
 

Resisting an Invitation to Give Away a Quarter Million Bucks 

Setting the stage, back a few years, when I’m president of PALLM, Inc., an Indy-based insurance software 

company. 

 It was the English chap on the phone from Tokyo.  

“Good news, you got the deal! They’re OK with your pricing. They want you to bring a technical person 

to Tokyo to present to the computer geeks while you finalize the deal.” 

I first heard from this person 8 months before. He was a Brit who spoke colloquial Japanese and had 

started a company in Tokyo. He volunteered, as a favor, to line up software vendors for a life insurance 

company searching for software to manage new products. 

 We were on the list, and he told us two representatives from the life company would conduct two-hour 

meetings with each vendor in Los Angeles. As the only vendor with Japanese clients, I felt good about 

our chances. Those clients were subsidiaries of U.S. companies, with the software selection made by the 

U.S. parent. This would be our first foray into Japan on our own. 

The meeting was with two men who spoke English. One did most of the talking while the other sat with 

his eyes half closed. They discussed their needs; we presented our solution and answered questions. We 

were told they would be in touch. 

Several silent weeks later, I called our British friend. He said his role was over and didn’t know the 

status. Eight months later, we were heading to Japan to sign a deal! 

Our tech rep and I had a jovial, light-hearted dinner with six executives, an interpreter, lots of sushi, Saki 

(Japanese liquor made with fermented rice), beer and laughter.  

The next morning, our tech met the geeks, and I met the executives and interpreter. We spent two 

hours discussing installation issues. When discussion turned to the contract, the opening salvo was “We 

regret to tell you we can only afford to pay one-half of your software fee.”  

YIKES!  

The total deal, including future support payments, was worth over $500,000. I knew if I reduced the 

software price, they would next attack the support payments and I would end up with far less than half.  

Japanese business culture requires hammering out the best possible deal for your company. I recalled 

“They are OK with the price,” I knew they were in a hurry, and I knew we had the best solution. It was 

time to trust that knowledge. 

I retreated to higher ground.  

 

 



“I am sorry there was miscommunication about pricing. I would not be proud of what I could deliver for 

one-half our fee, and I cannot offer you a product I am not proud of. “ 

When the translator finished, I added, “Let’s review each component and drop ones you don’t need.”  

This sent a clear message that I wasn’t cutting prices, but they could take less. (I knew they needed 

every module.) Yet it showed my spirit of willingness to work with them. As we discussed each 

component, “Mr. Sleepy” from the L.A. meeting took center stage. He had memorized everything we 

said, and explained why they needed each module. After animated talk, the interpreter said in her cool 

and soothing tones, “We will proceed with your entire system and find the money from other budgets.” 

Epilogue: We had a great working relationship. Two years later, on a trip to Tokyo, we visited to explain 

a major enhancement for equity-based products. Again we heard the obligatory, “We look forward to 

working with you.”  On the way out, one of the original six took me aside and in perfect English told me 

that they had already signed a contract with a competitor. The competitor low-balled the price, and the 

installation went horribly. 
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