“Insightful...with clear, practical, and
ingenious recommendations.”

Negotiation G EN | US

—William Ury, coauthor of Getting to Yes

o
Ge n ] u S How to Overcome Obstacles and

Achieve Brilliant Results at the
Bargaining Table and Beyond

Deepak Malhotra DEEPAK MALHOTRA

MAX H. BAZERMAN
MaX Baze rm a n Harvard | Business | School



Influence strategies

Do not increase the benefits of a
proposal

Increase the probability that our
proposal is accepted

Decrease the probability that we become
the targets of persuasion




Strategy 1:
Highlight
potential losse

rather than
potential gains




How to emphasize losses
instead of gains

) We formulate our proposal stressing

v" The likely gains that the other side will forgo if
our proposal is rejected

® Not the gains earned if it is accepted
1 When holding an auction, tell bidders

v'«You will miss out on the opportunity to have X if
you do not increase your bid>

® rather than «You will have the opportunity to get
X if you increase your bid>

1 When we compete with others, we stress that
v «Qur competitors offer does not give you A,B,C~

® rather than «Our offer gives you A,B,C»



In action

* «lf you don’t make X changes in your firm, you
will lose XXX Euros»

* Health application

* «If you do an HIV test during pregnancy, you
will get XX benefits»

(acceptance rate: 23%)

* «lIf you do not get an HIV test during pregnancy,
you and your family are put in danger from XX
factors»

(acceptance rate : 68%)

Reserve the use of loss frames for summarizing
your argument, or making your “final pitch”
statement, and to avoid negativity earlier in your
presentation or discussion
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Strategy 2:
Disaggregate
their gains

and aggregate |
their losses




How to split gains and gather
losses

) If we have the ability to make concessions, we do not make
them all at once

v' if you can increase your offer by $100, break up this concession
into smaller ones that add up to $100 and distribute them
individually; your counterpart will evaluate this string of
concessions more positively than one lump-sum concession

1 If we have good news to share, we try to parcel it into smaller
“gems” that will give the other party more occasions to smile

v" if you have completed a project under budget and also earlier
than scheduled, do not share all these good news with your client
all at once

) If you are requesting or demanding that the other side makes
concessions, make one comprehensive demand rather than
several partial demands

v" If you have bad news to share, share it all at once
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Strategy 3:

“Door in the face




Strategy 4:

“Foot in the do




\
Door-in-Face vs Foot-in-Door

! Door-in-Face: aim for rejection, then moderate our
demand

v" our goal is to make the key demand seem reasonable

v" make the moderate request soon after the other side rejects
the extreme request

) Foot-in-Door: aim for compliance with a simple request,
then increase our demands

v" build commitment toward our key demand

v works better when the extreme request is made after some
time has passed

1 The techniques can also work in parallel

v" a car salesman may show a potential buyer a more expensive
car first; later the salesman might also ask the buyer to take
a cheaper car for a test drive



Strategy 5:

Justify it




Strategy 6:
Leverage the

power of
social proof




Strategy 7:
Don’t overdo it

with
incentives




Strategy 8:

Use reference .
points '




* Add

convenient
choices




** Be patient




*** Use logic




Keep a scoring system in mind
Make reference to an expert

,,,and | Rephrase their offer in other terms

defend
yourself

Do not negotiate under time pressure
, Appoint a “devil’s advocate”

Separate information from influence



