
1. Prepare more than you think you should. 
a. Gather as much information as you can.  I’ve seen many occasions where someone got exactly what they asked for, only to find
out at a later date that there was more they could have gotten.  See what you can find out about the true scope.
b.  Determine the communication styles of the Decision Maker, Key Influencer and other stakeholders.  It will help you craft your
messages to land better.
c.  Learn if there are “buzz words” or phrases that would be triggering to the other party.
d.  Discern their values – what do they feel most strongly about?  What do they fear?
e.  Figure out all the variables that are at play: pricing, structure, timing, access, etc. and make a strategy for each variable.  
When you know what your limits are on all the issues, you can effectively compromise on some in order to stand fast on others.
f.  Rehearse confrontation.  Ask a colleague to role-play a challenging moment or request.  It will help you access your calm,
rational mind should something similar happen during the negotiation.

2.  Remember to breathe.
a.  Pausing to think of an answer can keep you strong. 
b.  Calling for the room to stop, take a breath and re-calibrate can be a power move, and may nip confrontation in the bud.
c.  Excusing yourself to have a quick conference with your team can help you respond better.

   3. You have the power to stop.
a. You can stop talking.
b. You can stop reacting emotionally.
c. You can stop the negotiation, if need be.

4.  Safeguard the future relationship with the Other Party.
a.  Try for a WIN-WIN outcome, even though that’s the hardest one to achieve. That will likely help you get to a WIN-NOT LOSE
outcome which still includes compromises.
b.  Pursue a WIN-LOSE approach only if absolutely necessary.  It doesn’t help to have the other party walk away feeling
disgruntled.  They will likely come back and negotiate harder at the next meeting.
c.  Try to avoid a WIN-NOT CARE approach, as it won’t leave you any place to grow.

5.  Close well.
a.  Be sure to confirm what you think both parties have agreed to.
b.  Identify who’s doing what for next steps.
c.  Be gracious and express gratitude for the negotiation – no matter the outcome.

A good rule of thumb is to be as transparent as possible, use more cooperative tactics than competitive tactics and 
negotiate as if you had to live with the other party for 25-plus years.
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Do you consider yourself a good negotiator?
by Cathy C. Bonczek

“Negotiation is not about victory; it’s about finding a solution that
works for both sides.” — Attributed to Christopher Voss

We are negotiating all the time, but when it comes to our business deals, we don’t all
have confidence that we will do well in negotiations.   With some forethought and
practice, you can become very effective in negotiations.  

Here are just a few recommendations:
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