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NegotiationNegotiation

Joint venture / 
collaboration
Where 2 or more 
parties combine 
resources in a win-win 
situation



FIRST ask yourself THE BIG 
PICTURE
What is the purpose of having 
this collaboration i.e. what is the 
intention?

Write it down
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SECOND ask yourself THE FINER 
DETAILS
What specifically do you want?

Write down the details
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SELECT PARTNERS BASED ON 
WHO CAN FULFILL MOST OF 
THE CRITERIA IN THE FINER 
DETAILS.

With regard to criteria that they 
cannot fulfill, that represents a 
compromise on your part.
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Bargaining Strategies in NegotiationBargaining Strategies in Negotiation



Distributive versus Integrative BargainingDistributive versus Integrative Bargaining



The 
Negotiation 

Process

The 
Negotiation 

Process

Reasons for 
or against

Win-win



Negotiation Process in NLPNegotiation Process in NLP

1) Establish your goals i.e. be aware of what you want out of 
the collaboration (big and small picture)

2) Establish rapport. How?

3) Ask questions – be interested in the other party. Can they 
offer what you want. What do they want? Can you give 
them what they want?

4) Once you find out, that they have what you want, explain 
to them how you can give them what they want i.e. 
establish a win-win relationship. When doing so, maintain 
rapport and chunk up. How? These are specific NLP 
techniques & skills which can be acquired.



The End - Thank you
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