or confrontation position.
❖ Growing and significant pressures on
businesses to reduce costs whilst
keeping their employees and customer safe, shoring-up cash and liquidity,
reorienting operations
❖ As plans for exiting the lockdown
emerge, there is increasing emphasis
on re-negotiating contracts on improved terms

In This Issue
•

Negotiating during the Covid-19 pandemic

•

Making the right choices

•

Essential Preconditions

•

Emergency situation short-term guidance

•

The Buyer’s and Seller’s perspectives

•

What should we do now?

•

What about Telephone and E-Mail
Negotiating?
1

https://www.newdawnpartners.com/

You have little choice! But, make it the right one.
You can either concede and give value away, or you can negotiate. Face to face negotiations—
always the best option—are not possible right now. So you have some options. It will be very tempting to engage in an e-mail exchange with the other party—don’t waste your time! You are falling into
their trap by playing by their rules. No, you need a plan to negotiate remotely as effectively as possible under the current restrictions. That means negotiating on-line using video conferencing. The evidence is that anything less than this reduces the effectiveness of the negotiations and the quality of
the result achieved.

Two Essential Pre-Conditions
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Emergency Situation Short-Term Guidance

The Buyer’s and the Seller’s Perspectives
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What Do We Do NOW?

Suppose we cannot do a Video Conference Call?
•
•

Telephone is possible, but less effective than a Video Conference call
Please do not try and negotiate by e-mail. It does not work!

Contact us:
•
•
•

simon.buzza@newdawnpartners..com
alan.cooley@newdawnpartners.com
mark.henderson@newdawnpartners.com

+44 (0)7860 545590
+44 (0)7768 600735
+44 (0) 7866 687317
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