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The World is a Negotiation stage.



Life is Negotiation



We were born negotiators.



Remember how you negotiated as a 
child? a teenager? a youth? 

A business executive?



Our lives are filled with negotiation. 
We negotiate daily.



With your spouse, kids, business 
partner, friends, enemies, colleagues?

With your spouse, kids, business 
partner, friends, enemies, colleagues?



We will negotiate as long as we are 
alive.



So what exactly does it mean to 
negotiate?



It’s a collection of behaviors that 
influence emotions and decision 

making.



Communication with results. 

Getting what you want out of 
life is all about getting what 
you want from and with 
other people.



WHY DO WE NEGOTIATE?

To strike a 
business deal

a b c

To resolve 
conflicts 

To solve a 
problem 



Negotiation is primarily a language 
of conversation and rapport: a way 
of quickly establishing relationships 
and getting people to talk and think 
together.

Which is why when you think of the 
greatest negotiators of all time, I’ve 
got a surprise for you—think Oprah 
Winfrey.



NEGOTIATION SKILLS AND PROCESS

a. Planning b. Cause c. Desired 
Outcomes 

d. Win-Win e. Collaboration f. Way Forward



Negotiation Strategy Matrix. 

You win, they win.

You lose, they win. 

You win, they lose. 

You lose, they lose.



Negotiation Questions. 
Why? How? Whom?



NEGOTIATION TACTICS

BATNA
(Best Alternative 

To Negotiated 
Agreement).

ZOPA
(Zone of Possible 

Agreement).



BATNA is a messenger. It informs you of 
when to accept or reject a proposal. 

Accept when it’s better than your BATNA. 
Reject when it’s not.



Buyer walk away. 
Seller walk away. 



NEGOTIATION PATHWAY (T-GROW MODEL)

TOPIC - Know your strengths and who you represent. 

GOAL - Define your desired outcome.

REALITY - Set realistic expectations. 

OPTIONS -What are your options? Know your BATNA.
Know your ZOPA. 

WAY FORWARD - Decide your walk away point.



NEGOTIATION BEHAVIOUR 

Aggression Assertiveness Collaboration



CLASS DISCUSSION



Speak with us on…
Office Address - 6, Akin Ogunmade Davies street Gbagada phase 2, Lagos state.

Head Office - Austin, Texas.

Website : www.emotionscity.com

Email: solutions@emotionscity.com

Bookings : www.emotionscity.com/bookings

Mobile : +2348125116740

Handles : @emotionsdoctor. @emotionscity


