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• Introduction

• Negotiation is an integral part of daily life and the opportunities to negotiate surround us. 

While some people may look like born negotiators, negotiation is fundamentally a skill 

involving analysis and communication that everyone can learn.



THE BEST 10 PRACTICES:

1. Be prepared

2. Diagnose the fundamental 

structures of the negotiation

3. Identify and work the BATNA

4. Be willing to walk away

5. Master the key paradoxes of 

negotiation

◆ Striking by your principles versus being 

resilient to the flow

◆ Sticking with the strategy versus 

opportunistic pursuit of new options

◆Honest and open versus closed and 

opaque

◆Trust versus distrust



6. Remember the intangibles

7. Actively manage coalitions

8. Savor and protect your reputation

9. Remember that rationality and fairness 

are  relative

10. Continue to learn from the experience

(a) Plan a personal reflection time after 

each negotiation

(b) Periodically “take a lesson” from a 

trainer or coach

(c) Keep a personal diary on strengths 

and weaknesses and develop a plan 

to work on weaknesses

** Moreover, even the best athletes-in 

almost any sport-have one or more 

coaches to “take lesson”







• “We're fascinated by the words--but where we meet is in the silence behind them.”
― Ram Dass

• “Let us never negotiate out of fear. But let us never fear to negotiate.

[Inaugural Address, January 20 1961]”
― John F. Kennedy

• “We cannot negotiate with people who say what's mine is mine and what's yours is 
negotiable."

[ The Berlin Crisis: Radio and Television Address to the American People (The White 
House, July 25, 1961)]”
― John F. Kennedy

• “International peace negotiations need more value creation than value claiming. The 
more we create value for peace and development, the easier it is going to be to claim 
value for nuclear weapons free world.”
― Amit Ray, Peace on the Earth A Nuclear Weapons Free World

https://www.goodreads.com/author/show/14525.Ram_Dass
https://www.goodreads.com/author/show/3047.John_F_Kennedy
http://www.networker.www3.50megs.com/jfk10.html
https://www.goodreads.com/author/show/492884.Amit_Ray
https://www.goodreads.com/work/quotes/55576688


• “The key to resolving international conflict with a positive outcome includes looking for a 

win-win situation, finding common ground, formulating proactive strategies, using 

effective negotiation and communication, and appreciating cultural differences.”

― Amit Ray, Peace on the Earth A Nuclear Weapons Free World

• “Explain the value and justify the cost - People don’t mind paying; they just don’t like to 

overpay.”

― Chris Murray, Selling with EASE: The Four Step Sales Cycle Found in Every 

Successful Business Transaction

• “Any negotiation has a limit.

Otherwise, war is irrelevant.”

― Toba Beta, My Ancestor Was an Ancient Astronaut

• “In a negotiation, we must find a solution that pleases everyone, because no one accepts 

that they MUST lose and that the other MUST win… Both MUST win!”

― Nabil N. Jamal

https://www.goodreads.com/author/show/492884.Amit_Ray
https://www.goodreads.com/work/quotes/55576688
https://www.goodreads.com/author/show/7141835.Chris_Murray
https://www.goodreads.com/work/quotes/49027515
https://www.goodreads.com/author/show/3336353.Toba_Beta
https://www.goodreads.com/work/quotes/13098164
https://www.goodreads.com/author/show/8107388.Nabil_N_Jamal




RELEVANT CASES

• Case study

part A: conflict       part B: Negotiation

• Case study 

Part A: introduction   Part B:Some facts related to the conflict situation

Part C: Analysis          Part D: How to resolve    Part C: Outcome

• Case study

Write a scenario               to keep a conflict record and analysis


