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INTRODUCTION



Two Sides to Negotiation Debate

 The opposing sides

 Two very different approaches

 “Getting to Yes” – Fisher & Fry

 “Start with No” – Jim Camp



“Getting to Yes”

 Win:Win Philosophy

 Wise Agreement

 Meets all legitimate interests

 Resolves Conflicting Interests Fairly

 Takes Community Interests into 
Account



“Start with No”

 Win:Win is a Losing Philosophy

 Win:Win is Emotion-Based

 Win:Win is a relationship

 Negotiation is a different animal

 Replace Emotion with Process



Why You Lose at Win:Win

 Relationships and Networking

 Relationships vs Negotiations

 Emotion-Based Negotiating

 Different agendas – Relationship/Deal

 The need for a Process



Steve Davies Negotiation Background

 Negotiation Training

 Acquisitions – wins and losses

 Client Negotiation - Preparation

 Articles on SteveDavies.com
www.stevedavies.com/categories/negotiations

If you would like a copy of the PowerPoint, 
give me your business card

http://www.stevedavies.com/
http://www.stevedavies.com/categories/negotiations


www.Steve Davies.com



Negotiation Exercise 

What was your toughest negotiation?

Business, if possible

Personal, if not

Think hard. The better the issue, the more
valuable.



Negotiation Exercise 

Your Toughest Negotiation

 What was it about? 

 Who was it with?

 How important was it to you? 

 How important was it to them?

 Did it matter more to you or to them? 

 How would you describe the outcome? 



Top Three Negotiating Errors

1. Being in the position of need rather
than want

2. Focusing too much on the result

3. Not having a negotiation process



Neediness

Mistake 1 – Being in the Position of Need

 What we need vs what we want

 The supplicant loses the game

 Analysis of respective positions

 Self talk and discipline

 Starts with Maslow…….



Neediness



Neediness

The Importance Scale

 Business is like golf……

 The dangers of emotional involvement

 Need a process – or an intermediary



Negotiation Exercise

Need vs. Want

 Were you in the ‘need’ position?

 Did you have a walk away strategy?

 Were you emotionally involved in the 
outcome?

 Who was in control?



Result Focus

Mistake 2 – Focusing on the Result

 You Can’t Control the Result

 Winning isn’t Everything…..

 …..The will to win is

 You can’t control your adversary

 Only yourself



Result Focus

What Can you Control?

 Heart rate?

 Anger?

 Time?

 Talking?

 Closing too early?



Result Focus

Control Behaviors Towards an Outcome

 Identify behavioral styles

 The Line Drawing Technique

 Boiling Frogs

 Disarming your adversary

 The three question technique



Results vs. Process Orientation

 Did you try to control the result?

 How did you control yourself?

 What were your tactics?

 How did you counter?

 Who was in control?

Negotiation Exercise



Negotiation Process

Mistake 3 – No Negotiation Process

 Planning and Preparation

 Need/Want Analysis

 Importance Analysis

 Agenda



Negotiation Process

Planning and Preparation

 Research your adversary

 Identify real decision makers

 Set your mission and purpose

 See everything in their world



Negotiation Process

The Need/Want/Importance Analysis

 Analyze your need/want posture

 Analyze their need/want posture

 How important is this to you?

 Define your minimum/maximum goal

 What is your “no” point

 What is your bailout strategy



Negotiation Process

Five Key Agenda Elements

 The issues at stake

 Our baggage

 Their baggage

 What we want

 What happens next



Your Negotiation Process

 What research did you do?

 Did you put yourself in their shoes?

 Did you define your 
minimum/maximum goal?

 Did you have a ‘no’ point?

 Did you follow a process?

Negotiation Exercise



Negotiation Exercise

Evaluation

 What did you do right?

 What did you do wrong?

 What would you have done differently?

 Did you follow a process?

 Could you have got a different outcome?



Conclusion

 Negotiating isn’t a relationship

 Eliminate your neediness

 Focus on process not outcomes

 Develop a process

 Prepare for every negotiation



The Final Curtain



Follow Up

 Articles at www.stevedavies.com

 Give me your business card for
 PowerPoint

 Assessment

 Follow Up Meeting

Write on the back what you would like

http://www.stevedavies.com/
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Negotiation Process



Neediness



Neediness



Neediness


