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Three Important 
Negotiation Skills 

| Dare to Clarify 

| Anchor Away 

| Diffuse Tactics 



#1 Dare to Clarify 

{  “Are we actually negotiating? If so, about 
what?  Insert a clarifying conversation before 
deciding to negotiate. 

{  Is there a communication alternative to a 
negotiation? 

|  A conversation, pitch, presentation, dealing 
with an objection, something else? 

{  What, Which, Why? 



#2  Anchor Away 

|  “The Anchoring Effect” means people 
generally make judgments based on what 
you do first. (85% of the time) “It’s best to go 
first” is a myth! 

|  It’s okay to go first (or second) but do both 
in a way that demonstrates understanding, 
matches your intention and goals and is 
backed up with facts and insight. 



Anchor Away 

|  If you go first: 

 “In the spirit of clarity and expediency, I 
have prepared a set of terms that would be 
acceptable to me.  I appreciate that your 
terms may be different. Let’s use these as a 
starting point and explore from there. I’d love 
to hear your ideas” 



Anchor Away 

|  If you go second: 

 “Thank you for sharing your thoughts with 
me.  I have also spent some time preparing 
some terms that would work for me, and I 
would like to share those with you now. I have 
to say, though, my terms are very different from 
what you just mentioned.  I’m ready to discuss 
everything openly and fully” 



#3 Diffuse Tactics 

|  Tactics are things people do to raise or lower 
your expectations; consciously and 
unconsciously 

|  They have no power if you recognize them 
for what they are and diffuse them 

 

 



#3 Diffuse Tactics 
 

Cooperative Tactics: 

Expressing confidence and a desire for a 
mutually beneficial outcome,  providing 
relevant info and facts, listening without 
interrupting, revealing your interests early, 
emphasizing shared interests, being prepared, 
inviting others to build on your ideas, 
conceding when you are wrong, making minor 
concessions…..etc. 



#3 Diffuse tactics 

Competitive Tactics: 

Poker faced, exaggeration, tricking others into 
revealing first, false promise of future business, 
deferring to an absent third party, inflating real 
needs, showing outrage to gain a concession, 
lying, delaying to gain advantage, name 
dropping, posturing, good-guy/bad-guy, 
bluffing, withholding or slanting information, 
chipping away at the agreement……etc. 



#3 Diffuse Tactics 

|  Keep breathing – wait before responding 

|  Don’t panic – don’t take it personally – keep 
listening and clarify 

{  Options: 

{  Ignore it (they may be testing you) 

{  Expose it (call it out) 

{  Tit-for-tat 

{  Stall for time 

{  Walk out (be careful) 



3 Skills You Need… 

|  Remember things are not always as they 
seem.  Particularly negotiations.  Clarify First! 

|  Anchor the tone of the negotiation and 
improve your outcomes more often. 

|  Don’t take &%#$ from anyone.  J 
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