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Objectives

• Understand your own negotiation styles -- strengths and challenges

• Learn a framework that will help you negotiate better

• Assess influence and negotiation skills in order to achieve desired results while maintaining 

valuable relationships
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What is negotiation?

An interactive communication process that may 

take place whenever you want something from 

somebody else or they want something from you. 

Negotiation is the activity of making agreements. 
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Why focus on negotiation?

• Making agreements is at the heart of 

interpersonal relations, collaboration, and getting 

work done.

• In most agreements, value gets left on the 

table for both parties—we negotiate within a 

context of scarcity.

• Negotiation ultimately affects outcomes and 

relationships. 

• Negotiation is not just about initial agreements. It 

is a constant and evolving dimension of 

professional relationships. 
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Circles of Influence
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Experience required

In the last analysis, you cannot learn 

negotiating techniques from a book 

[or from a lecture]. You must actually 

negotiate.

—James C. Freund, Anatomy of a 

Merger (1975) 

Source: The New Yorker, 9 Sept. 2002, p. 110.
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The Six Foundations of Effective Negotiation

Source: Shell, GR. Bargaining for Advantage: Negotiation 

Strategies for Reasonable People, second ed. New York: 

Penguin, 2006.

I.

Bargaining 

Style

II. Goals: 

Framing

III.

Authoritative 

Standards

IV. 

Relationships

V. Their 

Interests

VI. 

Leverage

Information-Based

Bargaining
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Be yourself, be authentic

Everyone has his [or her] own 

negotiating style, and the worst thing you 

can do is to adopt a negotiating 

technique that does not feel comfortable 

[because] credibility, based on an evident 

sincerity, is the most important single 

asset of a good negotiator.

—James C. Freund, Anatomy of a 

Merger (1975)
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Successful negotiators always do three things

1
Prepare—Get as much information as you can in advance, prepare and plan the timing, 

sequence and content of the conversation carefully. 

Experienced negotiators spend more time preparing than negotiating.

2
Understand the other party’s interests—Find out as much as you can about the other 

party’s interests, organizational context and environment to understand where you can 

bring value and what will be most important to them.

3

Balance relationships and outcomes—Balance the outcomes you need with the 

importance of building the relationship. 

Don’t trade one for the other—think explicitly about where to hold the line and where not 

to so that excellent relationships and excellent outcomes are possible. 
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Culture, gender and identity all matter in negotiation

• Important to be aware of social context—

nationality, culture, class, gender—and 

how these impact negotiation

• Different nationalities/regional cultures 

have different norms for direct conflict, 

consensus-building, and timelines

• Gender -- research shows men are four 

times more likely than women to ask for a 

salary raise. 

o (see Linda Babcock and Sara 

Laschever, Women Don't Ask: 

Negotiation and the Gender Divide. 

2003.)
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The Six Foundations of Effective Negotiation

Source: Shell, GR. Bargaining for Advantage: Negotiation 

Strategies for Reasonable People, second ed. New York: 

Penguin, 2006.

I.

Bargaining 

Style

II. Goals: 

Framing

III.

Authoritative 

Standards

IV. 

Relationships

V. Their 

Interests

VI. 

Leverage

Information-Based

Bargaining
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Your personal bargaining style

“The thief thinks everybody steals.”
—American folk saying

“You must bake with the flour you 

have.”

—Danish folk saying
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Your personal negotiation style

• Two dimensions: Assertiveness and 

relationships/need for approval

• How do you feel about negotiating?

• Competitors, for example, just love the sport of it 

(e.g., haggling with telemarketers for fun) 

• How much do you focus on relationships and 

others

High
DEGREE OF 

ASSERTIVENESS
Low

High
Collaborator/

Problem-solver
Accommodator

FOCUS ON 

RELATIONSHIPS

Competitor Avoider

Low

Compromiser

Intellectual Property of AMN Healthcare 
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Knowing your profile: How can it help you negotiate 

effectively?

• Under stress you revert to your 

“natural” style. It helps to know what it 

is!

o Example: Politician board member (a 

competitor) calls for a vote.

• Gauge your style to fit the audience.

o Example: Collaborative colleague 

negotiates with cut-throat real estate 

company.

• Reduce distracting anxiety by adding 

another piece of information to your 

strategy.

o Example: Consider the classic situation 

of haggling with a used car salesman. It’s 

stressful because you know so little. If 

you know yourself, you have more 

control over the negotiation.

• Build a strategy around your style—be 

yourself!

o Example: Strategize, then role play. 

Research shows this to be most 

effective.

Intellectual Property of AMN Healthcare 
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Let’s look at your scores
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Your scores

A
Competing

(forcing)

B
Collaborating

(problem-solving)

C
Compromising

(sharing)

D
Avoiding 

(withdrawing)

E
Accommodating 

(smoothing)

Intellectual Property of AMN Healthcare 
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Competitors

• Characteristics: Negotiate to “win,” rarely back down.

• Common prejudice: This is the “best” style.

• Example:

I’m here for me. Who are you here for?

— Donald Trump

Intellectual Property of AMN Healthcare 

Fact: 

This is just one 

conflict style among 

many.
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Competing: When does it work?

• Effective uses for competing

o Important issues where unpopular 

courses of action need implementing 

(e.g., discipline, cost cutting)

o When quick, decisive action is vital (e.g., 

emergencies)

o Protection against people, who take 

advantage of non-competitive behavior

• Competing skills

o Arguing or debating

o Ability to use rank or influence

o Asserting your own opinions and feelings

o Standing your ground

o Stating your position clearly

Intellectual Property of AMN Healthcare 

Remember: Every style has its uses—and its limits.
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Cautions to Competitors

• Lack of feedback

• Reduced learning

• Low empowerment of others on team

• Surrounded by “yes-men” (closed off from information)

Intellectual Property of AMN Healthcare 

Think in terms of pluses and minuses of style.
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Collaborators

• Characteristics: Negotiate to solve 

problems, have a taste for complexity.

• Common prejudice: Not forceful enough 

to defend a position. 

• Example:

• Former President of Harvard 

University, Drew G. Faust, has been 

described in popular press as a 

“consensus builder” who can do what 

the institution needs now: build 

relationships and direction across 

multiple interests. 

Intellectual Property of AMN Healthcare 

Consider using 

collaborators to round 

out a team. 

They provide a 

counterpoint to 

competitors and can also 

be used in the “problem 

solving” phase of a 

negotiation.
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Cautions to Collaborators

• Too much time spent discussing trivial matters (misuse of energy and resources)

• Trust can be taken advantage of when collaborating behaviors are not reciprocated

• May be avoiding risk by diffusing responsibility for decision-making

Intellectual Property of AMN Healthcare 

Beware of open-ended processes!
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Compromisers

• Characteristics: Do not like to negotiate, 

but will do it when it is fast and fair.

• Common prejudice: “Split the difference” 

mentality is the most efficient way to 

bargain.

• Example:

• Nelson Mandela’s low compromising 

stand made him a political hero—his 

actions upheld a set of “non-

negotiable” principles.

Intellectual Property of AMN Healthcare 

Compromisers tend to be 

good at finding the middle 

ground when two sides are 

stuck, as at certain points 

in labor negotiations. 

But compromisers get 

impatient in complex 

situations.
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Cautions to Compromisers

• Concentrating too much on practicalities and tactics and not enough on big-picture goals

• Too much focus on “trading” undermines interpersonal trust and deflects attention from merits 

of issues discussed

Intellectual Property of AMN Healthcare 

Beware of tendency to “cut to the chase”!
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Avoiders

• Characteristics: Dislike conflict, get 

anxious about negotiation.

• Common prejudice: Avoiders should have 

no role in a negotiation.

• Example:

• Diplomats are traditionally high 

avoiders, who tend to move around 

pockets of conflict in highly politicized 

situations.

Intellectual Property of AMN Healthcare 

Pick an avoider to make 

the seating chart at your 

wedding.
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Cautions to Avoiders

• Lack of input results in weak, or no discussions

• Decisions on important issues made by default

• Too much focus on “cautious climate” results in ineffective risk aversion

• Important issues go unresolved

Intellectual Property of AMN Healthcare 

Some avoidance behavior can be useful. It sometimes

makes sense to “pick your battles.”
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Accommodators

• Characteristics: Use negotiation to build 

relationships, resolve conflict by solving 

other person’s problem.

• Common prejudice: Have no point of view.

• Example:

• People in “relationship management” 

roles are often high accommodators—

e.g., professional service providers, 

hospitality professionals, and customer 

service departments.

Intellectual Property of AMN Healthcare 

Accommodators can be 

useful in understanding

the other party’s point of 

view.
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Cautions to Accommodators

• Lack of influence

• Deprives a team of your contributions

• Tend to be overly deferential to rules and policies

Intellectual Property of AMN Healthcare 

Don’t dismiss accommodators just because they 

sit back—they may have the best idea.
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The Situational Matrix

High PERCEIVED CONFLICT OVER STAKES Low

High

PERCEIVED 

IMPORTANCE

OF FUTURE 

RELATIONSHIP

BETWEEN PARTIES

Low

I: Balanced Concerns

(Business partnership, 

joint venture or merger)

Best strategies: 

Problem solving or compromise

II: Relationships

(Marriage, friendship or work team)

Best strategies:

Accommodation, problem solving 

or compromise

III: Transactions

(Divorce, house sale or market transaction)

Best strategies:

Competition, problem solving 

or compromise

IV: Tacit Coordination

(Highway intersection or airplane seating)

Best strategies:

Avoidance, accommodation or compromise

Intellectual Property of AMN Healthcare 
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Now try your negotiation skills out in a 

case simulation.
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Case instructions

• Two-person negotiation—one buyer and one seller per team.

• Please take notes and think about how you want to approach the negotiation 

• Take about 15 minutes to do the negotiation.
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Five rules for case work

1. Do your best! Put yourself into the case and the role you are given.

2. Do not come back with an agreement to “meet again next week”—accelerate time and keep 

your interactions moving to a resolution.

3. Write down your final agreement.

4. After you are done, do not talk about the case or results with your partner—or anyone—until 

we all debrief it together.
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Engaging the “other”

“If there is any one secret of success, it 

lies in the ability to get the other 

person’s point of view and see things 

from that person’s angle as well as from 

your own.”

—Henry Ford
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We get stuck on positions, not interests.

We get stuck here Positions

Issues

Interests

34
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The bargaining 

“iceberg”—look 

beneath the surface!
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Be aware of the shadow 

negotiation.

One of the lessons I’ve learned is that 

you can’t have one environment at the 

negotiating tables, and a different reality 

on the ground.”

—Dennis Ross, American Mediator, 

reflecting on the reasons behind the 

failed Israeli-Palestinian Peace 

negotiations, New York Times, July 26, 

2001, A12.  
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“He was all answer, 

with no question.”

—John Updike, 

Gertrude and Claudius

“To know 

what to ask 

is already to 

know half.”

—Francis Bacon
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Negotiating Behavior Skilled Negotiators Average Negotiators

Questions, as a percentage of all negotiating behavior 21.3% 9.6%

Active listening

Testing for understanding 9.7 4.1

Summarizing 7.5 4.2

38
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Knowing the other party

The Bible says we will be 

judged according to how we 

treat the poor. I believe that I 

will be judged. Do you?”

—Jamie Drummond, debt 

relief activist, on Bono, 

quoted in Financial Times 

(“Rock Star Bono tries to 

lure Treasury Chief in to aid 

band,” p. 14, May 6, 2002)
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Getting them wrong…

You get them wrong before you meet them, while you’re anticipating meeting them; you 

get them wrong while you’re with them; and then you go home to tell someone else about 

the meeting and you get them all wrong again. It’s getting them wrong that is living, getting 

them wrong and wrong and wrong and then, on careful reconsideration, getting them 

wrong again. That’s how we know we’re alive: we’re wrong. Maybe the best thing would be 

to forget being right or wrong about people and just go along for the ride. But if you can do 

that—well, lucky you.”

— Philip Roth, American Pastoral
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Reflection 

• Think back through the negotiation, what did you do well?

• What could you have done differently?

• Did you use a particular bargaining style(s)? What style did your partner use? 

• What did you try that didn’t turn out as you expected? Did you have an “ah-ha” moment?

• Find your partner and give each other feedback
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Your personal negotiation style

• Two dimensions: Assertiveness and 

relationships/need for approval

• How do you feel about negotiating?

• Competitors, for example, just love the sport of it 

(e.g., haggling with telemarketers for fun) 

• How much do you focus on relationships and 

others

High
DEGREE OF 

ASSERTIVENESS
Low

High
Collaborator/

Problem-solver
Accommodator

FOCUS ON 

RELATIONSHIPS

Competitor Avoider

Low

Compromiser

Intellectual Property of AMN Healthcare 
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Reflection

• Jot down answers to these questions:

o What are two to three insights you have about yourself as a negotiator?

o Why is negotiation relevant to you in your work?

o How can you practice and improve?

Intellectual Property of AMN Healthcare 
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Summary

• Be yourself, be authentic

• Prepare for your negotiations

o Plan, rehearse, work with your team

• You can only learn by doing—practice!

Intellectual Property of AMN Healthcare 
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