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V. Resources/Recommended Reading
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 Keep your cool

(“Nothing gives one person so much advantage over another as to remain always cool and
unruffled under all circumstances.” — Thomas Jefferson)

1 Exercise empathy
 Negotiate to your strengths
[ Consider a problem-solving approach

O Be willing to walk away
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v Understand the other party’s motivations, needs, and typical
negotiation stance

v' Research any potential competitors and their capacity
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v" Simply chat over the phone

v Key is to convey to the other party that you recognize the
Importance of the outcome to both your interests

v’ Sets the stage for amicable discussions
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v ldentify and eliminate any non-negotiable items
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v If the other party violates the rules, simply listen; retaliation
escalates the situation

v Educate when perceptions are inaccurate

v Ask questions rather than making statements
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bottom line

v Often a stalemate results from small issues, not the large
matters

v’ Fear or uncertainty are often factors
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deadlock and how the issue might be approached differently

v" When all else fails, consider bringing in an impartial third
party
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Computer Sciences Corporation: Primary issue
was to identify and secure interim space due to
a tenant-landlord dispute

“The Economic Development Corporation and community leadership made the
right deal to get us here and made it quickly.”
-- Richard W. Brahler
President, ITR Inc.
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Negotiating Agreement
Without Giving In
Roger Fisher and William Ury

of the Harvard Negotiation Project

otial
Raghon 1g

MAX H. BAZERMAN
MARGARET A, NEALL

3D Negotiation
Powerful Tools to Change the Game in Your Most Important Deals

David A. Lax & James K. Sebenius
(Explains three *“dimensions” to negotiations: tactics at the table, designing
value-creating deals, and setup/preparation steps)

Negotiating Rationally

Max Bazerman and Margaret Neale
(Outlines negotiating strategy and seven methods for personal negotiating skills)
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