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political & economic situation

plain language vs red tape \ transparency

traceability J

personal network

company image trust
gender gap
reputation

X perceived vs actual power
flat vs vertical management style

CSR - Corporate Social Responsibility
stand up to your name \ integrity Jj

pay lip service J

equal opportunities

positive discrimination \ ethics
gender role /
showing / controlling emotions

eye contact \ cultural differences

body language /

BEST PRACTICE

1) your position

2) your partner's position

INTRODUCTION

3) ideal outcome

What to prepare for a negotiation?
4) middle outcome

5) BATNA

Best Alternative to a Negotiated Agreement

Are you prepared to negotiate in a
collaborative way?

How can you tell which one your partner

What assumptions can you make?
is after?

In Russia, the future is unpredictable, concern for total
value is less tangible

\ focus only on TOTAL COST

}Is there potential for building value?

edge = advantage

try gaining an edge
do your homework, i.e. get prepared

When / If they have (...), they (probably)

zero conditional
want (...)

background bogged down in red tape

What can you infer from your partner's background? limited creditworthiness

\

to infer = to make a deduction, to make a guess based
on available evidence

They want > will want > may want >
could want > might want (...)

estimate the potential
; What insight can you gain?

If we do (...), we will get (...)
return in information
If we did (...), we could get (...)

How can you tailor your offer to your partner's
expectations?

from very likely to possible

They are only interested in top shelf / mass market
products

PREREQUISITES

first conditional

2nd conditional

\ evaluate the scope of the negotiation

to commit oneself to

What terms can you commit yourself to? = to promise you will definitely do sth

What if...

look for as many trading potential variables as possible ————
<{_ create room for manoeuvre

If we do

known hurdles
sticking points

What can you endeavour to facilitate concessions?

), we run the risk of (...)

endeavour = to attempt to do sth, especially sth new or
difficult

\_ list possible concessions
pros & cons = advantages & disadvantages
ensure pros outweigh the cons / find arguments in favour of

\_ find arguments against
Keep some cards up your sleeve!

trump card = something kept back to be used to win
identify your trump card(s) success if nothing else works

underplay your priorities
over-emphasise low-priority objectives

USP (Unique Selling Points)

Practice & Theory

We were impressed by your...

KICK-OFF

give positive feedback regarding your partner / opposite
number / counterpart

make compliments
praise their technological achievements

break the ice

establish connection

= synhergy interest in TOTAL VALUE

common agenda

make endeavours \ po you consider long-term relationship

concede some items opportunities?

win-win

Which comes first?

selling OR negotiating?

selling:
first convince, then discuss terms

4

Do we agree to disagree?

When would you like delivery?
open questions / gather information

explore your partner's views

seek input

Would you prefer delivery at the beginning or the
end of the month?

\_ check understanding

closed questions

if they disagree on the agenda

Take it or leave it!

no agenda or ‘hidden' agenda
barter over price

haggle over everything
exploit power

to haggle over = to bargain about / over / for sth

make demands
reach a deal at any cost

threaten to deal with someone else
exert leverage

to exert = to use power or influence to affect sb/sth

impose sanctions

win-lose

zero-sum game

don't recognise differing interests as a source of conflict
keep emotions under control /

concessionary trading

=

define the desired state
anchor the deal assess where you are now

pinpoint the issue

I see where you're coming from

give evidence of active listening

\_ paraphrase

Let me sum up what we've agreed so far

signalling phrases

our USP

| take for granted that you know about

work out how to get there

shift perceptual positions

If | were in your shoes, | would...

Let's wrap up...

.
+ = the shortest way
.

.

FINALISING AN AGREEMENT

A
signing a contract is the end of your
business relationship

signing a contract is the beginning of your business = catalyst for next round of negotiations
relationship repeat business

binding (on / upon sb) = that must be obeyed because it
is accepted in law

contract is not legally binding ~

is more like a LOI (Letter of Intention)
less important than a handshake

give persuasive arguments
Sing your praises
Draw attention to USP

deal with resistance & risks

Unique selling points

That's what I thought first as
well but...

use softening phrases It seems...

criticising the competition instead of focusing on your

get side-tracked during the negotiation usP

make concessions too easily to wing it

not to counter an offer, and simply accept what the

( other party is proposing without resistance
capitulate too quickly

gL LA

fold to

NEGOTIATING Would you be prepared to do (...)
ifwe did (...)

use brainstorming techniques to move past resistance -~

It doesn't actually have to be all now...

= the situation as it is now, or as it was before a recent

\_ defend or restore a status quo change

to go over old ground
to lack momentum

reach a standstill

= situation in a dispute or competition in which neither
side is able to win or make any progress

reach an impasse /e&em'pa:s/

reach a stale mate

eadend

= complete failure to reach agreement or settle a

fear a deadlock dispute

What would you need from me to do...?

Can you demonstrate how...?

ask diagnostic questions /' Can you make a compelling case tha

bottom line?

. Why don't we try first...

t benefits the

Scratch my back and I'll scratch

I think | can make this happen if...

make a counter offer I'll go one up on you

yours

Can you do this for me in return?
Could you do that in exchange of...?

ask for reciprocity




