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You Don’t Get What You Want,
You Get what You Negotiate
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Introduction & Objectives

What Is Negotiation?

Understanding Negotiation Styles

How to Negotiate Better Deals

What Will We Do Differently?



Why We Negotlate
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Should We
Negotiate?

Two or more parties
Conflict of interest
Willingness to negotiate
Need to seek agreement

Better outcome through influence and
persuasion

Parties seeking to satisfy tangible and
intangible outcomes
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Effectlve o e

Negotlatlo

Il Satisfactory to both sides
Efficient: cost and time appropriate

Fosters good relationships

Source: Fisher and Ury (1983)
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Questioning

Active listening

e Observation
’Essentia| '\'f . Assertiveness
Skills & Oils’ | IR
. 1"{- - / Persuading
Patience

Sense of Humour

Ethics
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Competitive
Negotiation
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Win/Lose

Competing goals

Secrecy and hidden agendas

No trust - suspicion

Head-to-head, adversarial approach
Competitive & inflexible negotiation

Characterised by: Conflict, Disagreement and
Misinformation

Impasse may end in nho deal or litigation
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Ccllaboratlve

Win/Win

Finding common goals

Transparent agenda and issues
Acceptable solutions for both parties
Ethical

Sharing risk and cost savings
Friendly / non-aggressive

Characterised by: Common ground, possibilities
and seeking shared, positive outcomes

Impasse escalation process - mediation or
arbitration
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Proposal

Short
Intro

Propose
Explain
Summarise

Invite a
response
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No

Yes

Instant Counter Proposal
Adjourn

Detailed Response

Considered Counter Proposal
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ow To Negotiate
etter Deals
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Shift The Balance




Plan Carefully




Know &
Set The

CLIENT
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Manage Expectati
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Don’t Give Things Away

Unconditionallyf
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Negotiating A Payrise
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MARK CLARK
mark@jfdi.uk. com{
07711729319



