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Negotiations - The basics
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1) Negotiation in every human activity
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Negotiation Power

Recent One?
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2) What is Negotiation?



12



13



14



15



16



17



18



19



20



21



22



23

3) Is Negotiation?
Static or Dynamic

Linear or Multidimensional
Active or Inactive

Pathetic or Apathetic
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Negotiation for Increasing Salary
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Negotiation in Sales
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Negotiation in Business
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4) Characteristics / Traits of Negotiators
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Know what you want
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Control emotional behavior - Mood
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Choose
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Eye Contact



37

Listen
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Prepare 



39

Vipassana 
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Persuade & Influence
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Stoic - Detached
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Try to…..
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Long Term View



44

Multi – Multi Task
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5) Negotiation types & styles
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6) Negotiation Objectives & Outcomes 
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Compromise



63



64

Ideal / Conventional Paradigm
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Balance



66

Conflict Resolution
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Credibility
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Strong - Stronger
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7) Negotiation Process
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8) Negotiation Skills
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9) Negotiation Strategies
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