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What is 
negotiation?

It is persuasive communication.

Negotiation takes place when two or more people, 
with differing views - come together 

to attempt to reach agreement on an issue.

Negotiation is about getting the best possible 
deal in the best possible way. 



Official negotiation Qualifications



UNOfficial negotiation Qualifications

Attorney (in a past life)

Owning a Business – trying to own a business

Being an Employee – finding a job - having employees

Being a Parent – Wife – Friend - Sister

Being the DAUGHTER of a Mom that would haggle down from a nickel at a Garage Sale
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What Do You Negotiate?



“Official”  principles of Negotiation 

Define what is meant by negotiation and apply that to many different contexts

Identify factors that can determine the outcome of a negotiation

Determine Strategic Barriers  





Be Prepared 

Don’t take anything personally

Lose all dignity

Don’t be pushy, but do be assertive

NO Deal is better than a Bad Deal 

NEGOTIATING L.A.B. STRATEGIES
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Be Prepared



Don’t take anything personally



Lose all dignity (well…not all, just most)



Don’t be pushy, but do be assertive
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Get the Best Deal 

NO Deal is better than a Bad Deal
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The  F Bomb
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“We just want what is fair”

How to Use the F Word

“We’ve given you a fair offer”

Use it FIRST!!   



“YOU’RE RIGHT”

“THAT’S RIGHT”

Vs.



“That’s RIGHT”

Leave them hanging…
Pause at the right time!
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“That’s RIGHT”

Pay attention

Seriously.

You need to ACTIVELY Listen



“That’s RIGHT”

Use

Encouraging

Language
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“That’s RIGHT”

Mirror
7-38-55
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“That’s RIGHT”

Empathize
lABEL
SUMMARIZE
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Group 
Exercise



LISTEN & Pause at the Right Times

ACTIVELY Listen

Use Encouraging Language

Mirror

Empathize - Label - SUMMARIZE



How to
MAKE IT RAIN



How to negotiate a raise or get a better salary

Be Pleasantly Persistent (& use Nonmonetary requests)

Define Success

Set a Nonspecific Anchor – use an odd Numbered range

try not to go first

Use silence effectively
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Build stronger relationships with others

Foster goodwill despite a difference in opinions & interest

Avoid future conflicts

Remove barriers to communication

Learn to respond to difficult situations in a peaceful, constructive manner

BENEFITS OF NEGOTIATING
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Melissa Cross
President & Owner 
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