
Negotiation Genius

Claim value

Preparation

Assess BATNA (best alternative to 
negotiated agreement

Identify all of the plausible alternative 
options if unable to reach an agreemnt

Estimate the value associated with each 
alternative

Select the best alternative

Calculate RV (reservation value) The walk away point in the current 
negotiation 

Assess the other party’s BATNA

Calculate the other party’s RV

Evaluate the ZOPA (zone of possible 
agreement)

common negotiator mistakes

made the first offer when you were not in a 
strong position to do so

made a first offer that was not sufficiently 
aggressive

talked but did not listen

tried to influence the other party but did not 
try to learn from them

did not challenge your assumptions about 
the other party

miscalculated the ZOPA and did not 
reevaluate it during the negotiation

made greater concessions than the other 
party did

first offer? anchor

respond to their initial offer

ignore the anchor

separate info from influence

avoid dwelling on their anchor
probe a little to find out if any new info

if not, quickly shift attention away

make an anchored counteroffer, then 
propose moderation

give them time to moderate their offer 
without losing face

what should my first offer be

keep the entire ZOPA in play

provide a justification for your offer

set high, but realistic aspirations

consider the context and the relationship

how far can I push them

exhaust all pre-negotiation sources of info

identify your assumptions prior to the 
negotiation

ask questions that challenge your 
assumptions

ask indirect questions

protect yourself from lies and uncertainty 
with contingency contracts

effective haggling strategies

focus on the other party's BATNA and 
reservation value

avoid making unilateral concessions

be comfortable with silence

label your concessions

define what it means to reciprocate

make contingent concessions

be aware of the effects of diminishing rates 
of concessions

negotiating the relationship

managing your own satisfaction

creating value in negotiation

creating value

thru logrolling

adding issues

maximize value pareto improvement

thru contingency contracts incentive compatible

preparation strategies

identify your multiple interests

create a scoring system

calculate a package reservation value

identifythe other party's multiple interests

execution strategies

negotiate multiple issues simultaneously

make package offers

leverage differences of all types

post-settlement settlements

ack the progress that was already made in 
reaching the init agreement

suggest that there are aspects of the deal 
that you wish could be improved

suggest that you may have already 
conceded everything that you can afford, 
but try to think "outside the box" if that will 
help the other party

state that it is important for both of you to 
realize that you are not looking for a new 
agreement, but for an improved agreement 
that both parties prefer to the current 
agreement

important to realize that we are not 
preaching the gospel of altruism and 
benevolence, but rather teaching the art 
and science of value creation

investigative negotiation

7 principles

dont just ask what, ask why

seek to reconcile interests, not demands

create common ground with uncommon 
allies

interpret demands as opportunities

don't dismiss anything as "their problems"

don't let negotiations end with a rejection of 
your offer

understand the difference between "selling" 
and "negotiating"

5 strategies for eliciting info from reticent 
negotiators

build trust and share info

understand and speak their language

increase the ties that bind

build trust when you're not negotiating

ask questions, especially if you are 
surprised or skeptical

give away some info

negotiate multiple issues simultaneously

make multiple offers simultaneously

when rationality fails

biases of the mind

fixed pie bias reactive devaluation

the tendency of negotiators todenigrate and 
devalue another party's concessions simply 
because these are being offered by an 
adversary

the vividness bias
create a scoring system

separate info from influence

nonrational escalation of commitment

start your negotiation with a preplanned 
exit strategy

assign and reward a "devil's advocate" 
whose job it is to criticize your decisions 
and find faults in your logic

anticipate and prepare for the escalation 
forces you are likely to encounter

biases of the heart

the problem of conflicting motivations

egocentrism

overconfidence, irrational optimism, and 
the illusion of superiority

self-serving attributions

what happens when we view successful 
others as unethical or hypercompetitive?

not try to learn from them

to the extent possible, we will avoid 
negotiating with them

when we have no choice but to negotiate 
with them, we will find it easy to justify our 
own unethical behavior

in the absence of trust

make concession

share info

take the risks inherent in building mutually 
rewarding relationships

regret aversion bronze medal winners, who were close to 
winning no medal at all

negotiating rationally in an 
irrational world

confronting your own biases

use "system 2" thinking

make a system 2 list

avoid negociating under time pressure

partition the negotiation across multiple 
sessions

learn thru the use of analogies
debrief multiple negotiations simultaneously

focus on the principles, not particulars

adopt the outsider lens
bring in an outsider

take the outsider perspective

confronting the biases of others

incorporate the consequences of their 
biases in your strategy

help others be less biased

calibrate info provided by others

use contigency contracts to resolve conflicts 
stemming from biases

strategies of influence

offensive strategies

highlight their potential losses rather than 
their potential gains

disaggregate their gains and aggregate their 
losses

disaggregate their gains

if you have the ability to make concessions, 
do not make them all at once

if you have good news to share, try to parcel 
the info into smaller "gems"

if you have benefits or rewards to offer, 
separate them into installments that you 
can make over time

aggregate their losses

if you are requesting or demanding that the 
other side make concessions, make one 
comprehensive demand

if you have bad news to share, share it all at 
once

if you have costs or burdens to impose, 
combine them into one

employ the "door in the face" tech

simply put, if you want sth, ask for more 
than you want, and be prepared to make 
concessions

try to make the moderate request very soon 
after the other side rejects your extreme 
request. Otherwise, the contrast effect 
diminishes and the moderate request is 
perceived not as a concession, but as an 
entirely different demand.

employ the "foot in the door" tech

seems to work better when the extreme 
request is made after some time has passed 
since the moderate request was accepted 

If the second demand is made too soon, 
there is less time for feelings of 
commitment to be processed; also, making a 
second demand right after the first may be 
seen as overly aggressive, pushy, or 
blatantly strategic

leverage the power of justification

leverage the power of social proof

limits the open house viewing to only one 
hour so all potential buyers will be present 
at the same time

provide very few available dates to 
schedule an initial meeting

begin with listing other clients

make token unilateral concessions

agree a time/location more convenient for 
other side than you

purchase coffee to share with your 
negotiation counterpart

agreeing one of the smaller requests at 
beginning

use reference points to make your offers 
and demands seem reasonable

defending against strategies of influence

prepare systematically

create a scoring system

explicitly separate info from influence

rephrase their offer in other terms

appoint a devil's advocate

if possible, do not negotiate under time 
pressure

blind spots in negotiation

when parties away from the table keep things as they are, or we will both end 
up losing a lot of money

when the other side's decision rules
consider not only the interests of the other 
side, but also how the other side will 
evaluate and make their decisions

when the other side's info advantage

the winner's curse: a bidder gets a prize but 
only by paying more than the item is worth, 
due to failure to consider the info advantage 
of the other party

imagine how you will feel if your offer is 
immediately accepted

seek out objective, expert advice

make your offer on a contingency basis

when the strength of the competition things are going great for you, may going 
great for them as well

when the future in biz, in politics, in everyday life, not begin 
only after it erupts into a crisis

when what is right in front of your eyes expanding your awareness

why

when we overestimate the value of what we 
know and underestimate the value of what 
others know, that we fall victim to those 
elements of negotiation that lurk in our 
blind spot

confronting lies and deception

pre-empting lies and deception

look prepared

signal your ability to obtain info

ask less threatening, indirect questions

don't lie

lie detection

gather info from multiple sources

set a trap the question concerns an issue about which 
the other side has an incentive to lie

triangulate on the truth

ask many questions, the more you ask, the 
more difficult it becomes for the other party 
to come up with consistent answers unless 
telling the truth

look out for responses that do not answer 
the question you asked

use contingency contracts

caught them in a lie, now what

was it really a lie

do i want to continue with this negotiation

do I need to warn them or confront them

smart alternatives to lying

incorporate reputation and relationship 
costs in your calculus

adopt a more long term perspective find it 
much easier to be truthful and honest

prepare to answer difficult questions

try not to negotiate or respond to questions 
while under time pressure

refuse to answer certain questions what's the lowest price

this is the discussion we can have later on, 
once we have both committed to the deal. I 
don't feel comfortable divulging this info at 
the moment

as you undoubtedly understand, we cannot 
share that info for strategic reasons

the answer to your question depends on 
many other factors that we need to discuss

offer to answer a different question

“Unfortunately, I’m not at liberty to divulge 
specific cost information, but I can 
appreciate why you’re asking for it. You 
want to make sure that you’re getting a high-
value product for the price you’re paying. 
Well, let me provide you with some 
information that will give you that 
confidence. I can share a lot of specific 
information regarding our production 
process and some information regarding 
our pricing model.”

change reality to make the truth more 
bearable

“No, this is the only offer that I currently 
have. But I only recently sent out a dozen 
resumes and am looking forward to hearing 
back from those companies in the next few 
weeks.”

eliminate constraints that tempt you to lie
try to create the kinds of environments that 
encourage rather than discourage truthful 
and honest behavior.

recognizing and resolving ethical dilemmas

the problem of bounded ethicality

discard the common assumption that the 
seemingly unethical behavior you observe 
suggests that the other party lacks your high 
ethical standards, or that they have 
consciously chosen self-rewarding behavior 
over what they believe to be right

you too are vunlerable

conflicts of interest

Yet substantial research tells us that the 
seller’s conflict of interest (being honest 
versus making the sale) can lead her to 
unconsciously view the world through a 
biased lens and to believe that her product 
is the very best option for you—even when 
that is not the case.

the problem of agents you behave same as the agent. recognize 
your own fallibility

implicit associations and stereotypes confront and overcome or offset them

parasitic value creation create value by taking value away from 
parties who are not at the bargaining table

overclaiming credit

If you want to diminish the tendency of 
your group or team members to overclaim 
credit or contribution, one way to do so is to 
get them to focus not only on what they 
have done, but on what each individual, 
considered one at a time, has done as well.

putting it to practice

you

If you are in a situation where you have a 
conflict of interest, become extra vigilant.

Be aware of the possibility that you may be 
discriminating against others unconsciously.

Whenever you feel that you have created 
value, try to analyze where exactly that 
value is coming from.

When allocating credit, be careful not to 
give yourself too much credit—or to give too 
much credit to those whom you like.

counter party

Audit the claims of your counterparts and 
look for unintentional biases.

Accept the fact that they may be unaware of 
their bounded ethicality.

if you are unable to help your counterpart 
revise his biased perspective, craft a 
response that takes his misperceptions into 
account.

negotiating from a position of weakness

negociation without power

don't reveal that you are weak

When you are under pressure and focused 
on the weakness of your BATNA you may 
need to remind yourself to use less 
revealing language.

overcome your weakness by leveraging 
their weakness

the one who fares better is the one who 
makes the other side’s weakness more 
salient throughout the negotiation.

identify and leverage your distinct value 
proposition

submit multiple proposals

lower your bid just enough to get into the 
second round

take the agent out of the game

educate your customers between deals

if your position is very weak, consider 
relinquishing what little power you do have

strategize on the basis of your entire 
negotiation portfolio

When you consider your entire portfolio, it 
is far easier to imagine taking bigger risks, 
keeping the clients for whom you can add 
the most value, and becoming more 
profitable.

upsetting the balance of power

increase your strength by building 
coalitions with other weak parties

leverage the power of your extreme 
weakness, they may need you to survive romania after WW2

understand, and attack, the source of their 
power

the power of negotiation genius may be 
most valuable to you in precisely those 
situations where the alternative is to despair
—or to rely on gut instinct.

when negotiations get ugly, dealing with 
irrationality, distrust, anger, threats, and ego

irrationality

very careful before labeling someone 
"irrational"

mistake of "they are irrational"

they are uninformed

they have hidden constraints

they have hidden interests

what if they really are irrational

go around him by negotiating with someone 
else with authority who seems more willing 
to listen to reason

pursue your BATNA because his 
irrationality has eliminated all hope of 
creating value

When you use the “irrational” label, you 
limit your options, because there is not 
much you can say to someone who you 
truly believe is unable to reason, 
uninterested in fulfilling her own interests, 
and incapable of negotiating effectively.

distrust rebuild it diagnose the disgtrust that exists categories of distrusting others
character

competence

anger

seek to understand why they are angry

give voice to their anger

sidestep the motion

help them focus on their true underlying 
interests

threats and ultimatums

ingore the threat

neutralize any additional threats they might 
be tempted to make

if you don't find the threat to be credible, let 
them know

the need to save face

what looks good v.s. what works well

“If you’re in danger, don’t throw a spinning 
back-kick to their face. Instead, attack their 
kneecap. The kick to the face looks good, but 
the kick to the knee will save your life.”

when not to negotiate

when time is money

when your BATNA stinks, and everyone 
knows it

when negotiating sends the wrong signal

negotiate anyway

change the signal

decide not to negotiate

when relationships might suffer

when nogotiating is culturally inappropriate

when your BATNA beats their best possible 
offer

path to genius

do you want to feel good about yourself or 
do you want to learn

perfect can be the enemy of good

creating the right environment

If you are in a position of authority, assess 
the culture and incentive systems that 
govern your team, division, or organization.

If you determine that these systems will 
stifle the changes you hope will take root in 
the negotiation behaviors of your 
employees or colleagues, work to facilitate 
change.

If you are not in a position of authority, but 
can see how your organization’s culture or 
incentive system is creating a barrier to 
change, consider taking it upon yourself to 
educate those who can do something about 
it.

the disppearing circle ingrained in the approach to dealing with 
all types of human interaction.

achievable

Negotiation genius is about human 
interaction, and the only raw material you 
need to achieve it is the ability to change 
your beliefs, assumptions, and perspective. 
You have this ability.


