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Negotiating Skills

A worksheet
Tick whether you agree or disagree with the following statements:

	
	Statement
	Agree
	Disagree

	1. 
	Negotiators should not reveal their true feelings in case their opponents take advantage.
	Red
	Blue

	2. 
	A marginally acceptable deal is better than no deal at all.
	Blue
	Red

	3. 
	If an opponent gives me an opportunity to take advantage discreetly, that’s their problem
	Red
	Blue

	4. 
	I will renegotiate profitable deals if the other negotiator says they are in difficulty.
	Blue
	Red

	5. 
	I look after my own interests and leave my opponents to look after theirs.
	Red
	Blue

	6. 
	It is generally beneficial to be open about one’s true circumstances.
	Blue
	Red

	7. 
	I am worried about rejection when negotiating.


	Blue
	Red

	8. 
	If opponents are too soft and can’t look after themselves that’s their look out.
	Red
	Blue

	9. 
	A good cause is more worthy than power.


	Blue
	Red

	10. 
	When opponents buckle under pressure I should push harder.
	Red
	Blue


· Add up the number of blue responses


____________

· Add up the number of red responses


____________

· Are you mainly a red or a blue negotiator

____________
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Negotiating Skills

In the “Red & Blue Spectrum the following characteristics are likely:

	Red
	Blue

	· Takers


	· Givers

	· Competitive


	· Partners

	· Bluff & Coerce


	· Co-operative

	· Goal is to win


	· Goal is to succeed
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