Theoretical and ReaNegotiations

an Interview with Mr. Anthony Chamy




Theoretical and Real Negotiations: an Interview with Mr. Anthony Chamy

Table of Contents

Ty goTo [UTot i o] o H PP PP PP PPPPPPPON 3
(=T 0oL = 1[0 o H PP EPPPPSPRPPPOPOY 4
(ST N =To o] (= Ui o] o PP PP PPPPRPPPRRPPPR 6
Establishing Trust, Credibility and Building Relationships...............eeviiiiiicee e 8
LIS e | (=TT 141 o | PP P PP PPPRP PR 11
Dealing with EMOtioNal NEQOAOIS. ........uuiuiiiiiiiiiiiiiimmme e ee e e e eeee e s 12
(0] [ (1 ][] o D TP PP PP PSP TPPPIN 13
Y o] o L= T Lo = 14
Appendix 1: A brief history of ANthony Chamly...........coooiiiiiiiiiiee e 14
Appendix 2: INterview QUESTIONS..........coooii i mree e e e e e e e e e e e e e e e e e e e e e e e s eeenaaanes 15
INtrOAUCTONY QUESTIONS.....ciii ittt ettt emme e et e e e e e s rmmne e e e 15

e (0 To RSl @ = £ 110 ] = TR 16
Negotiation Style QUESHIONS........ccooii i e e e e e e e e e e e e eaeeeeaesensnrsrreannes 17
Appendix 3: Best Practices and Experiences from Anthony Chamy..............ooccvvvvieeeiiiieeeneenn. 19

2 1] [ ToT 0| =T o] 0|8 22

nZ_
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about Mr. Chamy).The i nterviewbds gl
x |ntroduction and summary can be found in appendices two

The ability to negotiate effectively is a and three respectively.To best understand
critically 1important

S l?u&w' tb beicopne éreoatd r%@’oga%rs, QN% %Nhl ness
and social environment. Although thefield of

study Ant honyos experienc
negotiation has been studied for many years, determine what theoretical techniques are
there are still very few effective negotiators. commonly employed and how effective those
Despite a wealth of theoretical material most

techniquesare in practice.
students cannot reap a great learning outcome

unless it is put into practice. The purpose of

this paper isto study the various opinions,

: isglass
F cus by g::::v Cacl:?;an
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frameworks and experience of a reallife
negotiator. Anthony Chamy was interviewed,
to discover how various skills, best practices
and strategies can be applied in a real setting.

Anthony is the cofounder of Ecotoursand is

E
]
8
. . / DL::;Aﬁj o
responsible  for sales and  business s 4 with 10 suggestions
ffere
“They COUI\‘B"'O uars ntee on the
, and want 2 9
development. He regularly negotiates | promised land thing |
contracts and special deals with esite tour //
and venue operators located in foreign

destinations (se@ppendix one for more details
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X Preparation

All evidence and teachings strongly suggest
that preparation is critical to a successful

negotiation. Leigh L.

Mind and Heart of the Negotiator", states that

80% of your effort should go toward

preparaton (Thompson, 2005) and in

reservation point and will postpone for a

second meeting where he can prepare more
thoroughly. Negotiation theory agrees that a
BATNA and a reservation price are essential

Thompsondés book, "The

for any negotiation; however, other
information such asknowing the interests and
priorities of the other party can help focus the

negotiation on what is really importantfor

Ant honyos business this i S n o exception.
both parties. This will help expose other
Ant honyo6s mai n ptimarlyeoar ch i s based

what the competitors are currently offering in

the market, which he
alternative shouldthe negotiation fail. This is
commonly referred to in literature as his
BATNA (best alternative to a negotiated
agreement) and reservation price. Anthony

says that having alternatives and identifying

them is the most powerful tool he possesses.

However, Anthony sometimes does not have
adequate time to preparéor a negotiation. In
this event, he typically tries to get the other

information about their

reveal

party to

interests that can be packaged to approach a
Paretocoptimal solution, where there are no
uses as his 66fall backob

alternatives that would be better for one party

without being negative to the other.

Anot her i mportant saspect
preparation involves making sure he has a

good understanding of who he will be
negotiating with and ensuring that the right
decision makers will be present. Knowing who
will be present is very important because it
will change the preparation and strategy

needed for a successful negotiation. As well,

<




Theoretical and Real Negotiations: an Interview with Mr. Anthony Chamy

Anthony tries to understandt h e

frame of reference, which can provide
information on the positions and interests of
the other party and identify any ideological or
other biases. In thinking abouthe other party,
Anthony should also identify if there are other
parties not present who will influence the
outcome (hidden table), what alternatives the
other party has and what their positions are.
In identifying this information Anthony will
be able topredict their reservation point and

be better able to provide objective criteria to

support his interests.

These concepts of preparing a BATNA and
reservation point, and identifying the key

negotiators and understanding their point of
reference are all crucial in preparing for a
negotiation. In general, Anthony prepares

relatively well before any negotiation ad

while he does not always have the time to

ot her

prapare wd@quately, he understands that this

puts him at a significant disadvantage.

vid Waisglass
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it to the other side by telling them what the

x The Negotiation

minimum deal he would be willing to accept.
In general, Anthony can be considered an

However, Anthony is correct in making the
aggressive negotiator. He typically likes to

first offer in an attempt to anchor the
declare his BATNA up font in hopes of

negotiations; however, he should anchor past
getting the other party to make concessions

his target in an attempt to gainhe greatest
and provide lower pricing. This approach is

share of the available pie.

gui te contrary t o t he |l iteratureds view of
information sharing and negotiation style. It is Concerning Anthonyds aggre
very important to share information with the theories suggest that an initially aggressive or

other party be@use this will lead both sides to difficult approach, followed by a more

have a stronger relationship and identify conciliatory approach, may yield strong results

different interests and priorities. Certain (black hat, white hat approach). The are,

information, however, should not be revealed however, problems associated with this

because it provides a competitive advantage to  approach.  Anthony may  unwittingly
the other party. When Anthony reveals his encourage an aggressive style in the other

BATNA as a means to extract a better deal  party, which can lead to negotiators focusing

from the other party, he is in fact providing on positions rather than interests. As well, an
them with his reservation point and anchoring aggressive approach may sour |otgrm
the negotiations around this point. If there is relationships if the other party feels that they

even a small ZOPA (zone of possible were treated unfairly or did not benefit

agreements) then Anthony is offering masof enough from the deal. Anthony seems to

e
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understand this as evidenced by his statement
but he

| o n @he theory mugges that an
individualistic approach to negotiation is the
best approach to maximize your value and to
avoid difficult situations. Anthony may be able
to have stronger longterm relationships that
maximize his value if he focuses on the
interests of both paties and then attempts to

gain as much value as possildflem thosein a

neutral emotional posture.

During the negotiations Anthony uses power
techniques to compliment his aggressive style,
in an attempt to gain value. During the
negotiations he will atempt to gain value by
suggesting that a competitor

is offering

something and that they should match it,

negotiators should focus on interests based

| o segaigtiond rdtheemthanypowebdr rightsl basede

negotiations. This is done through information
sharing that leads to identifying which issues
are compatible (both parties would lik same
outcome), which are distributive (fixedsum
issues where both parties want a piece of a
fixed pie) and which ones are integrative
(different priorities for those issues allow win
win tradeoffs to occur). By identifying all of
the issues that are ailable to satisfy the
interests of both parties, Anthony can provide
packages that leverage the integrative issues,
interests and

confirm the compatible

maximize the share of the distributive issues.

iAl ways compare the other party to someone
el se. For exampl e, t el Hi lton that 6Sheraton
of fering thisd, or t hat 6The Ritz i s of feri

t hat 6 oteratufiehhmweVei, suggests that
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x Establishing Trust,
Credibility and Building

Relationshi ps

Leigh L. Thompson in his book "The Mind and
Heart of the Negotiator" describes three types
of trust relationships with others: deterrence

based trust, knowledgédased trust and
identification-based trust(Thompson, 2005)
Anthony Chamy utilized these different types
of trust in different capacities throughout his

career to help him with his negotiations and

sales.

As a salesman for article sponsorships,
Anthony Chamy had approximately two hours
to close on sales deals wortkens of thousands
of dollars. To close on these sales Anthony met
multinational

with regional heads of

corporations such as Shell, Ericsson and

Honda. Each meeting was a onetime deal: "It's

a lot of money and it's done in two hours. You

walk in and out (with or) without a deal."
With very short time on hand and big money
at stake Anthony useda largeportion of the
meeting's time not to close his sale, but instead
to establish identificationbased  trust.
Anthony establishes identificationbased trust
by learning everything there is to learn about
his counterpart's interests, be it his
counterpart's hobbies or places he visited. He
relates his counterpart's experience and
interest to that of his own and tries to
represent himself as one of them. After all,
Anthony believes that the more people
identify themselves with you the better deal
you canget. Anthony invests a lot of time and
effort in building an emotional connection
with the other party to help him with his sale.
This emotional connection representk in
identification-based trust is very valuable and
believes that IA

author ~ Thompson

identification-based trust systems, trust exists

e
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between people because each person I n todayds w-basdddrustdisaner r enc
understands, agrees with, empathizes with and expensive affair. Between lawyer fees, time

takeson the other 6s theal uspent bsiioga uangd with questionable

emotional connection between them; thus, international law jurisdictions a lot is needed

they act for each othet (Thompson, 2005) to develop and maintain deterrencbased

trust. Anthony does not believe that it is
Knowledgebased trust is a cornerstone of

worth his time and effort to sue a party even if
Ant h o foggdesm business relationships

50 thousand dollars are at stake. That said,
with his distant suppliers I n Anthonydés tour

Anthony insists that a signed document, email,
operatian business he identifies the interests of

or fax of the agreement will certainly help in
his suppliers and fulfills them to establish

ensuring that parties of a negotiatedyeeement
knowledge-based trust. For example, when

stick to the agreed arrangement. For Anthony,
Anthony's tour operation contracted a sailboat

a formal document serves more as a
on the Nile to transport the tour's customers

confirmation rather than evidence that can be
he ensured that the sailboats intests have

presented in court. It appears that deterrence
been met. The sailboat owner was paid in cash,

based trust is over shadowed by knowledge
the tour was not rowdy and it did not damage

based trust. Parties establisthust when no
the sailboat. Ensuring that no risk is present

risk is present in an exchange rather than
from both sides with this service contract

consequences of legal implications. After all,
establishe a knowledgebased trust enabling

most businesses parties are interested in a
both parties to fom a longterm relationship.

° g
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long-term relationship rather than shortterm

gains

In terms of form of communication, Anthony

believes that nothing beats face to face

negotiation. He relies heavily on the other

partyos reactions and body I

anguage

as

key
indicators of strength or weakness. Anthony
is quite an experienced negotiator and has
become good at reading peopléowever in

geneaml it can be dangerous to rely on gut

feeling instead of using objective criteria and a

proper negotiation process.

€
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will | ikely be able to gain a true wirwin
x The Agreement

outcome if he more clearly identifies his
Mr. Chamy firmly believes that his

interests and their priority as well those of the
negotiations are winwin for all parties.

ot her party. When the par
Anthony enters a negotiation with good

clearly defined and agreed on, there will exist
intentions; however, when the negotiation

many opportunities to create valudor both
results are closely inspected this description is

sides.
used to describe a feel good, evesplit
negotiation rather than a true winwin

pavid Waisglass
oy Gordon Coulthart

agreement . Ant honyo6s net¢
with relation building and an attempt for both

parties to claim value. However, the author

Leigh L. Thompson defines a wiwin
negotiation as a negoti at‘l
opportunities are exploited and naesources

are left on the tabl® (Thompson, 2005) In

© 1996 Farcus Canoons

"t
wwe got the raise, but they ;:::\:non |
concentraing on building relationships and ‘ o et ey o

equitable sharing of a limited fixeepie, //
Anthony sometimes fails to create a wimwin

agreement through identifying interests,

adding issues and prioritizing integrative

interests to create wiAwin packages. Anthony
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the other party. Further, Anthony uses active

x Dealing with Emotional
listening to let the other party know that he

Negotiators

fully understands their positionand would like
Negotiators face a variety of people during the

_ o to address that position in a calm fashion.
course of their negotiating career, each

Through  his handling of emotional
displaying a variety of styles and emotions at

negotiators, Anthony is promoting positive
the bargaining table. Dealing with an

) _ ) _ emotions,  which  promote integrative
emotional negotiator is avery challenging

bargaining outcomes according to Thompson.
aspect of being an effective negotiator.
Anthony describes his method of dealing with
thischal |l enge: AYou have to then oO6foll owb his
emotional path, and somehow bring him back
to the table. For instance, someone may think
youdre tchhemti whgen youdre really not.
So you have to address his concerns, be
personal, build back trust, and show him that
youdre not cheating him. 66 Anthony is wusing
effective techniques in dealing with emotional
negotiators, firstly by not letting his emotional

state match that of the other party and

secondly by presenting a positive emotional

state he attempts to induce the same state in

<
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parties. By adding the techniques described

x Conclusion
herein, Anthony can generate more value and
Effective negotiation skillsare an essential tool

more positive outcomes in the negotiation
for any business person i n todayobés gl obal

process. The negotiated outcomes will allow
environment. Despite the abundance of

Anthony to fully realize his interests and
available research, many experienced business

priorities while at the same time creating value
people rely on their instincts and innate

for the other parties.
gualities, which often combine both effective

and ineffective tecmiques. Mr. Anthony

lass
David Waisg
Gordon Coulthart

oy

Chamy correctly identifies preparation as an
essential component to a successful
negotiation. Anthony also identifies his
BATNA and reservation point; however, he
lacks a little in the area ofdentify ing interests,

positions, targetsfor both himself and the

other parties and BATNAs and reservation

m
| “| want an eight percem ingg:::i:’r; y
points of the other parties Anthony correctly an an S 7 i
penefit plan.

identifies the importance of building trust and //

a strong relationship through the use of
knowledge based trust techniques. Further,
Anthony employs effective techniques when

dealing with negative emotions from the other
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x Appendices

Appendix 1: A brief history of

Anthony Chamy

Anthony Chamy is the cefounder of Eco
tours  (www.ecotoursonline.ca) and is

responsible ér Ecotours' sales and business
development. He regularly negotiates
contracts and special deals with esite tour

located

and venue operators in foreign

destinations. An extensive profile of Mr.
Chamy is available through his Linked In
profile at www.lin kedin.com/in/ecotours.

Ecotours is a Canadian based enterprise that
specializes in cultural ecotourism adventures.
The Ecotourism vacations offer travelers a
unique  vacation experience  through
discoveing and true understanding of exotic
foreign locations. The tours promote an

understanding of the regional and the local

peopl eséb hi story,
environment and the cultural integrity of the

destinations.

Anthony has had an illustrious career and has
held many different positions, which have
forced him to become an excellent negotiator.
As a student he started a small painting
company, and bargained aggressively but fairly
for all his materials needs and services. After
he graduated, Antlony worked as an
International Sales Consultanfor Media Plus
Consulting His success has allowed him to
shake hands with the likes of theformer
President of ColombigAlvaro Uribe as wellas
other captains of the major industriesand

governments in Columbia, Morocco and

Lebanon

L
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Appendix 2: Interview Questions

Introductory Questions

The first set of qgquestions is designhed to gai

as a discipline and what is required to be an effective negotiator.

1. How would you define "Negotiations" as &y relate to your business activity?
Purpose: Understand frame that the negotiator has for the field of negotiations.

2. What do you think are the qualities of a successful negotiator and how would you relate these
gualities to a successful outcome? What faxgt do you consider helped you most in becoming
a sophisticated negotiator (e.g. your inborn talent, a formal education, formal training or your
experience)? How did you learn the skills required to be an effective negotiator?

Purpose: Have the negotiatatescribe the elements of successful negotiation and how they
are acquired.

3. Inyour view, how important are training and natural skills for negotiators and which is more
relevant to create an effective negotiator? Can a person learn effective negotiatidls sk
through training and experience while suppressing poor ones?

Purpose: Understand the negotiatorbs view

4. Think about the very first negotiation that you have conducted. If you knew then what you
know now, what would you have done differently? Are there any incorrect techniques that
you feel you continue to use today?

Purpose: To have the negotiator reflect on the learning process.

-
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5. What has been your most rewarding experience in a negotiation? What made tluisgible?
What was the advantage of doing what you did? What type of relationship made this
possible?
Purpose: Hi ghlight the most salient attributes

opinion and what made it possible.

Process Questions

Thepr ocess questions are designed to understand t h

to determine which techniques are commonly employed and their relative success.

1. How would you describe the typical negotiation process? How long does inecess usually
take? Are there multiple rounds of negotiation? Why this process and not another?
Purpose: To understand the structure and timing of the negotiation process.

2. What preparation and research do you typically conduct prior to negotiating? Homportant
do you feel preparation is to the success of the negotiations?

Purpose: Understand the role that preparation plays in successful negotiations.

3. Do you always negotiate fae-face or do you also use phone anéhmils? What are the
differences betveen these types of interactions? How do they affect your negotiation style?
Purpose: To understand how phone andmails affect the negotiation process.

4. Do you believe that setting a demanding target is important for claiming more value? Do you

prefer to make the first offer or do you prefer to give way to the other party? Why? Do you

43
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ever use packages and multiple offers? If so, why or why not?

Purpose: Define the process strategy for maximizing the value of the negotiation.

Negotiation Style Questions

The third set of questions is designed to explore the interviewee's negotiation style and response to

othersdéo styl es.

1.

In your opinion of your negotiation style, do you usually take a competitive approach (i.e. feel
adversarial t owar dests), cdiaborative fi.e tryingta pravigeagood nt e
solution that makes both parties happy), or individualistic (i.e. looking to generate as much
value as possible to satisfy your underlying interests)? How often do you feel the other party
fitiseachofhese fAstyl eso?

Purpose: Define the type of negotiating style of the interviewee.

What are your views on information sharing and reciprocity information exchanges with the
other negotiating party? In your view, are there any special points that one shoné&ver
uncover and why? What tactics do you use to reveal such elements that the other party
purposely wants to keep in secret? And respectively, who do you prevent such tactics
oriented towards you?

Purpose: To understand the negotiators view of informaticharing and its role in the

process.

How do you typically respond to an aggressive or combative negotiator? How do you deal

with stubborn negotiators (i.e. someone who sticks to his positions and arguments without

g
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listening to alternatives)? What stylef negotiator do you prefer to negotiate with? Which
style, when combined with your own, do you feel offers the greatest value from a
negotiation?
Purpose: Understand the techniques used to deal with other types of negotiators.

4. What is your opinion about a@ding other issues to the negotiation table as a method for
creating value? Do you believe that adding more issues is enough or there is something more
crucial that we should do in order to make this method really work?

Pur pose: Det er mivieveof adding issues ¢p @dini value ramdhe negotiation.
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Appendix 3: Best Practices and Experiences from Anthony Chamy

1.Preparation

Research

Best practices and experiences from Anthony Chamy

Yo !fglea 0O02YS LINB LI NBaRy ysufaelkhe brice N ¢
TFEANRQX &2dz aK2dzZAZ R Ff gl &a KI @S icétheNd
ddzLILIX ASNI 6Aff LINRPLIZASQQ

WO 2KSy yS3A20GALFGAy3a &2dz 323G G2 aLSIH
beware of gate keepers (such as the clerk or secrejasjnce have little flexibility
FYyR OFyQd YI1S aSNA2dza RSOAaA2yao
GKSY F¥S8St AJy2Nlryidiod ! FGSNI LItz AGQ3
gAGK GKS KAIKSNI dzLIQQ

wQ . ST2NB | 3NB S Ay Fcesivdth donfpetifofs AclyeekIvhabthe
market says. In general, you should investigatéSth Y NJ SG4 6S¥2N

YO ,2dz K @S {2 dzyRSNRGFYR GKS 20KSN
iKS aK2S8a 2F (KS 20KSNJ LI NIeQQ

WO { K2 L) | N&cdmpatehtidedther padyltadsomeone else. For exampl
GStt 1AftG2y GKFG G{KSNIG2y Aa 2FFS)
AwaysTFAYR T GSNYyI GA@Sad 90Sy AF &2dxQ
coffee brand intown, youcanawaa RNAY]1 &a2YSGKAy3a S

2. The
negotiation

Communication

WQLY Yeé -maiidtheMmdratiormSf communication; it is tedious and
more time consuming. A 20 minute face to face meeting or telephone
conversationcan take a few days vie-mail.

WQ! y2GKSNJ RAalFIRGIyGlFr3asS Aa GKFEG GKSH
YAAAYUSNLINBG GSEG® C2NJ SEI YL Sz az
y2ied a2z LIS2LXS Y& Yraadl{1Syte (-
disrespectful. Orii KS LIK2y S &2dz Oly &l e al Se

whereasbyeyl Af @&2dz Ol yQi R2 {kikdwihe petséh@velld
Sy2dAKQQ

WOeKI 1Qa gKe e2dz KF@S (2 6S Y2NB ¥12
when using email. Ifal2yearolR2 Say Qi dzy R Sndiktheh yoR &
6SNBE y2i0 Of SINJ Sy2dAKPQQ

WQ¢ K| Gmaiis aigBad tod to and draw up the final contract. After you hal
verbally agreed to something, an-mail can act as an informal contract, as a
confirmation of whatyoubai K | INBSR (2QQ

WwOe St SLIK2Y S -thall, bexduseiydh Man (sk Voife téhality to convey
YSaal3Sax FyR faz2z AyGSNIINBG GKS 2
68t SLK2yS G2 YSSG FILO0S G2 FI10SqQ
wocCclk O0S G2 FIFO0OS Aa o0& BRotyMnghdgSgive ¥amote
information to use to your advantage. You can have a more structured meetir
and discuss a lot more, much more quickiQ

Persuasion

W02 KSYy GNBAYy3 (G2 02y@AyO0S GKS 23GKSH
i K S@emefitfhowitis@ 2R F2NJ G6KSY (G2 R2 az2vYS8i
WQ/ 2y GSEG YR YANNRNARAY3I A& NBIFff& A
should wear a jacket and tie, but when you go meet an engineer, wear a nerd

G-
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AKANI ©QQ
Yw2 KSy @2dz 32 (2 oat BotlinfEgypt2etc)Sgetasifgtifthyd

(NOTasEcti 2 dzZNB O X R2y QG 6SIFENI | &adaAdz oS
0SGUGSNI RSHE ®QQ
WQ. dzi AT @2dzQNBX GNBAy3a G2 3ASG | RS

of EcoTours, and you emphasizelthi A ¥ GKAy3a 62N)] 2d
come back next year, and possibly the year after than even. Emphasize that
82dzQNB 221 Ay 3 FRAY AKX LAY Ib BN NE Y

3.The
Agreement

The terms and
conditions

WOLT &2dz ¢AlYKS 0 diiz Bt ff 2fazS8aS Ay G KS
see the long term benefits of doing business with you. Make him see the-non
Y2y SGFNEBZ AylGly3aoctsS oSyST¥aaa KS OF
cash, paid in advance, clean cut clientobody will steal things from the sail
0240 YR LM dzax o0& R2Ay3 odzaAySaa
Ozyilil OtadQQ

YOo! FOGSNI FANBSAy3 (2 a2z
the other party, make sure/ou both agreei 2 S

WO. dzii FFAGSNI YIE{Ay3d GKS &rtS 0AdSod 7
yS3arGdAaA@dS AYFISNBED® C2NJ SEFYLX ST 4aLQ
322R LINAOS: odzii &2dz AT &2dz oNBlrpt Al
about lying and cheating: it is about being straightforward, about credibility,
Foz2dzi 60SAy3a &AGNIAIKEG F2NBIFNRO . dzi
GKSYQQ

FEFyOSY 52yQi 2@0SNAStEEY Ay 20KSNJ ¢
about the product, otherwise the other guy will feel cheated. And if they feel
OKS I SR tconedack far 2ege@t business

4 Establishing
trust,
credibility and
building
relationship

YwOo52y Qi o6fdzFFd LT GKSe FAyBndsdiisEine 7
GKS t2y3 GSN¥QQ

WO 52y Qi o6fdZFF 2N YIS dzlJ ai2NRSao
g2dzQft 3ISG OFdAKGI FyR Al #edoNdlalonshig,d
42 ONBRAOAfTAGE A& 1Se (2 GKIF{G®dQQ
WOLTF a2YS2y Shs2(@ulfshiNpricel thed igsidws & lack of good
faith. Beware of these people, even if you manage to bargain them down this
time, they will try to cheat you in the future. For example, if someone in anothe
O2dzy GNE GNARSE (2 NRILYIRRM: 23F Fi 050 @
NRL) @82dz 2FF Ay (GKS TFdzidzNBE a 6Stft Qg

WOl fazz 2y0S &2dzQ@8SdOARPIR i KS&G (I IKNK
h¥ O02dz2NESI R2y QG aleée GKFG AdGQa &2 dz
GKSy @&2dz 32 R2gy FTNBY @&2dz2NJ aoSaide L
keeptryy 3 (G2 3I2 2SN AYy G(GKS TFdzii dz2NBPQQ
WQ. dzirdstRakes Hme. Before discussing money, spend a lot of time at the
beginning to relate to the other party, find things you have in common. For
SEFYLX S da! KX &2dzONB + a1 ASN®D ClLydil 2
relate to your experienc® Q

Yo wSYSYOGSNE LIS2LXS IABS 0SGGSNI RS
better deals to men, women give better deals to women, and members of ethr
groups give bter deals to their own members

5. Other

Good cop/ bad cop

wo{2YSGAYSa 3I22R O2LXkolR O2L) ¢62NJ ad

n
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Tactics and
Strategies

20KSNJ LISNA2Y Aa (GKS (2dAK yS3a20Al (2
uncomfortable. It is very important that if you play this game, that you show
respect for the other guyand listen to his concerns

How to deal with

(OQ2KIFG AT GKS 2G4KSNJ LISNBR2y 3ISiGa S
emotional path, and somehow bring him back to the table. For instance,

emotional N N ; - NSO
iat 432Y82yS YIeé GKAY] e@d®AHZORNKBSNBRKf O (
negotiators I RRNBA&4 KAad O2yOSNYyas 68 LISNE2YIt S
OKSIFGAY3a KAYQQ
Multiparty WOLY | GKNBS LI NGe yS3IzaAldAz2ys &2¢
negotiations your side. Of theemaining two people, one usually leads, and the other follow

{2 @&2dz YySSR -(if22 XK$ &SI yR a@AWOAYy OS (KS
LISNE2Y gAtft 2F0Sy F2it2sd | yR S@Sy
see its two against one, theyusudll YI 1S O2y O0Saairzya i

WO2KIG AF @2dz  NB KI-OAFASANBAzAKS G KE
GKS 2GKSNJ 3dz2 6GKS GGKANR gKSStéo |
gKSSt AayQd 3I2Ay3 I 3 A6Sing theedtleS o6 dzi
yS320iAlGA2y 06S0OFdaaS KS R2SayQi 1yz2¢
can bring in a fourth person (who is not directly part of the negotiation) to

RA&GNI OG GKS GKANR 6KSSt I LR aiSK® YD
tSIFRSNDQ
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