Negotlatlon Handem

Keys to Successful Negotlatlons

e __levelop a relationship or make a connection with the other party

* Create a favorable environment

“ Don’t feel rushed into making a deal that is not good for you

Attempt to personalize the situation

- How much information should you share with the other party? It depends.
: T-he -key to 'a Successfui negotiation is te prepare, prepare, and prepare.
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Alternatlves The wa]k-away p0551b1ht1es if agreement is not reached. For example if you were buying a car
from a dealerstnp, an altcrnatlve would be to buy a car from another dealer or to not buy a car at all.

Interests The thmgs you want what you need from the negotiation. Interests are different from positions,
which are demands made ina negotiatzon Interests are the reasons underlying the demands. For example, il
wanta blgger office on the Z“d floor at HHS (my position) my interests might be status, better views, or being
closer to my colleagues SR

OQ' tions ' The possmﬂltxes on’ Whlch the pames rmght agree. The idea is to create options that are based on
interests (mstead of trying to reconcile. confhctmg positions which is often difficult). For example, if I want but
can’t have _a blgger ofﬁce on the 2Ild ﬂoor at HHS, some opt1ons m1ght include glvmg me a bagger office on the

Relat:onshlg The Way the parties mteract or work together The idea is that good working relationships
nn rove negotlated outcomes %

Leverage Usmg somethmg to your advantage It doesn t mean “taking advantage of someone.’

Concessnon lemg up somethmg (concede)

As y u negot' ":'_e' 1t is unportant to wnte down opt1ons that are discussed.

Posntmnal Bargammg A **Prmapled Negotiation**
e Extremes, th.reats and typically end up m '_ % . Objective standards and porms
_the middle. | - # Fair to both parties
o D1stnbut1ve approach sumlax to hagghng s  Integrative “win-win” approach that is interest based
- ne gets sometlnng, one gets iess oo e No haggling as it will ruin relationships
* ' Tryto get the most. for yourself -Share information
i -'.'May end up walking away when you . Create value for the other party
don’t really want to walk away L Do well for yourself
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