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Negotiating aims to achieve a goal...

Å Is Man a Homo Negociatus? ςThe Three 
Heads of Michel Bauer

Å Homo Economicus

Å Homo Politicus

Å Pater Familias

Å Negotiating is always linked to achieving a 
goal:

Å Inform, describe, and explain
Å State and convince
Å Testify

INTRODUCTION
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... starting from a situation of conflict or disagreement ...

Å The negotiation is different from a 
discussion, where the goal is less about 
άǊŜŀŎƘƛƴƎ ŀƴ ŀƎǊŜŜƳŜƴǘ ǘƘŀƴ ώŀōƻǳǘϐ 
ƧǳǎǘƛŦȅƛƴƎ ǘƘŜ ǾŀƭƛŘƛǘȅ ƻŦ ƻƴŜϥǎ ǇƻǎƛǘƛƻƴέΦ

Å It is also different from explanation, which 
aims to άƳŀƪŜ ƪƴƻǿƴΣ ƳŀƪŜ ŎƭŜŀǊƭȅ 
understood by elaborating... To clarify, to 
help understand (what is or seems 
ǳƴŎƭŜŀǊύΦέ

INTRODUCTION

SheTrades- Commercial negotiationfor export



Negotiationand sales interviews

Negotiation often forms part of the sales interview
when the positionsof the parties (seller and buyer) 
divergeon one of the discussion topics. It aims to 
bridge their positions on the issue in question and 

often requires concessionsfrom both sides.

INTRODUCTION
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Information vs negotiation
INTRODUCTION
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Χ ǇǊƻǾƛŘŜŘ ǘƘŀǘ ǘƘŜ ǇŀǊǘƛŜǎ ŀǊŜ ǿƛƭƭƛƴƎ ǘƻ ǊŜŀŎƘ ŀƴ ŀƎǊŜŜƳŜƴǘ

Negotiationis

"a confrontationbetween parties who are closely or strongly interdependent, 
bound by a certain power dynamic, and who demonstrate a minimum willingness 

to reach an agreement in order to reduce a gap or divergence, with the aim of 
constructing an acceptable solution that respects their goalsand the flexibility

they have allowed themselves."τBellenger(1990)

INTRODUCTION
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Prerequisitesof negotiation
INTRODUCTION

In 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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Negotiationstrategies
BASIC CONCEPTS OF COMMERCIAL NEGOTIATION

Å Distributive strategies

Å Integrativestrategies

Å Negotiator'sdilemma
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Negotiation techniques

Main negotiation techniques

Å Point by point

Å Gradually

Å Give and take

Å Broadening

Å False pivot

BASIC CONCEPTS OF COMMERCIAL NEGOTIATION
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Occasionalnegotiation techniques

Å Assessment and targeted 
assessment

Å Reversal

Å Four-step technique

Negotiation techniques
BASIC CONCEPTS OF COMMERCIAL NEGOTIATION

SheTrades- Commercial negotiationfor export



17

Negotiation techniques
The four-step technique

Step 1
Ideal position for the negotiator but 

intolerable for their partner

Step 2
Position sought by the negotiator that they 

consider acceptable to their partner

Step 3
Fallback position that is more favourable to 

their partner

Step 4
Intolerable position for the negotiator and 

ideal for the partner

BASIC CONCEPTS OF COMMERCIAL NEGOTIATION
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Negotiationploys

1. Ploys aimed at creating physical discomfort

2. Psychological harassment ploys

3. Ploys to disrupt discussions

4. Ploys to divide the opposing team

5. Etc.

18
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10 qualities of a good negotiator
PREPARATIONFOR COMMERCIAL NEGOTIATION

1. Active listening and empathy

2. Self-control and self-mastery

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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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 well-supported 
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.

PREPARATIONFOR COMMERCIAL NEGOTIATION
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Une négociation réussie dépend à 80% de sa préparation

Know your
company and 
its products

ÅSWOT
ÅERA

ÅCorrective actions

Know your
target market
ÅDemand

ÅCompetition
ÅDistribution channels
ÅBusiness practices

Define your
goals and your
options

ÅMarketing mix
ÅSegmentation

ÅPositioning

Establish clear 
proposals
ÅPrepare a basic offer

ÅAllow for flexibility

Anticipate
questions
ÅLikely questions

ÅAnswers

PREPARATIONFOR COMMERCIAL NEGOTIATION
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