PRINCIPLES OF NEGOTIATION

Prepare for it:

· What are we negotiating about?
· What side issues within the overall issue are likely to come up?
· What’s my ‘top-line’, i.e. what I’d want if I didn’t have to negotiate?
· What’s my bottom-line, i.e. my sticking point, where I say ‘no’?
· How much room do I have to manoeuvre between these two?
· Realistically, what’s the outcome I’d say ‘yes’ to?
· What concessions will I make in order to get concessions from him or her?
· What’s my opening offer, and how do I present it?   Always ask for slightly
more than you expect to get.
· What points and arguments do I have to support the justice of my position, and what’s in it for him/her?  (This recognition of the ‘WIIFH’ factor, and the ability to remind him/her of it, is critical to successful negotiation).
