


Mind You,

I was born with this skill

Excuse Me,

I was an expert even before birth

NEGOTIATION……
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Relationship

Situation

Outcome

Process

NEGOTIATION DYNAMICS
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Customer Care 
Division has lost 
trust in IT’s ability 
to deliver viable 
solutions due to 
past history…

IT is in need of 
project support 
from Customer 
Care Division for a 
strategic initiative 
…

Stakeholders are 
demanding for 
process 
improvements 
that is long 
overdue …

A project team 
has been 
assembled and 
expectations have  
been set 
internally and 
externally …

NEGOTIATION SENARIO

Lack of Trust in IT
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Relationship

Is at stake

Situation                 

Unreasonable  
Expectations  
have been set

Outcome          

Project risk is high

Process

Project  team 
is lacking  
directions

PROJECT DEPENDENCY
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YOU WANT TO NEGOTIATE?
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You can't build a reputation on 
what you're going to do.

Henry Ford
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Emotions

Agreements

Expectations

Interests

Positions

NEGOTIATION – BALANCING ACT

Disagreements
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NEGOTIATION – CLEANSING YOU

Your Strengths

Your Understandings

Your  Weaknesses

Your Ego

Your Emotions

Your Development
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What you are aware of you are in control of; 
what you are not aware of is in control of you.

Anthony de Mello
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On-going 
Cycle

Analyze  the Situation

Deliver and Assess

Bring Awareness

Understand Interests

Develop a Solution

NEGOTIATION PROCESS
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You have to know what it is you want. 

You can't go into a negotiation without clarity about 
what your objective is. 

The other [critical piece] is almost the exact opposite, 
which is trying to get into the other person's shoes.

If you don't understand what they have to get out of it, 
you can't figure out what steps they can take to give 
you what you want.

Former U.S. Secretary of State Madeleine Albright
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NEGOTIATION  TECHNIQUES
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• Goals

Project

• Interest & 
Positions

Scope • Power

Cost

• Alternatives 
(BATNA)

Time • Relationships

Risk

• Flexibility 
(ZOPA)

Quality

NEGOTIATION  
& 

PROJECT MANAGEMENT
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NEGOTIATION & POWER
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Smooth seas do not make skillful sailors.

African Proverb
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Project 
Manager 

Negotiation 
Wiz

Stakeholder Interest & Position

Potential Losses

Project Gridlocks

Lack of Progress

Missed Opportunities

NEGOTIATION WIZ
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NEGOTIATION & TRUST
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I don't like that man. 
I'm going to have to get to know him better.

Abraham Lincoln 

www.sathi.biz


