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Hints for Successful
-1 Negotiations
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Rules for negotiations. Designing a road map
for negotiations.

How to defend your interests in negotiations
while preserving relationships.

Pressure and manipulation in difficult
negotiations and how to recognize them.
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Webinar Rules

Constructive On-topic chat Mutual respect
questions
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Please write in the chat:

Your occupation

(manager, buyer, specialist,
director, owner)

Your strength in negotiations

Your growth area in negotiations




Negotiation is Communication

Negotiation is DISCUSSION and search for

a mutually acceptable solution for all
transaction aspects
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Negotiating is a Science

BEENEE  {ingnce

emotions
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Postulate 1:
listen attentively

Postulate 2:
ask questions

KREMLIN SCHOOL ’ PostulaFe 3:
OF NEGOTIATION depreciate
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Postulate 4:

roll out the red carpet

Postulate 5:
zone of uncertainty
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We Like Being Listened to

[ ]
N

You are listened to for the following reasons:

e To obtain information from you.

e To make you say whatyou did not plan to say.

e To make a good impression.
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Asking Questions =Being in Control

Give a short answer
and ask another question

Recapture control
to be in charge
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‘ RECAPTURING THE INITIATIVE

1.GIVEABRIEF BUT COMPLETEANSWER
Please write down questions asked by customers in negotiations

and answers to them

2.STEPPING-STONE, RECAPTURING:
"By the way, speaking of‘you...’, “Getting back to.the topic...",

"By the by.., "Supposing...”

3.YOUR QUESTION:
Open-ended or alternative

' Never get into the weeds or make endless presentations
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Depreciate To Confuse

When we are depreciated, we instinctively:
« Take to fighting
e "Flee”

o Wait until the situation is over
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Make an Offer - Roll out the Red Carpet

Give your interlocutor the
opportunity to lose in style.
Leave the game in the
winner's role.
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Fear is the Most Powerful Weapon

The toughest negotiations
are inyour head
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Negotiating from the
LEADER'S Position

i
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3

components
of negotiating

© 0 0
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What weakens Who isin nee
my position
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Is it realistic?
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)
#, dron of interests Zone of anticipated solution
e,
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Q What will | be happy with?

O

All possible options

Price

Volume

Delivery

Deferral
Storage

Service

O

Polyhedron
of interests

Desired
Position

O

Zone of anticipated solutions
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What I willdo ifIget a 'NO'
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Techniques/Questions
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Fighting Mode

in Negotiations
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Correct Steps in Fighting

Be silent

@

Determine a deadline YES ZYES

. @
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Pressure and

Manipulation
in Negotiations
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WHAT JLATION
T UES

DID THE RACTER
> §
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Strings for Manipulators

SN
. R

sense of duty

Rl

sex curiosity
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Reverse Technique

o The aim of the technique is
to draw the opponentinto

. a dialogue and specify details.
Taboo question

"Why?"

o This works well where you are
weaker than your interlocutor.

o Questions will help you
equalize positions through
obtaining valuable information

Use the technique
when the person'’s
intentions are unclear.
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Obscuring Technique

o Efficient at the beginning
of the negotiation process

Do not say to establish trust in you.

"BUT"

o Most important:
Remember thatyou need

to agree only with what
benefits you and strengthens
your positions

The technique
may be used not more
than twice during

negotiations.
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Come What May Technique

Important!
State isolated facts.
A manipulator will
calm down when
seeing thatyou
do not respond
to verbal attacks

o Do not respond to the emotional
message but rather only do
whatyou are supposed to do

in negotiations.

o Do not make excuses or repeat
negative messages; use a positive
image only.

"Do whatyou must,
come what may.
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Hunter Technique

The aim of the technique is to use
verbal reasoning constructions

Use the technique
carefully and
thoughtfully

o Step 1Listen

o Step 2 Interpret from the language
of emotions into a rational one

o Step 3 Ask a closed-ended

. Become question

* an interpreter
from the language
of emotions
into a rational one -
what the
opponent means
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Question on Manipulation Techpi

The technique is applied
if your opponentis rude

Important! or uses foul language.

Do not use the
technique where you
strongly depend
on the person

Ask the following questions:
o Whatare you saying this for?
o Whatgave you reason to say this?
o Please explain.
Use when

you are in a
strong position
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Scope of Techniques

In a weak negotiating position:

Reverse, PartialAgreement

In an equal position:

Come WhatMay, Hunter, PartialAgreement

In a strong negotiating position:

Question on the Manipulator's Goals
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How To Deal with Manipulators
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How To Deal with Manipulators

Listen to your interlocutor

attentively

What for?

1.To find an inconsistency

in arguments

2. To understand your interlocutor’s
vision of the situation
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How To Deal with Manipulators

Step 3t

Make a decision

1. Take a break

in negotiations
2.Ask a question
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Your confidence

that you are right Emotional state

@:siirrrnnmnna i rrnnn e rnnnas o In negotiations Accuracy of the

message conveyed
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Steps to Deal with Emotions HOW |

WOULDACT
if lwere
100% calm
WHO THE
ENEMY IS
The only enemy
is my reaction
to my emotion
WHERE IS
IT GOING?
NOTICE THE From abundance
EMOTION to scarcity
STOP
A reaction is
triggered
otherwise
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3 Questions for the Next Steps

How exactly What exactly What the
the negotiations | gained next steps
turned out are
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General Conclusions

First of all, get prepared for negotiations thoroughly even if you
have an extensive sales experience already.

Remember that your position does not matter - you can always
make negotiations end with cooperation and preserve relationships

Analyze each negotiation, record your weaknesses, and work
on them by training
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Thank you for
your attention!

lariya Lukyanova
7(926) 662-78-65
‘amarya(@mail.ru

@lukyanova_ma

@ XD
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