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Dealmakers Soft Skills Series

Why Communication is Crucial for Dealmakers

In the world of mergers and acquisitions, your ability to communicate clearly and effectively
is just as important as financial acumen and deal structuring. Even the most promising deals
can collapse if communication is poor.

This month, we’re diving deep into communication—the essential soft skill every dealmaker
must master. You’ll learn practical strategies to clearly express your ideas, negotiate

confidently, and build trust quickly with sellers, advisors, investors, and employees.

Let’s get started!

Section 1: The Four Pillars of Effective Communication

Effective communication relies on four key pillars. Master these, and your effectiveness as a
communicator and dealmaker will improve dramatically:
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. Clarity

Clearly articulate your messages to avoid misunderstandings.
Use simple, concise language without unnecessary jargon.

2. Confidence

Communicate your ideas confidently and assertively.
Your tone should convey assurance, especially during negotiations.

3. Listening

Active listening builds trust and helps you understand sellers’ motivations.
Listen more than you speak—ask good questions, then genuinely hear the answers.
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. Empathy

Understand others’ perspectives, feelings, and concerns.
Demonstrate empathy by acknowledging sellers’ fears and objectives.



Section 2: Communication in Action — Real-World Examples

Here’s how effective communication makes a difference in dealmaking situations:

Scenario 1: Approaching a Business Owner

Imagine you’re reaching out to a business owner for the first time. Poor communication can
quickly shut down discussions. But effective communication can open doors.

Weak approach:

“I saw your business for sale. What’s your price?”

Effective approach:

“I’ve followed your company for some time and admire what you’ve built. I believe there
could be synergy between your business and our goals. Can we discuss how this might work
for both of us?”

The effective approach shows clarity, confidence, and empathy—immediately building
rapport.

Scenario 2: Negotiating Terms

Negotiations require clear, confident communication to reach mutually beneficial outcomes.

Weak statement:

“I think the price might be too high.”

Effective statement:

“I appreciate the valuation you’ve provided. However, our assessment indicates a lower range
based on similar market deals. I’d love your thoughts on how we can bridge this gap.”

The effective statement is clear, respectful, and opens a dialogue, creating the right
environment for negotiation.



Section 3: Practical Techniques to Boost Your Communication

Here are some proven communication techniques specifically designed for dealmakers:

1. Active Listening
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. Framing and Reframing

address it...”
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. Mirroring and Matching

4. Using Silence Strategically

Restate key points the other party makes (“What I hear you saying is...”).
Ask clarifying questions (““Could you explain that further?”).

Frame suggestions positively: “Here’s how this deal benefits both parties.”
Reframe objections constructively: “I understand your concern; here’s a way we might

Match communication styles to build trust quickly.
Mirror body language, speech pace, and tone to create subconscious rapport.

Don’t rush to fill silences—sometimes the best negotiation tactic is quiet, allowing others
to think and respond thoughtfully.

Section 4: Common Communication Mistakes (and How to Avoid Them)

Avoid these communication pitfalls to keep your negotiations and discussions smooth and

productive:

Common Mistake
Talking too much

Using jargon or overly complex
language
Interrupting or dismissing concerns

Not clarifying misunderstandings

How to Avoid It
Focus on active listening—speak clearly but
succinctly

Keep messages simple, clear, and relatable

Be patient, empathetic, and acknowledge concerns

Ask questions regularly to confirm mutual
understanding



Section 5: Quick Communication Checklist

Before important calls or meetings, run through this quick checklist:

Clarity: Do I know exactly what I want to communicate?

Confidence: Am I prepared to speak confidently and assertively?

Listening: Have I prepared good questions and reminders to listen actively?
Empathy: Can I clearly articulate the other party’s perspective and concerns?

Section 6: Your Communication Improvement Plan (Interactive Exercise)

Identify two specific areas of your communication you wish to improve. Then list how you’ll
achieve this improvement:

Communication Area to Improve Steps I Will Take to Improve

Section 7: Recommended Resources
Further sharpen your communication skills with these powerful books and resources:

e “Never Split the Difference” by Chris Voss — Expert negotiation insights.

e “How to Win Friends & Influence People” by Dale Carnegie — Timeless principles of
effective communication.

e “Talk Like TED” by Carmine Gallo — Strategies for communicating clearly and
persuasively.

Final Thoughts from Jonathan Jay

“Effective communication is your secret weapon as a dealmaker. Mastering it opens doors,
creates trust, and makes every negotiation smoother. Practice the strategies in this guide
consistently—you’ll see your success rate skyrocket.”

— Jonathan Jay



Next Steps:

As always, practice makes perfect. Use these strategies consistently, and you’ll become a
noticeably stronger communicator.

If you’d like personalised support, why not book a quick strategy session with Jeremy? He’ll
help you refine your communication skills for your next deal.

Book Your Free Strategy Call




