AMBASSADOR

LIVE YOUR LEGACY

Negotiation Principle:
Set High Targets

Ask for more then you are
comfortable asking...as long
as you can speak to it.

11/3/17

Tension: A Positive Force

Breakthrough:

Creative

18/Then Proposals
Plaw Trades ’

Listen +o LEARN
Clear Divect Statrewments
Get Curious First

Relationship:
Self-Interest: Collaborative
Competitive

Positioning Concessions

Targets

As a rule, those who

Ask for more...
getmore.
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Excellent

negotiators

Negotiation Principle: use

Positioning Advantageously

as much

How do | communicate the optimal “value proposition2” information
What is my theme? to make
Is it Brief2 Compelling? Repeatable? Th eir case

What is in it for them to do what | want?
Have | said it in a way they can remember and repeat?

Negotiation Principle: Negotiation Principle:
Satisfy Needs Over Wants Concede According to Plan

oot o

What message am | sending?
How do they value my concession?2
Am | getting something in returng




