Negotiation Process Tips
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Disarm with unexpected revelation(s)
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% 2 Preamble Probe with non-commitment questions

Check assumptions about their interests and
priorities

Take comprehensive notes
Put every offer in a benefit statement

Use constraint rationales before
disparagement models

4 Bargaining _
Concede little and leverage off how often
you have conceded

‘Park’ sticking points

Say ‘no’ using the 3-Step method
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