
©
 Te

am
w

or
kin

g I
nt

er
na

tio
na

l L
td

 2
02

1

Get the deal you want AND…  
Build better relationships 

By Tom Flatau 
tom.flatau@team-working.com 
www.team-working.com 

Become a black belt  

Negotiator

Master the 
subconscious 
undercurrents 

that can make or 
break your deal 

Who do you negotiate with? 

POLL QUESTION
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Brain Rule 1: 
The brain  
is a social 
organ 

The collaborative brain

dopamine 
reward 
system
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What goes wrong?

POLL QUESTION

©
 Te

am
w

or
kin

g I
nt

er
na

tio
na

l L
td

 2
02

1

• Use the 5-step funnel to get consistent result 

• Build self-confidence and banish the fear factor 

• Understand the emotional undercurrents 

• Stop making unnecessary concessions  

• Expose the real issues by asking the right questions  

• Learn to read signals and body language 

• Know what and how to prepare 

• Counter the seven most common “tricks”  

Get the deal you want AND…  
Build better relationships

Become a black belt

Most of us don't 
understand that there is a 

process to negotiation.  We 
go in under-prepared and 

get hit-and-miss results
Lots of practice using your own examples
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The negotiation funnel

Understand the territory

What do they really want?

Test the options

Add the numbers

Confirm agreement

DISCUSS

TEST

TRADE

CLOSE

PREPARE

Virtual negotiation is more taxing as the 
brain has to fill in the missing cues
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Prepare
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Notes to hand in a virtual 
environment!

Under pressure the thinking brain shuts down! 

Objectives - long term and short term 

Discover common ground 
• LinkedIn, Facebook  
• Pre-meet can almost double success 

What’s your Plan B 

Tradeables

Prepare
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The more tradeables, the more flexibility
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Emotion or Logic?

Decisions

Emotion 

Facts and 
Information

Deal maker

Deal breaker

POLL QUESTION

How far do emotions influence decisions?

Institute of Practitioners in Advertising
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Online subscription  $59 
Print subscription     $125 
Print and online        $125

Rational buying decisions !?

16% 

84%

68% 

32%

$11,444    $8,012

Predictably Irra.onal, Dan Ariely, 2010

Brain rule 2:  the brain can only 
evaluate against an expectation

44% reduction in sales!
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Discuss
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What do they want? 
• Listening, Questions  

Build rapport 
• Reward vs. Threat 
• Common ground, shared values 

Listen for signals and movement 

Be careful what you promise! 

Easy to skip this stage as people 
are more task-driven virtually
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Position vs. interest 

Position 
Visible

Interest 
Hidden

Roger Fisher & William Ury, Ge3ng to Yes
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Two sisters were fighting over an orange.  
After a lot of arguing, they took half each.  
One sister ate her half and threw away the 
peel.  The other grated her half of the peel to 
make marmalade and threw away the flesh.  

How many opportunities for a win-win 
solution are you throwing away? 

Win-win

Roger Fisher & William Ury, Ge3ng to Yes
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Testing
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Testing the tradeables 
If you could buy 300 units… 

Then I could consider a volume discount 

Don’t disclose your numbers 
Retains flexibility 
Avoids false expectations
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Why emotions take over

friend or foe? freeze, fight, flight

Survival 
Fast, automatic 

Gut-feel, emotions

Thinking 
Slow, analytical 

Very energy hungry!

conscious

non-
conscious

five times more powerful
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Why emotions take over

Flee: Back off when you should challenge 
Fight: Argue to win instead of understand

What are the consequences?
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minimise danger

Two motivations

scanning for 
threat

dopamine 
oxytocin

reward response 

cortisol 
adrenaline

What negotiating behaviours 
• increase threat? 
• increase reward? 

Defend: 
tunnel vision 

win-lose 
self-focused

Discover: 
innovative 

solution-focus 
collaborative

threat response

maximise reward

Brain rule 3 - empathy is your negotiating super-power
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Now add your numbers 
• If you could buy 300 units; 
• Then I could consider a 13% volume discount 

Make a counter offer! 

Don't give without getting! 

Beware: people tend to make rushed, 
unconsidered counter-proposals virtually

POLL QUESTION
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Communication paradox

FR
AN
K

DIPLOMATIC

Forthright  
Diplomacy

Evasive

Blunt

Harrison Assessments - paradox theory
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Balancing confidence and openness

CO
N

FI
DE

N
T 

IN
 O

PI
N

IO
N

S

OPEN & REFLECTIVE

Truth 
Exploring

Inconclusive

Dogmatic

Harrison Assessments - paradox theory
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The record button is a great help 
in remembering what was said!

Beware of nibblers! 

Confirm what you’ve agreed 

Summarise - closed questions 

POLL QUESTION


