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Planning your Negotiation Strategy 
 

- Identifying your own and the other 
party’s objectives to manage the 

other party effectively -  
 

Processes, Guidelines and Checklists 
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Introduction 

The primary focus of this document is on identifying your own and the other party’s Negotiation 

Objectives. 

 

However to do this effectively it is important to understand the basic principles of negotiation, 

possible negotiation results, and the different types of negotiation in a sales environment before 

looking at mapping out your own and the other party’s objectives. 

 

What follows therefore are: 

 

 A review of the Principles of Negotiation. 

 An overview of possible Negotiation Results. 

 Insights on how to create Win/Win Outcomes. 

 A description of different Types of Negotiation. 

 The steps to take to identify Negotiation Objectives and to ascertain the size of the Bargaining 

Arena. 
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Principles Of Negotiation 

Negotiations have a number of common characteristics.  They: 

 

 Are processes by which parties experiencing `conflict' attempt to resolve that conflict by 

agreement. 

 

 

 All have one thing in common, those involved have varying degrees of power, but not absolute 

power over each other. 

 

 

 Are only possible when the parties involved are willing to move from their original, stated, 

positions and when that `willingness' is made evident at some point. 

 

 

 Imply movement; the movement of opposing parties towards each other and a mutually 

acceptable outcome. 

 

 

 Rely on the relative bargaining strength and skill of the negotiators to decide the `settlement' 

point, based on moving the minimum. 

 

 

 Ideally result in a `win/win' for all participants. 

 


