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Introduction ¢ Whatis

negotiation?
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INTRODUCTION

Negotiating aims to achieve a goal...

A Is Man a HomdNegociatu® ¢ The Three
Heads of Michel Bauer

A Homo Economicus
A HomoPoliticus
A Pater Familias

A Negotiating is always linked to achieving a
goal:
A Inform, describe, and explain

A State and convince
A Testify
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INTRODUCTION

... Starting from a situation of conflict or disagreement ...

The negotiation is different from a
discussionwhere the goal is less about
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It is also different fronexplanation which
aimstod Yl 1S 1y26ys YI 1S
understood by elaborating... To clarify, to
help understand (what is or seems
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INTRODUCTION

Negotiationand sales interviews

Negotiation often forms part of theales interview
when thepositionsof the parties (seller and buyer) |
divergeon one of the discussion topics. Itaims to | ™%
bridge their position®n the issue in question and
often requiresconcessionfrom both sides.
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INTRODUCTION

Information vsnegotiation

Information

Information request

Verification

Negotiation

Verification

Follow-up
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INTRODUCTION
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Negotiationis

"a confrontationbetween parties who are closely or strongly interdependent,
bound by a certaipower dynami¢and who demonstrate a minimumillingness
to reach an agreemenn order to reduce a gap alivergence with the aim of
constructing aracceptable solutiomhat respects theigoalsand theflexibility
they have allowed themselves."Bellenger1990)
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INTRODUCTION

Prerequisitesof negotiation

" n short, we are dealing with a negotiation if the
following conditions are met
Adversarial or partnering negotiators
Divergence or gap
Common willingness to reach an agreement
Need for a goal and room for maneuver

Consideration of power dynamics and the
stakes of the parties
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BASIC CONCEPTS OF COMMERCIAL NEGOTIATION

Negotiation strategies
4

i

COMPETE COLLABORATE
['win / You lose [ win / You wirn

COMPROMISE

I'win spme S Your
WrY ST

AVOID ACCOMMODATE

IGSE S Vo Pasg | lse /Yol win

MY MEEDS BEIMG MET

& -0

YOUR MEEDS BEING MET

A Distributive strategies
A Integrative strategies

A Negotiator'sdilemma
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BASIC CONCEPTS OF COMMERCIAL NEGOTIATION

Negotiation techniques

Main negotiationtechniques
Point by point
Gradually

Give and take

Broadening

o Do Do Do Do

False pivot
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BASIC CONCEPTS OF COMMERCIAL NEGOTIATION

Negotiation techniques
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Occasionahegotiationtechniques

A Assessment and targeted
assessment

A Reversal

A Fourstep technique
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BASIC CONCEPTS OF COMMERCIAL NEGOTIATION

Negotiation techniques

The four-step technique

Step 1 Ideal position for the negotiator but
P intolerable for their partner
Position sought by the negotiator that they
Step 2 : :
consider acceptable to their partner
Fallback position that is more favourable to
Step 3 :
their partner
Intolerable position for the negotiator and
Step 4 .
ideal for the partner
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BASIC CONCEPTS OF COMMERCIAL NEGOTIATION

Negotiation ploys

1. Ploys aimed at creating physical discomfort
2. Psychological harassment ploys
3. Ploys to disrupt discussions

4. Ploys to divide the opposing team
5. EftC.
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03.

Preparationfor commercial
negotiation




PREPARATIGHOR COMMERCINEGOTIATION

10 qualities of a good negotiator

1. Active listening and empathy

2. Seltcontrol and selimastery

3. Experience and mastery of the subject
4. Method and preparation

5. Creativity

6. Flexibility

7. Credibility and trustworthiness

8. Sociability (and even charisma)

9. Win-win mindset

10. Team spirit
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PREPARATIGHOR COMMERCINEGOTIATION

Preparationsteps

1. Thoroughly understand your company
and its products

2. Thoroughly understand your target
market, its operation, and its channels

3. Define your objectives and options

4. Establish clear and wedlupported
proposals

5. Anticipate the interlocutor's questions
and prepare clear and convincing
responses

Always ask yourself why the customer should buy your product; why they should buy it instead of your
competitors' products, and why they should buy it now rather than later.
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PREPARATIGHOR COMMERCINEGOTIATION

Preparation steps

100KG
N

Know your
company and
its products

AswoT

Know your Define your Establish clear

target market goals and your proposals

options APrepare a basic offer

ADemand
Aallow for flexibility

ACompetition Aviarketing mix
MDistribution channels ASegmentation
ABusiness practices APositioning

FERA

ACorrective actions
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