





NEGOTIATIONS STYLES

Here are some general approaches:



Look for the Win-Win

Have clear objectives in mind

Iry to understand before

being understood
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 Ask open-ended questions

e Be an active listener

o Sit on the same side of the table
(figuratively)




e See objections as a positive step
forward

e Work on building trust

e Do not argue
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e Repeat back their case to them (“steel-man’)

* Be aware that we all have parts of our
personalities

o Different parts get triggered by different
things



Goal in Collaborative

Negotiation:

Long-term shared

mission impact



Frepare with Purpose




Build Trust and Transparency




Interest-Based Negotiations
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Get it in writing




Freparation is the Key!

How do you get to Carnegie Hall?

Research

Research



BATNA (Best Alternative to a Negotiated Agreement}
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Z0PA (Zone of Possible Agreement)
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Case Studies &

Stories from the Panelists
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Any questions from

the audience?
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THANK YOU!




