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Introduction

Negotiation stands as a fundamental and indispensable art. It’s a skill that transcends borders, industries, 
and professions.

Whether you’re sealing a business deal, or haggling over the price of a vintage find at a flea market, negotiation is an 
ever-present force in our lives – but it isn’t without its challenges.

In this eBook, we’ll delve into the heart of negotiation, providing you with the tools, strategies, and insights to help 
understand the art of negotiation and excel in it.

Negotiation isn’t simply about winning or losing; it’s about reaching mutually beneficial agreements, finding common 
ground, and overcoming the myriad of challenges that arise in the process.

From aggressive tactics to emotional manipulation, negotiations can be riddled with obstacles. This guide will equip 
you with the knowledge and strategies to overcome these scenarios, enabling you to emerge from negotiations with 
your goals achieved and your relationships intact.

Whether you’re a novice eager to learn the basics or a seasoned negotiator seeking to refine your skills, this guide is 
your key to becoming a master of the art of negotiation.

Huthwaite International | Change Behaviour. Change Results.™

Elevate your negotiation 
skills with insights from 
Huthwaite International’s 
team of experts on the 
Mastering Negotiations 
podcast.

Tune in

Podcast

https://www.huthwaiteinternational.com/mastering-negotiations
https://www.huthwaiteinternational.com/mastering-negotiations
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Negotiation skills are essential in helping us in both our personal and professional lives, and the ability to negotiate 
effectively is a valuable asset.

However, it’s not always smooth sailing; negotiations can often be fraught with challenges, particularly when the other 
party uses questionable tactics.

In this chapter, we’ll identify some of these negotiation tactics Tony has alluded to.

Chapter One: Commonly used negotiation tactics

Tony Hughes, CEO at Huthwaite International, gave his opinion on 
underhand negotiation tactics.

“I would hate people to think that the best negotiators are people who use dirty 
negotiation tactics. I think sometimes if people are using some method of 
negotiation which you don’t understand or can’t cope with, you might consider 
them, wrongly, to be dirty tricks.

“But there are other tactics which are definitely downright dirty tricks and really 
shouldn’t be used in negotiations where it’s important that both sides get a 
good deal.”

https://www.huthwaiteinternational.com/blog/dirty-tricks-in-negotiation
http://underhand negotiation tactics
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The “good cop, bad cop” routine

The “good cop, bad cop” negotiation technique is a 
classic strategy used by a team of negotiators to gain 
an advantage during a negotiation.

It involves two negotiators, one playing the role of the 
“good cop” and the other the “bad cop”. This technique 
is often employed to manipulate the emotions and 
perceptions of the other party to encourage them to 
make concessions or reach a desired agreement.

Collaborative roles

In this strategy, two negotiators collaborate as a team, 
creating a contrast in the way they interact with the 
other party. The “good cop” is friendly, empathetic,  
and understanding, aiming to build rapport with 
the other party, showing sympathy for their concerns, 
and appearing as a more reasonable and 
accommodating negotiator.

Assertive approach

The “bad cop” takes a more assertive and 
confrontational approach, being critical, and tough, 
and sometimes uses intimidation tactics to put 
pressure on the other party. This creates a sense of 
urgency and makes the negotiation environment 
more challenging.

Tag team dynamics

The “good cop” and “bad cop” take turns in their 
interactions with the other party. After the “bad cop” 
has applied pressure, the “good cop” steps in to soothe 
tensions and offer concessions, making it seem like 
they’re the reasonable party keen to find a solution.

Leveraging psychology

This technique leverages the psychological impact of 
the contrast between the two negotiators. The other 
party might perceive the “good cop” as an ally who is 
trying to help, while they may see the “bad cop” as an 
obstacle to overcome.

The “good cop” often uses an empathetic approach to 
offer concessions that the other party might perceive 
as reasonable, encouraging cooperation.

“I don’t have the authority”

The “I don’t have the authority” negotiation technique 
is a strategy employed by a negotiator to shift 
responsibility or decision-making to a higher authority 
within their organisation. 

It involves conveying to the other party that they don’t 
have the power or authority to make certain decisions 
or concessions during the negotiation.

Delegating decision-making

The negotiator claims that they’re not the ultimate 
decision-maker, often explaining that certain decisions 
or concessions require approval from senior figures, 
such as their manager, a committee, or a department 
head. This can serve as a stalling tactic, allowing the 
negotiator more time to consider their options and 
gather input from their superiors.

Managing expectations

This technique can also be used to manage the 
expectations of the other party. It sets boundaries and 
makes it clear that certain demands or requests may 
not be met without further approval.

Creating leverage

In some cases, the negotiator may genuinely lack the 
authority to make certain decisions. However, they can 
also use this as a negotiating tactic to create the 
impression that the other party needs to make 
more concessions to gain approval from those with 
higher authority.

Avoiding personal responsibility

If the negotiator anticipates that their concessions 
might not be well-received internally, they can use this 
technique to avoid taking personal responsibility for 
making unpopular decisions.

Huthwaite International | Change Behaviour. Change Results.™
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Ethical use

It’s essential to note that while the “I don’t have the 
authority” technique can be a useful negotiation tool, it 
should be used judiciously and ethically. Misusing this 
technique by falsely claiming a lack of authority can 
damage trust and harm the negotiating relationship.

Transparency and progress

In situations where the negotiator genuinely lacks the 
authority to make decisions, they should be 
transparent about the decision-making process and 
work to obtain timely approvals to keep the negotiation 
moving forward.

Negotiation is often about finding a balance between 
asserting one’s interests and accommodating the other 
party’s concerns. This approach is just one of many 
tools negotiators use to achieve this balance. However, 
it’s important to only use this tactic when necessary.

The “one more thing” tactic

The “one more thing” negotiation tactic is a strategy 
used to introduce an additional request or concession 
after the main negotiation points have been discussed 
and agreed upon. This is often employed to gain extra 
value or to test the other party’s flexibility.

Here’s how it typically works:

Agreement on main terms

In a negotiation, both parties usually focus on reaching 
an agreement on the main terms of the deal. This may 
include the price, quantity, terms of delivery, or other 
essential factors.

Introducing an extra request or concession

Once the primary terms are settled, the negotiator 
using the “one more thing” tactic will introduce an 
additional element. This could be a request for a 
further discount, additional services, or any other 
beneficial adjustment to the deal.

Timing matters

The timing of introducing this additional request is 
crucial. It often occurs when the other party believes 
that the negotiation is nearing its conclusion. The “one 
more thing” tactic is designed to catch the other party 
off guard, as they may already feel that the negotiation 
is almost finalised.

Appearing reasonable

The negotiator employing this tactic usually presents 
the additional request or concession in a manner that 
appears reasonable or not overly demanding. They 
may frame it as a minor adjustment or something that 
could make the deal even better for both parties.

Testing flexibility

The primary goal of this tactic is to test the other party’s 
flexibility and willingness to accommodate additional 
requests. The negotiator wants to see if the other party 
is willing to make further concessions to close the deal.

Response and counter-negotiation

Responses to this negotiation method can vary. The 
other party may agree to the additional request if it 
seems reasonable and if they believe it won’t 
significantly impact the overall deal. Alternatively, they 
may counter-negotiate, suggesting alternative terms, or 
request something in return.

Evaluating the outcome

Depending on the response, the negotiator using this 
tactic can assess whether they’ve gained more value or 
concessions from the other party. It’s a way to explore 
the limits of the deal and maximise its benefits.

It’s important to note that the effectiveness of this 
tactic depends on the specific context of the 
negotiation, the relationships between the parties, and 
the nature of the additional request. In some cases, it 
can lead to a more favourable outcome, while in 
others, it may create tension or lead to a breakdown in 
negotiations if not used in a fair, sensible way.
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Pressure tactics

Pressure tactics are negotiation strategies that involve 
applying various forms of pressure on the other party 
to influence their decision-making.

These tactics aim to create a sense of urgency or 
discomfort, encouraging the other party to make 
concessions or agree to the negotiator’s terms.

Shaun James, Head of Learning and Skills at 
Huthwaite International, stressed the importance of 
preparation and contingency plans when fighting 
pressure tactics in negotiations.

“If you don’t have in your preparation a strong 
fallback, in other words, a plan B, and if you’ve got 
nowhere else to go, then those tactics might just work 
against you.”

Here’s how pressure tactics are used as a 
negotiation tactic.

Time constraints

One common pressure tactic is to impose time 
constraints on the negotiation process. This can involve 
setting tight deadlines for making a decision or 
insisting that the current offer is only valid for a limited 
time. The idea is to push the other party to act quickly 
to avoid missing out on a perceived opportunity.

Walk-away threat

Negotiators may use the threat of walking away from 
the negotiation as a pressure tactic. By indicating a 
willingness to terminate the discussion and not reach 
an agreement, they can motivate the other party to 
make concessions to keep the negotiation alive.

Emotional pressure

Emotional pressure can be applied by showing 
frustration, disappointment, or anger during the 
negotiation. This tactic is intended to make the other 
party feel uncomfortable or uneasy, leading them to 
make concessions to alleviate the emotional tension.

Raising the stakes

The negotiator may escalate the demands or stakes 
of the negotiation, making the situation more 
challenging or complex. This can create pressure on 
the other party to find a solution and make 
concessions to simplify the deal.
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Threats and ultimatums

Threats or ultimatums can be used to apply direct 
pressure. The negotiator may threaten to take legal 
action, reveal damaging information, or withdraw from 
the negotiation unless specific terms are met.

Limited availability

Creating the perception of limited availability can be a 
pressure tactic. For example, suggesting that a product 
or service is in high demand and may soon be 
unavailable can prompt the other party to agree to 
terms quickly.

Financial pressure

Financial pressure can be applied by making financial 
concessions contingent on the other party agreeing to 
specific terms. For instance, offering a discount if the 
other party agrees to close the deal immediately.

Group pressure

In a team negotiation, several team members may 
apply pressure collectively. This can involve multiple 
people presenting a unified front or expressing 
dissatisfaction to create a sense of pressure.

Silence and waiting

A negotiator can use silence and waiting as a tactic. By 
remaining silent or taking time to respond, they can 
make the other party anxious and encourage them to 
make concessions to break the silence or move the 
negotiation forward.

Creating a competitive environment

Introducing competition or the idea that other 
potential deals or competitors are waiting in the wings 
can create pressure on the other party to agree to 
terms to secure the current deal.

When applying pressure, negotiators should be aware 
of the potential consequences and consider the 
long-term impact on the negotiation process and their 
business relationships.

Learn crucial skills to enhance your 
negotiation prowess and achieve 
successful outcomes through our 
Essential Negotiations programme.

Learn key skills

https://www.huthwaiteinternational.com/negotiation-training/essential-negotiation?hsCtaTracking=d0d40510-c4d9-4274-916f-1e94f7c8234b%7C303cd504-71ca-48de-ad38-398426ae2cad
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The “good cop, bad cop” routine

When encountering the “good cop, bad cop” routine, it’s 
essential to recognise the game being played. While it 
might seem like a psychological ambush, it’s crucial to 
stay focused on the substance of the negotiation rather 
than getting caught up in the role-playing.

Be aware that negotiation techniques such as this 
are often used intentionally to manipulate perceptions 
and emotions.

Acknowledge the tactic for what it is – a psychological 
ploy. You need to remain composed and not let the act 
influence your decisions. This awareness can help you 
maintain composure and avoid being manipulated. 

While it may be tempting to react strongly to the “bad 
cop”, doing so may play into their hands. Instead, 
respond calmly and professionally to maintain control 
of the conversation.

Shaun James, Head of Learning and Skills at 
Huthwaite International, gave his perspective on 
how to overcome it.

“We’ve all seen the good cop bad cop routine in 
American crime shows. But that can happen in 
negotiation as well. And again, the question is, like 
other negotiation tactics, is it being used deliberately, 
or subconsciously?

“I think, if it’s deliberate, why did they do that? I think 
it creates a bit of confusion, and it disturbs the 
other party. 

I think the intention is to get a good deal from doing it. 
But I guess we’re not that concerned with the cause of 
it, but it’s the effect of it. And so what is that effect?

“Whilst it can be quite jarring, it’s important to 
recognise what’s happening. There are simple things 
that you can do to deal with an uncomfortable 
situation, and you can express your feelings to the 
other party. If all else fails, focus your attention on the 
good cop.”

Chapter Two: How to navigate challenging negotiation tactics

https://www.huthwaiteinternational.com/blog/how-to-overcome-difficult-negotiation-tactics


Whitepaper

“I don’t have the authority”

When the opposing party employs the “I don’t have the 
authority” technique, you need to remain vigilant.

First, politely request clarification on who the decision-
maker is within their organisation. Suggest involving 
this decision-maker directly in the negotiation process. 
By doing so, you can help mitigate potential delays and 
maintain progress in your discussions.

If you find that the other party consistently avoids 
taking a stance or making decisions, you should 
explore alternative options and solutions that don’t 
hinge on their approval. This proactive approach can 
keep the negotiation moving forward.

To establish a sense of accountability and avoid 
unnecessary delays, set clear and reasonable 
deadlines for decision-making during the negotiation. 
This ensures that both parties remain focused on the 
task at hand and prevents unnecessary postponement.

It’s also essential to emphasise the importance of 
documenting any agreements or compromises 
reached during the negotiation. Having these terms in 
writing not only helps in avoiding disputes but also 
ensures that both sides uphold their commitments.

Jo Derriman, Senior Client Director at Huthwaite 
International, gave her perspective on how to 
overcome these negotiation techniques.

“It’s an interesting one because in some instances, the 
claim of ‘I don’t have the authority’ could be genuine, 
it could be that the agreement does genuinely need to 
be assessed by somebody else to get internal buy-in.

“If that’s the case, then you can go back to your 
company and speak to senior management  
or your boss to say, ‘Here’s where we’re up to with the 
deal. Can I check that we’re still happy with it?’

“However, if you feel it’s a tactic, then consider telling 
them that you feel you shouldn’t be negotiating with 
them. Ask if going forward, you can negotiate with the 
person who does have the authority, because you 
don’t want to waste anybody’s time.” 

Negotiations needn’t be intimidating or 
insurmountable. By arming yourself with the right tools 
and techniques, you can approach tricky negotiations 
with confidence and the knowledge that you have the 
skills to achieve your goals.

With patience, strategic thinking, and a commitment to 
understanding the needs of all parties involved, you 
can overcome even the trickiest of scenarios.

Huthwaite International | Change Behaviour. Change Results.™
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The “one more thing” approach

To effectively respond to the “one more thing” tactic, 
it’s imperative to set a clear agenda, a stance 
supported by Huthwaite’s Senior Client Director, 
Jo Derriman:

“When you have negotiations, and people genuinely 
want to get a good deal, they might think that adding 
just one more extra item to the discussion is valid. It 
means that we’re focusing on all the topics.

“However, if you’ve set an agenda, and you’ve 
identified what topics you’re going to discuss during 
that negotiation, and someone just says, ‘there’s one 
more thing I’d like to add on’, it takes away from the 
discussion and the power balance changes slightly.

“So, if you plan ahead for where you want that 
discussion to go, this will give you a little bit more 
control during the negotiation process.”

Pressure tactics

Pressure tactics can be intimidating, but there are ways 
to overcome them and emerge unscathed.

Stay calm and composed

Verbal behaviours are crucial in negotiations. When 
pressure tactics are employed, there’s often an attempt 
to provoke an emotional response. By staying calm and 
composed, you maintain control over the situation. 
Take deep breaths and focus on the facts and 
 your objectives.

Prepare thoroughly

Knowledge is power in negotiation. The more you 
know about your position and the other party’s 
position, the better equipped you are to resist pressure. 
A well-prepared negotiator can confidently assert 
their authority.

Set clear boundaries

Before entering negotiations, establish your  
“walk-away” point. Knowing your limits prevents 
you from making impulsive decisions under pressure. 
Be prepared to politely but firmly communicate 
your boundaries.

Buy time

If the other party is pushing for a quick decision, 
request additional time to evaluate the proposal. 
Express that you take the negotiation seriously and 
want to ensure you make an informed choice. This can 
defuse time-related pressure.

Question and clarify

When confronted with pressure tactics, inquire about 
the reasons behind these tactics. Politely ask for 
clarification on how giving in to the pressure will 
benefit both parties. This shifts the focus back to the 
substance of the negotiation.

Use silence

Silence can be an ally. Instead of reacting immediately 
to pressure, take a moment of silence. This can make 
the other party uneasy and prompt them to fill the gap, 
revealing more about their position.

Negotiate multiple issues

Pressure tactics are often concentrated on a single 
issue. By introducing other topics or concessions into 
the negotiation, you can divert attention from the 
pressured area. This reduces the intensity of the 
pressure and gives you more room to manoeuvre.

Propose alternatives

In response to pressure, present alternative solutions 
that address the other party’s concerns while 
protecting your interests. This shows your willingness 
to find mutually beneficial outcomes, which can 
decrease the need for pressure tactics.
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Leverage BATNA

Your BATNA, or Best Alternative to a Negotiated 
Agreement, is your safety net. If the pressure becomes 
too much and your goals are compromised, consider 
invoking your BATNA and be ready to walk away from 
the negotiation. This underscores your commitment to 
securing a fair deal.

Build rapport

A positive relationship with the other party can create a 
more cooperative atmosphere. Even in high-pressure 
situations, maintaining a respectful and courteous 
approach can ease tension and reduce the application 
of pressure tactics.

Consult colleagues or advisors

Don’t hesitate to seek guidance from colleagues or 
advisors, particularly those experienced in negotiation. 
They can offer fresh perspectives, alternative strategies, 
and a valuable outside viewpoint.

Take breaks

When faced with intense pressure, suggest taking a 
break. This provides an opportunity to step away from 
the negotiation table, regain focus, and reduce tension. 
Returning with a clear mind can lead to more 
constructive discussions.

Document the negotiation

Keeping detailed records of the negotiation process, 
including any pressure tactics employed, can serve as 
evidence if disputes arise later. Documentation 
enhances your credibility and accountability.

Seek mediation

If pressure tactics persist and negotiations stall, 
consider involving a neutral mediator. Mediators are 
skilled in defusing tensions and facilitating 
communication between parties.

Maintain ethical standards

Always adhere to ethical standards. Avoid using 
counter-pressure tactics that could damage the 
relationship or your reputation. Negotiating ethically 
helps maintain trust.

Practice empathy

Attempt to understand the motivations behind the 
other party’s pressure tactics. By empathising with their 
needs and concerns, you can find common ground and 
develop solutions that meet both parties’ interests.

Remember that negotiation is a dynamic process that 
requires adaptability. By applying these techniques and 
maintaining your strategic focus, you can navigate 
pressure tactics effectively and ultimately achieve 
mutually beneficial agreements. 

Gain the skills needed to 
negotiate consistently at the 
highest levels with our Complex 
Negotiations programme.

Enrol now

Huthwaite International | Change Behaviour. Change Results.™

https://www.huthwaiteinternational.com/negotiation-training/complex-negotiation
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Chapter Three: Achieving a win-win in negotiation

Negotiations are an integral part of our daily lives, 
influencing decisions in personal relationships, 
business transactions, and everything in between.

In this chapter, we’ll explore the concept of a 
win-win in negotiation, dispel common myths, 
and provide insights from an episode of 
Huthwaite’s Mastering Negotiations podcast, 
emphasising the importance of preparation, clear 
communication, and understanding each party’s goals.

Why is achieving a win-win negotiation 
difficult?

While it’s human nature for an individual or group to 
enter discussions with their interests at heart, there are 
instances when a win-win negotiation may represent a 
more suitable option. However, this doesn’t come 
without its challenges.

Negotiations are intricate, dynamic processes involving 
individuals or parties with diverse interests, 
motivations, and tactics.

Achieving a successful outcome requires a deep 
understanding of negotiation dynamics and a 
readiness to navigate the complexities that may arise.

Let’s explore some common myths and realities in the 
world of negotiations, as discussed by industry experts 
on the podcast.

Win-win negotiation myths

Myth 1: Win-win implies a perfect split

One common misconception is that a win-win 
negotiation entails a perfectly equitable 50-50 division 
of resources or benefits.

However, as highlighted by Huthwaite’s CEO and 
negotiation expert, Tony Hughes, a win-win negotiation 
isn’t always about equal distribution; it’s about creating 
value for both parties while addressing their unique 
objectives. What’s construed to be a positive result will 
vary, depending on what each party aims to achieve.

Myth 2: Skilled negotiators rely on dirty tricks

Another common misconception is that skilled 
negotiators employ underhanded tactics. The best 
negotiators shouldn’t have to rely on dirty tricks to 
achieve the results they crave.

While some negotiation methods may seem cunning 
or unfair, not all of them should be labelled as dirty 
tricks. It’s crucial to differentiate between tactics that 
enhance negotiation and those that undermine it.

Huthwaite International | Change Behaviour. Change Results.™

https://www.huthwaiteinternational.com/mastering-negotiations
https://www.huthwaiteinternational.com/blog/achieving-a-win-win-in-negotiation
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How long-term relationships and creating 
value can fuel a win-win negotiation

Successful negotiations extend beyond individual 
deals; they contribute to building long-term 
relationships and creating value for all parties involved.

While dispelling myths about win-win outcomes is 
essential, it’s equally important to recognise the 
multifaceted nature of negotiations.

Recognising differing objectives

Tony emphasises that “the most successful 
negotiations are likely to happen when each party has 
differing objectives.”

In such cases, a win-win outcome may not involve a 
50-50 split but should leave both parties content with 
the deal. Understanding these differing objectives is 
key to a successful negotiation.

Fostering an environment centred on trust

Negotiations should create value and build trust. 
Preparing, communicating clearly, and recognising 
each party’s goals contribute to this process.

Huthwaite’s Senior Client Director, Jo Derriman, 
suggests that during negotiations, you can express 
your feelings, such as surprise or confusion, with this 
openness fostering communication and leading to 
better outcomes.

“One behaviour that works well is talking about how 
you’re feeling. Indicating whether you’re surprised, 
confused, or happy is another way of gaining that bit 
of clarity on what the intention is of the opposing 
party at any point during a complex negotiation, or 
maybe something that would be considered a bit 
more routine.

“Articulating your feelings to the other party allows 
them to respond and allows you to react accordingly.”

Why preparation is important to achieve a 
win-win negotiation

Preparation plays a crucial role in achieving a win-win 
outcome in negotiations for several significant reasons.

Firstly, it allows negotiators to gain a deep 
understanding of the other party involved in 
the negotiation.

By researching and comprehending their interests, 
motivations, and priorities, you can identify potential 
areas of agreement and mutually beneficial solutions. 
Failing to prepare may lead to incorrect assumptions 
about the other party’s needs, potentially resulting in 
missed opportunities for collaboration.

Secondly, effective preparation enables you to set clear 
and realistic goals for the negotiation.

This helps ensure that your expectations align with 
what is achievable, increasing the likelihood of 
reaching a mutually satisfactory agreement. 
Conversely, without preparation, there’s a risk of setting 
unrealistic or vague objectives, which can lead to 
frustration and disappointment.

Establishing a profound understanding of your 
objectives is vital, and effective preparation involves 
brainstorming creative solutions to the issues at hand. 
This creativity can lead to innovative compromises and 
options that satisfy both parties’ interests. In the 
absence of preparation, you may adopt a more rigid 
and narrow approach, making it challenging to find 
win-win solutions.

Prepared negotiators are better equipped to adapt to 
unexpected developments and adjust their strategies 
to secure a win-win outcome. Without preparation, you 
may be caught off guard by changes and struggle to 
respond effectively.

Huthwaite International | Change Behaviour. Change Results.™
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Being well-prepared can boost your confidence during 
negotiations. Confidence in your understanding of the 
situation and your ability to find mutually beneficial 
solutions reduce the likelihood of making hasty 
concessions or compromises that may not be in your 
best interest.

Preparation encompasses planning how to 
communicate your interests, needs, and proposals 
clearly and persuasively. Effective communication 
is essential for building rapport, minimising 
misunderstandings, and ensuring that the other party 
understands your perspective. Without preparation, 
miscommunication and confusion are more likely 
to occur.

In addition, preparation helps in anticipating potential 
emotional triggers and developing strategies to 
manage them. Emotional intelligence and self-control 
are vital for maintaining a constructive and 
collaborative atmosphere during negotiations, which is 
essential for achieving a win-win outcome.

It’s best practice to consider your BATNA (Best 
Alternative to a Negotiated Agreement) and WATNA 
(Worst Alternative to a Negotiated Agreement). 
Knowing your alternatives empowers you to make 
informed decisions during negotiations. Without 
preparation, you may be more likely to accept 
unfavourable terms out of fear or desperation.

Lastly, demonstrating commitment through thorough 
preparation signals to the other party that you are 
serious about finding a mutually beneficial solution.
This commitment can encourage reciprocity and a 
more cooperative approach from the other side.

Preparation is essential for achieving a win-win 
outcome in negotiations because it enhances your 
understanding of the situation, sets clear goals, fosters 
creativity, builds confidence, enables effective 
communication, equips you to manage emotions and 
adapt to changing circumstances, and demonstrates 
your commitment to the process.

Ultimately, effective preparation increases your 
chances of reaching a mutually satisfactory agreement 
that benefits all parties involved.

Using information as a negotiation tool

Information plays a pivotal role in negotiations.
Shaun James, Head of Learning and Skills at 
Huthwaite International, highlights how information 
can be used strategically to achieve a win-win  
during negotiation.

“Negotiations aren’t necessarily about putting all the 
cards on the table right up front. Holding something 
back, which you think the other party might want, or 
that you might want from the other party, is just part 
of skilful negotiation.”

This approach is a commonly used, legitimate 
negotiation skill. Recognising when such tactics are 
employed and responding effectively is key.

Huthwaite International | Change Behaviour. Change Results.™
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Why handling pressure tactics is crucial to 
achieving a win-win negotiation

Handling pressure tactics plays a critical role in 
achieving a win-win negotiation for several reasons.

Firstly, effectively managing these tactics allows 
negotiators to maintain their composure, ensuring 
that emotional responses do not interfere with 
the negotiation’s objectives. This composure is 
essential for creating a conducive environment for 
constructive discussions.

Secondly, handling pressure tactics helps in preserving 
relationships, particularly in negotiations involving 
ongoing partnerships or collaborations. By responding 
professionally and calmly, negotiators can avoid 
damaging these relationships and instead strengthen 
them over time.

Skilfully addressing pressure tactics promotes open 
and honest communication between the negotiating 
parties, and this transparency facilitates a better 
understanding of each other’s needs and interests, 
making it easier to find mutually beneficial solutions.

Furthermore, resisting pressure tactics prevents 
negotiators from making impulsive concessions that 
may not be in their best interest. This safeguards their 
interests while still pursuing a win-win outcome.

Responding to pressure tactics with integrity and 
fairness fosters trust between the parties. Trust is a 
fundamental element in achieving mutually beneficial 
agreements, as it signals a genuine commitment to 
fairness and balance.

By effectively handling the pressure tactics being used, 
it keeps the negotiation focused on problem-solving 
and creative solutions, which encourages both 
parties to explore innovative ways to meet their 
respective needs.

Additionally, confidence in the face of pressure tactics 
can be persuasive, leading the other party to take your 
proposals and suggestions more seriously. This 
confidence creates an environment where win-win 
outcomes are more attainable.

Skilful management of pressure tactics can help in 
reducing conflicts. Poorly managed pressure tactics 
can escalate tensions and conflicts, potentially leading 
to negotiation impasses. In contrast, effective handling 
can de-escalate tensions, facilitating continued 
negotiation toward a mutually satisfactory resolution.

Negotiators often encounter pressure tactics, such as 
time constraints and urgent deadlines. Jo advises, 
“Have a reflection on where that negotiation has gone 
up until that point and remind yourself of the things 
you’ve achieved.” It’s crucial not to succumb to pressure 
tactics, but to maintain perspective and evaluate the 
situation based on the progress made.

Handling pressure tactics is essential for achieving a 
win-win outcome during negotiations. This helps 
maintain composure, preserves relationships, 
promotes open communication, prevents 
reactive concessions, fosters trust, encourages 
creative solutions, demonstrates confidence, and 
reduces conflicts.

By responding skilfully to pressure tactics, negotiators 
can create an environment conducive to collaborative 
efforts aimed at reaching a win-win outcome.
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Strategic thinking: The key to achieving a 
win-win negotiation

In the world of negotiations, dispelling myths 
and understanding the reality of win-win  
outcomes is crucial.

However, it’s equally important to grasp the complexity 
of negotiations and the role they play in building 
relationships and creating value.

By adopting strategic preparation, clear 
communication, and a profound understanding of 
each party’s goals, negotiators can navigate the 
intricacies of deals confidently.

Remember, negotiation isn’t just about dividing the pie 
but expanding it for everyone’s benefit. In the end, 
building relationships and creating value should be the 
true measure of negotiation success.

Discover the art of enhancing your negotiation 
outcomes through the development of creative 
agreements. 

Dive into our whitepaper, ‘Are Your People 
Negotiating or Concession-Making?’ and 
unlock valuable insights.

Get your copy

https://www.huthwaiteinternational.com/are-your-people-negotiating-or-concession-making?hsCtaTracking=408dabbb-66c1-4e2f-b1b1-abbb73a941f2%7Ca59439be-c3d4-46fc-94d5-4246c60f0565
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Given its importance in both work and personal life, 
mastering the art of negotiation is vital. However, 
success doesn’t fall into your lap very often.

Negotiation preparation is essential to ensure you can 
make a difference in various scenarios. As the saying 
goes, “Fail to prepare, prepare to fail”, and this also 
applies to the world of negotiations. It can be the 
difference between achieving your objectives and 
walking away empty-handed.

In this chapter, we’ll outline how negotiation 
preparation helps you tackle a discussion head-on, 
from getting ready to planning well and understanding 
the psychology behind successful negotiations, 
with intel from negotiation experts here at 
Huthwaite International.

Prepare and plan with care

Before you begin negotiating, you need to thoroughly 
prepare beforehand. Think of it as laying a sturdy 
foundation for a successful outcome. This meticulous 
planning brings numerous benefits and influences the 
course of your negotiations significantly.

Thorough preparation ensures that your objectives are 
crystal clear. Without a well-defined goal, negotiations 
risk becoming unfocused and may not lead to the 
outcomes you desire.

In sales, meticulous preparation is vital 
for success, especially in crucial situations like 
a client pitch. Researching the client’s business 
helps anticipate objections.

Prepare a personalised pitch and consider client 
preferences, communication style, and decision-
making process. Effective preparation builds trust, 
demonstrates value, and positions you as a reliable 
partner, increasing the likelihood of a successful and 
lasting business relationship.

Shaun James, Head of Learning and Skills at 
Huthwaite International, further highlights  
the importance of preparation as part of the 
negotiation process.

“It’s important to prepare and plan your negotiation 
with great care. Spend time before you go into a 
negotiation thinking about what you’re going to 
negotiate, why it’s important to you, but also, why it’s 
important to them.

“Focus on the interests of both parties and their 
interest in getting the deal. They’ve entered the 
negotiations for a reason and they want to do 
business with you.

“Our research has revealed that skilled negotiators 
spend more time thinking about things like the 
common ground and the long-term considerations, 
whereas less successful or average negotiators spend 
more time focusing on just the issues themselves, 
gathering data and crunching the numbers.”

Huthwaite International | Change Behaviour. Change Results.™
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Strategic information use

Negotiation preparation includes strategically 
gathering and analysing information. This allows 
you to use information as a powerful tool 
during negotiations, gaining an advantage and 
influencing decisions.

For example, in a sales negotiation for a software 
solution, strategic information could be used to your 
advantage. If the client faces data security challenges, 
emphasise your software’s security features, compare 
with competitors, without disparaging, tailor contract 
terms to address concerns, and showcase compliance 
with industry standards.

This strategic approach positions your product as the 
ideal solution and increases the chances of a 
successful negotiation.

Anticipate counterarguments

Part of thorough negotiation preparation is 
anticipating possible counterarguments and 
crafting responses in advance.

This proactive approach enhances your ability to 
navigate challenges during negotiations. Oftentimes, a 
mistake is made whereby a negotiator fails to make 
contingency plans for a counterproposal. In doing so, 
this can catch you off guard, derail your approach, and 
lead to the opposing party gaining the upper hand.

Jo gave her perspective on why this element of 
negotiation preparation is vital.

“In the later stages of a negotiation, you may find 
yourself pressed for time and not give a proposal 
much consideration. In this instance you may end of 
resorting to unconsidered counter proposals.

“For example, if you were to suggest a price of 
something at X, and the person responding 
immediately says ‘No, why?’, it may suggest to 
them that you haven’t been listening, or given it 
any thought.

“In some scenarios, this ‘bartering’ approach is 
acceptable, for example, if you’re shopping for a new 
carpet at a marketplace. However, in business, we 
want to show we’ve dedicated time to thinking our 
approach through.

“We should stop reacting instantaneously, and give 
people a chance to explain why they’ve come up with 
their proposed terms, and then respond more 
appropriately with more conditional responses.”

Huthwaite International | Change Behaviour. Change Results.™
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Conduct preliminary research

Understanding the other party’s interests and 
background fosters rapport. This empathy can lead to 
a more collaborative negotiation environment.

As part of your negotiation preparation, research your 
potential collaborator’s values and business ethos. 

This will allow you to align proposals in a way that 
resonates with them, fostering a stronger 
partnership, as highlighted by Shaun.

“If you have a plan, you’ve got to execute that plan. 
There are certain behaviours that we know will help, 
and certain behaviours that won’t help.

“If I want to understand the other party’s position, the 
best way to get to that is by asking questions. If 
somebody puts down a term that we’re not entirely 
happy with, the smarter thing to do would be to ask 
more questions about it.

“Don’t be afraid to ask why they want longer contracts 
or price reductions. The ability to ask questions is a 
relatively simple thing for us to do, but extremely 
powerful in a negotiation context.”

Long-term relationship considerations

Thorough preparation extends beyond immediate 
gains and ultimately impacts the long-term 
relationship with the other party.

This approach promotes sustainable partnerships and 
positive ongoing interactions. For instance, a vendor 
negotiating with a long-term client considers not only 
immediate transaction terms but also factors in the 
potential for future collaborations, fostering a 
relationship built on trust and mutual benefit.

Before entering negotiations, invest time in ensuring 
you’ve strategically prepared for all eventualities. This 
will bring clarity to your objectives, empower decision-
making, and cultivate stronger relationships.

When entering negotiations, there’s always going to be 
an element of uncertainty and challenges.

However, the apprehension and element of surprise 
can be mitigated by taking your negotiation 
preparation seriously. This empowers you to 
make informed decisions, react adeptly to unexpected 
twists, and foster relationships built on trust and 
mutual understanding.

Whilst you’re preparing for future negotiations, 
remember that the time invested in preparation is an 
investment in your success.

Preparing effectively will not only help you navigate 
potentially tricky scenarios, but achieve outcomes that 
align with your objectives and aspirations. Uncover the fundamentals of effective 

negotiation preparation and the essential 
elements for successful negotiations on the 
Mastering Negotiations podcast. 

Tune in

Huthwaite International | Change Behaviour. Change Results.™
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Effectively managing power dynamics in negotiation 
is essential if you’re to reach an agreement that suits 
your requirements.

Every decision you make plays a pivotal role and helps 
you achieve an upper hand, and you need to use your 
advantage wisely.

Yet, the path to success isn’t as simple as setting an 
objective and forging ahead recklessly.

This chapter features expert insights and 
perspectives, to ensure you don’t succumb to the risk 
of compromising your position of power during 
a negotiation.

Types of negotiation power

To tip the power dynamics in negotiation in your 
favour, you need to understand the nuances between 
the different types of power.

Expertise power

Your knowledge and expertise in a particular area 
improve your standing at the negotiation table. 
Demonstrating an in-depth knowledge of the 
subject matter empowers you to shape discussions 
and decisions.

Relational power

The strength of your relationships within the 
professional sphere can improve the effectiveness of 
your negotiations. Building and maintaining alliances 
develop a network that can be instrumental in 
garnering support and influencing outcomes.

Informational power

The possession of valuable information provides a 
strategic advantage. Knowledge about market trends, 
competitors, or industry insights positions you 
as a formidable negotiator, capable of making 
informed decisions.

Coercive power

While not always supported, the ability to apply 
pressure or assert authority can shape negotiations. It’s 
a delicate balance, but the reasonable use of coercive 
power can prompt benefits and compliance.

Referent power

This involves the influence derived from personal 
charisma, trust, and admiration. Your reputation and 
the trust you inspire can significantly sway decisions in 
your favour.

Reward power

The ability to give benefits or rewards adds a strategic 
layer to your negotiations. Promises of favourable 
outcomes can encourage cooperation, steering 
negotiations towards mutually beneficial resolutions.

Understanding the impact of power dynamics on 
decision-making is crucial. The combination of these 
power dimensions shapes the strategies employed 
during negotiations.

Recognising when to assert, collaborate, or yield within 
these power dynamics in negotiation is an art that 
distinguishes successful mediators.

Chapter Five: Power dynamics in negotiation – Protecting positions of control

Huthwaite International | Change Behaviour. Change Results.™
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Perceived power vs actual power

When it comes to negotiations, understanding the 
balance between how powerful you seem and how 
powerful you are can make all the difference.

Perceived power is the impression you create in 
negotiations. It’s shaped by your reputation, 
communication style, and the impressions you make. 
When negotiating, this can either work strongly in your 
favour or pose a subtle challenge.

On the other hand, actual power is what you genuinely 
offer – your knowledge, skills, authority, and any 
concrete strengths you have. These are the things that 
can back up or challenge what people think about you.

Perceived and actual power is important when it 
comes to power dynamics in negotiation because it 
outlines what you bring to the table and has a big 
impact on how negotiations play out.

You need to use perceived power to shape opinions 
strategically and anchor negotiations in the solid 
ground of actual power.

Shaun James, Head of Learning and Skills at 
Huthwaite International, gave his perspective 
on the role and importance of power dynamics  
in negotiation.

“The perception of power is a complex topic 
because it does surround all aspects of a 
negotiation from how to prepare and plan to how 
you behave during the negotiation.

“Perception isn’t a tangible or real thing. If you walk 
into a negotiation feeling powerful, then the 
chances are you’ll behave and act powerfully as 
well. And conversely so.

“We get that power from various sources, i.e. the 
information that we have to hand, our experience, 
our status with an organisation. However, we have 
to remember that in negotiation, there’s a balance 
of power.

“The opposing party is at the negotiating table 
because they want to do business with you. While it 
may not always end up in a deal, there’s always a 
balance. It’s important to recognise what that 
balance is, plan for it and behave in a way that 
maximises your power.”

Huthwaite International | Change Behaviour. Change Results.™
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How perception influences power dynamics 
in negotiation

How you carry yourself during negotiations 
significantly influences your perception of power.

This influence is particularly pronounced through the 
interplay of confidence, assertiveness, and 
communication, each playing a distinct role in shaping 
power dynamics.

Confidence: the pillar of self-assurance

Confidence plays a pivotal role in shifting the power 
dynamics in negotiation in your favour. When you 
portray confidence, it signals a belief in your 
abilities and positions, instilling trust and respect 
from your counterparts.

Maintaining eye contact, expressing ideas with 
conviction, and showcasing knowledge of the 
subject matter are key elements that contribute 
to projecting confidence.

Assertiveness: expressing needs with conviction

Compromise plays a key contribution to effective 
negotiations. However, there are times when you need 
to remain assertive and hold your ground to shape a 
powerful presence in negotiations.

That said, it’s important to remain calm, demonstrate 
your objectives clearly, and maintain boundaries. You 
need to strike a balance between assertiveness and 
cooperation to foster an environment that 
acknowledges your own needs while respecting the 
perspectives of others.

Communication: the strategic art of expression

Effective communication serves as a strategic tool in 
shaping power dynamics during negotiations.

Clarity, precision, and adaptability in conveying 
messages are paramount. To negotiate effectively, you 
need to tailor your language to resonate with diverse 
audiences. This will ensure that your points aren’t only 
heard, but also understood.

Active listening, articulating your ideas concisely, and 
adapting your communication style based on the 
context also contribute to a powerful and influential 
negotiation presence.

Key tactics for favourable power dynamics 
in negotiation

Although it’s important not to be overbearing during 
negotiations, you do need to adopt somewhat of a 
powerful stance to assert a degree of authority.

Non-verbal cues

Posture and positive body language can help you 
present yourself confidently and openly.

Use gestures to highlight key points when 
communicating, and consciously establish and 
maintain eye contact. This will help you convey 
sincerity and assertiveness, and portray engagement 
and confidence in your approach.

Language

Express your ideas clearly and succinctly, 
avoiding ambiguity. This will ensure your messages 
are easily understood.

Adopt a confident and assertive tone when you 
communicate, speak with conviction, and choose your 
words carefully. Saying the wrong thing, at the wrong 
time, could harm your negotiation.

Negotiation style

Demonstrate your willingness to collaborate, and find 
the balance between assertiveness and cooperation. 
This will help you foster an environment where both 
parties feel heard and valued.

It’s essential to be adaptable in your negotiation style. 
Read the room and recognise when to push for your 
interests and when to adjust your approach based on 
the evolving dynamics of the conversation.

Huthwaite International | Change Behaviour. Change Results.™
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Emotional intelligence

During negotiations, there are verbal behaviours 
you can look for to understand the emotions of 
others to foster a positive atmosphere and navigate 
sensitive issues. 

These include:

	■ Tone of voice

	■ Intonation

	■ Pauses and silences

	■ Repetition

	■ Qualifiers, e.g. “I feel”, “I believe”, or “I think”

	■ Mirroring and matching

	■ Questioning style

	■ Hedging

It’s important to maintain emotional control, 
particularly in challenging moments. A lack  
of composure will shift the power dynamics 
in negotiation.

Active listening

During negotiations, make sure that you actively listen 
to the concerns and perspectives of others. 
Demonstrating engagement in the conversation not 
only reflects respect but also conveys a genuine 
interest in finding mutually beneficial solutions.

When responding, adopt reflective responses that 
involve summarising and acknowledging the points 
raised by others. This practice showcases attentive 
listening, contributing significantly to fostering a 
positive negotiation environment.

Consistency

People negotiate best with whom they know, like, and 
trust. Therefore, being consistent between what you say 
and what you do is essential to help you build trust and 
improve reliability between you and the opposing party.

If you commit, be sure to follow through. Not only does 
this enhance your credibility but also supports the 
perception of you as a powerful negotiator.

Plan B

Every negotiator worth their salt will immediately 
recognise that you can’t enter a round of negotiations 
putting all your eggs in one basket. You must have a 
plan B in place.

If you enter a negotiation knowing everything hinges 
on the outcomes of one discussion, the chances are 
that the opposing party will sense this and take full 
advantage.

Tony Hughes, CEO at Huthwaite International, 
highlights the power of having a plan B and not 
being one hundred per cent reliant on the outcome 
of one set of negotiations. He stressed the 
importance of having a fallback plan and how this 
can improve your overall confidence and power.

“When negotiating, I think the most powerful thing 
is knowing what happens if you don’t get a deal.

“You need to know what your fallback position will 
be if a deal doesn’t materialise, because that’s what 
gives you power.

“If you’re selling something and you know you’ve got 
a great market to sell it to, if you don’t make this 
deal you’re going to feel powerful. On the other 
hand, if you walk into a negotiation, and you don’t 
have anywhere else to sell it, then you’ve got to 
have another way of making yourself feel powerful 
enough to be able to move forward.

“During the preparation and planning process, one 
of the most important things is planning your 
fallback option and what’s going to happen if you 
don’t get a deal. If you’ve got lots of alternatives 
then you’ll feel more powerful.”

Huthwaite International | Change Behaviour. Change Results.™
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How to avoid unbalanced power dynamics 
in negotiation

Avoiding an imbalance of power is crucial for achieving 
fair and mutually beneficial outcomes.

Here are some examples of scenarios where power 
imbalances may occur and advice on how to overcome 
these battles:

Information asymmetry

In negotiations, information is power. Nonetheless, in 
some cases, you may find yourself in a situation 
where the opposing party has significantly more 
information than you.

This can be mitigated by encouraging transparency 
from the offset, and encouraging the sharing of 
relevant information, on both sides. If you establish a 
foundation of trust, this will help you create a more 
level playing field.

Resource disparities

As is the case with the level of information a party may 
bring to the table, in some cases, you may find yourself 
in a situation where there’s a significant difference in 
the resources each party brings to the fore.

It’s important to focus on the value of contributions 
rather than sheer quantity. Emphasise the unique 
strengths and qualities each party brings to the table.

Positional power

At times, one party will hold a higher position in the 
organisational hierarchy, giving them inherent power.

In this case, highlight the merits of ideas rather 
than relying solely on positional authority, and 
encourage open dialogue where input is valued 
regardless of hierarchy.

Cultural differences

You won’t always be negotiating with parties from the 
same cultural background. Oftentimes, the opposing 
party will comprise diverse cultural backgrounds where 
power dynamics may be perceived differently.

In these situations, you need to prioritise cultural 
understanding and sensitivity. Establish clear 
communication channels to address any 
cultural misunderstandings.

External influences

External factors, such as market conditions, may 
disproportionately impact one party.

Acknowledge external factors and focus on aspects 
within both parties’ control. Explore creative solutions 
to mitigate the impact of external influences.

Huthwaite International | Change Behaviour. Change Results.™
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Emotional manipulation

There may be instances when one party resorts to 
emotional manipulation to gain the upper hand.

Open communication and emotional intelligence are 
crucial in overcoming this tactic. You need to address 
manipulation tactfully and redirect the focus to the 
matter at hand.

Time pressures

Pressure tactics are commonly used in negotiations, 
and are widely considered to be a ‘dirty trick’. If the 
other party attempts to impose unrealistic time 
constraints to gain an advantage don’t give in and 
crumble under pressure.

Be sure to establish realistic timelines and negotiate 
deadlines that are fair for you both, and hold firm to 
overcome difficult negotiation tactics such as this.

In general, promoting open communication, 
transparency, and a focus on shared interests rather 
than individual benefits can help reduce the likelihood 
of unbalanced power dynamics in negotiation.

Instead, you need to strive for a negotiation 
environment where all parties feel empowered to 
contribute, and decisions are made collaboratively. If 
challenges persist, consider involving a neutral third 
party, such as a mediator, to facilitate a fair and 
equitable negotiation process. 

Learn crucial skills to enhance your 
negotiation prowess and achieve 
successful outcomes through our 
Essential Negotiations programme.

Learn key skills
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Chapter Six: Why is trust in negotiation important?

Trust in negotiation is more than a virtue – it’s the very 
cornerstone upon which your journey to successful 
and lasting outcomes is built. It serves as a platform for 
reaching amicable, win-win agreements.

In this chapter, we’ll explore the layers of trust in 
negotiations, and outline strategies to help you 
establish trust from the outset, communication 
methods that strengthen trustworthy practices, and 
dissect the critical role of consistency and reliability.

The significance of trust in negotiation

Negotiating can be a tough nut to crack. However, 
when there’s mutual trust between you and the 
opposing party, this can prove to be a game-changer in 
paving the way for success, whilst a lack of trust can 
make your experience all the more complicated.

Trust serves as a bridge that facilitates clear 
communication. Mutual trust enables you and the 
other party to communicate openly and with 
transparency.

Trust in negotiation fosters collaboration and 
transforms a scenario involving two conflicting parties 
into a joint effort comprising shared goals. In an 
environment of trust, you and the other party are more 
willing to share information, explore creative solutions, 
and work towards outcomes that benefit everyone 
involved.

When trust in negotiation is lacking, you’re running the 
risk of entering discussions clouded by suspicion and 
doubt. This will lead to your discussions becoming 
strained and trepidations of hidden motives and 
agendas will begin to manifest

In a business deal, if you doubt the sincerity of the 
other party, it can lead to a breakdown in 
communication and missed opportunities for 
collaboration.

On the other hand, if you build an environment of 
trust from the offset, your communications will be 
open and seamless, opening avenues for additional 
deals in the future, as highlighted by Jo Derriman, 
Senior Client Director at Huthwaite International.

“You need to explore where you can grow 
opportunities. With most business negotiations, 
you’re looking at building long-term relationships and 
doing business with a company repeatedly.

“Think about where you can grow the relationship 
and the outcome. Expanding your thinking allows you 
to have better tradable terms, rather than focusing on 
a small portion of the pie.”

How to build trust during negotiations

As the adage goes, ‘You don’t get a second chance to 
make a first impression’. You need to lay the 
foundation for trust in negotiation from the outset to 
set off on the right foot.

Your initial exchanges will set the tone for the entire 
negotiation, and the other party will make quick 
judgement calls about you based on your conduct 
when they first meet you. It’s essential to be 
mindful of your demeanour, body language, and 
overall presentation.

Begin with a smile and sustained eye contact to project 
warmth and openness. Engage in active listening to 
genuinely express interest in the other party. Employ 
positive body language to cultivate an inviting 
atmosphere, being mindful that interpretations of 
gestures are subjective, and can vary based on 
individual perspectives.

During negotiations, be as transparent as possible. 
Transparency stands out as a cornerstone for building 
trust, and openly sharing information demonstrates a 
willingness to be forthright. 

Communicate your objectives and expectations to 
establish a transparent environment conducive to trust. 
Avoid harbouring hidden agendas, as transparency 
builds a foundation of honesty, a vital element for a 
trustworthy negotiation dynamic.
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How consistency builds trust in negotiation

Consistency is invaluable in helping you build trust. 
Upholding your end of the bargain and following 
through with commitments is crucial, regardless of 
how big or small those promises may be. 

Delivering on them enhances your reliability, 
showcases your trustworthiness and improves the 
likelihood of securing an outcome you’re happy with.

Meeting deadlines, honouring agreements, and 
delivering on expectations consistently fosters a 
positive perception and contributes to a trustworthy 
negotiation dynamic.

When you make promises and commitments, don’t set 
unrealistic expectations and set yourself up for a fall. If 
you overcommit, you’ll run the risk of not meeting 
expectations and this can have a detrimental impact 
on the trust you’ve worked so hard to gain.

If you find yourself in a position where unforeseen 
circumstances arise that may affect your ability to meet 
a commitment, communicate openly. Transparency in 
such instances helps maintain trust by managing 
expectations.

Recognising the role of consistency and actively 
incorporating it into your negotiation approach 
strengthens your credibility and fosters a sense of trust 
throughout the entire process.
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How to address trust issues in negotiation

It’s important to acknowledge that challenges may 
arise during negotiations that could impede trust. 
However, where there’s a problem, there’s a solution. 
The key is to understand how to react so you can 
address these challenges promptly and protect your 
relationship with the party you’re in talks with.

Firstly, trust can be tested by communication gaps, 
where messages are unclear or misinterpreted. Don’t 
be afraid to seek clarification and ask questions if 
needed, to ensure that you and the other side are on 
the same wavelength.

As mentioned previously, a perceived lack of 
transparency can cause problems during your 
negotiation. You can overcome this easily by being 
transparent in your actions and decisions. Share 
information openly, explain your thought process, and 
address concerns proactively to build and maintain trust.

Whilst it can be awkward to address potential trust 
issues, you mustn’t wait for the opposition to make 
the first move and be proactive. This is key to 
preventing the escalation of trust issues, 
and you mustn’t let them linger. 

Initiate open conversations, actively listen to concerns, 
and work collaboratively to find solutions. Prompt and 
transparent resolution demonstrates your commitment 
to trust and strengthens the negotiation dynamic.

Tony Hughes, CEO at Huthwaite International, 
explains why businesses ought to focus on laying 
the foundation for long-term relationships, 
and why reaching a mutually beneficial agreement 
is important.

“If you have a longer-term relationship, there may be 
the potential to negotiate more than one deal. It’s 
more valuable for both sides to do a deal together 
than it is for one side to go off and do a deal with 
somebody else. In that sense, the opportunity will 
grow and won’t just be about a one-off negotiation.

“However, if you’re not concerned about a long-term 
relationship and you only want the best for you at that 
particular time, then you may not need to have a 
win-win negotiation, which is when both sides are 
going to go away with something valuable to them.” 

50/50 or not, this doesn’t detract from the importance 
of trust in a negotiation. By adopting the 
aforementioned methods, you pave the way for a 
negotiation environment where trust can thrive.

Discover essential strategies for building trust 
and achieving successful negotiations with 
customers through our whitepaper, 
‘Developing Effective Negotiation Skills.’ 

Get your copy
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In the business world, a negotiation trade-off refers to 
the exchange of concessions or compromises between 
parties involved in a negotiation.

These trade-offs involve strategically giving up certain 
elements to gain advantages elsewhere, with the 
overarching goal of securing a favourable outcome for 
the business.

In this penultimate chapter, we’ll explain how you can 
use negotiation trade-off strategies to leave a 
discussion with a satisfactory outcome.

Examples of negotiation trade-offs

It’s only natural to enter a round of negotiations with the 
primary intention of securing an outcome that suits you.

However, there are instances when sacrifices need to 
be made to facilitate the best possible outcome. 

In business, a negotiation trade-off extends further 
than pricing, as explained by Jo Derriman, Senior 
Client Manager at Huthwaite International.

“What’s fascinating is the number of our clients that 
come to us who are interested in negotiation. 
Oftentimes, they say that they can’t negotiate on 
many things outside of the product price.

“However, we encourage people to discuss price 
separately and think about what else can they 
negotiate on. When you start thinking about delivery 
costs, payment terms, branding and tangible and 
intangible items, all of a sudden, there are five, six, or 
maybe even ten negotiable issues that can bring 
value either to us or the other party.

“This puts you in a position of power where you’ve 
other things you can leverage, rather than just saying 
no and conceding defeat.”

Here are some of the trade-off examples Jo has alluded 
to, with each bringing its unique benefit to the table.

Pricing vs. volume

If you’re in negotiations with a significant client, you 
may decide to offer a discounted unit price in return 
for a higher volume commitment.

Although this negotiation trade-off sacrifices 
immediate revenue per unit, you’d secure a long-term 
partnership for your company and increase your 
overall sales.

Delivery time vs. quality

When negotiating with a supplier for a crucial 
component, you might agree to a longer delivery time 
in exchange for a higher-quality product. This 
negotiation trade-off ensures that your business 
maintains a reputation for delivering top-notch 
products, albeit at the cost of a slightly extended 
production timeline.

Exclusive rights vs. licensing fees

Imagine you’re in discussions with a technology 
provider. In this case, your business may consider 
giving exclusive rights to use its product in a specific 
market in exchange for reduced licensing fees.

This negotiation trade-off allows the provider to gain a 
competitive edge while ensuring a steady revenue 
stream for your business.

Payment terms vs. discounts

When negotiating with a customer, your business 
might offer extended payment terms in exchange for 
an upfront payment or a discount.

This would prove beneficial, as it’d improve cash flow 
for your business while providing an incentive for the 
customer to commit to a larger purchase.

Chapter Seven:  
How to use a negotiation trade-off to drive favourable outcomes
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Scope of services vs. project timeline

In negotiations for service-based contracts, your 
business may consider adjusting the scope of services 
to meet a tight project deadline, ensuring timely 
delivery while maintaining the overall profitability 
of the project.

Understanding and strategically employing these 
negotiation trade-offs can significantly influence the 
outcome of your business negotiations.

Each represents a calculated decision aligning with 
your business’s strategic goals, ensuring that 
concessions made contribute to your overall success 
and sustainability of the enterprise.

Understandably, the prospect of making sacrifices may 
initially seem like an unappealing option. However, 
sometimes you need to take one step back to take two 
steps forward to successfully navigate negotiations, 
and each trade-off can play a key role in securing a 
position of strength.

Why is preparation important for a successful 
negotiation trade-off?

Establishing clear-cut goals forms the bedrock for your 
negotiations, and preparation is key. If you arrive at the 
negotiating table with no plan, direction, or clearly 
defined objectives, the likelihood is you won’t achieve 
your desired outcomes.

The same principle applies to a successful negotiation 
trade-off. It’s critical to communicate and outline your 
objectives clearly from the offset.

You must have a clear understanding of what you aim 
to achieve, whether it be securing a lucrative deal, 
fostering a long-term partnership, or gaining a 
competitive advantage. These objectives serve as your 
guiding principles and will hopefully steer your 
negotiation towards a purposeful outcome.

It’s always important to remember that compromise 
is a core ingredient in negotiation, and this is where 
effective preparation comes to the fore, 
as explained by Jo.

“During negotiations, both parties have to make 
movements and make incremental steps towards 
reaching a mutual agreement. You can vary the terms 
so that you have flexibility in what you can talk about 
and what you can potentially trade, i.e. adopt the 
approach of ‘I will give you this if you can do that’, it’s a 
two-sided agreement.

“You tend to negotiate when there’s a bit more of a 
scarce resource. So, if something isn’t available for 
every person and you can’t find it elsewhere, then this 
can mean a lot. You want to come to some kind of 
common ground.” 
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If you have a clear outline of your objectives, you’ll be 
able to identify what aspects are non-negotiable and 
where there can be an element of flexibility. By 
preparing meticulously, that’ll help you make a more 
informed negotiation tradeoff that aligns with your 
overarching goals.

For example, if you’re negotiating a contract with a 
potential client and your main objective is to establish 
a long-term partnership, you may be willing to make 
trade-offs, i.e. compromise, in your pricing to secure a 
commitment for continued business.

On the other hand, if you’re setting your sights on the 
most lucrative deal and short-term gain, while you 
won’t have as much scope or flexibility to amend 
your pricing, you could offer other terms, 
such as payment schedules.

Knowing your priorities allows you to navigate the 
negotiation landscape with purpose. You can identify 
areas where a negotiation trade-off is feasible, without 
sacrificing your objectives. This approach not only 
simplifies the negotiation process but also positions 
you as a perceptive and honest negotiator.

Why research plays a key role in a negotiation 
trade-off

Researching the other party and the contextual 
landscape surrounding the negotiation can’t be 
overstated where trade-offs are concerned. The more 
you prepare, the more effective your negotiation will be.

Research the opposing party

Before negotiating, you need to conduct 
comprehensive and extensive research.

It’s important to understand their business operations, 
financial situation, and market positioning, as well as 
their values, priorities, and historical negotiation 
patterns. These insights will equip you with the 
knowledge needed to negotiate effectively.

Understand their objectives

We’ve already outlined the importance of having your 
objectives in place, but you also need to identify the 
aims of those on the opposite side of the table. 

Knowing their strategic vision allows you to 
identify a potential negotiation trade-off that aligns 
with their needs, opening avenues for mutually 
beneficial agreements.

Evaluate their limitations

It’s also important to assess any conditions that may 
impact the other party. This could include financial 
limitations, time constraints, or operational challenges. 
Anticipating these constraints positions you to make 
trade-offs that address their specific needs, fostering a 
more collaborative negotiation environment.
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Identify key decision-makers

Oftentimes, companies begin discussions without 
securing buy-in from key stakeholders. This can delay 
the outcome of your negotiation trade-off, or worse, 
lead to discussions ending altogether.

You need to identify the key decision-makers on the 
other side. Understand their personalities, preferences, 
and decision-making styles. This knowledge not only 
facilitates effective communication but also allows you 
to tailor your negotiation trade-off proposals to 
improve the likelihood of a favourable outcome.

Anticipate unspoken needs

Whether it’s intentional, or not, there are times when 
the opposing party won’t always be forthcoming in 
providing the information you need to propose a 
suitable negotiation trade-off.

Often, the most impactful trade-offs address unspoken 
needs or concerns. Through research and astute 
observation, try to identify potential gaps or unmet 
needs in the other party’s operations. Proposing a 
negotiation trade-off that addresses these subtle 
aspects can significantly enhance the perceived value 
of your proposals.

Consider industry dynamics

Evaluate the broader industry dynamics in which the 
other party operates. Changes in market trends, 
competitive pressures, or regulatory landscapes can 
influence their priorities. Adapting your trade-off 
strategy to align with these external factors 
demonstrates a keen awareness of the broader 
business context.

Review past negotiations

Analyse the history of the other party’s negotiations. 
Identify patterns, successes, and areas where 
compromises were made. This retrospective analysis 
provides insights into their negotiation style and 
informs your approach to potential trade-offs.

Meticulous preparation, rooted in thorough research, 
positions you not only as a skilled negotiator but as a 
strategic partner attuned to the needs and nuances of 
the other party. 

Anticipating their requirements and crafting 
trade-offs that align with their objectives not only 
fosters a collaborative negotiation environment but 
also paves the way for enduring and mutually 
beneficial business relationships.
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Discover the distinguishing factors between 
average and skilled negotiators and assess 
your own effectiveness with our insightful 
whitepaper, ‘How Well Are You Negotiating?’

Propel your skills

How to effectively position a negotiation 
trade-off

When you’re laying the groundwork for a potential 
trade-off, you must conduct yourself in a way that 
elicits mutual trust. Whilst scenarios can be 
engineered, Jo stresses the importance of adopting this 
approach with caution to negate the risk of looking 
sneaky and untrustworthy. 

“If you’re overly persistent and you’re asking the same 
question to the same person, time and again, then I 
wouldn’t recommend that approach, because you’re 
not negotiating. Whether it’s personal or business, the 
more knowledge you can ascertain about what you 
want to get from the negotiation, the better.

“You need to recognise you’re just not always 
conceding. I think sometimes we can be too quick to 
agree to something without thinking how that will 
benefit ourselves.”

“If someone says ‘I’d love to be part of your team, but 
to do that, I need X’, give yourself time to think about it 
and decide on a potential alternative trade. There’s 
always an opport
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Chapter Eight: Key takeaways and closing thoughts

Negotiation is both an art and a science that requires 
skill, preparation, and adaptability. Recognising the 
lengths people will go to get their way is essential 
to maintaining control and achieving mutually 
beneficial outcomes.

You can navigate negotiations with confidence and 
integrity by setting clear agendas, seeking clarity, and 
addressing tactics directly. Remember, the ultimate 
goal is to reach a win-win solution where both parties 
leave the table satisfied with the agreement.

Whether you’re negotiating a business deal or a 
personal purchase, mastering these strategies can be 
your ticket to negotiation success.

Huthwaite’s Senior Client Director, Jo Derriman, 
aptly sums it up, “It’s about having the confidence to 
be able to ask about it. And that confidence comes 
from the amount of preparation and planning and 
thinking you do before the negotiation begins”

Use the takeaways from this eBook to arm yourself 
with the knowledge and diligence needed to step into 
your next negotiation with confidence and poise.

Enhance your core competencies with specialist training used by the 
world’s most effective negotiators.

Elevate your skills

Training

Negotiation 
resources

https://www.huthwaiteinternational.com/negotiation-training/
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