THE JEWISH CHRONICLE
19 NOVEMBER 2010

22 BUSINES

How
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THEJC.COM

to give me a “yes”

Media lawyer Clive Rich has
spent 15 years negotiating
deals for the X Factor boss.
Hetells Candice Krieger
whatit’s like

¥ CLIVERICHIs a useful person tohave
onside.

He has successfully closed deals for
sume of the nation’s most kigh-profile
names including Robbie Williams,
Simply Red, Tesco and Virgin. Andthen
there are the 15 years he spent working
with Simon Cowell, the multi-miflion-
4iFe fFEUSic entreprensur.

Mt Rich, who works in partnership

with leading law firm Olswang, also
runs Rich Futures, where he spends
half of his time on business negotia-
tion ~ he is credited as being one of
the UK's leading practitioners in this
field.

His role as a professional negotiator
is, as he puts it, to "make deals hap-
pen for people”. Clients include Sony,
Apple and the Royal Opera House.

Mr Rich, 50, worked with Cowell
o deals for the X Factor, Britain's Got
Talent, Amertcan Idol and Pop Idol, and
on behalf of his Syco entertainment
COTHpany.

Se, what is Cowell like to work with?
“He is fine to work with. He is incred-
ibly smart and very, very hard working.
He has gotanose for working out what
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the mass public at large want before
they yuite realise it, which is a real tal-
ent. 3

“Simon's main atteibute as a nego-
tiator is that he’s a winner and that’s
one of the things that is key.

“Am effective negotiator always
believes they can win and they never
go into a negotiation with any nega-
tive thoughts. That puts you in a very
poweriu] position. Having a positive
attitide is one of the main compo-
nents.”

Surely having money helps toe?
“There are about nine different sources
of bargaining power in negotiation,
of which market share is one. Some-
one can have a higher market share
than you but if you have the bargain-
ing power in other categories thenyou
<an compensate for that.

“Itis very easy tofantasise about the
power and influence of the other side
and forget sbout all the aces of bar-
gaining power that you have on your
side.”

According te Mr Rich, there is a dif-
terence between negotiators and law-
yers. "A lawyer sometimes negotiates
but frequently is there to help with
paper work and deal with formalities.
Negotiation is a specialisnz in its own
right”

There kas been a growing trend in
business negotiation over the past
couple of years — a trend he says he
can only see increasing.

“No one can be successful these days
withouit having partnerships to get the
best out of deals. Negotiation is going
to be a big thing.”

He explains: “We Hve in a ‘new-deal
economy where everybody needs
partners to strcceed. That's partly the
result of new technology. Everything
has to be done
incredibly
quicklysoyou
need help to
execute that
pace. What's
inore, every-
body is ineve-
ryone elfse's
space, SO you
need part-
ners to help
you compete,
And you need
scale which requires partnership.

“We live in a very inter-connected
world and reaching potential npew
audiences requires support. For all
those reasons — plus the overlay of the
recession — everyone is more vulner-
able than they were before. Negotis-
tion is paramount.”

He points out that it is a practice
which is seldom taught. “It is just
assumed that you will be good at it,
either because you have picked it up
from yearr peers or have been watch-
ing Lord Sigar on television.”

He has recently launched the iPhone
App Close My Deal to “help users nego-
tiate like a professional when mak-
ing business decisions.” It provides
deal-making strategies via video clips
and practical advice, and is attracting
around 100 downloads a day.

Do Jews mrake good negotiators?
“There are two answers here: a stere-

Deal? As a negotiator, Simon Cowell is “a winner™, says expert Clive Rich

otypical one and a more accurate one.

“The stereotyplical answer might be
that Jewish people tend tobe naturally
good at the bargaining stage of anego-
tiation — the haggle — where they can
use their talent to secure awin.

“But deals sometimes elude them
because they can be a bit stubborm,
making it difficult to get the negotia-
tion started, let alone finished. And
they are not always interested in giv-
ing the other side 2 win."

“The more accurate answer is that

everybody

*Simon Cowedl fs maturally
hasancsefor good at some
working out aspecrs of
S negatiation,
whatthemass ~ [-87 @100
pubtic at iarge effective
wxtbeforethey st others,
gifiterealiss it/ regardless of
their age, sex,
—CliveRich, class or reli-
Rich Futures gion.
“It is impor-

tant to manage attitude, process and
behaviour effectively. Jewish people
are just like everybody else in this
respect.”

Mr Rich, who qualified as a bar-
Fister in 1982, was destined for the
entertainment industry.

His father had a number one hit
in 1946 with Cruising Down the River
before becoming a music publisher.
“I was used to having artists around
the house. I grew up in that environ-
ment.”

One of his first jobs was legal
manager for K-Tel, a company mak-
ing CD compilations, He has spent
the remaining 25-plus years working
for large entertainment companies
including Warner, WEA Records, BMG
and Sany BMG. It was here that he spent
15 yearsworking with Cowell.

Mr Rich created and ran Sony BMG's
Futures division between 2004 and

2006, which was instrumental in the
successful development of Simon
Cowell's Sycotelevision's joint venture
with Sony BMG.

It was also responsible for Sony
BME's digital music business, TV pro-
gramming and brand partnerships.
During this period, Futures developed
a $50m (£3tm) annual thrrover

Sony BMG was taken over by Sony
—where Cowell still warks — in2008,
the same year Mr Rich left the com-
pany to set up Rich Futures.

“The music industry was very dif-
ferent by the time I left. it's a business
that's been under siege for the past
few years, largely as a result of the
digital revolution and | felt thata lot
of the innovation in music was actu-
ally coming from outside the music
business.

“Iwas always very atiracted tonew
technology and the possibilities it
opened up for people. I wanted to be
part of that rather than managing
the decline of the business of a major
record company.”

Among his clienits are My Space, the
Agsociation of Independent Music and
the UK government's Technology Strat-
egy Board, “My sweet spotis mediaand
digital.”

He works with both major corpo-
rates and SMEs, How much does he
charge? Mr Rich ts reluctant to give
exact figures but says his hourly rate
as a lawyer for an individual starts at
around £350.

“I will charge according to the
nature of the job and ameount of time
needed. 'm not being evasive but it
does vary."

And as a negotiator? “That really
doesdepend aseverydeal is different. [
tend to peg it to the nature of the client
and the deal. It's not really possible ro
give you a set rate.”

www.eliverich com



