Negotiating
Skills:

The Art of
Reaching

Agreement

Strategies for Influence,
Collaboration, and
Success




“Let us never negotiate out
of fear. But let us never fear
to negotiate.”

- John F. Kennedy



What Is
Negotiation?

A dialogue between two or
more parties to reach a
beneficial outcome

Common in business,
leadership, sales, conflict
resolution

Involves compromise,
persuasion, and strategy



Why Negotiation Skills Matter
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Builds stronger Resolves conflicts Enhances decision- Drives better outcomes
relationships effectively making and leadership in personal and

professional settings



Key Principles of Effective Negotiation
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Preparationis Know your Understand the Aim for win-win Stay calm and
everything objectives and other party’s needs outcomes professional

limits



The Negotiation Process

Preparation: Research, set Opening: Establish rapport, Bargaining: Exchange Closing: Finalize terms, Follow-up: Document and
goals, know your BATNA set the tone offers, explore options confirm agreement implement

(Best Alternative to a

Negotiated Agreement)



Types of Negotiation

Distributive: Win-lose,
fixed pie
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Integrative: Win-win,
collaborative
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Multi-party: Complex,
multiple interests
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Team-based: Internal
alignment before external
negotiation



Essential Skills for Negotiators

® m & O G H

Active Emotional Persuasion Assertiveness Problem- Adaptability
listening intelligence and influence solving




Common
Mistakes to
Avold

Rushing the Failing to
process prepare

Not Being overly
listening aggressive
actively or passive

lgnoring
non-verbal
cues
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