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What is Negotiation?

• Definition: Negotiation is a dialogue between two or more parties with the goal

of reaching a mutual agreement. In the workplace, it often revolves around

salaries, roles, responsibilities, and conflict resolution.

• Key Point: Negotiation is not just about winning; it’s about achieving the best

possible outcome for all involved.

• Quote: "In business, you don't get what you deserve, you get what you

negotiate." - Chester L. Karrass



Types of Negotiation

• Distributive Negotiation (Win-Lose): Zero-sum, competitive, focused on 

maximizing individual gain.

• Integrative Negotiation (Win-Win): Collaborative, aiming to find mutually 

beneficial solutions.

• Soft Negotiation: Focused on maintaining relationships, often leads to 

concessions.

• Hard Negotiation: Focused on winning, less regard for relationships.

• Principled Negotiation: Focuses on underlying interests rather than positions, 

aiming for a fair outcome.



Why Negotiating is Essential in 
the Workplace

• Key Reasons:

• Helps secure better salaries and benefits.

• Strengthens professional relationships.

• Solves conflicts before they escalate.

• Ensures fair distribution of resources.



The Importance of Active 
Listening in Negotiation

• Definition: Active listening involves fully concentrating, understanding, and 

responding thoughtfully to what others say.

• Key Techniques:

• Paraphrasing the speaker’s points to confirm understanding.

• Non-verbal cues (nodding, eye contact).

• Avoiding interruptions.

• Benefit: Shows respect and allows you to gather critical information for effective 

negotiation.



Emotional Intelligence (EQ) in 
Negotiation

• Definition: The ability to recognize, understand, and manage your own 

emotions, and the emotions of others.

• Why EQ Matters:

• Helps control emotional reactions.

• Builds rapport and trust.

• Enables better conflict management.

• Techniques:

• Self-awareness, empathy, self-regulation.



Effective Communication Skills in 
Negotiation

• Verbal Communication: Clear, concise language, avoiding jargon, using "I" 

statements.

• Non-Verbal Communication: Body language, tone of voice, eye contact.

• Tailoring Your Message: Adapt communication style to suit different 

stakeholders (e.g., managers vs. peers).



Problem-Solving Approach in 
Negotiation

• Definition: A mindset that focuses on identifying mutually acceptable solutions 

rather than winning at all costs.

• Key Steps:

• Define the problem clearly.

• Brainstorm multiple options.

• Evaluate and prioritize solutions.

• Example: Discuss a workplace conflict that was resolved by using a problem-

solving approach.



Confidence and Assertiveness in 
Negotiation

• Confidence: Believing in your value and standing firm on critical issues.

• Assertiveness: Expressing your needs and wants openly and respectfully, 

without aggression.

• How to Develop Confidence:

• Preparation and research.

• Practicing self-advocacy.



The Negotiation Process –
Preparation

• Research: Understanding the other party’s goals, limits, and alternatives.

• Define Your Objectives: Be clear on what you want and your BATNA (Best 

Alternative to a Negotiated Agreement).

• Preparation Checklist:

• Know your priorities.

• Anticipate objections and prepare counterarguments.

• Understand both parties' needs.



The Negotiation Process –
Opening the Negotiation

• Anchoring: Setting the starting point in the negotiation (often by making the 

first offer).

• Tone Setting: Establish a collaborative, respectful atmosphere from the start.

• Importance of Framing: Presenting information in a way that resonates with the 

other party.



The Negotiation Process –
Bargaining

• Techniques for Effective Bargaining:

• Making concessions strategically (never give without getting something in 

return).

• Focusing on interests, not positions.

• Managing emotions during bargaining.



The Negotiation Process –
Closing the Negotiation

• Reaching Agreement: Ensuring both sides feel they’ve gained something.

• Documenting the Outcome: Finalizing agreements in writing to avoid 

misunderstandings.

• Follow-Up: Keeping communication lines open after the deal to maintain 

relationships.



BATNA (Best Alternative to a 
Negotiated Agreement)

• Definition: The most favorable course of action you can take if negotiations fail.

• Why BATNA is Critical: Provides leverage in negotiations by giving you an 

alternative.



Common Negotiation Strategies

• Anchoring: Setting a reference point early in the negotiation.

• Framing: Presenting the offer in a context that highlights its benefits.

• Reciprocity: The principle of making concessions to encourage the other party 

to reciprocate.



Anchoring as a Negotiation 
Strategy

• Definition: Setting the initial reference point in the negotiation, often by making 

the first offer.

• How it Works: The first number or condition set in a negotiation often 

influences the rest of the discussion.

• Example: In salary negotiations, the first offer tends to set the tone for future 

concessions.

• Tips:

• Make the first offer when you’re well-prepared.

• Aim slightly higher than your ideal outcome to leave room for negotiation.



Framing in Negotiation

• Definition: Presenting an offer or argument in a way that makes it more 

attractive or understandable to the other party.

• How it Works: The way you frame information (positive vs. negative) can 

significantly impact the other party’s response.

• Example: Instead of saying, “This project will take too long,” say, “We can 

ensure high quality if we extend the timeline.”

• Tips:

• Tailor your framing to the other party’s values and needs.

• Focus on benefits and solutions rather than problems.



Reciprocity in Negotiation

• Definition: The principle of exchanging concessions during the negotiation process. 

When one party makes a concession, the other feels obligated to reciprocate.

• How it Works: Offering something of value (even a small concession) can 

encourage the other party to give back, creating a collaborative negotiation 

atmosphere.

• Example: Offering flexibility on deadlines in exchange for more resources or 

budget.

• Tips:

• Use concessions strategically to encourage reciprocation.

• Don’t give too much away without getting something in return.



Handling Difficult People in 
Negotiations

• Tactics:

• Staying calm and composed.

• Setting clear boundaries.

• Focusing on solutions rather than personalities.

• De-escalation Techniques:

• Active listening.

• Reframing negative statements into constructive discussions.



Overcoming Rejection and 
Stalemates in Negotiation

• Key Points:

• Stay professional and persistent.

• Ask clarifying questions to understand the rejection.

• Propose alternative solutions.



Cultural Sensitivity in 
Negotiations

• Understanding Different Cultures: How cultural norms impact negotiation 

styles (e.g., direct vs. indirect communication, time orientation, power distance).

• Adjusting Your Approach: Tips for negotiating with people from diverse 

cultural backgrounds.



Conclusion and Key Takeaways

• Summary of Core Concepts:

• Importance of preparation, active listening, and emotional intelligence.

• Key strategies like BATNA, anchoring, and framing.

• Effective communication and problem-solving mindset.

• Final Thought: “Negotiation is not a battle to be won, but a partnership to be 

fostered.”



Scenario: Job Offer Negotiation

• Background:

Imagine you are a software developer who has received a job offer from 
Company A. The initial offer is $80,000 per year, which is below your
expectations based on market research and your previous salary of 
$90,000.

• Your BATNA:

Before going into the negotiation with Company A, you also applied to 
Company B, which has expressed strong interest in your profile. They have
informed you that they are preparing to make an offer, and you expect it
to be around $95,000 based on industry standards and their budget for 
the role.



• Negotiation with Company A:

When you sit down with the hiring manager at Company A, you express your enthusiasm
for the position but indicate that the salary is below your expectations. You say:

"I’m really excited about the opportunity at Company A, but I was hoping for a salary
closer to $90,000, especially considering my experience and the industry standards."

• Impact of a Strong BATNA:

As you negotiate, you confidently mention your ongoing discussions with Company B. 
You don’t explicitly state the offer, but you say:

"I have been in discussions with another company that values my skills highly and is
preparing an offer soon. While I would prefer to join Company A due to its culture and 
growth opportunities, I need to ensure that the compensation aligns with my market 
value."



• Outcome:

The hiring manager recognizes that they might lose a qualified candidate to a competitor. 
Given your strong BATNA, they feel pressured to improve their offer.

After some discussion, they agree to increase your salary offer to $90,000, along with a 
signing bonus and additional benefits, making the offer much more attractive.

• Conclusion:

In this scenario, your strong BATNA (the impending job offer from Company B) 
significantly influenced the negotiation outcome with Company A. It not only gave you
leverage to negotiate a better salary but also showed the hiring manager that you were a 
sought-after candidate, leading to a more favorable agreement.



Your questions

• The f loor is now open for all questions and inquiries in regards to the topic at hand. Feel free to 
ask me about any slides or details in the presetnation!
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