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Great negotiators possess a unique set of skills and attributes that enable them to navigate complex
discussions and achieve favorable outcomes. Their ability to influence and persuade, combined with a deep
understanding of human behavior and the intricacies of negotiation dynamics, sets them apart from the
average negotiator. This article delves into the characteristics of great negotiators, their strategies, and the

lessons we can learn from them to enhance our negotiation skills.

Characteristics of Great Negotiators

To be an effective negotiator, certain traits are essential. Great negotiators exhibit specific characteristics that

enable them to achieve their objectives while maintaining positive relationships with all parties involved.

1. Empathy and Emotional Intelligence

Great negotiators understand the importance of empathy in negotiation. They can put themselves in the
shoes of the other party, grasping their needs, concerns, and emotions. This emotional intelligence allows
them to build rapport and trust, making it easier to find common ground. Key components of emotional

intelligence include:

- Self-awareness: Understanding one's emotions and how they affect decision-making.
- Self-regulation: The ability to control emotions and remain calm under pressure.

- Social skills: Proficiency in managing relationships and building networks.

2. Preparation and Research

Successful negotiators are meticulous in their preparation. They conduct thorough research on the other

party, the context of the negotiation, and potential outcomes. Preparation involves:

- Understanding interests: Identifying what both parties need and want.
- Setting clear objectives: Defining what success looks like before entering negotiations.
- Identifying alternatives: Knowing the best alternatives to a negotiated agreement (BATNA) helps

negotiators maintain leverage.



3. Effective Communication Skills

Great negotiators excel in both verbal and non-verbal communication. They know how to articulate their

thoughts clearly and listen actively to others. Effective communication entails:
- Clarity: Presenting ideas in a straightforward manner.

- Persuasiveness: Using compelling arguments and evidence to support their position.

- Non-verbal cues: Being aware of body language, facial expressions, and tone of voice.

4. Creativity and Problem-Solving Abilities

Negotiation is often about finding solutions that satisfy all parties. Great negotiators are creative thinkers

who can devise innovative solutions and think outside the box. This involves:
- Brainstorming alternatives: Generating multiple options to address issues.

- Collaborative mindset: Fostering a spirit of cooperation rather than competition.

- Flexibility: Being willing to adjust strategies and tactics as negotiations evolve.

5. Patience and Resilience

Negotiations can be lengthy and challenging. Great negotiators exhibit patience and resilience, allowing

them to withstand setbacks and remain focused on their goals. Key aspects include:

- Staying calm: Maintaining composure in stressful situations.
- Long-term perspective: Understanding that successful negotiations may take time.

- Persistence: Not giving up easily and continuing to pursue a favorable outcome.

Strategies Employed by Great Negotiators

While each negotiation is unique, great negotiators employ various strategies to navigate the process

effectively. Here are some common tactics that they use:

1. Building Rapport

Establishing a positive relationship with the other party sets the stage for successful negotiations. Great

negotiators take time to build rapport through:



- Small talk: Engaging in light conversation to break the ice.
- Finding common ground: Identifying shared interests or experiences.

- Genuine interest: Showing curiosity about the other party's perspective.

2. Active Listening

Listening is as crucial as speaking in negotiations. Great negotiators practice active listening, which

involves:
- Focusing attention: Fully concentrating on the speaker without distractions.

- Reflecting back: Paraphrasing what the other party has said to ensure understanding.

- Asking clarifying questions: Seeking more information to grasp the other party's position better.

3. Framing and Reframing

Great negotiators know how to frame discussions to their advantage. They present information in a way

that highlights benefits and minimizes drawbacks. This can involve:

- Positive framing: Emphasizing the advantages of a proposal rather than the negatives.

- Reframing objections: Turning challenges into opportunities for collaboration.

4. Utilizing Silence

Silence can be a powerful tool in negotiations. Great negotiators understand when to pause and allow for

reflection. Benefits of using silence include:

- Encouraging the other party to speak: Giving them space can lead to valuable insights.

- Creating tension: A pause can make the other party reconsider their position.

5. Anchoring

Anchoring refers to the practice of establishing a reference point for negotiations. Great negotiators often set

the initial offer, which can significantly influence the negotiation's trajectory. This can involve:

- Setting high initial demands: To create room for concessions later.
- Being strategic about concessions: Making calculated compromises to keep the negotiation moving

forward.



Lessons from Great Negotiators

Learning from the experiences and tactics of great negotiators can help anyone improve their negotiation

skills. Here are some valuable lessons to consider:

1. Prepare Thoroughly

Preparation is the foundation of successful negotiation. Take the time to research, plan, and strategize before

entering any negotiation. Understand your objectives and the interests of the other party.

2. Cultivate Emotional Intelligence

Developing emotional intelligence can greatly enhance your negotiation effectiveness. Work on self-

awareness, empathy, and social skills to foster better communication and relationship-building.

3. Practice Active Listening

Make a conscious effort to listen actively during negotiations. This demonstrates respect for the other

party's viewpoint and allows you to gather crucial information that can inform your strategy.

4. Be Flexible and Open-Minded

Great negotiators are adaptable and willing to change their approach based on new information. Stay open

to alternative solutions and be ready to pivot if necessary.

5. Learn from Experience

Every negotiation is an opportunity to learn. Reflect on past negotiations to identify what worked, what
didn’t, and how you can improve in future discussions. Consider seeking feedback from trusted colleagues

or mentors.



Conclusion

In summary, great negotiators exemplify a unique combination of characteristics, strategies, and lessons that
can be invaluable for anyone looking to enhance their negotiation skills. By cultivating empathy, honing
communication abilities, preparing thoroughly, and practicing active listening, individuals can become
more effective negotiators. The art of negotiation is not just about achieving immediate goals but also about
building lasting relationships and finding mutually beneficial solutions. As we observe and learn from great
negotiators, we can all strive to improve our own negotiation capabilities, leading to better outcomes in both

personal and professional contexts.

Frequently Asked Questions

What are the key traits of great negotiators?

Great negotiators typically exhibit traits such as strong communication skills, emotional intelligence,

patience, adaptability, and the ability to build rapport with others.

How do great negotiators prepare for a negotiation?

Great negotiators prepare by researching the other party, understanding their own goals and limits,

developing a strategy, and anticipating possible objections or counterarguments.

‘What role does emotional intelligence play in negotiation?

Emotional intelligence helps negotiators to understand and manage their own emotions and those of others,

facilitating better communication, empathy, and conflict resolution during negotiations.

Can negotiation skills be learned or are they innate?

While some individuals may have a natural aptitude for negotiation, many skills can be learned and

developed through practice, training, and experience.

What are some common mistakes to avoid in negotiation?

Common mistakes include failing to listen actively, not preparing adequately, being overly aggressive,

making assumptions about the other party's needs, and not having a clear goal.

How do great negotiators handle conflicts during negotiations?

Great negotiators address conflicts by remaining calm, seeking to understand the other party's perspective,

finding common ground, and using problem-solving techniques to reach a mutually beneficial solution.
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