NEGOTIATION STRATEGIES'

STRATEGIC ACTIONS DURING NEGOTIATIONS WHICH EITHER PROMOTE
RESISTANCE OR COOPERATION:

PROMOTES RESISTANCE:
Mindreading
Insulting the other person
Making “you” statements
Minimizing the other’s feelings
Tactless honesty
Positional bargaining
Making demands
Refusing to keep the conversation confidential
Refusing to accept responsibility for that which you are legitimately able to accept
Ignoring areas of agreement
Ignoring requests made by the other person that you really wouldn’t mind honoring
Ignoring genuine offers made by the other person to address your concerns
Interrupting when the other person is expressing anger
Avoiding answering questions directly
Responding “in-kind” to any of the above

PROMOTES COOPERATION:
Listening, asking questions, giving the benefit of the doubt
Speaking respectfully regardless of how the other speaks to you; making “I” statements; silence
Making “I” statements
Empathy for the other’s feelings
Tactful honesty
Interest-based bargaining
Making requests
Agreeing to keep the conversation confidential
Being able to accept responsibility for that which you are legitimately able to accept
Acknowledging areas of agreement
Agreeing to the requests made by the other person that you really wouldn’t mind honoring
Acknowledging genuine offers made by the other person to address your concerns
Allowing the other person to express anger without interrupting
Answering questions directly
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