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Can identify and explain
some strategies in
negotiations.

Can use these strategies to
concede points, push my
viewpoint or reach a
compromise.
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One problem, two people, and two
very different viewpoints: this situation
is certainly challenging!

Through negotiation, you can push for
what you want, find common ground,
and maybe, just maybe, both people
can walk away happy with the result.

Let's find out how to negotiate!
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Preview and warm-up

A negotiation is a formal discussion between people who are trying to reach an
agreement.

There are many situations where you negotiate, from asking for a raise
to picking what film to see.
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room for negotiation

Is there room for negotiation? When you ask yourself this, you reflect on how much
you are willing to compromise. Are you open to other ideas? Are you willing to
possibly do things differently? If yes, then there is room for negotiation.

This car is worth £25,000, but there's room for negotiation.
What's your budget?
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Vocabulary

barter

enter into

come to a
compromise

behind-the-
scenes

A barter is an exchange of goods or services
instead of money.

The leaders decided to formally enter into
negotiations.

The aim of a negotiation is to come to a
compromise.

Some people work behind-the-scenes as
opposed to doing things publicly.
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Vocabulary

to bargain

mediation

diplomacy

intervention

To bargain means to discuss an agreement or a
price in order to make it seem more appealing.

Mediation means bringing in a third party to
help opposing sides find common ground.

Diplomacy is a specific type of negotiation
related to maintaining relationships between
governments from different countries.

When someone else tries to influence the
outcome of a negotiation, we call their action an
intervention.
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When do you negotiate?

Fill in the gaps below with five of the words listed on the right.

bargain

1. I'would never negotiations to .
buy a car without bringing my dad—he always bartering
gets the best deal and never overpays. S

2. The salary | was offered was a little low in my
opinion, so | politely asked if there was came to a compromise
any : o

3. lwanted either more holiday leave or a higher R
salary. | was willing to with my diplomacy
boss to get one or the other.

4. The two company heads finally intervention
about how best to work together.

5. Mysisters and | have a system;

if | want to borrow their new clothes, | have to
give them a ride or make them cookies.
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Identify the vocabulary words described

1. Jenny and Laura come to an
agreement about how to share the negotiation
family beach house.

2. Christine's boss gives her an 8% salary
increase; in exchange, Christine will
take responsibility for the office
newsletter.

3. Representatives of Germany and
Austria meet to discuss efforts to
reduce pollution in the Danube River.

4. Elliot gets involved in a dispute
between two co-workers about who
should get the better office.

5. Amir sits down with a couple in the
process of a divorce who can't stop
fighting about who will keep their pet
dog.
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Prepping for negotiation

Christine wants a 10% raise. She’s meeting with her boss tomorrow to
discuss this. What should she say during the negotiations to ensure
that she gets the raise she wants? Brainstorm using the following
points below.

Why o
Vi I,deServe What | Will do jf
d raISe? get g Faises |
Argument
Sa
questiOnS mﬂd . Wh.a.t | want
0SS may have Pecifically is...
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Negotiation in your own life

Negotiations happen in all kinds
of places and with all types of
people. Describe situations in

your own life where you've
negotiated. Discuss the
situation and its outcome.
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Vocabulary

I'll do that if... I'll do that if you give me a bonus.

Room for

negotiation? Is there any room for negotiation?

Establish relationships by asking questions,
making small talk and using active listening
skills.

establish
relationships

It is important to think about the motivations of

motivations the person you are negotiating with.
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Expressing your position and conditions

¥ » |think a good trade-off for a smaller pay
8. raise would be more holiday leave. Are you
open to that idea?

I'd accept a starting bonus of that size if
you can guarantee a raise after the first
twelve months.

\ What if we served only appetisers and
desserts at the buffet? We'd save money on
food and on service staff.

The delivery fee is £150, but if you can be k@ g
flexible on the delivery time, we’'d reduce it g
to £50.
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I'm not giving in!

Usually both parties will have to give up something in a negotiation.

For example, you want a 20% raise, but your boss says she can only give an 8% raise.
You've given up 12% of what you want, she’s given up 8% of what she wants.

When you get to the point where you are no longer willing to negotiate, you might
make your final offer. You might tell your opponent to take it or leave it.

When you reach this point, you may be more firm and direct than usual.

I'll pay £150,000 for the apartment and not one penny more.
This is my final offer—take it or leave it!
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I'm open to anything

If you find yourself open to any suggestion or negotiating about something that you
do not have particularly strong feelings about, you might say you're open to
anything. You might tell your negotiating partners let’s do it as you suggest or
simply whatever you think is best!

| just want to have enough food for all the guests, I'm not too
worried about what type it is. Let’s just do whatever you
suggest!
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To party or not to party?

You are the head of development at a new start-up company that has just
celebrated two years of business and moved into a new office. There's a
debate going on in the office about throwing an Office Launch Party. Some
people think this could be a chance to raise awareness of your brand, whilst
others think it will unnecessarily waste money. Can you reach a
compromise?

Remember to use
negotiation
strategies like
planning, building

Remember to think
about how much
you are willing to

compromise relationships, and
active listening.
Employee A: you represent the Employee B: you represent the
side that thinks a fun, side that thinks a launch party
memorable launch party would probably be a waste of
would be great for your brand. time and money.
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Negotiation and company culture

Relationships and power play a part
in how negotiations work. A start-up
company may have a more
horizontal power structure, which
means colleagues tend to share
authority.

How would the negotiation have
been different if it were a typical
boss-worker relationship?
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Open to compromise or not?

After much negotiation, your team decides to have the launch party. There are
lots of decisions to make. Respond to each of the statements, indicating when you
are open to any suggestion, whether you are willing to compromise if certain
conditions are met, and what issues are non-negotiable.
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Listen to the telephone message Jennifer (read by your
teacher) leaves for an event planning service.

1. Jennifer calls the event planner to say...

b. she’d like to . d. their event
a. the contract . c. theeventis
discuss some budget has
looks perfect . cancelled -
issues increased
2. One area where costs could be reduced is...
Ch GV WD ET b. food preparation c. thelive band d. flowers
clean up
3. Whatis a non-negotiable issue for Jennifer’s party?
a. having 10 waiters b. hawpg good c. handlingcleanup d. keeping the event
service on her own under budget

4. Which of the following is not a suggestion Jennifer makes to keep costs low?

a. hold the event
during the
daytime

b. have fewer c. reduce fees for d. handle clean up
waiters food delivery on her own
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Returning a call

You work at the event planning firm.

Return Jennifer’s call, paying special attention to the points she
brought up in her phone message.

costs related to
clean up and set

up

number of staff
at the event

other
suggestions for
keeping event
under budget

your company’s
non-negotiable
issues
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making a pitch negotiation strategies

When you enter into negotiation you may have the chance to start with a pitch.
This is an opportunity to summarise your position and offer a few brief and

effective arguments in favour of it.

Offer a summary of your position and have specific arguments at the ready.

I'm pleased to have been offered the job, but | will need my
salary to be at least 10% higher. That's appropriate, given my
work history in this field and my past job performance. Also,

similar firms have offered me higher starting salaries.
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anticipation

Similar to thinking of your opponent’s motivation, you should try to anticipate what
the potential responses might be. If you ask for a big raise, what is your boss likely to
say? By anticipating their counter-arguments and preparing your own, you will be
better able to respond.

I'm sure they will be reluctant to increase my starting salary.
I'll point out that their competitors made better offers. They
probably don't want to look worse than their competition!

| should also have a backup in case they say there's no way |
can have a starting salary that high. I'll ask about having
flexible working hours instead.
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listening skills

Using active listening skills has multiple benefits.
Firstly, by listening closely, asking for clarification and summarising your

opponents arguments, you ensure that you are both clear about the negotiation and
compromise you are reaching.

You also show that you care about understanding their position.

If a higher starting salary is not possible, perhaps you could
consider flexible working hours. This would be a huge benefit
for my family.

If | understand correctly, you would be just as happy with flexible
working hours as with a higher starting salary, correct?

Summarising the argument shows that he has listened and
wants to understand.
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confirming the next steps

You've discussed your position, offered counter arguments, and negotiated a
compromise—congratulations! What comes next?

To ensure that everyone stays satisfied with the outcome, you should confirm the
agreement and summarise the next steps.

So we will update the contract to include only 10 waiters for
your event. We'll send that over via email later today.
Meanwhile, you will tell your team that they will need to be at
the event site by midday on the day of the party to set up.
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abundance mentality

Negotiation is not about beating an opponent, leaving one person feeling like they
have lost. Rather, it should be about creating solutions that benefit all parties.

An abundance mentality sees success in negotiation as a chance to bring beneficial
results to everyone. When you have an abundance mentality, you see negotiations
as a chance to find a better way, find unique solutions, and grow.

Having an abundance mentality leads to solutions for
everyone—not just one winner and one loser.
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Four candidates, four pitches

The launch party had a great impact on your company’s profile and, since the
event, you have received many strong job applications for the communications and
public relations director position. The final four candidates and their desired
salaries are shown below. Practise making a pitch for each applicant.

2

salary: 40’009 / j '}}
studies pub\\(\-d F, — |
relations: . o —
york part tim -1
Maryann
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Negotiating salary and benefits

There's one final candidate for the communications job.
The time has come to negotiate salary and benefits.
Using negotiation skills and strategies, come to a suitable agreement.

We'd like to offer

I'll need to discuss
you the job... ’

my salary first!

Student A: you are the hiring
manager. You do not want to
offer a starting salary of more
than 40,000. You would
consider compromises like
more holiday leave, but you
don’t want other employees to
be mad!

Student B: you are the final
candidate for the job. You
want to earn at least 45,000
per year, but ideally would like
50,000. Money is more
important than benefits to
you.
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Reflect on the goals

Go back to the second slide of the lesson and check
if you have achieved all the goals of the lesson.
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Reflect on this lesson

Think about everything you have seen in this lesson.
What were the most difficult activities or words? The easiest?
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Transcription
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Match the term to the description that fits best

a. | believe there is a solution that will

1. pitch make us all happy—everyone wins.
b. Athird party helps a couple come
2. Anticipation to a compromise about a major
conflict
c. lcan'taccept anything less than

3. Motivation 30,000—take it or leave it.

d. With your budget and our skills, we
4. Final offer can easily do a lunch party for 300
people.

' e. The owner really needs to sell
5. Abundance mentality fast—they need someone to buy
their place as soon as possible.

f.  In addition to the car, our company

6. To bargain will offer free repairs for a year!

- g. I'msure my boss will say no at first,
7. Mediation so I'll have to point out all the good
stuff I've done.
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Negotiating a holiday with friends

You are getting ready to buy an apartment in Cambridge.
You've been looking for a while and finally found one you like.
You receive the following email from the current owner.

To: househunter@mail.co.uk

Subject: our final offer - England Street

Hi there,

| hope you're doing well. We've spoken to our estate agent and our lawyer. The lowest price we are
willing to offer on the house is 350,000. You mentioned that you can’t go any higher than 300,000.
Unfortunately, 350,000 is the lowest we can go. We'd really like to get the place sold soon, since we're
moving next month. We'd accept 350,000, but would pay for your lawyers and real estate agent’s fees.
That should be worth around 10,000! This is our final offer.

Please let us know what your thoughts.

Best wishes,

Joan and Ellen
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Responding to the final offer

Respond to the email on the previous slide. Consider the
motivations of the sellers, as well as your own priorities. You
truly cannot afford to spend any more than 325,000.

To: lovelyhome@mail.co.uk

Subject: re: our final offer

Hi Joan and Ellen,

Thank you for your email...
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Homework answer key
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About this material

This material is provided by /

lingoda

lingoda \Who are we?

(& Why learn English online?

8%% What kinds of English classes do we offer?
@ Who are our English teachers?

How do our English certificates work?

We also have a language blog!
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