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In the book Negotiate like a Phoenician (Chamoun & Hazlett 2007), “Tradeables” are defined as favors 
unexpected by the other side, outside of a deal, which set the tone for future business dealings.  The 
side creating Tradeables doesn’t expect any direct reciprocity from the party receiving the Tradeables.  
Tradeables are by definition outside of the scope of the initial negotiation.  Tradeables with conditions 
become Trade-ins or Trade-offs during the negotiation process.   Gifts or favors with the intent to 
manipulate or buy an inside position are not Tradeable.  The spirit of Tradeables is one of elevating the 
other person and business concern above the present DEAL.  The Phoenician business model is one of 
fairness, openness, and integrity.  Use of Tradeables must be within that overall framework of building a 
business partnership with mutual gain and mutual trust. 
 
Another chapter of knowledge that precedes the concept of Tradeables is the philosophy of giving a 
central concept, found in the teachings of St. Thomas Aquinas, dating from the thirteenth century A.D., 
which places the common good above individual benefits. However, in the context of a negotiation, if 
we are not prudent, putting the common good first, prior to finding out the needs of each person, can 
create a negative atmosphere rather than a constructive one, especially in an intercultural meeting. For 
example, if the recipient of a tradeable comes from a different culture than the giver, maybe receiving a 
gift can be interpreted as a bribe or a form of manipulation. “A person can trigger a feeling of 
indebtedness by doing us an uninvited favor” (Cialdini, 1993). The need to return the favor with 
something of equal or greater value can be a powerful force in gaining influence or compliance.  
 
In certain Hispanic cultures, gifting can set a precedent, and generous behavior can become an 
expectation, losing its power to create leverage. In fact, an unfulfilled expectation of greater giving will 
have negative consequences for both parties.  
 
In Middle Eastern cultures, giving is countered with reciprocity in excess. In a culture where refusal of 
gifts is actually insulting, giving can escalate to unwarranted levels. Others will interact with distrust until 
any hint of an ulterior motive can be laid to rest. Thus, there is risk in giving, especially for the 
unprepared negotiator. Even in culturally sensitive situations, if in the process of new data gathering 
giving is eventually construed as a sign of caring, then tremendous leverage exists for future dealings. If 
giving is without condition, non- manipulative, and unselfish, it will create great leverage for future 
interchanges among the parties. This will make a giver an effective giver, similar to an effective 
negotiator. Such giving makes both parties feel good. The giver feels self-affirmed, and the receiver feels 
appreciated. The persuasive power in giving is high. In the end, the one that gives the most gets to win 
the most.  
 
To understand the complexity and the potential for a tradeable, let’s explore the book Grandeza de la 
vida (2003), where Professor López Quintás explains that the interaction between objects, individuals 
and environments can elevate the levels of conduct and reality: 
 
Level one consists of objects without possibilities, where objects can be used, exchanged, and discarded. 
This is the level of tangibles without interpretation—concrete reality. In level two, the level of ambience, 
objects hold capacity to shape their environment and can create possibilities. In order for possibilities to 
crystallize on this level, an encounter must take place between an interpreter and the ambience. If the 



interpreter has good intentions, i.e., a set of honorable values and principles, the level could continue 
rising to higher levels of meaning. However, if the interpreter uses the possibilities to his or her own 
advantage, this will generate negative levels, leading to destruction.  
 
Professor Quintás brilliantly exemplifies this philosophy with a piece of sheet music – Ludwig van 
Beethoven’s Für Elise. In the level of objects, the sheet music is simply a piece of paper without 
possibilities and is not the piece Für Elise. On the second level, however, the music sheet converts into 
an ambience capable of creating multiple possibilities. These possibilities require an encounter between 
the ambience (music sheet) and an interpreter. If the interpreter is well trained with a set of values, 
great music could ensue. A trained musician can even hear without sound, as the transcribed notes are 
no longer ink stains on paper. With the aid of another transformed object, a piano, even the untrained 
can experience Für Elise. Written music also contains dynamics—those marks of expression intended by 
the composer. A piece played well will honor all the notes and expression.  
 
However, a great pianist will also add embellishment to the interpretation from knowledge of the 
composer, the musical style, or personal taste, transcending the sheet music to even higher levels.  
 
If we analyze the Phoenician negotiation model with more detail and profound reasoning, we find that 
the best practices of successful negotiators entertained Quintás levels superior to one, generating long-
lasting relationships. In the concept of Tradeables, level one represents a simple exchange of objects 
outside of a trade, barter, or business transaction. Some cannot see the value in giving something away. 
They see this process simply as a change in inventory of objects. By contrast, in level two, Tradeables 
become ambiences capable of producing possibilities. If given in a spirit of caring, the object carries 
meaning and value greater than the object. Tradeables transcend from objects to symbols of 
relationship. If given in a spirit of manipulation, Tradeables can be ineffective and potentially negative to 
the business relationship. The skillful use of Tradeables as expressions of value in a long-term 
relationship promotes possibilities for future business the Phoenician way. Professor Quintás’ levels of 
conduct and reality can actually give us a means for evaluating the effectiveness of Tradeables from the 
client’s perspective.  
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