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  e begin this New Year with high expectations, 
visualizing a 2017 filled with harmony in our lives. 
However, setbacks are always part of life, so we must 
know how to deal with unforeseen circumstances. 

Perhaps we should participate in negotiation 
processes that we never anticipated. I believe 
everyone should learn to become good negotiators 
by developing good negotiating habits. Consequently, 
I would like to share with you several reflections on 
this subject. 

Good negotiation habits: 

1. Learn to listen, let the other person speak
without interrupting, pay attention, and refrain 
from interpreting what you may hear.

2.  Avoid any hint of emotional blackmail, cynicism, 
sarcasm or hurtful remarks.

3. Be open-minded and willing to compromise.

4. Be respectful.

5. Speak the truth rather than half-truths, do not 
manipulate nor embellish the information and do 
not make false allegations. 

6. Do not assume or suppose.

7. Ask intelligent questions.

8. Do not waste energy on irrelevant details that 
divert attention from the most important aspects 
of the negotiation.

9. Record the minutes of the meeting.

10. Synthesize.
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“Speak in anger and you will give a speech that you will never forget.”  
 “One’s reputation is an invaluable asset to negotiation.”    “The greatest art is winning without going to war.”  

 “The person who is cornered becomes the most powerful enemy.”.

1.-Devise your 
negotiation 

strategy.

2.-Regard the conflict as a 
common problem that 

must be resolved, 
n o t a s a b att l e 
between winners 
and losers.

3.-First, tend to the person 
and then move on to the 

problem until you 
finally reach the 
counterproposal 
stage.

4.-Do not begin your proposal 
by showing all your cards. At 
the right moment, guide the 

conversation to 
possibilities for a 
solution, rather than to 
impossible alternatives. 

5.-Defend our 
interesas, not 
our position.

6.-Make sure that the 
other party not 

be taken by 
surprise. 

7.-Be creative, come 
up with 
alternative 
solutions.

8.-Ideally, you should give the 
other party the chance for 
vindication by granting a graceful 

exit and not feeling the 
argument has been lost. 
This is a golden bridge 
once you succeed in 
building it. 

Effective negotiation strategies: 


