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Share some defining and key
concepts of negotiation and
influencing

Highlight some different
between negotiation and
influencing skills

Have awareness about the
importance of these skills.

Learning Outcomes of the
Lecture
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NEGOTIATION

Everyone negotiates on a daily basis
(Samina & Vinta, 2010, p. 26)
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. At work;
Personal lives;

employees in organisations

Who makes dinner, who negotiate and influence
drinks/drives, holiday vertically & horizontally with
destinations... colleagues, partners, customers,

clients and internal teams.

* Negotiation and Influencing are skills, not a profession we can
learn it through experience and training.
 Vital personally and for organizations
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Chapter

Negotiation skills & Influencing Skills

o 02

\
Influence and negotiation skills are crucial for success in both
personal and professional life.
Influence involves persuasion and shaping others' perspectives,
while negotiation focuses on reaching mutually satisfactory
agreements through communication and compromise.
Y,
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Mastering these skills helps individuals build strong relationships,
resolve conflicts effectively, and achieve desired outcomes in
various contexts.
Y,




Negotiation skills
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are inherent qualities that help
two or more parties agree to a
common logical solution.

Other definition:

is a process of communication
in which the parties aim to send
a message to the other side and
9 influence each other.
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Negotiation skills
r‘

Negotiation is a discussion to
settle disputes and reach
agreements between two or
more sides. Negotiation is a
“give and take” process
resulting in a compromise where
each side makes a concession for
the benefit of everyone
involved.
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Influencing skills
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Influencing skills are your abilities to
encourage and persuade others to adopt
your ideas.

The skill to influence others can be
beneficial for leaders to motivate people
and make their teams more productive.

\_
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Influencing skills

(‘

. Influencing skills, also known as persuasion or
interpersonal influence, are the abilities to encourage and " . e 0 SN
motivate others to adopt your ideas or support your o AR T oAV L

goals. These skills are crucial for effective leadership, team ~ wer 2"
collaboration, and positive workplace relationships. They e MANAGME
involve understanding and influencing others' aen

perspectives, attitudes, and behaviors without resortingto [, ,awwenss 22 -
coercion or manipulation CALVSS LWL oSy
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motivate others in various settings
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https://www.dalecarnegie.com/blog/why-it-is-important-to-build-influencing-skills-at-work/
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The importance of Influencing and Negotiation

(‘

NEGOTIATING involves being able to discuss
and reach a mutually satisfactory agreement.
INFLUENCING encompasses both of these.

These skills are important in many jobs,
especially areas such as marketing, sales,
advertising and buying, but are also valuable
in everyday life.

\_ )
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What is the relationship between influence v+~ == ]

and negotiation?

g N
Influence and negotiation are related P elationship S5
as influence can be a tool within managergmllﬁé':ﬂf“"“
negotiation to shape perceptions, "Egﬂtlatlﬂn
preferences, and decisions during the s LE BPLL;I'EEELP‘:
negotiation process. However, mﬁﬁ&{ﬂtepjm
negotiation is a broader process of 1mmfd'll;lﬂf!uence
reaching a mutual agreement, while E__proteros
influence is about having an effect on - ";ﬁ%--ﬂf
another's actions or opinions Feutes =
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How important a skill is
negotiation??

Negotiation Is the pre- eminent form
of decision making in personal and
professional life

William Ury

one of the world's best-known
experts on negotiation and mediation

co-founder of Harvard's Program on
Negotiation
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Be Careful
N
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Common elements of Negotiation
and Influencing
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More than one party is involved

Both parties have shared interests (they are therefore
committed to an extent) but there are also opposed interests

The parties are prepared to be flexible

communication, active listening

understanding interests and positions, building relationships,
and managing emotions

Participants have the ability and authority to make decisions
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Weaknessas as
a negobator

Stages & Phases
of negotiation

Right Attitude for
Negctiation
Non - Verbal
P——
Communication
Efarhiva M iasbinnins

Negotiating Skills

Main outcomes
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The 4 Fundamentals of Principled Negotiations

L

PEOPLE

Separate People
from Problems

g

INTERESTS

Focus on Interests,
Not Positions

OPTIONS

Generate Options
For Mutual Benefit

{ &)
& p1 &K

Use Objective

~N

Criteria
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A negotiator is a person who either comes to an agreement with
someone else, or one who helps other people reach such an
agreement.

When two people cannot see eye to eye, it's time to bring in a
negotiator. When two businesses are merging, they can use the help of
a negotiator to work out details of the plan.

W,
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Alternative Negotiated Agreement

A BATNA, or Best Alternative To a Negotiated Agreement, represents the best option to one party in a
negotiation if the talks fail. A strong BATNA means that that party has a reasonably attractive alternative to
negotiation; if they fail to reach agreement, they can implement the BATNA with minimal disruption.

Adobe Stock | #51905900
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What is the meaning of ( BATNA ) in negotiation

\
Best
BATNA stands for Best Alternative To a
Negotiated Agreement. It's a term used in Alternative
negotiation, referring to the best course of
action you would take if you cannot reach an TO 9
agreement with the other party. Essentially, it's

your "Plan B" or fallback option. Negotiated
Agreement
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Best

 BATNA: The alternative you have if the
negotiation fails and you can't agree with Alternative
the other party.

 Example: If you're buying a car and can't TO d
agree with the dealership on the price, your .
BATNA might be to go to another dealership. Negotlated
Agreement
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Why many people avoid even fear
negotiation??

Because they may lack the simple skills,
techniques, and experience to prepare and
succeed at negotiation



Reasons of avoiding some people from 1D

negotiation

Fear of Failure and
Rejection

Fear of being assertive or
aggressive, which can
damage relationships and
hinder the negotiation
process.

Feeling underprepared or

lacking the necessary skills

can also contribute to the
fear of negotiating.

A lack of confidence in
one's ability to negotiate
effectively can make the

process feel overwhelming
and daunting.

Fear of losing or giving up
something valuable in a
negotiation. and Lack of

Control

In some cultures, direct
negotiation may be
considered impolite or
aggressive, while in others,
it's seen as a necessary part
of business and personal
interactions.
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‘Always get to know the other party. Never
negotiate with a stranger.’

ullsten
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the importance of negotiation in
entrepreneurship?

Negotiating effectively can give ENTREPRENEURIAI‘
clients, employees and NEGOTIATION
employers a positive impression

rooted in respect. By dealing UND ANDlNG
with problems fairly, forming AND MANAGINGT
strong bonds with clients and RE[A“ONSHWSTHM

securing mutually beneficial
deals, more people will want to
work with you because of your
ability and value your insights.

M DEIERMINE YOUR
ENTREPRENEURIAL

—L Wi
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Important aspects of negotiations

Is everywhere

Is a process

Entails a relationships

s Various ways with their own risks and rewards

To do or not do something has value for us




Effective negotiation hinges on several key 1D

aspects such as:

Preparation is Key

Building Rapport and Trust

Focus on Interests, Not
Positions

Adaptability and Flexibility

Effective Communication
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Effective negotiation hinges on several key aspects univers Ty

such as:

( )
1. Preparation is Key:

» Define your goals and objectives: Clearly articulate what you hope to achieve in
the negotiation.

* Research and gather information: Understand the other party's perspective, their
potential needs, and any relevant background information.

* Consider your BATNA (Best Alternative to a Negotiated Agreement): Know your
fallback position if an agreement isn't reached.

* |dentify your interests and needs: Go beyond just your stated position and
_ understand the underlying reasons for your requests y
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Effective negotiation hinges on several key aspects univers Ty

such as:

( )
2. Building Rapport and Trust:

 Establish a positive relationship: Create a collaborative and respectful environment
where you can openly communicate and build trust.

* Practice active listening: Pay attention to the other party's perspective and
concerns, showing that you value their input.

* Use effective communication techniques: Clearly articulate your points, ask
clarifying questions, and actively listen to the other party

\_ W,
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Effective negotiation hinges on several key aspects univers Ty

such as:

( )
3. Focus on Interests, Not Positions:

* Move beyond surface-level demands: Try to understand the underlying reasons
behind the other party's positions.

* Explore common ground and shared interests: Look for areas where both parties
can benefit from a mutually agreeable outcome.

* Generate creative solutions: Brainstorm different options that address the needs of
all parties involved.

\_ W,
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Effective negotiation hinges on several key aspects univers Ty

such as:

(4. Adaptability and Flexibility: -

* Be open to new ideas: Be willing to explore different approaches and be flexible in
your thinking.

* Recognize the importance of compromises: Negotiations often involve making
concessions to reach a mutually acceptable agreement.

» Stay adaptable throughout the process: Be prepared to adjust your strategy as the
negotiation unfolds and new information emerges.

\_ W,
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Effective negotiation hinges on several key aspects univers Ty

such as:

7 N\
5. Effective Communication:

« Communicate clearly and concisely: Use language that is easily understood and
avoid jargon or technical terms that could be confusing.

» Express your needs and concerns clearly: Don't be afraid to articulate your position
and expectations.

* Use both verbal and nonverbal cues effectively: Pay attention to your body
language and the other party's nonverbal cues to ensure clear communication
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Some Basic assumptions we need to keep in
mind

We can try to negotiate everything

* Negotiation is a skill

* Negotiation is not a magic pill

* Thereis no “ best “ way to negotiate

* |t depends on strategy and implementation



Characteristics of Negotiation

Two Or More
Parties

Voluntary @ Dynamic &
Participation Flexible

Informal ~Vﬁ;g‘ Non-Adjudicative Mutually
Process Eddd Process Satisfactory
Agreement




\
Elements Of Effective Negotiation
Identifying
Needs & j
Interests $
relpd
’—- .—g Strategies
= N For Finding
Commur.nccltlon sSolutions
Techniques
. J

https://kapable.club/blog/negotiation-skills/social-and-negotiation-skills/




In any negotiation, common elements include parties with differing needs or

desires, a process of interaction, and the possibility of reaching a mutually
acceptable agreement.

Parties with Conflicting Needs
Interaction and Communication
Exploration of Options

Skill Development

Relationship Building

Emotional Intelligence

The common elements in negotiation situations

MIDOCEA

UNIVERSITY

Two or more
parties

Independence

Ability of
decision making

Common goals

flexibility




Basic types of negotiation ( 3Ds)

\_

~ )
: e Purchase of something ( new
Deal Makmg home, new car...etc)
Decision . .
: e Parties in a zoning case
Making
DiSpUte e Litigation over property rights
resolution
J

While the three have subtle differences, all are forms of negotiations



One of the most important tips to be effective UMNIRQRQ I.EA

negotiators

f-

* Before you first meet parties with whom you
are negotiating, take time to gather pertinent

information.
Preparation for
_ the? * Focus on all dimensions: people, problem,
Dimensions and process — for your side and the other

side. (See the chart “Preparing for the 3
Dimensions,” below, for details.)

\_

~N

https://www.fm-magazine.com/news/Imth.sredael-ecnanfi-slliks-notiatiogen/tco/2022



Preparation for the 3 Dimensions

(‘

In negotiation, focusing on all dimensions

(people, problem, and process) is crucial for e0®
effective outcomes. This means understanding _
_ ) o ) = Diagnosis of existing
the dynamics of the individuals involved, the relationship with the
oo . . . counterpart
specific issues being negotiated, and the overall e —
process of reaching an agreement. The PPP g ol sal U L =
L . on your side and theirs?
model of negotiation is a conceptual tool that - Invisible stakeholders
. = Aligning with your team -
helps negotiators understand, prepare for, and e
conduct negotiations by addressing these three
| | Source: Ecsel Consulting.
evels

Problem

Preparing for the 3 dimensions

* Interests - "MIL" prioritisation
of your interests

= Various “issues” and
best/worst case range

Legitimacy and justifications
for your stance

= Alternatives and BATNA

= “ICAP" research of
counterparts

Agenda, order of items
Communication, deal
progress sheet, escalation

Deadlines on either side,

time pressures

Logistics: venue, seating

Negotiation tradeables

_ https://www.fm-magazine.com/news/Imth.sredael-ecnanfi-slliks-notiatiogen/tco/2022




Preparation for the 3 Dimensions

— : o Preparing for the 3 dimensions
People: This dimension focuses on the individuals

involved in the negotiation, including their personalities,
motivations, and power dynamics. Understanding the

other party's perspective, including their goals, needs, 00
and underlying interests, is essential for building trust
and finding common ground. R ——

relationship with the
counterpart

Problem

* [nterests - “MIL" prioritisation
of your interests

= Various “issues” and
best/worst case range

Agenda, order of items
* Problem: This dimension refers to the specific issues or

. . . . . Communication, deal
problems being negotiated, including their content,

Legitimacy and justifications
for your stance

= Alternatives and BATNA

= “ICAP" research of
counterparts

. ; . . = Their styles, needs, culture
complexity, and the potential for creative solutions. « Wh's setting the mande —

on your side and theirs?

progress sheet, escalation

Deadlines on either side,

* Process: This dimension focuses on the structure and RO ks el

flow of_ the negotiation, [n_cludlng.the agenda, R ——
communication methods, decision-making rules, and e
overall approach to resolving the problem. A well-
defined process can help manage time, address source: Ecsel Consulting.
disagreements, and ultimately facilitate a more

’ \productive outcome.

Logistics: venue, seating

Negotiation tradeables

https://www.fm-magazine.com/news/2022/oct/negotiation-skills-finance-leaders/



MIDOCEA|

UNIVERSITYl

Advantages Vs. Disadvantages of Negotiation

communication

Sometimes customs don’t
allow for another form of
communication

+ Joint gains are lost

+ Can damage the
relationship

+ Facilitates joint gains

¢ Improves the relationship

¢ Consistently achieves
better results

\
ADVANTAGES DISADVANTAGES ADVANTAGES DISADVANTAGES
+ Can be efficient + Rewards deceit and ¢ Better communication ¢ The preparation takes longer
¢ Allows for quick stubbornness and understanding + May require more skill

¢ The other party may

+ Operational + ltis likely to have arbitrary = misunderstand your
+ Legitimate results
+ Convenient for sole treaties results ATIg g e ::enn:ss aea weakrf\esls
+ It can take longer in ¢ AIlOWS you 10 stay strong « The other party may fee
% §gx$:|:jf you have a good complex situations and flexible uncomfortable

¢+ You may feel uncomfortable
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Advantages of Negotiation

Finding mUtua”y beneficial | Negotiation can help parties find solutions that benefit everyone involved,
solutions leading to more harmonious relationships and improved outcomes

Enhancing communication [ Through negotiation, individuals can improve their communication skills,
skills including active listening, persuasion, and conflict resolution.

* Negotiation can help resolve disputes by finding common ground and

ReSOIVmg conflicts: reducing tension between parties.

e Successful negotiation can establish strong relationships built on trust,
respect, and mutual understanding.

Building relationships

https://www.risely.me/understanding-persuasion-and-negotiation/
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Disadvantages of Negotiation

\
i § * Negotiation can be a time-consuming process, as it requires both parties to
TI m e-CO n S u m I n g communicate effectively, listen to each other, and find common ground.

* Negotiation can fail if parties cannot find common ground or if one party is

R i S k Of fa i I u re unwilling to compromise, leading to a breakdown in communication and further

conflicts.
P : b I * Negotiation can be unfair if one party holds more power than the other, leading to
Owe r I m a a n Ce an unequal outcome that favors the stronger party.

. * Negotiation can be emotionally stressful, especially if parties have a history of
E m Ot I O n a I St re SS conflict or if the negotiation involves high-stakes decisions

\3

https://www.risely.me/understanding-persuasion-and-negotiation/
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Conflict Improved Enhanced Conflict Achievement
Resolution Communication Relationship Prevention Of Goals
Building
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Case Study and role model
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By Joul eauld
‘P AN !

Nelson Mandela will certainly he—> 4 ;"“:‘ e g:‘;’i‘-‘iﬁi‘i"
b Ak (el ol By o aglll e
be remembered as one of the : AT 350 Jjaly o el

best negotiators in history.
And the greatest negotiator
of the twentieth century

Wgddn 0 paiyl

Robert H. Mnookin

Harvard Law School professor and Program on
Negotiation Chairman

In his Book “ Bargaining with the Devil, When to
Negotiate, When to Fight ”



MIDOCEA|

UNIVERSITYl

.......

He was a man of peace.

He had a powerful presence and disarmed
enemies with his smile.

He showed the world what forgiveness looks
like.

He was positive, thinking about what could be.
He was a visionary and could see the big picture.
He was focused on goals and a mission beyond

himself.
He had remarkable endurance. Qualities of Nelson Mandela

He showed grit and determination. as an Extraordinary Leader
He was humble.

He was full of hope, not hate.

He was patient.
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One of the most difficult things is not t0
change soclety but to change yourselt

—Nelson Mandela
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