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Negotiation Planning
+ Thoughtfil negotiation strategy -

» Kaowledgo of & comfort with fact pattem |
_» Understanding nf issues

Advocacy

* Compelling advocacy for chmt’s fntegests

* Permasivensss
* Solid argumentstion

4 * Well-thought out reasoning

» Bffective communication

Inquiry
» Asked good questions

| » Honed in on other side’s intetests

» Sufficient time spent itrvesting In questions

Negotiation Skill
» Ability to adspt fo new mfozmaﬁon
» Flexihility

i Smtcgzcgivmg&gwdmgofmfoﬂmuon '
* Ressonsbleness

v Balance between compchﬂm& -
collaboration

¢ Interpersonal sffectiveness -

Detneanot

" | * Confidence

» Quality of delivery (natural, relaxed -
" presence, projection, poise and appearance)
* Extempordnous speaking

- | # Voice (ie. not monotonous)
| * Body language

» Eye cotitact

Debrief

| v Clearly anticulated negotiation mtegy

* Insightinto the n:gouzuon ptoc:ss
v Selfawazeriess

‘¢ Thoughtfulness

» Ability to self-critique

{ * Engagement & comfon level in the

discussion

Total




