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Types of Negotiating
New Type of Negotiating
Examples
Explanations

It is a basic means of getting what you want from others. It is a 
back-and-forth communication designed to reach an agreement 
when you and the other side have some interests that are shared 

and others that are opposed. 

SOFT HARD

 Participants are friends

 The goal is agreement

 Change your position

 Disclose your bottom line

 Insist on agreement

 Try to avoid a contest of 

will

 Yield to pressure

 Participants are enemies

 The goal is victory

 Dig in to your position

 Disguise your bottom line

 Insist on your position

 Try to win a contest of 

will

 Apply pressure
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“Positional bargaining is a negotiation 
strategy that involves holding on to a 
fixed idea, or position, of what you want 
and arguing for it and it alone, regardless 
of any underlying interests.”

(Spangler, 2003, par. 1)

 It creates unwise 

agreements

• Ego identifies with your position

 It’s inefficient

• Time consuming

 It hurts relationships

 It’s nearly impossible with 

multiple parties

 Being nice is no answer

http://www.thecontemplation.com/wp-
content/uploads/negotiation-250x300.jpg

FOUR MAIN POINTS

 PEOPLE
• Separate the people from 

the problem
 INTERESTS

• Focus on interests, not 
positions

http://www.influenceatwork.com/wp-
content/uploads/2012/03/220px-Harvard_Wreath_Logo_1.svg_.png

http://www.pon.harvard.edu/wp-
content/uploads/images/posts/hnp_shield.gif

 OPTIONS
• Generate a variety of 

options before deciding
 CRITERIA

• Insist on a basic standard

 Negotiators are people 
first
• Relationship becomes 

entangled with the problem
 Perception

• Put yourself in their shoes
• Don’t blame

 Emotion
• Recognize and even talk 

about emotions
• Allow people to vent

Put yourself in their shoes

http://zingpm.com/wp-
content/uploads/2011/12/bad-tenants.jpg
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TENANT’S PERCEPTION LANDLORD’S PERCEPTION

 The rent is already too high

 The apartment needs 
painting

 I know people who pay less 
for similar apartment

 Young people like me can’t 
afford to pay a lot of money

 I always pay the rent when 
he asks for it

 The rent has not been raised 
for a long time

 He has given the apartment 
heavy wear and tear

 I know people who pay more 
for a similar apartment

 Young people are loud and 
more destructive

 He never pays the rent until I 
ask for it

 Negotiators are people 
first
• Relationship becomes 

entangled with the problem
 Perception

• Put yourself in their shoes
• Don’t blame

 Emotion
• Recognize and even talk 

about emotions
• Allow people to vent

Put yourself in their shoes

http://zingpm.com/wp-
content/uploads/2011/12/bad-tenants.jpg

 Communication
• Active listening
• Negotiation is not a 

debate or a trial
• Speak about yourself, 

not about them
 Prevention works 

best
• Build a working 

friendship
• Face the problem, not 

the people
Speak about yourself, not about 
them

http://1.bp.blogspot.com/_131dsm4xhS8/TJVa8iGzf8I/
AAAAAAAADVw/ZTy1lRzR4Hk/s400/blame-game.jpg

 Interests define the problem
Opposed positions may hide similar 

interests – maybe
 Identify Interests

• Ask “Why” & “Why Not”
Each side has multiple interests

• The most powerful interests are basic human 
needs

 Talking about 
interests
• Be specific about 

yours
• Talk about their 

interests

 Look forward, not 
back

 Be hard on the 
problem, soft on the 
people

http://narcissisticbehavior.net/wp-
content/uploads/2011/11/Cognitive-Dissonance.jpg

Don’t think in black and white terms
Do what has not been done before

• Invent options with your opposition
Look through the eyes of experts
Propose agreements of varying strength
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 Looking for mutual 
gain
• Identify shared 

interests
• Can your different 

interests work 
together?

http://www.artvalue.com/photos/auction/0/42/42210/lie-jonas-
1880-1940-usa-american-factory-town-winter-1738957.jpg

 Result based on an 
objective standard
• Facts, Numbers, etc.
• Takes the focus off you

 Select fair standards
 All negotiation is a 

joint search for 
objective criteria

http://gifs.gifbin.com/072011/1311591181_deer_acc
ident_dashcam_footage.gif

Best Alternative To a 
Negotiated Agreement

 Create a series of 
alternative solutions

 Must be individual sure-
thing solutions
• Many possible solutions will 

always be a great alternative
 Better BATNA = greater 

power
http://74.52.58.82/~spansco/images/wordpres
s/uploads/2010/11/istock_000012676792xsmal
l-300x249.jpg


