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× Introduction  

The ability to negotiate effectively is a 

critically important skill in todayôs business 

and social environment. Although the field of 

negotiation has been studied for many years, 

there are still very few effective negotiators. 

Despite a wealth of theoretical material most 

students cannot reap a great learning outcome 

unless it is put into practice. The purpose of 

this paper is to study the various opinions, 

frameworks and experiences of a real-life 

negotiator. Anthony Chamy was interviewed, 

to discover how various skills, best practices 

and strategies can be applied in a real setting. 

Anthony is the co-founder of Ecotours and is 

responsible for sales and business 

development. He regularly negotiates 

contracts and special deals with on-site tour 

and venue operators located in foreign 

destinations (see appendix one for more details 

about Mr. Chamy). The interviewôs questions 

and summary can be found in appendices two 

and three respectively. To best understand 

how to become great negotiators, we will 

study Anthonyôs experiences to help us 

determine what theoretical techniques are 

commonly employed and how effective those 

techniques are in practice. 
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× Preparation  

All evidence and teachings strongly suggest 

that preparation is critical to a successful 

negotiation. Leigh L. Thompsonôs book, "The 

Mind and Heart of the Negotiator", states that 

80% of your effort should go toward 

preparation (Thompson, 2005) and in 

Anthonyôs business this is no exception. 

Anthonyôs main research is based primarily  on 

what the competitors are currently offering in 

the market, which he uses as his óôfall backôô 

alternative should the 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 prepare for a negotiation. In 

this event, he typically tries to get the other 

party to reveal information about their 

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 

for any negotiation; however, other 

information such as, knowing the interests and 

priorities of the other party can help focus the 

negotiation on what is really important for 

both parties. This will help expose other 

interests that can be packaged to approach a 

Pareto-optimal solution, where there are no 

alternatives that would be better for one party 

without being negative to the other. 

Another important aspect for Anthonyôs 

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, 
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Anthony tries to understand the other partyôs 

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 about the 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 to predict 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 and 

while he does not always have the time to 

prepare adequately, he understands that this 

puts him at a significant disadvantage. 
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× The Negotiation  

In general, Anthony can be considered an 

aggressive negotiator. He typically likes to 

declare his BATNA up front in hopes of 

getting the other party to make concessions 

and provide lower pricing. This approach is 

quite contrary to the literatureôs view of 

information sharing and negotiation style. It is 

very important to share information with the 

other party because this will lead both sides to 

have a stronger relationship and identify 

different interests and priorities. Certain 

information, however, should not be revealed 

because it provides a competitive advantage to 

the other party. When Anthony reveals his 

BATNA as a means to extract a better deal 

from the other party, he is in fact providing 

them with his reservation point and anchoring 

the negotiations around this point. If there is 

even a small ZOPA (zone of possible 

agreements) then Anthony is offering most of 

it to the other side by telling them what the 

minimum deal he would be willing to accept. 

However, Anthony is correct in making the 

first offer in an attempt to anchor the 

negotiations; however, he should anchor past 

his target in an attempt to gain the greatest 

share of the available pie. 

Concerning Anthonyôs aggressive style, some 

theories suggest that an initially aggressive or 

difficult approach, followed by a more 

conciliatory approach, may yield strong results 

(black hat, white hat approach). There are, 

however, problems associated with this 

approach. Anthony may unwittingly 

encourage an aggressive style in the other 

party, which can lead to negotiators focusing 

on positions rather than interests. As well, an 

aggressive approach may sour long-term 

relationships if the other party feels that they 

were treated unfairly or did not benefit 

enough from the deal. Anthony seems to 
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understand this as evidenced by his statement 

ñif you win, but he loses, then youôll lose in 

the long termò. The theory suggests 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 long-term relationships that 

maximize his value if he focuses on the 

interests of both parties and then attempts to 

gain as much value as possible from those in 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 attempt to gain value by 

suggesting that a competitor is offering 

something and that they should match it, 

ñAlways compare the other party to someone 

else. For example, tell Hilton that óSheraton is 

offering thisô, or that óThe Ritz is offering 

thatôò. The literature, however, suggests that 

negotiators should focus on interests based 

negotiations rather than power or rights based 

negotiations. This is done through information 

sharing that leads to identifying which issues 

are compatible (both parties would like same 

outcome), which are distributive (fixed-sum 

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 available to satisfy the 

interests of both parties, Anthony can provide 

packages that leverage the integrative issues, 

confirm the compatible interests and 

maximize the share of the distributive issues. 
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× 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, knowledge-based 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 worth tens of thousands 

of dollars. To close on these sales Anthony met 

with regional heads of multinational 

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 used a large portion of the 

meeting's time not to close his sale, but instead 

to establish identification-based trust. 

Anthony establishes identification-based 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 can get. 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 represented in 

identification-based trust is very valuable and 

author Thompson believes that "In 

identification-based trust systems, trust exists 
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between people because each person 

understands, agrees with, empathizes with and 

takes on the otherôs values because of the 

emotional connection between them; thus, 

they act for each other" (Thompson, 2005). 

Knowledge-based trust is a cornerstone of 

Anthonyôs long-term business relationships 

with his distant suppliers. In Anthonyôs tour 

operation business he identifies the interests of 

his suppliers and fulfills them to establish 

knowledge-based trust. For example, when 

Anthony's tour operation contracted a sailboat 

on the Nile to transport the tour's customers 

he ensured that the sailboats interests have 

been met. The sailboat owner was paid in cash, 

the tour was not rowdy and it did not damage 

the sailboat. Ensuring that no risk is present 

from both sides with this service contract 

establishes a knowledge-based trust enabling 

both parties to form a long-term relationship.  

In todayôs world deterrence-based trust is an 

expensive affair. Between lawyer fees, time 

spent suing and with questionable 

international law jurisdictions a lot is needed 

to develop and maintain deterrence-based 

trust. Anthony does not believe that it is 

worth his time and effort to sue a party even if 

50 thousand dollars are at stake. That said, 

Anthony insists that a signed document, email, 

or fax of the agreement will certainly help in 

ensuring that parties of a negotiated agreement 

stick to the agreed arrangement. For Anthony, 

a formal document serves more as a 

confirmation rather than evidence that can be 

presented in court. It appears that deterrence-

based trust is over shadowed by knowledge-

based trust.  Parties establish trust when no 

risk is present in an exchange rather than 

consequences of legal implications. After all, 

most businesses parties are interested in a 
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long-term relationship rather than short-term 

gains 

In terms of form of communication, Anthony 

believes that nothing beats face to face 

negotiation. He relies heavily on the other 

partyôs reactions and body language as key 

indicators of strength or weakness.  Anthony 

is quite an experienced negotiator and has 

become good at reading people, however in 

general it can be dangerous to rely on gut 

feeling instead of using objective criteria and a 

proper negotiation process. 
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× The Agreement  

Mr. Chamy firmly believes that his 

negotiations are win-win for all parties. 

Anthony enters a negotiation with good 

intentions; however, when the negotiation 

results are closely inspected this description is 

used to describe a feel good, even-split 

negotiation rather than a true win-win 

agreement. Anthonyôs negotiations are filled 

with relation building and an attempt for both 

parties to claim value. However, the author 

Leigh L. Thompson defines a win-win 

negotiation as a negotiation where ñall creative 

opportunities are exploited and no resources 

are left on the tableò (Thompson, 2005). In 

concentrating on building relationships and 

equitable sharing of a limited fixed-pie, 

Anthony sometimes fails to create a win-win 

agreement through identifying interests, 

adding issues and prioritizing integrative 

interests to create win-win packages. Anthony 

will l ikely be able to gain a true win-win 

outcome if he more clearly identifies his 

interests and their priority as well those of the 

other party. When the partiesô interests are 

clearly defined and agreed on, there will exist 

many opportunities to create value for both 

sides. 
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× Dealing with Emotional 

Negotiators  

Negotiators face a variety of people during the 

course of their negotiating career, each 

displaying a variety of styles and emotions at 

the bargaining table. Dealing with an 

emotional negotiator is a very challenging 

aspect of being an effective negotiator.  

Anthony describes his method of dealing with 

this challenge: ñYou have to then ófollowô his 

emotional path, and somehow bring him back 

to the table. For instance, someone may think 

youôre cheating them, when youôre really not. 

So you have to address his concerns, be 

personal, build back trust, and show him that 

youôre not cheating him.ôô Anthony is using 

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 

the other party. Further, Anthony uses active 

listening to let the other party know that he 

fully understands their position and would like 

to address that position in a calm fashion. 

Through his handling of emotional 

negotiators, Anthony is promoting positive 

emotions, which promote integrative 

bargaining outcomes according to Thompson. 
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× Conclusion  

Effective negotiation skills are an essential tool 

for any business person in todayôs global 

environment. Despite the abundance of 

available research, many experienced business 

people rely on their instincts and innate 

qualities, which often combine both effective 

and ineffective techniques. Mr. Anthony 

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 of identify ing interests, 

positions, targets for both himself and the 

other parties and BATNAs and reservation 

points of the other parties. Anthony correctly 

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 

parties. By adding the techniques described 

herein, Anthony can generate more value and 

more positive outcomes in the negotiation 

process. The negotiated outcomes will allow 

Anthony to fully realize his interests and 

priorities while at the same time creating value 

for the other parties. 
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× Appendices  

Appendix 1: A brief history of 

Anthony Chamy  

Anthony Chamy is the co-founder of Eco-

tours (www.ecotoursonline.ca) and is 

responsible for Ecotours' sales and business 

development. He regularly negotiates 

contracts and special deals with on-site tour 

and venue operators located 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 

discovering and true understanding of exotic 

foreign locations. The tours promote an 

understanding of the regional and the local 

peoplesô history, while conserving the 

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, Anthony worked as an 

International Sales Consultant for Media Plus 

Consulting. His success has allowed him to 

shake hands with the likes of the former 

President of Colombia Álvaro Uribe as well as 

other captains of the major industries and 

governments in Columbia, Morocco and 

Lebanon.  
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Appendix 2: Interview Questions  

Introductory Questions  

The first set of questions is designed to gain an understanding of the negotiatorôs view of negotiation 

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

1. How would you define "Negotiations" as they 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 

qualities to a successful outcome? What factors 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 negotiator describe the elements of successful negotiation and how they 

are acquired. 

3. In your 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 negotiation skills 

through training and experience while suppressing poor ones? 

Purpose: Understand the negotiatorôs view of learned versus natural negotiation skills? 

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 this possible? 

What was the advantage of doing what you did? What type of relationship made this 

possible? 

Purpose: Highlight the most salient attributes of a successful negotiation in the intervieweeôs 

opinion and what made it possible. 

Process Questions 

The process questions are designed to understand the negotiatorôs view of the negotiation process and 

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

1. How would you describe the typical negotiation process? How long does the process 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? How important 

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 face-to-face or do you also use phone and e-mails? What are the 

differences between these types of interactions? How do they affect your negotiation style?  

Purpose: To understand how phone and e-mails 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 
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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 

othersô styles. 

1. In your opinion of your negotiation style, do you usually take a competitive approach (i.e. feel 

adversarial towards the other partyôs interests), collaborative (i.e. trying to provide a good 

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 

fits each of these ñstylesò?  

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

2. 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 should never 

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 information sharing and its role in the 

process. 

3. 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 
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listening to alternatives)?  What style of 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 adding 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? 

Purpose: Determine the negotiatorôs view of adding issues to gain value from the negotiation. 
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Appendix 3: Best Practices and Experiences from Anthony Chamy  

 
Topic Best practices and experiences from Anthony Chamy 

1.Preparation Research ΨΩ !ƭǿŀȅǎ ŎƻƳŜ ǇǊŜǇŀǊŜŘ ǿƛǘƘ ŀ ǇǊƛŎŜ ŀƴŘ ŀ ǊŜŀǎƻƴǎ why you feel the price is 
ŦŀƛǊΩΩΧ ȅƻǳ ǎƘƻǳƭŘ ŀƭǿŀȅǎ ƘŀǾŜ ŀ ǊŀƴƎŜ ƛƴ ƳƛƴŘ ŀƴŘ ƘŀǾŜ ŀƴ ƛŘŜŀ ǿƘŀǘ ǇǊice the 
ǎǳǇǇƭƛŜǊ ǿƛƭƭ ǇǊƻǇƻǎŜΩΩ 

ΨΩ ²ƘŜƴ ƴŜƎƻǘƛŀǘƛƴƎ ȅƻǳ Ǝƻǘ ǘƻ ǎǇŜŀƪ ǿƛǘƘ ǘƘŜ ƘƛƎƘŜǊ ǳǇǎ ƛƴ ǘƘŜ ŎƻƳǇŀƴȅΧ 
beware of gate keepers (such as the clerk or secretary), since have little flexibility 
ŀƴŘ ŎŀƴΩǘ ƳŀƪŜ ǎŜǊƛƻǳǎ ŘŜŎƛǎƛƻƴǎΦ .ǳǘ ōŜ ǇƻƭƛǘŜ ǘƻ ǘƘŜ ƎŀǘŜ ƪŜŜǇŜǊΣ ŘƻƴΩǘ ƳŀƪŜ 
ǘƘŜƳ ŦŜŜƭ ƛƎƴƻǊŀƴǘΦ !ŦǘŜǊ ŀƭƭΣ ƛǘΩǎ ǘƘŜ ƎŀǘŜ ƪŜŜǇŜǊ ǘƘŀǘ ǿƛƭƭ ƎŜǘ ȅƻǳ ǘƘŜ ƳŜŜǘƛƴƎ 
ǿƛǘƘ ǘƘŜ ƘƛƎƘŜǊ ǳǇΩΩ 

ΨΩ .ŜŦƻǊŜ ŀƎǊŜŜƛƴƎ ǘƻ ŀƴȅǘƘƛƴƎΣ ŎƻƳǇŀǊŜ Ǉrices with competitors, check what the 
market says. In general, you should investigate thŜ ƳŀǊƪŜǘ ōŜŦƻǊŜ ǎƛǘǘƛƴƎ ŘƻǿƴΦΩΩ 

ΨΩ ¸ƻǳ ƘŀǾŜ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ǘƘŜ ƻǘƘŜǊ ǇŀǊǘȅΩǎ ŦǊŀƳŜ ƻŦ ǊŜŦŜǊŜƴŎŜ Χ Ǉǳǘ ȅƻǳǊǎŜƭŦ ƛƴ 
ǘƘŜ ǎƘƻŜǎ ƻŦ ǘƘŜ ƻǘƘŜǊ ǇŀǊǘȅΩΩ 

ΨΩ {ƘƻǇ ŀǊƻǳƴŘΦΦΦ !ƭǿŀȅs compare the other party to someone else. For example, 
ǘŜƭƭ Iƛƭǘƻƴ ǘƘŀǘ ά{ƘŜǊŀǘƻƴ ƛǎ ƻŦŦŜǊƛƴƎ ǘƘƛǎέΣ ƻǊ ǘƘŀǘ άǘƘŜ wƛǘȊ ƛǎ ƻŦŦŜǊƛƴƎ ǘƘŀǘέΦ 
Always ŦƛƴŘ ŀƭǘŜǊƴŀǘƛǾŜǎΦ 9ǾŜƴ ƛŦ ȅƻǳΩǊŜ ŘŜŀƭƛƴƎ ǿƛǘƘ ŎƻŦŦŜŜΣ ŀƴŘ ǘƘŜǊŜΩǎ ƴƻ ƻǘƘŜǊ 
coffee brand in town, you can alwaȅǎ ŘǊƛƴƪ ǎƻƳŜǘƘƛƴƎ ŜƭǎŜΣ ǎŀȅ ǘŜŀΩΩ 

2. The 
negotiation 

Communication ΨΩLƴ Ƴȅ ōǳǎƛƴŜǎǎ Ŝ-mail is the worst form of communication; it is tedious and 
more time consuming. A 20 minute face to face meeting or telephone 
conversation can take a few days via e-mail. 

ΨΩ!ƴƻǘƘŜǊ ŘƛǎŀŘǾŀƴǘŀƎŜ ƛǎ ǘƘŀǘ ǘƘŜǊŜ ƛǎ ƴƻ ǾƻƛŎŜΣ ǎƻ ƴƻ ǘƻƴŀƭƛǘȅΦ Lǘ ƛǎ Ŝŀǎȅ ǘƻ 
ƳƛǎƛƴǘŜǊǇǊŜǘ ǘŜȄǘΦ CƻǊ ŜȄŀƳǇƭŜΣ ǎƻƳŜƻƴŜ Ƴŀȅ ǘƘƛƴƪ ȅƻǳΩǊŜ ŀƴƎǊȅ ǿƘŜƴ ȅƻǳΩǊŜ 
ƴƻǘΦ !ƭǎƻΣ ǇŜƻǇƭŜ Ƴŀȅ ƳƛǎǘŀƪŜƴƭȅ ǘƘƛƴƪ ȅƻǳΩǊŜ ŎƻƭŘ ƻǊ ŘƛǎŎƻǳǊǘŜƻǳǎΣ ƻǊ ŜǾŜƴ 
disrespectful. On ǘƘŜ ǇƘƻƴŜ ȅƻǳ Ŏŀƴ ǎŀȅ άIŜȅ IŜƭŜƴΣ ƘƻǿΩǊŜ ȅƻǳ ŘƻƛƴƎΚέΣ 
whereas by e-Ƴŀƛƭ ȅƻǳ ŎŀƴΩǘ Řƻ ǘƘŀǘΣ ōŜŎŀǳǎŜ ȅƻǳ Ƴŀȅ ƴƻǘ know the person well 
ŜƴƻǳƎƘΩΩ  

ΨΩ¢ƘŀǘΩǎ ǿƘȅ ȅƻǳ ƘŀǾŜ ǘƻ ōŜ ƳƻǊŜ ŦƻǊƳŀƭΣ ƻǾŜǊƭȅ ŎƻǳǊǘŜƻǳǎΣ ŀƴŘ ƻǾŜǊƭȅ ŎƭŜŀǊ 
when using e-mail.  If a 12 year old ŘƻŜǎƴΩǘ ǳƴŘŜǊǎǘŀƴŘ ȅƻǳǊ Ŝ-mail, then you 
ǿŜǊŜ ƴƻǘ ŎƭŜŀǊ ŜƴƻǳƎƘΦΩΩ 

ΨΩ¢Ƙŀǘ ǎŀƛŘΣ Ŝ-mail is a good tool to and draw up the final contract. After you have 
verbally agreed to something, an e-mail can act as an informal contract, as a 
confirmation of what you boǘƘ ŀƎǊŜŜŘ ǘƻΩΩ 

ΨΩ¢ŜƭŜǇƘƻƴŜ ƛǎ ōŜǘǘŜǊ ǘƘŀƴ Ŝ-mail, because you can use voice tonality to convey 
ƳŜǎǎŀƎŜǎΣ ŀƴŘ ŀƭǎƻ ƛƴǘŜǊǇǊŜǘ ǘƘŜ ƻǘƘŜǊ ǇŀǊǘȅΩǎ ƛƴǘŜƴǘƛƻƴǎΦ ¢Ǌȅ ǘƻ ǳǎŜ ǘƘŜ 
ǘŜƭŜǇƘƻƴŜ ǘƻ ƳŜŜǘ ŦŀŎŜ ǘƻ ŦŀŎŜΩΩ 

ΨΩCŀŎŜ ǘƻ ŦŀŎŜ ƛǎ ōȅ ŦŀǊ ǘƘŜ ōŜǎǘΦ ±ƻƛŎŜ ǘƻƴŀƭƛǘȅ ŀƴŘ body language give you more 
information to use to your advantage.  You can have a more structured meeting 
and discuss a lot more, much more quickly ΨΩ 

 Persuasion 
 

ΨΩ²ƘŜƴ ǘǊȅƛƴƎ ǘƻ ŎƻƴǾƛƴŎŜ ǘƘŜ ƻǘƘŜǊ ǇŀǊǘȅΣ ǳǎŜ ǇƻǎƛǘƛǾŜ ƛƳŀƎŜǊȅΦ {Ƙƻǿ ǘƘŜƳ Ƙƻǿ 
ǘƘŜȅΩƭƭ benefit, how it is gƻƻŘ ŦƻǊ ǘƘŜƳ ǘƻ Řƻ ǎƻƳŜǘƘƛƴƎΦΩΩ 

ΨΩ/ƻƴǘŜȄǘ ŀƴŘ ƳƛǊǊƻǊƛƴƎ ƛǎ ǊŜŀƭƭȅ ƛƳǇƻǊǘŀƴǘ ƘŜǊŜΥ ǿƘŜƴ ȅƻǳ Ǝƻ ƳŜŜǘ ŀ /9hΣ ȅƻǳ 
should wear a jacket and tie, but when you go meet an engineer, wear a nerd 
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ǎƘƛǊǘΦΩΩ 

ΨΨ²ƘŜƴ ȅƻǳ Ǝƻ ǘƻ ŀ ǎƳŀƭƭ ƻǇŜǊŀǘƻǊ όǎŀƛƭ ōoat, hotel in Egypt, etc), go as Anthony 
(NOT as Eco-ǘƻǳǊǎύΣ ŘƻƴΩǘ ǿŜŀǊ ŀ ǎǳƛǘΣ ǿŜŀǊ ŀ ǊƛǇǇŜŘ ǎƘƛǊǘΦ ¢Ƙƛǎ ǿƛƭƭ ƎŜǘ ȅƻǳ ŀ 
ōŜǘǘŜǊ ŘŜŀƭΦΩΩ 

ΨΩ.ǳǘ ƛŦ ȅƻǳΩǊŜ ǘǊȅƛƴƎ ǘƻ ƎŜǘ ŀ ŘŜŀƭ ǿƛǘƘ ǘƘŜ IƛƭǘƻƴΣ ǘƘŜƴ ȅƻǳ Ǝƻ ŀǎ ŀ ǊŜǇǊŜǎŜƴǘŀǘƛǾŜ 
of Eco-Tours, and you emphasize thŀǘ ƛŦ ǘƘƛƴƎǎ ǿƻǊƪ ƻǳǘ ǘƘƛǎ ǘƛƳŜΣ ǘƘŜƴ ȅƻǳΩƭƭ 
come back next year, and possibly the year after than even. Emphasize that 
ȅƻǳΩǊŜ ƭƻƻƪƛƴƎ ŦƻǊ ŀ ƭƻƴƎ ǘŜǊƳ ǊŜƭŀǘƛƻƴǎƘƛǇΦ bŜǾŜǊ ōŜ ƴŜƎŀǘƛǾŜΦΩΩ 

3.The 
Agreement 

The terms and 
conditions 

ΨΩLŦ ȅƻǳ ǿƛƴΣ ōǳǘ ƘŜ ƭƻǎŜǎΣ ǘƘŜƴ ȅƻǳΩƭƭ ƭƻǎŜ ƛƴ ǘƘŜ ƭƻƴƎ ǘŜǊƳΧaŀƪŜ ǘƘŜ ƻǘƘŜǊ ǇŀǊǘȅ 
see the long term benefits of doing business with you. Make him see the non-
ƳƻƴŜǘŀǊȅΣ ƛƴǘŀƴƎƛōƭŜ ōŜƴŜŦƛǘǎ ƘŜ Ŏŀƴ ƎŜǘ ŦǊƻƳ ȅƻǳΥ ƘŜΩƭƭ ƎŜǘ ǇŀƛŘ ƻƴ ǘƛƳŜΣ ǇŀƛŘ ƛƴ 
cash, paid in advance, clean cut clients (nobody will steal things from the sail 
ōƻŀǘύΣ ŀƴŘ ǇƭǳǎΣ ōȅ ŘƻƛƴƎ ōǳǎƛƴŜǎǎ ǿƛǘƘ ȅƻǳΣ ƘŜΩƭƭ ƘŀǾŜ ŀŎŎŜǎǎ ǘƻ ȅƻǳǊ ƴŜǘǿƻǊƪ ƻŦ 
ŎƻƴǘŀŎǘǎΦΩΩ 

ΨΩ!ŦǘŜǊ ŀƎǊŜŜƛƴƎ ǘƻ ǎƻƳŜǘƘƛƴƎΣ ŀƭǿŀȅǎ ǎǘƛŎƪ ǘƻ ȅƻǳǊ ǿƻǊŘǎΦ wŜǇŜŀǘ ǘƘŜ ŎƻƴǘǊŀŎǘ ǘƻ 
the other party, make sure you both agree ǘƻ ŜǾŜǊȅǘƘƛƴƎΩΩ 

ΨΩ.ǳǘ ŀŦǘŜǊ ƳŀƪƛƴƎ ǘƘŜ ǎŀƭŜ όƛΦŜΦ ƻƴŎŜ ǘƘŜȅΩǊŜ ŎƻƴǾƛƴŎŜŘύΣ ǘƘŜƴ ȅƻǳ ōǊƛƴƎ ǳǇ ǘƘŜ 
ƴŜƎŀǘƛǾŜ ƛƳŀƎŜǊȅΦ CƻǊ ŜȄŀƳǇƭŜΣ άLΩƳ ƎƛǾƛƴƎ ȅƻǳ ǘƘƛǎ ŀƳŀȊƛƴƎ Ǝƭŀǎǎ ǿƘŀǘŜǾŜǊ ŦƻǊ ŀ 
ƎƻƻŘ ǇǊƛŎŜΣ ōǳǘ ȅƻǳ ƛŦ ȅƻǳ ōǊŜŀƪ ƛǘΣ L ǿƻƴΩǘ ǊŜŦǳƴŘ ƛǘέΦ bŜƎŀǘƛǾŜ ƛƳŀƎŜǊȅ ƛǎ not 
about lying and cheating: it is about being straightforward, about credibility, 
ŀōƻǳǘ ōŜƛƴƎ ǎǘǊŀƛƎƘǘ ŦƻǊǿŀǊŘΦ .ǳǘ ǘŜƭƭ ǘƘŜƳ ǘƘƛǎ ǎǘǳŦŦ ŀŦǘŜǊ ȅƻǳΩǾŜ ŎƻƴǾƛƴŎŜŘ 
ǘƘŜƳΩΩ 

.ŀƭŀƴŎŜΥ 5ƻƴΩǘ ƻǾŜǊǎŜƭƭΥ ƛƴ ƻǘƘŜǊ ǿƻǊŘǎΣ ŘƻƴΩǘ ƭŜŀǾŜ ƻǳǘ ŀƭƭ ǘƘŜ ƴŜƎŀǘƛǾŜ ǘƘƛƴƎǎ 
about the product, otherwise the other guy will feel cheated. And if they feel 
ŎƘŜŀǘŜŘΣ ǘƘŜȅ ǿƻƴΩt come back for repeat business 

4.Establishing 
trust, 
credibility and 
building 
relationship 

 ΨΩ5ƻƴΩǘ ōƭǳŦŦΦ LŦ ǘƘŜȅ ŦƛƴŘ ƻǳǘΣ ȅƻǳ ƭƻǎŜ ȅƻǳǊ ƴŜƎƻǘƛŀǘƛƴƎ ǇƻǿŜǊΣ and you lose in 
ǘƘŜ ƭƻƴƎ ǘŜǊƳΩΩ 

ΨΩ 5ƻƴΩǘ ōƭǳŦŦ ƻǊ ƳŀƪŜ ǳǇ ǎǘƻǊƛŜǎΦ ¸ƻǳ Ƴŀȅ Ǝŀƛƴ ƛƴ ǘƘŜ ǎƘƻǊǘ ǘŜǊƳΣ ōǳǘ ǳƭǘƛƳŀǘŜƭȅ 
ȅƻǳΩƭƭ ƎŜǘ ŎŀǳƎƘǘΣ ŀƴŘ ƛǘ ƘǳǊǘǎ ȅƻǳǊ ŎǊŜŘƛōƛƭƛǘȅΦ ¸ƻǳ ǿŀƴǘ ŀ ƭƻƴƎ-term relationship, 
ǎƻ ŎǊŜŘƛōƛƭƛǘȅ ƛǎ ƪŜȅ ǘƻ ǘƘŀǘΦΩΩ 

ΨΩLŦ ǎƻƳŜƻƴŜ ƻŦŦŜǊǎ ŀ ǘƻǘŀƭƭȅ b.s. (bull shit) price, then it shows a 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 another 
ŎƻǳƴǘǊȅ ǘǊƛŜǎ ǘƻ ǊƛǇ ȅƻǳ ƻŦŦ ōŜŎŀǳǎŜ ȅƻǳΩǊŜ /ŀƴŀŘƛŀƴΣ ǘƘŜƴ ŎƘŀƴŎŜǎ ŀǊŜ ƘŜΩƭƭ ǘǊȅ ǘƻ 
ǊƛǇ ȅƻǳ ƻŦŦ ƛƴ ǘƘŜ ŦǳǘǳǊŜ ŀǎ ǿŜƭƭΩΩ 

ΨΩ!ƭǎƻΣ ƻƴŎŜ ȅƻǳΩǾŜ ǘƻƭŘ ǘƘŜƳ ǘƘŀǘ ǘƘƛǎ ƛǎ ȅƻǳΩǊŜ ŦƛƴŀƭκōŜǎǘ ǇǊƛŎŜΣ ŘƻƴΩǘ Ǝƻ ƭƻǿŜǊΦ 
hŦ ŎƻǳǊǎŜΣ ŘƻƴΩǘ ǎŀȅ ǘƘŀǘ ƛǘΩǎ ȅƻǳǊ ōŜǎǘ ǇǊƛŎŜ ǳƴƭŜǎǎ ƛǘ ǊŜŀƭƭȅ ƛǎΦ .ǳǘ ƛŦ ȅƻǳ ƭƛŜ ŀƴŘ 
ǘƘŜƴ ȅƻǳ Ǝƻ Řƻǿƴ ŦǊƻƳ ȅƻǳǊ άōŜǎǘέ ǇǊƛŎŜΣ ƛǘΩǎ ŎƭŜŀǊ ǘƘŀǘ ȅƻǳ ōƭǳŦŦŜŘΣ ŀƴŘ ǘƘŜȅΩƭƭ 
keep tryiƴƎ ǘƻ Ǝƻ ƭƻǿŜǊ ƛƴ ǘƘŜ ŦǳǘǳǊŜΦΩΩ 

ΨΩ.ǳƛƭŘƛƴƎ trust takes time. Before discussing money, spend a lot of time at the 
beginning to relate to the other party, find things you have in common. For 
ŜȄŀƳǇƭŜ ά!ƘΣ ȅƻǳΩǊŜ ŀ ǎƪƛŜǊΦ CŀƴǘŀǎǘƛŎ ǎǇƻǊǘΣ ƭƻǾŜ ƛǘέΣ ŦƛƴŘ ǎƛǘǳŀǘƛƻƴǎ ǿƘŜǊŜ ƘŜ Ŏŀƴ 
relate to your experienceΩΩ 

ΨΩ wŜƳŜƳōŜǊΣ ǇŜƻǇƭŜ ƎƛǾŜ ōŜǘǘŜǊ ŘŜŀƭǎ ǿƘŜƴ ǘƘŜǊŜΩǎ ŎƻƳƳƻƴŀƭƛǘȅΦ aŜƴ ƎƛǾŜ 
better deals to men, women give better deals to women, and members of ethnic 
groups give better deals to their own members 

5. Other Good cop/ bad cop ΨΩ{ƻƳŜǘƛƳŜǎ ƎƻƻŘ ŎƻǇκōŀŘ ŎƻǇ ǿƻǊƪǎΦ hƴŜ ǇŜǊǎƻƴ ŀŎǘǎ ƭƛƪŜ ŀ ǎƻŦǘƛŜΣ ǿƘƛƭŜ ǘƘŜ 
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Tactics and 
Strategies 

ƻǘƘŜǊ ǇŜǊǎƻƴ ƛǎ ǘƘŜ ǘƻǳƎƘ ƴŜƎƻǘƛŀǘƻǊΦ  .ǳǘ ŘƻƴΩǘ ƳŀƪŜ ǘƘŜ ƻǘƘŜǊ ǇŀǊǘȅ ŦŜŜƭ 
uncomfortable. It is very important that if you play this game, that you show 
respect for the other guy, and listen to his concerns 

 How to deal with 
emotional 
negotiators 

ζΩΩ²Ƙŀǘ ƛŦ ǘƘŜ ƻǘƘŜǊ ǇŜǊǎƻƴ ƎŜǘǎ ŜƳƻǘƛƻƴŀƭΚ ¸ƻǳ ƘŀǾŜ ǘƻ ǘƘŜƴ άŦƻƭƭƻǿέ Ƙƛǎ 
emotional path, and somehow bring him back to the table. For instance, 
ǎƻƳŜƻƴŜ Ƴŀȅ ǘƘƛƴƪ ȅƻǳΩǊŜ ŎƘŜŀǘƛƴƎ ǘƘŜƳΣ ōǳǘ ȅƻǳΩǊŜ ǊŜŀƭƭȅ ƴƻǘΦ {ƻ ȅƻǳ ƘŀǾŜ 
ŀŘŘǊŜǎǎ Ƙƛǎ ŎƻƴŎŜǊƴǎΣ ōŜ ǇŜǊǎƻƴŀƭΣ ōǳƛƭŘ ōŀŎƪ ǘǊǳǎǘΣ ŀƴŘ ǎƘƻǿ ƘƛƳ ǘƘŀǘ ȅƻǳΩǊŜ ƴƻǘ 
ŎƘŜŀǘƛƴƎ ƘƛƳΩΩ 

 Multiparty 
negotiations 

ΨΩLƴ ŀ ǘƘǊŜŜ ǇŀǊǘȅ ƴŜƎƻǘƛŀǘƛƻƴΣ ȅƻǳ ƴŜŜŘ ǘƻ ƎŜǘ ƻƴŜ ƻŦ ǘƘŜ ƻǘƘŜǊ ǘǿƻ ǇŜƻǇƭŜ ƻƴ 
your side. Of the remaining two people, one usually leads, and the other follows. 
{ƻ ȅƻǳ ƴŜŜŘ ǘƻ ƘŀǾŜ ŀ άƳƛƴ-ŎƭƻǎŜέ ŀƴŘ ŎƻƴǾƛƴŎŜ ǘƘŜ ƭŜŀŘŜǊΣ ōŜŎŀǳǎŜ ǘƘŜ ƻǘƘŜǊ 
ǇŜǊǎƻƴ ǿƛƭƭ ƻŦǘŜƴ ŦƻƭƭƻǿΦ !ƴŘ ŜǾŜƴ ƛŦ ǘƘŜȅ ŘƻƴΩǘ ƛƳƳŜŘƛŀǘŜƭȅ ŦƻƭƭƻǿΣ ǿƘŜƴ ǘƘŜȅ 
see its two against one, they usuallȅ ƳŀƪŜ ŎƻƴŎŜǎǎƛƻƴǎ ǘƻ ǊŜŀŎƘ ŀƴ ŀƎǊŜŜƳŜƴǘΦΩΩ 

ΨΩ²Ƙŀǘ ƛŦ ȅƻǳ ŀǊŜ ƘŀǾƛƴƎ ǘǊƻǳōƭŜ ƳŀƪƛƴƎ ŀ άƳƛƴƛ-ŎƭƻǎŜέ ǿƛǘƘ ǘƘŜ ƭŜŀŘŜǊ ōŜŎŀǳǎŜ 
ǘƘŜ ƻǘƘŜǊ Ǝǳȅ όǘƘŜ άǘƘƛǊŘ ǿƘŜŜƭέύ ƪŜŜǇǎ ƎƻƛƴƎ ŀƎŀƛƴǎǘ ȅƻǳ Κ {ƻƳŜǘƛƳŜǎ ǘƘŜ ǘƘƛǊŘ 
ǿƘŜŜƭ ƛǎƴΩǘ ƎƻƛƴƎ ŀƎŀƛƴǎǘ ȅƻǳΣ ōǳǘ ƘŜ Ƴŀȅ Ƨǳǎǘ ōŜ Ŏƻƴfusing the entire 
ƴŜƎƻǘƛŀǘƛƻƴ ōŜŎŀǳǎŜ ƘŜ ŘƻŜǎƴΩǘ ƪƴƻǿ ǿƘŀǘ ƘŜΩǎ ǘŀƭƪƛƴƎ ŀōƻǳǘΦ  !ǘ ǘƘŀǘ ǇƻƛƴǘΣ ȅƻǳ 
can bring in a fourth  person (who is not directly part of the negotiation) to 
ŘƛǎǘǊŀŎǘ ǘƘŜ ǘƘƛǊŘ ǿƘŜŜƭΣ ŀƴŘ ǘƘŜƴ ȅƻǳ ŦƻŎǳǎ ƻƴ ŘƻƛƴƎ ǘƘŜ άƳƛƴƛ-ŎƭƻǎŜέ ǿƛǘƘ ǘƘe 
ƭŜŀŘŜǊΩΩ 
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