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Methods

Emphasizing Benefits

Concentrate on explaining to the other party how the proposed deal will be of benefit to them.  However, you should avoid mentioning how the same deal benefits your own side.

Encouraging and Applauding

Welcome any constructive proposal by the other party, no matter how long it takes to emerge.  If you do not want to agree to it, you can still reject it later on in the negotiations.

Avoiding a Win/Lose Situation

Point out that you are looking for an outcome that is equally acceptable to both parties.  Do not push through an acceptance that your opponents will later feel has been forced upon them.

Saving Face

Give the other party an escape route by asking hypothetical questions or making hypothetical proposals, such as, “how would you feel about ….” Or “What if we ……..”

· Creates the perception of a win/win situation rather than a win/loss situation.

· Creates a positive mood in which to move negotiations towards a close.

· Allows you to avoid criticism of your own counter-proposals.

· Avoids antagonizing the other party at what may be critical point in the debate.

· Avoids confrontation, which is likely to result in increasing hostility and deadlock.

· Fosters a relaxed atmosphere in which constructive discussion can take place.

· Allows counter-proposals to be made.

· Increases the likelihood of your proposals being given proper consideration by the other party.

· Means the other party feels under less pressure to accept or reject your proposals, but may come to a decision sooner

· Helps the other party to see advantages in agreeing to a deal that they may not have previously considered
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