
For agents and brokers, life may not be so much 
a cabaret (my friend) as it is a negotiation.  
Clients, vendors and colleagues all require the 
delicate dance.  So, what are the tenets of a 
successful negotiation? 

To get at this, we talked to Peter Barron Stark, 
author of The Only Negotiating Guide You’ll Need 
(Broadway Books) and negotiation consultant.  
According to Stark, there are three key issues to 
keep in mind before you start any negotiation.  

First, he says, “Do not narrow down the 
negotiation to just one issue. Anytime there is 
only one issue left on the table to negotiate, you 
lay the foundation to have a winner and a loser.”

Next, always seek balance in the relationship. 
The only time you fi nd yourself in a lopsided 
relationship is when you give away value 
without getting something in return. Stark says, 
“You must be on autopilot to say, ‘I will do this 
for you, but I will need this from you in return.’

Finally, focus and build upon the value you add, 
not the cost. “Although clients do not like to pay 
fees, they hate losing value even more than the 
thought of paying an additional fee,” says Stark.  
“If you view cost and value on a scale, your goal 
is to make the value you provide so great, that 
the cost becomes insignifi cant and the scale 
then tips in your favor.”

Annuities have been one of the hottest 
investment and fi nancial products ever.  Today 
there are more than $1.6 trillion in assets 
backing the annuities now in force. 

This is a particularly useful and interesting 
fi gure because it allows you to draw, 
on an order of magnitude basis, some 
understanding of just how meaningful 
annuities have been to agents and brokers.  

But now annuity sales are cooling off .  Does 
this mean the party is over?  

For some it could be.  But for others, 
specifi cally those who participate in the 
Annuity Purchase Program, there is a defi nite 
upside to the downside. 

Agents and brokers who have access to the 
secondary market can now reach out to all of 
their clients and any prospects who simply 
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own annuities, and see if perhaps they want 
to sell them.  

The benefi t of marketing such a program is 
fourfold.  The fi rst two are related to the size 
and quality of your client portfolio: you can 
signifi cantly improve your client retention 
eff orts while simultaneously increasing 
your yields with prospecting.  The third and 
fourth benefi ts come from those clients who 
ultimately end up selling their annuities.  
This will provide you with new commissions 
from your existing book of business, while 
also providing you with the satisfaction of 
delivering a solution few competitors can.

Negotiate Like You 
Know Something 
About Negotiating
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2.  Always seek balance in 
the relationship

3.  Focus and build upon the 
value you add

Publisher: J.G. Wentworth
Editor: David Evanson
Associate Editor: John Gebert
Layout & Production: cheneydesign

Present Value is published monthly by J.G. Wentworth as a service to independent brokerage general agencies as well as their agents and 
brokers.  Care has been taken to gather information from sources that are believed to be accurate, but we cannot guarantee that they are.  
This publication is designed to provide ideas and information.  It is not designed to render professional insurance, tax, legal or fi nancial 
advice.  If such advice is required, a competent fi nancial or legal professional should be sought.
For more information, contact us at: 40 Morris Avenue, Bryn Mawr, PA 19010  •  presentvalue@jgwannuities.com  •  800-535-0195


