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Don’t negotiate against yourself
by Cathy C. Bonczek

This week I've been teaching Negotiation Skills. Whenever | do, | am reminded
of my first introduction to Negotiation techniques at Rogen International — the
consultancy where | learned to be a communications consultant. Like many of
my clients, at that time, | said, “I'm not good at negotiating.” But | even had proof!

Here’s how | knew | was not skilled. Early in my career, | left one bank to work
at another. About 2 months into my new job, the man who hired me left the
company. A dynamic new fellow was brought in, and he called me almost
immediately.

He told me he was impressed with my resume and talents and that the work | was
doing was top notch. He said he had plans for my advancement. | was already
sold on his enthusiasm and kind words, but then he said, “And I’'m giving you a
raise, effective immediately.” | was so startled, | said “Why....?”

He explained, that in reviewing all of his team’s salaries, he noticed that | had been hired at a rate that was
substantially lower than my male colleagues. My salary was below the minimum number for the Vice President title
that | held. He wanted to rectify the injustice and keep me motivated at the same time.

| left that conversation forever loyal to him, and also upset with myself for not exploring better when I'd had my
salary conversation. | had been fixated on a particular number, but had forgotten to factor in that | was underpaid
at my prior job. | had asked for the title that | wanted, the location that | wanted, and even, the dollars that |
wanted, but | did not probe enough to find out that there was more “on the table.”

My negotiating mistake was made better by the generosity of that new boss. So you can understand why |
approached learning new techniques to improve negotiating power with great eagerness.

Here are the most empowering lessons | learned:

You are always negotiating for a positive relationship, whether long or short term.

Planning in advance of a negotiation is a key to success.

Identifying the issues you would like to win on, and the issues that you can compromise on.

Curiosity is key.

Competitiveness is a (likely) byproduct of negotiating.

Understand that tactics will be used or could be used by you. Know which ones will be most effective on you.
Take your time to process, or even walk away (briefly) from the table.

Determine your strategy (Win-Win, Win-Not Lose, Win- Lose or Win- Not care) carefully in advance and
don’t waver if talks get heated.
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Finally, mindset is always important. Don’t negotiate against yourself by anticipating failure. Do not give any
power to the thought “I am not good at negotiating.” Instead, add the word “yet.” A lot of preparation and a little

practice will make you very good at negotiating, indeed.
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