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win/lose

win/win

competition. Unfortunately, the competitive dimension often 

dominates in the negotiation process: negotiators become 

argumentative, engage in positional bargaining, and lose sight 

The result is a mediocre agreement at best, and deadlock at 

worst.

Good Negotiators are Made not Born



Your organization can have all the 
advantages in the world: Good 
financial resources, enviable market 
position, & great people, but if your 
preparation fails, all of these 
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Shortening of The Product Life Cycle
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The Gillette example
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Cross-Cultural Dimensions
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Balance of power
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Fortune 500: 

Sales:

Employees: 

Stores:

Customers:

#2

$406 billion

1.9 million

6,700

176 million per 
week 

Biggest single day sales 
in history: $1.43 billion
(day after 2002 
Thanksgiving) 

/


Balance of power
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For both P&G and Gillette, Wal-Mart is the largest single seller of their products.

It accounts for:

• 17% 

• 13% 

i.e. 

• $10bn of P&G + Gillette goes through Wal-
Mart stores 

/
http://www.gillette.com/


14

Balance of 

power

Medium HighLow
M

e
d

iu
m

H
ig

h
L

o
w

C
o

m
p

a
n

y
 P

o
w

e
r

Supplier Power



15

Balance of 

power

Medium HighLow
M

e
d

iu
m

H
ig

h
L

o
w

C
o

m
p

a
n

y
 P

o
w

e
r

Supplier Power

• Supplier Capacity vs. 
Market Size

• Supplier Growth vs. Market 
Growth

• Capacity Utilization

• Competitive Structure

• Entry Barrier (Patent, 
Capital, Know-how)

• Uniqueness of Product

• Logistics Situation
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• Supplier Capacity vs. 
Market Size

• Supplier Growth vs. 
Market Growth

• Capacity Utilization

• Competitive Structure

• Entry Barrier (Patent, 
Capital, Know-how)

• Uniqueness of Product

• Logistics Situation

• Purchasing Volume vs. 
Capacity of Supplier

• Demand Growth vs. Market 
Growth

• Market Share vs. Main 
Competitors

• Corporate Image

• Cost of Non-Delivery

• Own Production Capability

• Logistic
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Balance of 
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Balance of 
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Balance of power

20
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Benchmarking
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Benchmarking
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Negotiation Dynamics

23

BATNA
Zone of 

potentiel
Agreement

RP



Creating values does not necessarily 

mean that we agree on the way we will 

be splitting the new pie. 

Negotiation Dynamics
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Negotiation Dynamics
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Negotiation Style Attributes
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• Competing: Assertive & Uncooperative You Meet Your Goals At The Expense of 

• Uses: Emergencies, Difficult People Though Situations

• High Score: You Learn Less About Others

• Low Score: You Feel Powerless.

Goals

• Avoiding: 

• Uses: For Trivial Issues, No Change of Satisfaction, To Cool Down

• High Score: You Feel Much Stress/Tension.

• Low Score: You Are Insensitive, Belligerent,

• You Fight All Battles.

Engagement

• Compromising: Between Competing And Accommodating

• You partially Satisfy The Goals Of All Parties

• Uses: Temporary Solution For Conflicting Goals, Modest Achievement

•

• Low Score: You Make No Concessions

Speed

• Accommodating: Unassertive & Cooperative Meet Their Goals At Expenses of 
Yours

•

• High Score: You Are Unfulfilled.

• Low Score: You Are Perceived as Unreasonable

Listening

• Collaborating: Asserting & Cooperative You Satisfy The Goals of All Parties

• Uses:  Consensus, Merge Different Insights, Soothe Hard Feelings

• High Score Optimization, If Time/Energy Available

• Low Score: No Joint Gains or Optimal Result

Problem Solving



Negotiation Dynamics
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How to react to the different styles of 

negotiation?

Who moves first?

Info

No Yes

May reveal 

critical info

Opportunity to anchor

If

you have an 

aura / expertise

opponent is ill 

informed or confused 



In Business as in Life, 
we never get what we 
are not ready to ask 
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Thank you
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