Mind map

How to negotiate without damaging the relationship
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Positions vs. interests

e A position is the stated demand
e An interest is the need behind it
e [nterests allow more than one solution
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e Set your real walk-away point first
e Rank your interests by importance
e Anticipate the other side's interests
e Know your alternative to no deal

Relationship-

-

\_

Running the conversation

e Explore before proposing
e Conditional concessions, never unilateral ones
e Firm on the problem, kind to the person

Action plan

Set your limit and your

Ask what needs to be
alternative before
nhegotiating

Tie every concession to
solved for the other side something in return
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Deadlocks and pressure

e Calmly name the tactic
e Ask how the number was built
e Use pauses deliberately
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preserving
negotiation

Ask for a pause or the
criteria under pressure
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Winning too much

e A squeezed party executes the deal poorly
e Weigh value and willingness to comply
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Closing well

e Restate the agreement out loud
e Put it in writing the same day
e Spell out deadlines, owners and exclusions

Put the agreement in
writing the same day

Key takeaway

A lasting deal is one both sides
still want to honor six months
later.
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