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Effective Negotiation Skills

SALES PERFORMANCE IMPACT
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Overall Impact on Skills Improvement
Average Scores
1 15 2 25 3 35 4

Ensuring sufficient preparation prior to each client interaction

Staying focused on winning support for the price increase while also
improving relationships with clients

Going to the balcony before and during the negotiation to diffuse
negative emotions and to ensure productive negotiation
Identifying potential “people problems” that affect the negotiation

Asking the right questions to identify the interests of

Asking the right questions to move the negotiation towards
achievement of mutually satisfying outcomes
Deweloping BATNA and planning carefully before generating options

Generating options based on understanding of your needs and the
Identifying and using independent standards when dealing with

Using appropriate approaches (returning to the balcony,
reframe/jujitsu, and Positive No) in dealing with difficult situations

and plan accordingly

clients/stakeholders and plan accordingly

needs of all parties involved

difficult opposing interests
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Effective Negotiation Skills

SALES PERFORMANCE IMPACT

Overall Impact on Work Performance

Average Scores
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Preparation prior to the negotiation has helped me have more effective
negotiations in terms of both outcome for my organisation and
relationship with clients

As aresult of NTY, | am able to negotiate a more profitable deal
(deals that are strategically beneficial for my company)

The Principled Negotiation process has helped me maintain or
improve positive relationships with my clients and their stakeholders

As aresult of NTY, | have been able to negotiate lasting agreements
more efficiently

Because of the skills in NTY | have been able to say no to
unreasonable demands

The use of Negotiation Strategiser has improved the quality of my

negotiations
#% C 8 ' C8 (cr %C "
2 ! ! !
! & " ! %-+0-' 0+D+<-
&E I
Increase in Productivity Attributable to
Negotiating to Yes Skills
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Financial Return - Actual
(Based on 18 interviews )
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NTY Contribution to Negotiation Outcome
by Participant
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