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Developing negotiation 
skills 

Negotiation has been defined as the art of letting the other person have it your 

way! Can you get the deal you want whilst making your opponent feel the same? 
For short-term victories will not create lasting business relationships. Both 

sides must leave the negotiating table believing that they've gained. No skill is 
more central to your professional career than the skill of negotiation. And as 
negotiations expert Chester L. Karrass famously put it, 'In business, as in life, you 

don't get what you deserve, you get what you negotiate!' 

Mark Powell, Mark Powell Communications 

Welcome to International Negotiations, one of a new series of courses from 

Cambridge University Press designed to develop excellence in business 

communication in English. The complete training package includes this book and CDs, and 

a dedicated website containing full-size copies of the game boards. feedback forms and 

detailed trainer's notes. 

You can access this material at http: /fwww.cambridge.org / eltfinternationalnegotiations 

The secrets of great negotiators 
What's the worst thing you can do to a negotiator? What do expert negotiators do more than 

twice as often as mediocre ones? What does grammar have to do with diplomacy? What's 

the difference between negotiating positions and interests? And what are the six principles of 

persuasion you should follow to make any negotiator much more likely to say yes? In this book 

you'll discover the answers to these and many other questions about international negotiations. 

Whether you're negotiating a pay rise with your boss. arguing over a price rise with a key 

supplier, buying time to complete a difficult project or renegotiating the terms of a multimillion­

dollar contract. you'll find in these pages tasks and activities to develop your negotiation skills 

and improve your command of the English you need to make full use of them. 

You'll take part in some challenging role plays and skill-building games. decide when to be 

open to suggestions and when to say no, practise the art of asking probing questions and of 

disagreeing without being too direct. You'll learn how to decode typical body language 

signals. defend yourself against unethical tactics and boost your own persuasiveness. You'll 

find out about the pros and cons of teamwork and how to adjust to different cultures. You'll 

know when to take the lead and when to wait and see what the other side offers first. You'll 

learn how to control negative emotions as you read and respond to the situation. For in the 

words of the former CEO of Remington. Victor Kiam: 'A negotiator should observe everything : 

You must be part Sherlock Holmes, part Sigmund Freud.' 

As you work through the ten short modules in this 

course, always be thinking about how you can make 

the skills and techniques your own. If something doesn't 

seem to work at first. it may be that it doesn't quite suit 

your style or it may just be that you need a little more 

practice. Be prepared to have fun and experiment. By 

getting your trainer to record you. you can analyse your 
performance using the online feedback forms 

(see page 11 0). 

I hope you enjoy the International Negotiations 

experience! 












