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When a man tells me he
is going to put all his
cards on the table, |
always look up his
sleeve.

Lord Hore-Belisha
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INTRODUCTION
A USEFUL SKILL

Negotiation can smooth relations. It can save you time. money. aggravation and ‘face’
..... or gain you a positive advantage.

But there is a catch (isn't there always?). Negotiation is a complex process.
It involves learning some skills and some practice.

This pocketbook is designed to help you do better
and achieve more in a variety of negotiating
situations. | want you to buy it. You want to be a
better negotiator. Buy it (and read it) and we 7

both get what we want. Is it a deal?
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INTRODUCTION
DEFINITION

Negotiation takes place when two people (or more), with differing views, come together
to attempt to reach agreement on some issue. This may be a one-off event or part of an
on-going relationship.

it is a form of communication known as persuasive communication. in a word,
bargaining.

Persuasive communication is about getting what you want. Negotiation is about getting
the best possible deal: that is, getting what you want in the best possible way.
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INTRODUCTION

COMMUNICATION OVERLAP

Persuasiveness and negotiation are forms of communication. Like all forms of
communication. they are never as simple as they seem. To keep this clear, think of
them as an overlapping process:

[ COMMUNICATION >
Persuasive Communication >

—

Negotiation

TIME OF INTERACTION

Start Conclusion

L= P
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INTRODUCTION

NEGOTIATION: 2 TYPES
1. DISTRIBUTIVE

Sometimes called ‘win/lose’ negotiation,
distributive negotiation arises when the
parties are in conflict. Each sees the
objective as beating the other. This
leads to negative tactics and makes
confrontation more likely. with a
satisfactory conclusion more difficult

to obtain than in more mutually

positive encounters.
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