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Negotiation Skills:
 Negotiation Myths

Tactics:
Haggle for gains based on exaggerated starting points
Don’t tell them what you really  want or need
Wear a mask; show no empathy                                          
Seek to undermine the legitimacy of their claims           
Use dirty tricks to gain psychological advantages  
Assumptions:                                                                             
Their gain is my loss                                                     
Negotiation is a test of will                                                     
Giving them information will put you at a disadvantage
The toughest, sneakiest person wins
Problems with this Approach:

· It erodes trust:  What you say you need isn’t what you actually need
· It prevents information exchange that could lead to more valuable outcomes
· Agreements become less stable over time
· It harms relationships
� Adapted from The Mutual Gains Approach to Negotiation (MGA) presentation, NDI, Kuwait
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