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“When people work in harmony, great things happen!”
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of leaders just 
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The Philosophy Behind Right Chord Leadership
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What “Chords” Are You Playing?

Or are they in the groove?Are they 
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Communication

RespectOwnership

DirectionHarmony

Support
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Tips for maximum learning from this session:

1. Get engaged…get involved…participate!

2. Ask your colleagues for ideas

3. Keep an open mind & challenge your assumptions

4. Focus on what you can control, not on what you can’t

5. Have fun!
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is pleased to partner with





Embark Video

https://drive.google.com/file/d/18J9s3bWEfvc2swTtCRBGCbxoFZ1OJ3kx/view


Let’s Do This!
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What are negotiations?



What Is Negotiation?

Negotiations are discussions between various parties 

leading to a settlement or agreement concerning a 

particular transaction (or multiple transactions).

Ideally, each party should feel satisfied at the conclusion 

of the negotiation.



Who here loves to negotiate?  

Why?

Who here dreads it?  

Why?



Who here is an expert negotiator?



What makes for a successful 

negotiation?



Persuasion 

Versus

Negotiation



Negotiation vs. Persuasion?

Persuasion is a one way street – I 

want to convince you to see / think / feel 

/believe as I do, so that you will do what I 

want

Negotiation is a two-way street – you 

and I have different interests and 

concerns, and that’s OK because we can 

invent options that meet your interests 

and mine



Some people hold the view that negotiation is by nature an 

adversarial process – when one person wins, another loses; 

what benefits one company is detrimental to another. 

However, it can be a mistake to approach the negotiating table 

anticipating or even encouraging confrontation. Negotiation is not 

about strong-arming an opponent into submission; nor is it a 

game to be won or lost. 

The best negotiation leaves both people feeling they received 

something of value. 





Successful negotiators know how 

to leverage various sources of 

power to get what they want.





Reflect on Bacon’s 11 sources of power.
Which are your personal top 3 strongest power 

sources that you should leverage when negotiating?

Which are your bottom 3 that could be holding you 
back from being a great negotiator?  What might 

you do to strengthen them?

Share your thoughts with your group and provide 
examples and evidence for your choices.



BASIC NEGOTIATING CONCEPTS 
YOU NEED TO KNOW



Positions

• What the negotiators say they want

• Based on the interests of the parties, which are not typically 

disclosed

• In most negotiations, people take and then give up several 

positions

• Behind every position lie many interests



Interests

• Why the negotiators take the positions they do

• Interests lie behind positions

• Represent basic needs to be met

• Money and price are not interests in themselves

• Understanding interests is the key to “win-win” negotiating



Aspiration Value

• What you hope you can get (your best case, your ideal, your 

target)



Best Alternative to a Negotiated Agreement (BATNA)

• Represents the best result that can be obtained somewhere 

else if an agreement cannot be reached

• BATNA is the alternative that the party will select if they must 

walk away from the negotiation

• If the negotiation involves finalizing a deal, your BATNA is to 

walk away to another party who can offer a better deal



Concessions

• Advantages that can be offered by one party in the negotiation 

to the other as inducements to reach an agreement



Bottom Line (Reservation Value/RV)

• The bottom line is the position at which the negotiator will walk 

away from the negotiation

• Relative to a buyer, it is the highest price a buyer is willing to pay 

for goods or services

• Relative to a seller, it is the lowest price at which a seller is willing 

to sell the goods or services

• The bottom line is also known as the “reservation value” 

• If the negotiator cannot get at least their bottom line in the 

negotiation, they will walk away from the deal



• The ZOPA represents the difference

between the bottom lines of the parties

• Also called the “bargaining range,” the 

ZOPA defines a “zone” where an 

agreement can be made

• Within the ZOPA, an agreement is possible

• Outside the ZOPA, no amount of 

negotiation will yield an agreement

Zone of Possible Agreement (ZOPA)



Fiona intends to sell her business. She advertises her business for 30,000, which is 
her highest expectation on what she has determined as the optimum value, but 
will let it go for as low as 25,000 (this is her_________ Reservation Value.)

Gerald is interested, but he can only afford to pay 27,000 which is his Walk Away 
or Reservation Value, and so he makes a tentative first negotiation offer of 
24,000. Neither of these negotiators know the Reservation Value (Walk Away 
position) of the other negotiator.

What is the ZOPA?

Between 25,000 and 27,000



Distributive versus Integrative



Shoulder Exercise



Distributive negotiation 

assumes there is a 

fixed amount of value 

(“fixed pie”) to be 

divided between the 

parties.

Integrative negotiation 

attempts to create value in 

the course of the nego-

tiation (“expand the pie”). 





Distributive Negotiation

• Sometimes called “positional” or “hard-bargaining” negotiation

• Also called a “zero sum” negotiation where the negotiator tries to claim as 

much of the “pie” as possible

• Each side typically adopts an extreme position knowing it will not be accepted

• Each side may employ a combination of trickery, bluffing, and brinksmanship 

in order to give in as little as possible before reaching a deal

• Usually there is just one issue for negotiation and more for one party means 

less for the other

• Although the goals of the parties conflict, a negotiator can adopt either a 

competitive or cooperative negotiation style



Distributive Negotiation Strategy Identifiers

A distributive negotiation strategy is generally appropriate when:

• Parties do not know each other very well

• Parties are unlikely to work together in the future

• Negotiation is over a limited number of things or issues (such 

as price)



Distributive Negotiation Tactics

Anchoring: 

• “Anchoring” is fixing or establishing the focus of discussion around a certain 

point—whether it is a figure, a range, or an issue—simply by asserting it

• “Early” anchoring involves being the first party to make an offer that is 

beyond (or at the margin of) the range of reasonable offers

• Has the effect of fixing the apparent bargaining range around this point, 

which is typically favorable to the person who anchors early



Distributive Negotiation Tactics

Feinting: 

• Misleading the other party as to your true interests or objectives

• Done by stressing goals or interests that are unimportant to you and then giving 

them up for concessions from the other side that are important to you 

• Feinting helps disguise your true bottom line and interests



Distributive Negotiation Tactics

Misleading Concession Pattern: 

• It is common to make smaller concessions as negotiations converge on a 

negotiator’s bottom line

• Knowing this, negotiators can use a concession pattern that converges at a 

point above their actual bottom line

• The other side may conclude the conceder has reached his/her bottom line 

and therefore settle in order to save the deal



Distributive Negotiation Tactics

Splitting the Difference:

• When the parties are stuck at different positions, one solution is to each 

compromise half the difference

• For example, with offers at $600 and $1000, the compromise would be $800

• This technique gives the “appearance” of fairness



Distributive Negotiation Tactics

Ultimatum (“Take It or Leave It”):

• Occurs when a party claims to be submitting their final offer

• The other side must take the offer or the negotiation is over. 

• In reality, nothing prevents any party from making another offer at a later 

time



Walkaway:

• This is a classic tactic in bazaars and markets

• If you cannot get the price you want, walk away from the deal and maybe 

the other party will concede

• To work effectively, you have to be willing to truly walk away from the deal 

and exercise your BATNA

Distributive Negotiation Tactics



“You Will Have To Do Better Than That” (YWHTDBTT): 

• If the other side is told “you will have to do better than that,” often they will 

make you a better offer (but not always)

• Some people claim to never consider the first offer (they just ask for a better 

offer, no matter what the first offer was)

• They assume the side who made the offer can always make a better one 

• Useful when the other side anchors first (forces them to re-anchor around a 

point closer to your bottom line)

Distributive Negotiation Tactics







• Did any group not come to an agreement? What were the 

problems?

• Did any of the groups reach agreement? What were they? 

• For those who discovered the juice/rind secret: How did you 

find out?

Those of you who found that Dr. Roland needs the rind and Dr. 

Jones needs the juice, you were able to move beyond the position

of “I need all of the oranges” to the interest, “I just need the rinds/ 
juice the oranges.”



Negotiation experts are not bound by their circumstances 
nor limited by the information they are given.  

Negotiation experts know how to act on information they 
have, acquire information they do not have, and protect 

themselves from information they cannot obtain.



Integrative negotiations refer to the potential for the 

parties' interests to be combined in ways that create 

joint value or enlarge the “pie.”



Integrative Negotiation

• Sometimes called “interest-based” or “principled” negotiation

• Seeks to improve the quality and likelihood of “win-win” agreements

• Parties work together to maximize mutual gain

• Requires two or more issues so that trades can be made

• Assumes parties have different underlying interests that can be 

reconciled to create joint gains

• Negotiators can adopt either a competitive or cooperative style





Integrative Negotiation Strategy Identifiers

An integrative negotiation strategy is generally appropriate when:

• Parties know each other

• Parties are likely to have further interactions in the future



Integrative Negotiation Tactics

1. Focus on interests, not positions: 

• “Positions” are “what” negotiators say they want; “interests” are “why” they

take the positions.

• The interests of the opposing party are discovered by asking questions 

and putting yourself in their shoes (Ask: “Why do you want that?”).

• Make it clear you are asking these questions to better understand their 

interests, not because you are figuring out how to beat them.

• Try to devise solutions that address everyone’s underlying interests.



Suppose you’re a lawyer negotiating with a 
potential client on behalf of your firm. You ask, 
“Are you more concerned about the cost or the 
quality of our services?” 

His reply: “Both!”



Two possible responses:

1. “Would you like us to assign our most senior attorney to your account? Her hourly 
rate is a bit higher than anyone else’s, but she’s one of the best in the field.” 

2. “Other clients have raved about the incredible devotion of our junior associates –
and we only hire the best – to their cases. Giving them a prominent role would allow 
us to give you a lower hourly rate. Would you like to talk to some of the clients who 
have benefitted from this approach?”

The client’s response will reveal whether she’s more concerned about price or quality.

Integrative Negotiation Tactics



Integrative Negotiation Tactics

2. Expand the Pie, i.e. “Create Value”:

• Brainstorming increases the number of issues/resources to be bargained for

• If the resources can be increased, perhaps both sides can get what they 

want (or find a sufficiently satisfying alternative)

• List all the options anyone can think of without criticizing or dismissing 

anything initially

• For instance, a cell phone retailer may not decrease the price but might be 

willing to throw in voicemail and call display into a plan package for the 

same cost



Integrative Negotiation Tactics

3. Open Information Exchange:

• Involves freely and honestly disclosing information to help the other side

understand your underlying interests, objectives, and priorities

• Sometimes something critical to one side is a minor concession to the 

other, and vice versa



Integrative Negotiation Tactics

4. Logrolling:

• If two or more issues are in dispute, the negotiators may be able to do a 

series of trade-offs

• One side gets their top priority on the first issue and the other side gets 

their top priority on the second issue

• The trade-off process results in overall gain for all parties



Integrative Negotiation Tactics

5. Objective Criteria:

• Instead of allowing the negotiation to be determined by a contest of power 

or to become a battle of wills, negotiators can select one or more objective 

criteria which can be used as standards for a fair settlement

• “Market price” is one example of objective criteria



NEGOTIATION STYLES



Competitive Negotiation Style

Competitive negotiators want to “beat” their 

opponents. They use high demands and 

threats, and make few concessions. They 

generally try to undermine their opponent’s 

confidence and seek the maximum for 

themselves.



Cooperative Negotiation Style

Cooperative negotiators want to work 

with their counterparts to make it more 

collaborative. Instead of moving from 

position to counter-position to 

compromise, negotiators try to identify 

their interests prior to the development 

of solutions. They use reasonable 

opening offers, show good faith, and 

initiate the exchange of mutual 

concessions. 







How might your conflict style help your ability to 
negotiate successfully?

How might it hurt your ability to negotiate 
successfully?

Share your thoughts with your group and provide 
examples and evidence for your choices.



Most common and costly mistakes take 

place before talks begin.  

Usually lack of preparation is the culprit.  



1. Assess your BATNA.  “What will I do if the current negotiation ends in no deal?”

a. Identify all plausible alternative options you might pursue if you are unable to 

reach an agreement with the other party

b. Estimate the value associated with each alternative

c. Select the best alternative; this is your BATNA

d. Your BATNA is the reality you will face if you don’t reach a deal

5-Step Pre-Negotiation Framework



2. Calculate your reservation value (RV)

a. This is your “walkaway point”

b. If you’re a buyer, it’s the highest price you’ll pay

c. If you’re a seller, it’s the lowest price you’ll pay

d. A careful assessment of your BATNA is essential if you are going to establish a 

rational RV based on a realistic assessment of your alternatives

5-Step Pre-Negotiation Framework



3. Assess the other party’s BATNA

a. You won’t know their BATNA for certain, but take an educated guess

5-Step Pre-Negotiation Framework



4. Calculate the other party’s RV

a. You won’t know their RV for certain, but take an educated guess

5-Step Pre-Negotiation Framework



5. Evaluate the ZOPA (Zone of Possible Agreement)

a. This is the “zone” between the seller’s RV and the buyer’s RV containing all 

possible agreements 

5-Step Pre-Negotiation Framework



It’s possible to surpass your RV but only claim a 

small portion of the total value up for grabs.

A more complete measure of success would 

evaluate your outcome according to what you 

could have discovered during the negotiation.



Should you make 
the first offer?



• Benefit is that it establishes an “anchor” 

• An anchor is a number or position that focuses the other 

negotiator’s attention and expectations

Should you make the first offer?



However, when made prematurely, a 
first offer can be extremely costly.





If you believe you have sufficient information about the 
other side’s RV, it pays to make a reasonable opening offer 

that anchors the discussion in your favor.

If you suspect you may not have enough information, you 
may wish to defer an opening offer until you have more.  You 

may even elect to let the other party make the first offer.



“What should my first offer be?”

a) Make an offer that falls outside the ZOPA

b) Provide a justification for doing so—what is the most aggressive offer you can justify?

c) Set high but realistic expectations—those who have more aggressive targets tend to 

achieve more favorable outcomes

d) Consider the context and relationship – what is the best deal you can achieve while 

maintaining (or strengthening) the relationship and your reputation?

Should you make the first offer?



If the other side makes the first move:

a) Ignore their anchor

b) Separate information from influence—what do you really know?

c) If you’re surprised by their offer, probe to find out any new information

d) If no further information is forthcoming, shift attention away from the anchor 

by sharing your own perspective (“I was thinking more along the lines of…”)

e) Make an aggressive counteroffer, then suggest you need to work together to 

bridge the gap

Should you make the first offer?



1. Avoid making unilateral concessions. Every price reduction or increase 

in value should involve a trade-off of some kind.

2. Make it clear your concessions are costing you and that you will only 

make your concession if the other party meets your expectations. 

Example: “I’m willing to pay more if you can promise me early delivery.”

3. Brainstorming surfaces multiple issues which allows for value creation.  

4. Look for opportunities to create value by making trades across multiple 

issues.  This is called logrolling. 

12 Critical Tips from Master Negotiators



5. Avoid bluffing. Be clear about what you want and you may find the 

other party more receptive.

6. The bolder, louder, or more emotional a statement, the more likely it is 

either a bullying tactic or a sign of insecurity (or both).

7. By remaining calm and focused, you can more easily steer the 

conversation back toward productivity. 

8. Don’t become distracted by attempts to move the deal away from 

your goals.

12 Critical Tips from Master Negotiators



9.  Use silence to your advantage. If you make an offer and are rebuffed, 
don't respond right away. Sit tight. Listen and think more than you speak. 

10. Never set a range and never provide an estimate when you don’t have 
enough information.

11. Always have a reason to step away and get a final OK from another 
person, even if that other person is just you.

12. Use time to your advantage. While some people will walk away if the 
negotiation takes time, most will hang in for longer than you might think.

12 Critical Tips from Master Negotiators





Consider preparing multiple packages at the same time.

Design each package to probe your estimates of the other side’s 
BATNA and interests. 

All this preparation makes it more likely that the parties will find 
items of differing value that can be traded to create value.

Advanced Techniques – Multiple Packages



Advanced Techniques – “What if…”

Imagine that you’re re-negotiating a contract with a customer who is 
satisfied with the product you currently supply. 

Your company, however, has invested heavily in a new, improved version 
of the product, and your own interest lies in persuading the customer to 
switch to it. 

By questioning him about his interests, you learn that he’s concerned 
about the rising costs associated with expanding his business. 

Propose a “what if” scenario that might entice the customer to switch.



Advanced Techniques – “What if…”

“If I offered you a 10% rebate on every new unit you purchase 
beyond the $50,000 mark, would you be willing to switch to our 
improved version?”

OR CREATE MULTIPLE PACKAGES

“Here’s another idea,” you might say before he’s had a chance to 
respond to your first offer. “Instead of that 10% rebate, I could 
offer you free delivery of the new product. Which offer sounds 
better to you?”



If your counterpart appears to value a rebate more than the free 
delivery, follow up with two more proposals: 

“I could even give you a rebate of 15% on orders above $100,000 
if you buy the new version, or I can extend the payment due date 
by three months with no interest.”

Each package is designed to create a little more value by taking 
advantage of mutually beneficial tradeoffs.

Advanced Techniques – “What if…”



Advanced Techniques – Use an Intermediary

When little or no trust exists, consider recruiting an intermediary 
that is trusted by both sides.

His/her duties include meeting privately with each side, exploring 
interests, and helping to identify mutually advantageous 
tradeoffs. 

Adding an intermediary to your negotiation can help you and 
your counterpart overcome reluctance about revealing too much.



Advanced Techniques – Use Contingency Contracts

A contingency contract adds incentives or penalties based on 
future performance, thereby protecting both parties against risk.



Advanced Techniques – Deferring to Higher Authority

Two main forms:

• The other party can only negotiate on certain items while 
other terms are non-negotiable and fixed by a higher 
authority.

• Final approval can only be given by a higher authority.

Failure to enquire fully about the ultimate decision maker at this 
stage may lead to a loss of valuable time.



Advanced Techniques – Deferring to Higher Authority

You do not necessarily need to start negotiations with the 
ultimate decision maker. 

Sometimes it is more useful to create a relationship with a lower-
level authority because he or she may be able to swing a great 
deal of influence in your favor. 

Make it clear that you will need to talk with a higher level 
authority at some stage of the deal.



Advanced Techniques – Good Cop/Bad Cop

The other side has a pair of negotiators: one is the tough, mean 
guy. The other is the seemingly helpful, good guy. 

The good guy makes an offer while the other is out of the room, 
acting as if it’s in your best interests. Call them together and 
address the tactic.

Notice what is happening and remember that despite 
appearances, the “good cop” is not on your side. 



Advanced Techniques – The Flinch

Physical reaction such as visible expressions of surprise and shock 
are common examples of flinching. 

Failure to flinch when a low offer is being made leads the party 
making the offer to conclude that the counterpart has yet to 
reach its real base. This could result in further pressure to settle 
for an even lower price.

Likewise, simply accepting an offer without flinching could result 
in missing the opportunity to acquire a better price.



Advanced Techniques – The Flinch

Example:

Salesperson: “So with all the features I showed you, the price is R218,000.”

Client: “What! How much? R218,000? That's big money, my friend.”

Salesperson: “That naturally includes an on-site warranty and installation.”

Client: “It’s still big money.”

Salesperson now makes a concession: “Naturally we will throw in some 
software for your new computer as well.”



Advanced Techniques – The Flinch

When the other person flinches, ask: “I noticed your surprise. 
What were you expecting?”

This puts you in a position to talk about your counterpart‘s 
unrealistic expectation rather than your “unrealistic terms.” 



Advanced Techniques – Personal Attacks

Personal attacks are often deliberate attempts to throw a party off balance and incite 
an emotional response.

Stonewalling is evasive, obstructive behaviur; a refusal to budge. It is usually 
characterized by the inability to behave flexibly.

Attacks are pressure tactics designed to intimidate the other party. Attacks may take 
the form of threats, undermining of credibility, or questioning of authority.

Tricks usually take the form of misrepresentation by negligence, omission or invention. 
Can include the use of false or confusing information in the form of figures; reference 
to another authority; and the use of what is known as “add-ons” or last minute 
demands (items that appear after an agreement has already been reached).



Advanced Techniques – Personal Attacks

Dealing with personal attacks

Smiling at the offender is the best way to disarm him or her and interrupt 
any personal attacks. Reminding the other party that this is contrary to the 
initial agreement can also be a strong counteraction to tricks and attacks. 

People and issues must be kept apart in all negotiation processes. An 
emotional reaction will only show that personal attacks have had the 
desired effect and thrown you off balance.





Importance of Interpersonal Skills





Questioning Skills



Ask Smart Questions

When we enter a negotiation prepared, it is most likely that we'll only have an 

educated guess as to other parties' intentions, interests and priorities.

We need to determine whether our goals can be connected to the business 

goals of the other party. The more we know about their aims, the more we will 

be able to put together settlement packages that better address the business 

goals and priorities of both parties. 

When we know what's important to the other party, we can build a beneficial 

and productive agreement.



Ask Smart Questions

When we enter a negotiation prepared, it is most likely that we'll only have an 

educated guess as to other parties' intentions, interests and priorities.

We need to determine whether our goals can be connected to the business 

goals of the other party. The more we know about their aims, the more we will 

be able to put together settlement packages that better address the business 

goals and priorities of both parties. 

When we know what's important to the other party, we can build a beneficial 

and productive agreement.





To download the complete Powerpoint presentation:

1. Visit www.rightchordleadership.com

2. Move cursor over the tab “International Work”

3. Click on the tab “Negotiation Workshop Sri Lanka 

July 18, 2018”

4. Click on the link “Negotiation Workshop Sri 

Lanka July 18, 2018”
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receive helpful free

content from Right 
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your email.
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