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The Negotiation Mindset: From Transaction to Relationship

Most people fail at negotiation because they approach it with a transaction
mindset. They focus on getting the best deal, often at the expense of the other
party. This approach may yield short-term gains, but it can damage
relationships and lead to long-term losses. In contrast, effective negotiators
adopt a relationship mindset, recognizing that negotiation is a process of
creating mutual value. As Robert Cialdini, a renowned expert in influence and
persuasion, notes, "The goal of negotiation is not to get what you want, but to
get what you want while also getting the other person to want what you
want" (Cialdini, 2009).

The DEAL MAKER MODEL is a framework for negotiation that helps you
adopt a relationship mindset. It consists of five negotiation dimensions:
Preparation, Position, Psychology, Process, and Partnership. By mastering
these dimensions, you can become a skilled negotiator who creates value for

all parties involved.

Let's start with Preparation. This dimension involves gathering information,
setting goals, and developing a strategy. A key part of preparation is
understanding the other party's needs and interests. As Fisher and Ury (1981)
note in their book "Getting to Yes,' separating the people from the problem is
essential in negotiation. To do this, use THE DEAL MAKER PREP
FRAMEWORK, which involves:



1. Identifying the key issues and interests 2. Gathering information about the
other party's needs and goals 3. Developing a range of possible solutions 4.
Establishing a walk-away point (the point at which you are willing to abandon

the negotiation)

To apply THE DEAL MAKER PREP FRAMEWORK, complete the following

worksheet:
**Pre-Negotiation Worksheet**

1. What are the key issues in this negotiation? 2. What are the other party's
needs and interests? 3. What are my goals and objectives? 4. What is my walk-
away point? 5. What are some possible solutions that could satisfy both

parties?

Next, let's consider Position. This dimension involves communicating your
needs and interests to the other party. A common mistake is to focus solely on
your own position, without considering the other party's perspective. To
avoid this mistake, use THE TACTICAL EMPATHY PROTOCOL, which

involves:

1. Active listening (paying attention to what the other party is saying) 2.
Acknowledging the other party's emotions and concerns 3. Asking open-
ended questions to gather more information 4. Paraphrasing and

summarizing to ensure understanding
To apply THE TACTICAL EMPATHY PROTOCOL, use the following script:
**Tactical Empathy Script**

"Just to make sure I understand, can you tell me more about your concerns
regarding [issue]? I want to make sure I understand your perspective. Can you

help me see why this is important to you?"

Now, let's examine Psychology. This dimension involves understanding the
emotional and psychological factors that influence negotiation. As Daniel

Kahneman, a Nobel laureate in economics, notes, "The human mind is a



machine for jumping to conclusions" (Kahneman, 2011). To avoid jumping to
conclusions, use THE COGNITIVE BIAS CHECKLIST, which involves:

1. Recognizing the role of emotions in negotiation 2. Identifying potential
cognitive biases (such as anchoring or confirmation bias) 3. Taking a step back
to reflect on your thoughts and feelings 4. Seeking diverse perspectives to

challenge your assumptions

To apply THE COGNITIVE BIAS CHECKLIST, complete the following

assessment:
**Negotiation Style Assessment**

1. How do you typically approach negotiation? (Select one) * Avoider (I try to
avoid conflict and compromise quickly) * Compromiser (I try to find a middle
ground that satisfies both parties) * Competitor (I try to win at all costs) *
Accommodator (I prioritize the other party's needs over my own) *
Collaborator (I work together with the other party to find a mutually
beneficial solution) 2. What are your strengths and weaknesses in negotiation?

3. What are some common cognitive biases that you are prone to?

The traditional "win-win" framing of negotiation often fails because it implies
that both parties will get everything they want. In reality, negotiation often
involves trade-offs and compromise. A more effective approach is to focus on
creating mutual value, rather than just trying to "win." As Adam Grant, a
leading researcher on negotiation, notes, "The most effective negotiators are
those who are able to find creative solutions that benefit both parties" (Grant,
2013).

Finally, let's consider Partnership and Process. Partnership involves building a
relationship with the other party, while Process involves managing the
negotiation itself. To build a strong partnership, use THE RELATIONSHIP
BUILDING PROTOCOL, which involves:

1. Establishing trust and rapport 2. Finding common ground and shared
interests 3. Communicating openly and transparently 4. Showing

appreciation and gratitude



To apply THE RELATIONSHIP BUILDING PROTOCOL, use the following

script:
**Relationship Building Script**

"l appreciate your willingness to work together to find a solution. I'm
committed to being transparent and open in our communication. Can we

agree to establish a collaborative and respectful tone for our negotiation?"

As for Process, it's essential to manage the negotiation effectively. This
involves setting a clear agenda, establishing a timeline, and managing the flow
of information. Use THE NEGOTIATION PROCESS MAP to guide you:

**Negotiation Process Map**

1. Introduction and opening 2. Information exchange and discussion 3.

Option generation and evaluation 4. Agreement and closure

To apply THE NEGOTIATION PROCESS MAP, complete the following

worksheet:
**Negotiation Process Worksheet**

1. What is the agenda for our negotiation? 2. What is the timeline for our
negotiation? 3. How will we manage the flow of information? 4. What are the

key milestones and deadlines?

CHAPTER ACTION STEPS

1. Complete the Pre-Negotiation Worksheet to prepare for your next
negotiation. 2. Practice using THE TACTICAL EMPATHY PROTOCOL to
improve your listening and communication skills. 3. Take the Negotiation
Style Assessment to identify your strengths and weaknesses in negotiation. 4.
Apply THE COGNITIVE BIAS CHECKLIST to recognize and manage
cognitive biases in your next negotiation. 5. Use THE RELATIONSHIP
BUILDING PROTOCOL to build a strong partnership with the other party in

your next negotiation.



As we delve deeper into the negotiation mindset, it's essential to explore real-
world applications of the principles and protocols discussed earlier. Let's
examine a detailed case study of a fictional professional, Emily Chen, a sales

manager at a technology firm.
**Case Study: Emily Chen**

Emily is tasked with negotiating a contract with a potential client, GreenTech
Inc., for a customized software solution. The client has expressed interest in
Emily's company's product, but is hesitant due to budget constraints. Emily's

goal is to secure a deal that meets both parties' needs.

To prepare for the negotiation, Emily completes the Pre-Negotiation
Worksheet, identifying her goals, the client's needs, and potential areas of
compromise. She also practices using THE TACTICAL EMPATHY

PROTOCOL to improve her listening and communication skills.

During the negotiation, Emily uses THE RELATIONSHIP BUILDING
PROTOCOL to establish trust and rapport with the client. She starts with a

script similar to the following:

"Hi, thank you for considering our software solution. I understand that budget
is a concern for you. Can you tell me more about your priorities and what
you're hoping to achieve with this project? I'm committed to finding a

solution that meets your needs and fits within your budget.

As the negotiation progresses, Emily uses THE NEGOTIATION PROCESS
MAP to guide the discussion. She sets a clear agenda, establishes a timeline,
and manages the flow of information. When discussing pricing, Emily uses a

script like this:

"l understand that our initial proposal may be outside your budget. However,
I'd like to explore some options that could work for both of us. What if we
were to offer a tiered pricing structure, with discounts for long-term
commitments? Would that be something you'd be interested in exploring

further?"



Through active listening and creative problem-solving, Emily and the client
work together to find a mutually beneficial solution. They agree on a
customized pricing plan that meets the client's budget constraints while still

meeting Emily's company's revenue goals.
**Script Examples for Common Negotiation Scenarios**

In addition to the script examples provided earlier, here are a few more

scenarios to consider:

* When dealing with an aggressive counterpart: "I understand that we have
different perspectives on this issue. However, I'm committed to finding a
solution that works for both of us. Can we take a step back and explore some
alternative options?" * When faced with a limited-time offer: "I appreciate
your enthusiasm for moving forward quickly. However, I need to ensure that
we're making an informed decision. Can we discuss the terms of the offer in
more detail and explore some potential risks and benefits?" * When
negotiating with a team: "I'd like to ensure that everyone is on the same page.
Can we summarize the key points and agree on a shared understanding of the

terms and conditions?"
**Common Mistakes to Avoid**

Even experienced negotiators can fall into common traps. Here are a few

mistakes to watch out for:

* **Failing to prepare**: Not researching the counterpart's needs, goals, and
limitations can lead to a lack of creative solutions and a higher likelihood of
impasse. * **Being too rigid**: Refusing to consider alternative options or
compromises can lead to a breakdown in the negotiation. * **Not actively
listening**: Failing to listen attentively to the counterpart's concerns and
needs can lead to misunderstandings and mistrust. * **Making
assumptions**: Assuming you know what the counterpart wants or needs

without asking can lead to incorrect assumptions and a failed negotiation.

**Additional Worksheet Prompts**



To further develop your negotiation skills, consider the following worksheet

prompts:

* **Negotiation Debrief**: After a negotiation, take time to reflect on what
went well and what didn't. What would you do differently next time? *
**Counterpart Analysis**: Research your counterpart's company, industry,
and goals. What are their strengths, weaknesses, and limitations? * **Creative
Solution Generation**: Brainstorm a list of potential solutions that could
meet both parties’ needs. What are the pros and cons of each option? *
**Communication Strategy**: Develop a communication plan for the
negotiation, including key messages, tone, and language. What are the

potential pitfalls to avoid?

By incorporating these additional tools and strategies into your negotiation
toolkit, you'll be better equipped to navigate complex negotiations and
achieve mutually beneficial outcomes. Remember to stay flexible, adapt to
changing circumstances, and continuously develop your skills to become a

master negotiator.
**Advanced Negotiation Strategies: Building on the Foundation**

As we've established, a strong negotiation mindset is essential for achieving
success in any negotiation scenario. However, to truly excel, it's crucial to
develop advanced strategies that can help you navigate complex situations
and build strong relationships with your counterparts. In this section, we'll
explore some of these strategies in depth, providing you with the tools and

techniques needed to take your negotiation skills to the next level.
**Case Study: Negotiating a Partnership Agreement**

Meet Rachel, a seasoned business development professional at a leading
technology firm. Rachel's company is looking to partner with a prominent
software provider to offer a comprehensive solution to their clients. The
partnership agreement is crucial to Rachel's company's growth strategy, and

she's been tasked with negotiating the terms of the agreement.



The software provider, represented by their CEO, Michael, is looking to
expand their reach and increase revenue. However, they're also concerned
about maintaining control over their intellectual property and ensuring that

the partnership aligns with their company's values.

Rachel and Michael have a series of meetings to discuss the partnership
agreement, and the negotiation becomes increasingly complex. Rachel must
balance her company's needs with Michael's concerns, all while building a

strong relationship with her counterpart.
**Script Examples for the Partnership Negotiation**

To navigate this complex negotiation, Rachel uses the following script

examples:

* When discussing the partnership's revenue sharing model: "I understand
that you're looking to maximize revenue from this partnership. However, we
need to ensure that our company's investments are adequately compensated.
Can we explore a tiered revenue sharing model that incentivizes both parties
to drive growth?" * When addressing Michael's concerns about intellectual
property: "l appreciate your concerns about protecting your company's IP.
Can we discuss potential safeguards, such as non-disclosure agreements and
joint ownership structures, that would alleviate your concerns while still
allowing us to collaborate effectively?" * When building rapport and
establishing a strong relationship: "['ve been impressed by your company's
commitment to innovation and customer satisfaction. Can we discuss ways in
which our companies can work together to drive mutual growth and success,

beyond just the partnership agreement?"
**Leveraging Data and Analytics in Negotiation**

In today's data-driven business landscape, it's essential to incorporate data
and analytics into your negotiation strategy. By leveraging data, you can make
informed decisions, build stronger arguments, and create more effective

solutions.



For example, Rachel uses data to demonstrate the potential revenue growth
and cost savings that the partnership could bring to both companies. She
presents Michael with a detailed analysis of the market, highlighting the

opportunities and challenges that the partnership could address.

By using data to support her arguments, Rachel is able to build a stronger case
for the partnership and create a more compelling value proposition. This, in
turn, helps to establish trust and credibility with Michael, making it easier to

reach a mutually beneficial agreement.
**Managing Emotions and Building Trust**

Emotions can play a significant role in negotiation, and it's essential to
manage them effectively to build trust and achieve a successful outcome.
Rachel recognizes that Michael is passionate about his company's mission and

values, and she takes the time to understand and acknowledge his concerns.

By actively listening to Michael's needs and addressing his emotions, Rachel is
able to build a strong rapport and establish a foundation for trust. She also
uses positive language and emphasizes the benefits of the partnership, rather

than just focusing on the terms of the agreement.
**Common Mistakes to Avoid in Complex Negotiations**

Even experienced negotiators can fall into traps when navigating complex

negotiations. Here are some common mistakes to watch out for:

* **Failing to consider multiple stakeholders**: In complex negotiations,
there may be multiple stakeholders with different interests and priorities.
Failing to consider these stakeholders can lead to a breakdown in the
negotiation or a lack of buy-in from key parties. * **Not addressing cultural or
personal differences**: Cultural or personal differences can significantly
impact the negotiation process. Failing to address these differences can lead
to misunderstandings and mistrust. * **Being overly focused on the short-
term**: Complex negotiations often require a long-term perspective. Failing
to consider the long-term implications of the agreement can lead to a lack of

sustainability and potential conflicts down the line.



**Additional Worksheet Prompts for Advanced Negotiation**

To further develop your advanced negotiation skills, consider the following

worksheet prompts:

* **Stakeholder Analysis**: Identify all the stakeholders involved in the
negotiation, including their interests, priorities, and potential concerns. How
can you address the needs of each stakeholder and ensure buy-in from all
parties? * **Cultural and Personal Differences**: Consider the cultural and
personal differences between you and your counterpart. How can you adapt
your negotiation style to address these differences and build trust? * **Long-
Term Implications**: Think about the long-term implications of the
agreement. How can you ensure that the agreement is sustainable and aligns
with the interests of all parties involved? * **Data-Driven Decision Making**:
How can you use data and analytics to inform your negotiation strategy and
build stronger arguments? What data points are most relevant to the

negotiation, and how can you present them effectively?

By incorporating these advanced strategies and techniques into your
negotiation toolkit, you'll be better equipped to navigate complex
negotiations and achieve mutually beneficial outcomes. Remember to stay
adaptable, build strong relationships, and continuously develop your skills to

become a master negotiator.

Get the full 12-chapter Deal Maker workbook at ebookdev.com/deal-

maker — $14.99
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