Negotiation Techniques
Introduction: Mr. Heydari (Dr.) "The Father of Iranian Negotiation"
Every day that passes, the scope of our communication with others, whether as an individual, in the form of a company, or in the form of a government, becomes wider and more complex. We are negotiators in every specialized and professional job we have. On the other hand, our entire life is summed up in communication with others, and to manage these extensive and complex communications, we need tools. It is a tool for establishing, maintaining, and improving negotiation communications.
If, after years of waiting, Iran receives permission to enter the World Trade Organization, a world of bilateral and multilateral negotiations that includes all aspects of the economy, politics, and industry of our country will open up to Iran, and therefore we will have a huge number of qualified and informed negotiators.
Every day, the scope of our communication with other countries is expanding, and the inevitable progress of globalization warns us that we must learn the culture of different nations in negotiation, because my own experience shows that the culture of different nations and their techniques and methods for negotiation, especially international negotiations, are different. You cannot negotiate with Chinese companies in the same way that you negotiate with Germans when concluding a business contract because the culture of these two nations in negotiation is very different. You cannot negotiate with Americans, Canadians or Swiss in the same way that you negotiate with Russians, whether at the corporate level or in the form of government negotiations. The Italians have their own unique negotiation method. The book Negotiation Techniques, written by my learned friend Mr. Mohammad Reza Shabanali, has contributed greatly to the development of negotiation knowledge and techniques, especially practical tips, which facilitate the understanding of negotiation tricks, because in order to overcome these tricks, in addition to not giving in to the expectations of the other party, we must know these tricks and tricks of negotiations and understand their many and varied aspects. One of the most important and useful parts of this book is the introduction of negotiation tricks, especially international negotiations, which fortunately shows the way to work and how to implement them, and the method of success in these unfavorable conditions. The eleventh section of this book, which describes the individual characteristics of the negotiator, is one of the most informative chapters of the book, which in simple language instills in the reader the belief in these characteristics and the development of these skills, and warns him that the development of these capabilities and beliefs is necessary for success in negotiation. One of the most useful and informative chapters of the book is the discussion of the negotiation culture of different nations. The contents of this chapter are completely consistent with my personal experiences, which I have had round-trip negotiations with 50 countries in 4 continents for about 400 economic, industrial, commercial contracts, project finance consortiums, etc., and I recommend that those who sit at the negotiating table with foreign companies and banks in their foreign relations read this chapter of the book carefully. Dr. Masoud Heidari Publisher's Introduction Negotiation is one of the general skills that every person needs, regardless of their job or profession, and even in social relationships. Acquiring negotiation skills can, in addition to facilitating the process of career advancement, also play a significant role in improving our daily interactions. As many great negotiators have said, contrary to popular belief, this skill can be acquired through education. Therefore, we decided to take a small step towards developing the education of this social skill by presenting a book that is distinctive in terms of content and type of printing and production.
The members of the project team for the production of this book, which consists of various departments such as editorial, computer editing, editing and printing, have put in all their efforts to provide you, our dear readers, with a distinctive and flawless work. However, like any other human product, this work will not be flawless. We would be happy if you could send us your comments, suggestions and criticisms to help us improve the publication of future editions of this book and other books.
Email: info@nasspub.com
Website
www.nass.ir
Author's Introduction
Social life, whether in the field of human relations or in the fields of business and profession, quickly teaches us that throughout life we ​​do not achieve everything that is our right. Even countries, in many cases, do not achieve what is their natural and obvious right. In social communication, we usually achieve something that we can negotiate for properly. This is the most important reason that makes learning to negotiate a necessity.
In addition, negotiation is one of the most common ways of communicating between humans. We are negotiating every day and at every moment. The scope of this negotiation starts from the most personal aspects of life, such as an emotional relationship, and continues to the most complex business relationships. Therefore, if mastering this skill was once considered an advantage, it has become a necessity today.
In 2006, after reviewing the books available in the field of negotiation, I came to the conclusion that unfortunately, most of the books available in Persian in this field are very brief or have been directly adapted from the knowledge and experience of the West. The compilation of the present book, based on current knowledge and with a specific look at the political, economic and cultural conditions of Iran, took about two years and was finally published in 2009 by Nass Publications. I am pleased that the third edition of this book is now in front of you, dear reader.

Although this book was written based on a large number of books and articles and has been used as a teaching resource in many of the country's leading universities in recent years, there has always been an effort to keep the atmosphere of the book as far away from the dry and formal atmosphere of academic sources as possible and to facilitate understanding of the material as much as possible by using numerous examples and scenarios. Many of the stories and have changed. The scenarios you read in the book are real, although the names and environmental conditions may not be exactly the same in terms of lexicon, because in writing this book, an effort has been made to use the capacity of the Persian language and culture as much as possible so that the text is fluent and the content can be understood more quickly. For example, the phrase Chicken Game is not translated as Chicken Game, but rather as "Crazy Trickery". Failure to pay attention to this style of writing may confuse the reader in matching English phrases and their Persian equivalents.

In recent years, based on the feedback from students and readers, I have come to the conclusion that the current book is very lacking in the area of ​​communication and negotiation psychology. I have been writing an independent book on the psychology of negotiation for more than a year, which will be published this year, God willing.
Dear readers, to learn more about the field of communication and negotiation, you can visit my blog www.parsnegotioation.com or my official website at www.shahanali.com. I also ask that you do not withhold your valuable comments and views from the author of the book and send them to me at info@shabanali.com.
Finally, I feel obliged to express my gratitude to Dr. Masoud Heydari, the father of Iranian negotiation. He has always been my encouragement in recent years. I am proud that this book is adorned with his introduction.
I also express my special thanks to Mr. RJ Lowicki. The first foundations of this book were formed by studying his books and articles. He also guided me to many valuable books and articles in the field of negotiation with his valuable guidance. Fortunately, I had the opportunity to spend the first decade of my career in the railway industry at the service of Engineer Ali Khalili. His teachings were so influential and valuable that I feel the effect of his experiences and advice in the lines of this book. That is why the book is dedicated to him. I am happy that by writing this book, the words and experiences of this valuable manager of the country will be available to other compatriots.
I hope that the result of this effort, despite its undeniable flaws and shortcomings, will be acceptable to the esteemed reader.
Mohammad Reza Shabanali

Appreciation and thanks
First of all, I consider it necessary to thank Dr. Masoud Heydari. He introduced us to the importance and attractiveness of the subject of negotiation for the first time, and his passion for transferring experiences and learnings has always been and will always be our role model.
In the introduction to this book, I must specifically mention Mr. R.J. Lewicki. The initial foundations of this book were laid by studying five books and more than ten articles by him. He also guided me to a large number of books and articles on the subject of negotiation.
I would like to express my gratitude and appreciation for the efforts of my dear friend, Mr. Engineer Arash Qobaei, who took on the task of scientific editing the book. Scientific editing and creating unity and consistency in the text of a book that is based on dozens of articles and books is a very difficult and time-consuming task that requires time and scientific accuracy, the effort of which is in no way less than the effort of writing the book.
I would also like to express my gratitude to the efforts of Ms. Shadi Samieifar and Sahar Noor Mohammadan who reviewed the text of the book and suggested valuable corrections.
Mohammad Reza Shabanali
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Chapter 1
What is negotiation?
At the end of this chapter, the reader is expected to be able to:
Define negotiation.
. Explain the reasons for the need for negotiation
. Distinguish and distinguish between different levels of negotiation (individual, group, organizational, etc.).
. Recognize instances of negotiation at different levels and analyze the factors involved in a negotiation.
. Distinguish between correct and incorrect mental images that exist in the field of negotiation.
In getting to know the knowledge of negotiation, it is necessary to discuss some introductory material first. In this chapter, we will get acquainted with the definition of negotiation and consider some of its examples in everyday life and the business world. Usually, every person, according to their previous experiences and studies, has a different idea of ​​negotiation. Many of these ideas are not necessarily correct and should not be used as a basis for action. We will end this chapter by examining some of these misconceptions.

Introduction
Example 1
The manager of a large factory has closed his office door and is discussing with his assistants. From the window, one can see angry workers standing in the factory yard, talking loudly, which, of course, cannot be heard through the closed glass and window. The atmosphere of the meeting is completely tense. The workers have not been paid their salaries for more than four months. The workers want their representative to speak to the factory manager. The factory manager, who has heard the stories of the workers' violent confrontation with the previous manager, feels afraid to face them...
Example 2
The company "Kit Sazan Farda" has been working in the field of manufacturing electronic automotive parts for one of the country's major automakers for more than five years. The new conditions and new standards defined for production require the company to adhere to certain principles and perform numerous quality tests, without which the company's products will no longer be installed on cars. "kit Sazan Farda knows that it will take a year to install testing equipment and reach the desired level of quality. This is while the employer has only three months to establish new quality control systems. On the other hand, stopping production until the new quality control system is fully launched will cause great losses to the company and will face a serious crisis in the financial and human resources sectors. The employer's experts are scheduled to have a meeting with the company's managers tomorrow in this regard...
Example 3
Sara has been working at Hamkar Nagar for five years. Mr. Modiri, the company's CEO, believes that she is one of the best managers in the private sector. He thinks that her salary level is higher than similar companies. However, Sara has heard from her friends that similar companies pay much better salaries and wages. Although she knows the conditions of other companies, Sara does not want to give up her five years of experience at Hamkar Nagar. She prefers to stay in this company if her salary increases are reasonable (even if it does not reach the salary level of similar companies).
Sara is standing behind Mr. Modiri's room and thinks about these issues while knocking on the door...
Are these events similar? Yes, they are all examples of negotiations, negotiations that are taking place or have already taken place. These are just a few of the dozens of negotiation cases that we will discuss throughout this book as examples of real negotiations in everyday life.
Every day, in every part of the world, people are faced with situations where they need to negotiate. Some of these negotiations are simple and some are very complex. Negotiations between two children in a family to choose a TV channel. Negotiations between two people for marriage or divorce. Negotiations between two companies, sellers and buyers. The Iranian nuclear negotiations, etc., show that negotiations can start from simple and elementary levels and sometimes take on very complex international forms.
Each of us has desires. Desires that may be material or immaterial. They may also be related to our business relationships or emotional relationships. Negotiation is the starting point for achieving these desires. This book is written with the aim of improving the readers' negotiation skills. It is a process that plays an important role in improving the quantity and quality of life not only in the business world, but also in everyday interactions.
We negotiate to...
Some of the most important reasons for negotiating can be listed as follows.
To agree on our share of resources such as land, wealth, time, etc.
. To create and create something that neither party is able to create alone
To resolve a conflict or disagreement between the parties involved.
What other things do you have in mind that require resorting to the negotiation process? Always remember that in many cases, the parties involved in a situation do not enter the negotiation process simply because they do not realize that their current situation requires negotiation. Also, many of those who enter into negotiations do not achieve their desires simply because they are not familiar with the process of negotiation tools and techniques.
Almost every type of interaction between humans or organizations requires a mechanism to reach an agreement, except for situations where the parties agree on all the conditions and details at once, which of course rarely happens. In most cases, reaching an agreement requires the use of a specific process and tools. Negotiation is the name given to various processes for reaching a common agreement.
Exchanging concessions in negotiation is so important that many books and articles emphasize that negotiation is a process of exchange. Phrases such as "Negotiation is give and take" or "Negotiation is tit for tat" emphasize this aspect of negotiation. Of course, in this book, It is important to note that although an important part of negotiation is the exchange of concessions and demands, negotiation is not limited to these exchanges. Negotiation is a very complex process that is influenced by environmental, human, sociocultural and many other factors. Negotiation has different levels. In its simplest form, negotiation begins at the individual level. When we talk to ourselves, "Is it time for me to go on a diet?" or "Is it better to start studying English this week and enroll in a class or wait until next month?", we are actually negotiating with ourselves. After these questions are raised, we usually come up with other reasons against the previous statements and think: "No, I am not yet fat enough to need to go on a diet," or "I can learn the language more easily myself, there is no need to enroll in a language class." In this way, we negotiate with ourselves every day. This is the simplest form of negotiation. Negotiation at the next level takes the form of negotiations within the family or between friends and acquaintances. When we are trying to choose a movie to watch with our friends on the weekend, we negotiate with our friends and family. When we sell our car to our closest friend for a little less than its actual price, we are negotiating. A negotiation in which many tangible and intangible benefits are exchanged. A negotiation in which sometimes interests are taken into account and sometimes maintaining and strengthening long-term relationships is more important. Negotiation takes on an organizational form at a higher level. When you, as a representative of your organization, go to another organization and discuss a contract with a representative of that organization, you have entered a level of negotiation that is called business negotiation.
Definition of Negotiation: Negotiation is the process of identifying demands, prioritizing them, discussing them, and agreeing on them. Negotiation is always accompanied by the exchange of benefits. Benefits that may be large or small, material, spiritual, tangible? Or intangible.
Naturally, negotiation can also be extended to national and international levels. Negotiations related to nuclear energy for our country are an example of this level of negotiation.
It is important to emphasize that there are many situations in social life that are not actually considered negotiations, but one or both parties may mistakenly believe that a negotiation has taken place. In this section, we will examine some of these cases:
Giving and carrying out orders Negotiation When your manager in the organization asks you to perform a task and the only option available to you is to carry out his orders as he wishes, there is no negotiation and agreement, although some managers may forget this simple point and feel that an agreement has been reached.
. When two people cannot reach an agreement and ask a third party to mediate, no new negotiation is formed. The use of a third party means that the negotiation process has ended unsuccessfully and the parties have resorted to tools outside the negotiation field.

When the parties to a relationship do not try to facilitate the decision-making process by helping each other, and each tries to convince the other of the decision they have made, a constructive negotiation will not take place.
It is also necessary to emphasize that negotiation is not a sports competition. In a sports competition, coming first means the other coming second. In other words, when you are trying to be first in a sports competition, it is as if you are simultaneously spending your energy on the other side being second. However, in negotiations, each party's effort should be focused on achieving its own goals. Not only does losing the other party not achieve anything, but in many cases losing one party leads to the loss of both parties. Therefore, never see the other party as your competitor when negotiating with a colleague, spouse, business partner, supplier, or customer. We negotiate with others to reach an agreement that provides the greatest possible benefits to both parties involved. Always remember that if the parties involved in the negotiation are not satisfied with the process or the outcome of the negotiation, they will not be loyal to the decisions made and will not act on them.
I am good. You are good too!
.
When you start your first daily activities in the morning. When you look in the mirror after washing your face, what do you see in it? The image of a bad person? Or a good person? Unless something strange has happened, you will probably consider yourself a good person. When you start negotiating with the other party, it is important to remember that the other party also saw the image of a good person in his mirror that morning. If we have this perspective during the negotiation, the negotiation can lead to better and more constructive results. If we consider the negotiation as a battle and try to crush and destroy the other party, we will encounter resistance from someone who considers himself good and right, and this resistance may lead to the failure of the negotiation process. Negotiation is not a battle of right against wrong. Negotiation is a process of shared decision-making between two parties who both consider themselves good and right.
Either what I say or nothing else:
In English, the phrase My way or high-wayt is used to describe this situation

Some people approach negotiation as a one-way process and forget that negotiation is the result of interaction. Such people approach negotiation from a position of power and pressure the other party with the view that they have all the advantages at their disposal. You have encountered this style of dealing when dealing with many large companies. Several sheets of contract are placed in front of you. You sign the first page, but the contract is actually written on the following pages. In small, faded and often confused letters. There is no opportunity to read the arrangement and its repair. Such a communication is not called negotiation.
Negotiation and Bargaining
In everyday conversations, the two words "Negotiation" and "Bargaining - Flaggling" are usually used synonymously, but in this book these two words will be used with different meanings. Bargaining is used when there is a competitive strategy involved and each side's win is achieved at the cost of the other side's loss. However, negotiation is a process in which the parties try to secure maximum benefits for themselves and the other party through constructive interaction.
-
Negotiation occurs when...
In the previous section, we saw that negotiations have different forms and levels, and their structure may also take a simple or very complex form. The fact is that negotiations, despite their many superficial differences, are similar in many features. In this section, we will discuss some of the common features of negotiations.
Every negotiation has at least two parties involved. In every negotiation, at least two individuals, two groups, or two organizations are involved. Although we sometimes negotiate with ourselves, in the field of management and business, when we talk about negotiation, we usually mean a process in which at least two parties are involved.
In every negotiation, there is a conflict between the desires and interests of the parties, and the parties must somehow resolve this conflict.
The parties have chosen negotiation as a solution. In other words, both parties have accepted that it is appropriate to enter into the negotiation process in order to achieve a better result. Negotiation is in most cases a process that the parties have entered into voluntarily and voluntarily.
*Self-negotiation is one of the most common types of negotiation, and perhaps we face it more than any other type of negotiation. Consider a morning when you wake up and think to yourself, "I'd better go to work now, I have pasta, I'll have to work more hours, and I'll get the boss's objection in the company, and I'll have to pay a late fee." This is a situation in which both parties first discuss themselves, which is called the "snake knot," which has been studied more in the field of psychology than in the field of management.
2 Sometimes one party to a negotiation may force the other party to the negotiating table.
It may lead to a compromise, but such an interaction will be less likely to lead to the desired results of the negotiation (in its conventional sense).
Is negotiation always a good solution?
Contrary to what it seems, negotiation is not always the best solution. If there is a risk of losing everything, do not negotiate. Look for other options.
If the other party has unethical demands, do not negotiate. Character and reputation are expensive assets, do not put them on the negotiating table for trade. Do not negotiate when the result is not important to you. You will not gain anything and negotiation may simply take things away from you. Do not negotiate when you do not have time. Your most important asset in negotiation is opportunity. If you do not have this capital, do not go to the negotiating table. In such negotiations, the probability that you will be forced to make unilateral concessions will be very high.
The parties have prepared themselves for the deal. The importance of giving and receiving and exchanging concessions and demands in negotiations is so high that many define negotiation as a process of exchanging concessions. In negotiations, we expect the parties involved to be willing to change their initial positions, retreat from their demands if necessary, and concede to the legitimate demands of the other party. Although the negotiating parties initially insist on their demands and try to prove them and win the other party's attention, there is always the expectation that the negotiation process will ultimately lead to a change in the parties' positions and demands and a rapprochement. When someone enters a negotiation with the view that they will not change their positions and will try to convince the other party to accept my positions, they have not entered the negotiation process. Negotiation is usually a form of compromise, meaning that each party gives up some of their desires and expects the other party to do the same. We should also remember that if the parties act completely creatively and honestly, negotiation may lead to more than compromise and create a solution that provides more than the parties' initial desires.
Not everything in negotiation ends with the exchange of tangible results and desires. Many of the advantages of wants and dislikes are intangible. The intangible factors in negotiation are mental and psychological motivations that may directly or indirectly affect the results of the negotiation.
It is there but it is not seen.....
Some of the intangibles in negotiation are as follows:
The need to win more. People enjoy winning and like to feel that they have won over the other party. This feeling is so strong that sometimes they put a lot of points on the negotiating table just in the hope of getting something that will make them look like a winner in the negotiation. The feeling of not losing to someone else makes most people happy. The need to be recognized as a good, fair, and honorable person. A healthy person always has this heartfelt interaction to be recognized by others as a good person. The definition of being good is different for everyone, but the presence of this feeling is common to all.
Defending values ​​and beliefs is another intangible desire that may be reasonable in negotiations. Negotiators tend to defend their values ​​and beliefs under all circumstances and to behave in a way that is consistent with these values ​​and beliefs.
Think about it. In many negotiations, if we do not take into account intangible desires, it will be very difficult for us to understand the negotiation process. What other intangible desires do you know that affect the visible process of negotiations?
The intangible factors in negotiations are usually rooted in the personal values ​​and emotions of the negotiators. These factors can have a huge impact on the negotiation process and its results. If the parties to the negotiation forget the value and credibility of intangible factors, it is difficult to expect the negotiation to lead to a valuable result. Scenario number 1 shows an example of the involvement of intangible aspects in negotiations.
Scenario number 1: Lockheed-Martin merger:
Lockheed Martin is one of the large aerospace companies that was created in 1994 from the merger of the two companies Lockheed and Martin. The executives of both companies were old and experienced, and they knew that what would most affect merger negotiations was not the financial statements and profits or the language and strategies of the companies, but the hidden desires and interests of their managers.
The two experienced executives shared this without embarrassment in a three-minute telephone conversation, and Daniel Tellep, the CEO of Lockheed, said: “I am 62 years old now and I have recently retired. I would not feel good if I were to be laid off immediately.” Martin’s CEO said: “I am four years younger than you and I am not worried yet.” Both executives agreed that after the merger, Daniel Tellep would take over the management of the entire complex for two years, and Martin’s CEO would also work with him. After two years, management would gradually be completely transferred to Martin’s CEO.
The rest of the merger process was not complicated. Lower-level managers also simply talked about their hidden desires, and in this way one of the biggest mergers in the world aerospace industry was done with the least amount of hassle and a margin of error, simply because both managers recognized the human factor.
Lockheed Martin (This case study is based on the work of Steve Lipin, Rock, from 1996).

Some misconceptions about negotiation and its process
If we give a thousand reasons to justify a mistake, we have made a thousand and one mistakes in total.
Some people think that a good negotiator is born that way, that is, four sets of clean negotiations, if to justify that some people take him to the extreme and others are weak in this area, ready with women, although a thousand things, some whims and life can be effective in improving the skills of a negotiator. But more on the subject of negotiation, let's give a reason why it is valuable that the skill in it is strengthened by learning and practice. It is natural that the author of this step is a total of a thousand and one groups that have written a book and you, as a reader, have committed a similar mistake to the book itself. It is fun to imagine that good negotiators go to negotiation meetings without prior preparation and come out successful. But the reality is that professional negotiators are more dedicated to prior preparation than anyone else and spend a lot of time preparing, thinking about potential scenarios and different ways of facing the other party. Professional negotiators spend time preparing for important decisions, sometimes all at once. This old adage in negotiation is absolutely true: if you have eight hours to cut down a tree, spend seven hours sharpening your axe. It is sometimes said that good negotiators are risk-takers. Those who say this usually have stories to tell. The story of the powerful negotiator who put a proposal on the table and left the attack saying no, this is our last offer. If they are not accepted, we have nothing else to say. And with the story of the negotiator who threatened the other party in the negotiation session to not make a decision for a maximum of ten minutes and told him that if he made a decision by that time, I would withdraw my offer and....
The point is that good negotiators may also exhibit risky behaviors, but their risk is definitely calculated. Before taking any risk, they definitely consider its various aspects and evaluate all possible outcomes. Therefore, calculated risk is not approved by professional negotiators, and whenever you see risky and risk-based behaviors from a professional negotiator, do not doubt that all the various aspects related to that risk have already been properly evaluated.
The last misconception that we will address at the end of this chapter is that good negotiators work only on intuition and an inner sense (intuition) and during the extensive negotiation process, they engage in analysis, calculation, and evaluation of meaning. This view is one of the ideas that has no concrete foundation. Incidentally, good negotiators have high analytical skills and carefully evaluate the various issues at hand at every stage and act on them. Of course, there is no doubt that over time and with increasing experience, human intuition also becomes refined and provides better intuitive judgments, but this does not mean that the negotiator is no longer in need of calculating and analytical thinking.
Final words
Negotiation is not always the best solution...
In this chapter, we defined negotiation and saw that negotiation can be defined at different individual, group, and organizational levels. We also tried to briefly discuss the visible and invisible factors that affect the negotiation process, not the best solution, and reminded that negotiation is not always the best solution. There are cases where negotiation is not recommended that in the final sections of the chapter entitled "When Not to Negotiate?" we have dedicated this topic. We hope that studying this chapter has helped create a basic structure in your mind. What was less mentioned in this chapter was conflicts and how to manage them. Recognizing conflict is important because unless there is conflict, there will be no negotiation. In the next chapter, we will examine conflicts and how to manage them.
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Chapter 2
Conflict and Dealing with It
At the end of this chapter, the reader is expected to be able to
. Define conflict and identify its instances
in everyday life
. Recognize and define different levels of conflict.
. State the positive and negative results of conflict.
. Distinguish between different styles of people in dealing with conflict and be able to choose the appropriate style for dealing with each type of conflict.
When we need to negotiate, there is a conflict, but the existence of every conflict does not necessarily lead to the formation of a negotiation. Some people, due to their personality traits or due to environmental conditions, prefer to accept the other party's point of view without entering the negotiation process. Some people prefer to basically forget the existence of the conflict in the hope that time will solve the existing problems. In this chapter, we will define conflict and examine the different styles of people in managing conflict.
Income
"Mr. Dr. Tahqiqi" has been working as the director of the research and development unit in a stationery factory for two years. "Mr. Tahqiqi" is the production manager of the factory and has been working in this direction since the establishment of the company. In the past two years, there have always been problems in allocating budgets between the rolling unit and the development unit. Usually, the production unit manager said that the production department was facing a serious liquidity problem. In a situation where the factory's activities are struggling, it is not logical for the organization to allocate a significant part of its budget to the research and development department.
Mr. Tahqiqi is not satisfied with the position that Mr. Tahqiqi has taken on behalf of his unit. He believes that Mr. Tahqiqi has sacrificed the long-term interests of the company for the short-term interests of his unit. Tahqiqi has various solutions in hand.
First, he should not react like he did in the past two years. Eventually, the unpleasant consequences of this mistake will be revealed to everyone somewhere. Another way is to form a relationship with Mr. Tahqiqi and try to find a solution to the problem with his cooperation.
Another solution would be to ask the CEO to convene a meeting with him and Mr. Toldi. In this case, he would attack Mr. Toldi's positions and explain how Mr. Toldi's pressures to allocate too much budget to this unit have had adverse consequences for the organization. On the other hand, the current mediator between Mr. Toldi and Mr. Haqqi is good. Perhaps it would be better for Mr. Haqqi not to undermine this good relationship over budget division. Which solution do you think is better? If any of the above solutions are chosen, what are the implementation steps that should be taken? The existence of conflict is one of the cases that necessitate the use of the negotiation process. Conflict may be rooted in the difference in the parties' desires or in differences in perceptions and misunderstandings. Two people who are trying to achieve the same goal and desire may clash. Even two people who are pursuing different goals may have a common goal in mind, and this can itself lead to conflict.
Conflict:
A conflict can be expressed in two ways:
A serious disagreement over interests, demands, and demands that may be real or merely perceived by one party.
The inability of one party to achieve their desires in such a way that the success of one requires the failure of the other.
A conflict may be very simple. Such as competition in a class when they compete to be the first student when both cannot achieve this desire at the same time, and sometimes it may take a more deliberate break, such as a conflict of interests between two assistants when they know that one of them will succeed him after the top manager sees him. Regardless of the origin of the conflict, negotiation can be used as an appropriate solution to resolve the conflict. In the rest of this chapter, we will examine the different levels of conflict, the positive and negative points related to conflict, and conflict management strategies.
Different levels of conflict:
One of the most important ways to recognize conflict is to distinguish types of conflict based on the parties involved. Conflicts can arise at four different levels:
Intra-personal conflict This type of conflict arises within the individual's mind and its origin can be thoughts, ideas, feelings, values, etc. When we oppose eating ice cream despite having a strong desire because we know that eating ice cream is against our diet, we are facing an internal conflict. When we are upset with our manager but do not dare to express this dissatisfaction for fear of punishment, dismissal, and loss of job, we are facing an internal conflict. This type of conflict has been studied more by psychologists. We will not discuss this level of conflict in this book.
• Inter-personal conflict The second level of conflict arises between individuals. This type of conflict may arise between friends, colleagues, roommates, etc. A large part of the rest of the book is about how to face and resolve interpersonal conflicts.
Intra-group conflict The third type of conflict is intra-group conflict. It is a conflict that arises among members of a group, among members of a family, a classroom, etc. In this book, we will partially address this level of conflict and examine some of the effects of conflict on group decision-making, group efficiency, and goal achievement.
. Intergroup conflict The highest and most complex level of conflict occurs among groups. Conflicts between different organizations, between different races, between nations, between ethnic groups in a country are all considered to be of this type. Negotiations at this level are very complex. As you know and have seen, many of these types of negotiations have been going on in the world for years and have not yet reached a specific result.
Constructive and destructive points in conflict
Usually, at first, it seems that the existence of conflict is always bad and destructive. Those who think this way have two reasons. First, the existence of conflict indicates a problem, a mistake, and a hostile conflict. Second, they think that conflict always has bad and unproductive results. Some of the reasons why conflict has destructive effects are listed here. Studying and understanding more about the factors that lead to conflict in a destructive interaction helps us to avoid them when conflict occurs
Competitive Goals and Win-Loser Conditions In the definition of conflict, we said that there is a goal that is not possible for both parties to achieve at the same time. Obviously, the existence of such goals leads to the formation of competition and can lead to the emergence of destructive behavior.
Misperception and Assumption Misperception & Bains) Gradually, as the conflict intensifies, the misunderstandings also become more and more serious. Everyone interprets the facts according to their own perspective on the conflict. When a verbal or military war between two countries intensifies, even the peaceful movements of each side of the spear are interpreted in a way to strengthen the conflict. Everything is interpreted with assumptions and the smallest behaviors are explained and interpreted within the framework of the overall picture that we have built in our minds of the other side. The involvement of emotions: anger, anxiety, worry, and fatigue resulting from conflict are all factors that can provide the basis for emotions to enter the thinking of the parties. Emotions prevent correct and clear thinking and may cause the parties to gradually distance themselves more and more from rational behavior as the conflict intensifies.
Reduced communication The effectiveness of communication decreases as the level of conflict increases. We humans usually communicate and exchange information more with those who agree with us than with those who disagree with us. Also, generally the type of communication that occurs in conflict is not constructive but is aimed at threatening, weakening and defeating the other party and, at best, at consolidating the previous position and forcing it on the other party.

The main issue of the conflict becomes vague. As the conflict progresses, the main issue of the conflict usually fades and the parties forget about it. The culture of generalization becomes extremely widespread. Every new event or movement is also explained and interpreted within the framework of the existing conflict. In this way, the number of problems and differences of opinion reaches such an extent that the main issue of the conflict is forgotten.

Rigid commitment The parties involved in a conflict usually insist on a specific position in terms of religion, and the more rigid the other party is towards their position, the more committed they are to defending their previous position. Each party feels that backing down from their previous position will result in a loss of reputation. Another problem that gradually becomes problematic over time is the simplistic view of the conflict. Although the issue of conflict may be complex and multifaceted, over time each party evaluates the conflict in a simple and one-dimensional way. Such an understanding of the conflict can, in a word, prevent a win-win solution that is agreed upon by the parties.
Magnifying differences and minimizing similarities The stronger the positions and the less the main issue of the conflict is among the created fringes, the more each party sees the other and his position as in conflict with their own positions. Every minor difference is evaluated as a major problem in line with the existing disagreement, and every similarity, no matter how important and large, is interpreted as a minor and unimportant similarity. This view, which usually spreads as soon as it is formed, causes the parties to show less effort to resolve existing conflicts.
But the reality is that conflict is not always bad, if it is managed properly, it can also be constructive. The emergence of conflict in organizations can be the beginning of positive change. If no conflict arises, the organization has walked the path to the future by resorting to its past and old methods, and it is natural that in such circumstances we cannot expect much progress. The existence of conflict increases our level of awareness of ourselves (Personal Awareness) and others. It is during the occurrence of conflict that we realize what is important to us and others, what can make us angry, and for what we are even willing to lose our jobs and peaceful lives. What are the first things we are willing to grant to the other party as a privilege in the presence of conflict? In other words, in an effort to resolve and resolve conflict, it can be attractive and develop the individual skills of people. It can be stimulating.
The existence of conflict can be attractive and stimulating. Many people are in these discussions and controversies. A world in which they feel alive. A world in which everyone agrees would not be a very attractive world.
That is why in many studies an optimal level of conflict has been defined. In such a way that less or more conflict will reduce the level of efficiency.
The existence of conflict can be attractive and stimulating. A world in which everyone agrees would not be very attractive.
Effective management of conflict
Different methods have been proposed to classify human behavior in the face of conflict. In this section, we will discuss the three most famous methods of classifying behaviors, called the dual-concern method.
This method was proposed by Jeffrey and Dean Prunt Kuhin in 1994.
Figure on page 28
If we give a thousand reasons to justify a mistake, we have made a total of a thousand and one mistakes.
Based on this alignment, there are two aspects to every conflict: attention to one's own desires and attention to the desires of the other party. Every human being adopts a clear approach to dealing with conflict based on his personal characteristics and also on the perception he has of the other party and his personal characteristics. Methods of dealing with conflict can be classified into five groups based on the dual-concern model.
Aggressive (competitive) behavior: This behavior, as indicated by its position on the bottom right of the diagram, occurs when the opponent pays less attention to his own interests and less attention to the other party's interests. Those who choose this strategy in resolving conflict are less likely to back down from their positions and more likely to try to persuade and win the other party over to their ideas. Intimidation and threats, punishment, harsh language, secrets, and one-sided behavior are the main characteristics of this type of conflict resolution strategy. Using competitive behavior can be effective in some conflicts, such as when the negotiation is only about one issue and does not have many complex aspects. In such a situation, the victory of one party does not make sense except with the loss of the other. In addition, when there is little opportunity for negotiation, the use of a competitive strategy may be effective. There are also sometimes situations where the other party does not behave rationally and will be limited to the demands and is not willing to enter into a constructive interaction. In such situations, the best thing to do is to use this strategy and seriously emphasize the demands.
Surrender:
The position of this strategy on the top left of the table is exactly the opposite of aggressive behavior. In this way, the person shows little desire to obtain his desires and agrees that the other party must give in to all his demands. Such behavior may seem a little strange in resolving the conflict, but the reality is that in some situations, using this tactic can be quite effective. For example, sometimes you may conclude that your desire is wrong with the irrational. Most experiences and studies have shown In such situations, accommodator/yielding and quick admission of error can be a suitable solution. It may also be important to maintain the relationship in the long term after you have gained the benefits of the long-term. In a relationship, yielding to the demands of the other party can be a sign of weakness. Sometimes one of the parties is guilty of a sin against the other party and gives in to demand the same concession from the other party at another time. Many managers also consider themselves to be the ones to train and guide the other party. Sometimes in the decision-making process, despite knowing that their main goal is to achieve their goals, they choose a systematic strategy and try to avoid mistakes in order to achieve their goals and develop their divine ability. Some mistakes occur in the organization.
Avoiding / avoiding Some people in negotiations do not only pay attention to the demands of the other party, but even forget about their own demands, a behavior that is often called passive behavior. Such people prefer The existence of a politically motivated opponent is beneficial in the hope that it may be resolved without creating tension and potential problems of the existing conflict, and sometimes due to lack of knowledge and information, the parties involved in the conflict may prefer to enter the conflict resolution process until their information is complete and even not see the existence of the opponent. The search for a solution to the problem / problem solver that follows this strategy. It is intended that the dominant party fully understands the demands of the opposing party and the parties' understanding and cooperation in line with the wishes of the party. In situations where the subject of the negotiation is a contentious issue or none of the parties can find a suitable solution to resolve the conflict alone, choosing this method can be effective. Other reasons may also encourage negotiators to use this method. For example, when we need the support of the other party to carry out the negotiation process, if the negotiation is carried out without mutual cooperation and a bilateral effort to find a suitable solution, we cannot expect the other party to enter the negotiation with interest and energy. Pursue.
Compromising In this conflict resolution strategy, which is located in the middle of the previous page, the person involved in the conflict resolution process is willing to establish part of the other party's demands at the cost of giving up part of his own demands. In other words, by adopting the compromise strategy, neither party achieves their demands completely, but because the other party has given up part of his demands, you feel satisfied with choosing this strategy.
A large number of books and articles related to the field of conflict have been written and compiled with emphasis and value on the search strategy for solving the problem, but it must be admitted that in most cases, conflict resolution strategies cannot be prioritized and some of them can be considered absolutely better than others. Rather, depending on the negotiation conditions and the characteristics of the negotiators, one of the strategies may be more successful than the other. Of course, it should not be overlooked that each of us is more inclined to use one or more of these strategies. Some of us are more inclined to We have to avoid conflict. Some of us see everything in terms of competition and winning and losing, and some of us are used to using other strategies.
Now, once again, study the example at the beginning of the chapter and consider the different strategies that Mr. Tahaqi could adopt to deal with the existing conflict. Try to list the pros and cons of each of these strategies and choose the appropriate strategy for dealing with that conflict.
In the rest of this book, we will discuss each of these strategies and how to use them in negotiations and conflict resolution. Reading this book will help you to improve your abilities in using each of the aforementioned methods in conflict resolution and grow it.
Final Words...
In this chapter, we learned about conflict and how it arises.
We learned that conflict is not always bad and, if it exists optimally, can even increase efficiency and performance. We said that humans adopt different methods to deal with conflict and it is the negotiator's duty to identify and implement the appropriate method to deal with each conflict. We saw that competitive strategies are a method for resolving conflict with a short-term time loss and problem-solving strategies are an interaction-based method for resolving conflict with a long-term perspective. In Chapter 4, we will discuss competitive strategies and in Chapter 3, we will discuss interaction-based negotiation strategies.
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Chapter 3
Planning for Negotiation
At the end of this chapter, the reader is expected to be able to
Understand the importance of planning in the negotiation process and describe the different stages of planning for negotiation.
Explain the characteristics of correct goal setting for negotiation
Recognize active and passive strategies in negotiation and be able to correctly select the appropriate strategy for each negotiation.
. Describe the characteristics of a positive agreement and consider them in the negotiation process
In this section, we will discuss the things that a negotiator should do before attending a negotiation session. Proper and effective planning is the key to overcoming the important factors that determine the outcome of the negotiation process. If you have not planned carefully and do not know what you are getting into in the negotiation, you should not expect to achieve an acceptable result in the negotiation.
If I had ten hours to cut down a tree
I would spend eight hours sharpening my axe. Abraham Lincoln
Pubish Income
A delivery man is sitting by the window of an airplane and looking out. He has opened a receipt and placed it on his lap. Self-publishing is also on the side. Last year, it was around this time that Andar went to Tehran to sign a contract to distribute the products of a meat food company in the northeast of the country. The previous year, he had developed a detailed marketing plan and was able to gain significant concessions from the other party by using it. However, after a year, many of the sales goals had not been realized. A difficult meeting was ahead. It was possible that the head office would oppose extending his contract, or at least sign a very strict contract with him. Mr. Oussei knew that it would be a difficult negotiation and he wanted to come to the negotiating table fully prepared. The plane would land in an hour and his planning time would end. Should he be informed of any information in this one hour? His anxiety and lack of experience in planning for negotiations had caused the paper to remain blank. The negotiation plan is one of the important steps. Unfortunately, most negotiators forget it due to the high tensions that prevail during negotiations and enter the negotiation process directly and without prior preparation. Although this stage is a bit time-consuming and tiring, these features do not diminish its importance in any way. A negotiator who has not planned for the negotiation or has planned poorly will face several problems during the negotiation.
. When the other party makes offers, he cannot quickly judge the value of these offers. For Jesse, there are many negotiators who reach an agreement in a negotiation. But in later reviews, they realize that the agreement made did not meet all their demands.
. When the other party makes a suitable offer, the negotiator shows excessive hesitation and delay, so that the other party loses his strength to continue the negotiation or revises his offer.
. A slow negotiator who has not planned for the negotiation adequately cannot discover and analyze the strengths and weaknesses of his own positions, as well as the strengths and weaknesses of the other party's positions. In such circumstances, it will not be easy to accept the positions adopted.
The process of exchanging concessions in negotiations is a very important process that usually takes place in a relatively short period of time. Negotiators who are not fully prepared for these conditions in advance become distracted and cannot decide on the process of exchanging concessions with appropriate accuracy and speed in the atmosphere prevailing in the negotiation session.
Given that a significant part of the negotiator's mental activity during the negotiation is dedicated to analyzing the positions and proposals presented, it is less likely that the other tricks and recommendations mentioned in the negotiation will be used correctly and at the right time.
Hearing new words that were not previously anticipated during the negotiation sometimes causes the negotiator to lose self-confidence and, as a result, will not achieve success.
As mentioned in detail in Chapter 13 in examining the behavior of successful negotiators, during planning, successful negotiators will have the following items compared to average negotiators:
They design and examine more options.
They seek to find common ground more.
They spend more time negotiating on long-term aspects.
For each parameter and topic under negotiation, they determine a range of acceptable options instead of a specific point.
Instead of saying I will sell this product at a price of ......, they say, I am considering a range of ........... to ........... for pricing this product.
Traditionally, every negotiation book has a chapter devoted to planning for a negotiation. This is so much so that some books have devoted it exclusively to this topic. In this chapter, we will first review the determination of the goals of the negotiation as the first step in the planning process. We will then discuss strategies for achieving the goals in the negotiation. At the end of the general stages of each negotiation that should be considered in planning will be discussed and examined in more detail.
Of course, it should be noted that the stages of negotiation are not always carried out one after the other. Sometimes, in the basic stages of negotiation, situations arise that force the negotiator to return to the first stages of negotiation.
Objectives
The first step in designing and planning a negotiation is to determine the goals. The negotiator must anticipate his goals for a ship and design and plan ways to achieve each of these goals. The goals considered in a negotiation can be divided into the following categories:
. Material goals (such as purchasing goods at a lower price, faster delivery time, etc.)
Intangible goals (such as a sense of winning / defending the company's reputation and image, etc.)
Procedural goals (such as a desire for a democratic process and voting in negotiations, maintaining order in the negotiation meeting, creating a sense of fair conflict resolution for all parties involved, etc.)
• No favorable wind blows for a ship without a clear plan and goal (an old proverb)

The negotiator should clearly define these goals, and after defining the goals, they are systematically refined and prioritized. If the subject of the negotiation is complex, the goals can be categorized and considered in several proposed packages.
Scenario No. 2 Obtaining a Representative Contract
An Iranian company that is interested in selling the products of a European manufacturer in Iran to a construction company may classify its goals into three categories.
Having an exclusive agency
Receiving a commission of more than 5%
Receiving at least 10% of office expenses
In such a situation, the company can define its target packages in different ways. Two examples of these targets are shown here:
Option 1:
Exclusive Sales Representative
. Receive 8% of the product sales price as an employee
Option 2
. Exclusive Sales Representative Receive 2% of the product sales price as an employee Receive 30% of the office expenses from the foreign company
These three goals are prepared in the form of two proposed packages and the negotiator tries to achieve one of these two sets during the negotiation.
When setting the goal, pay attention to the following points.
Arrows are different. We all have many dreams that we would like to see come true one day. But when we talk about possession, we must be realistic and set something as a goal that is really possible to achieve, otherwise the negotiation will most likely end in a deadlock. Our goals and the goals of the other party are related to each other, and it is from the interaction between these goals and the existence of this relationship that the issues for negotiation are formed. You want to buy a car for eight million tomans, the other party wants to sell the car for a million tomans. So there is a conflict whose subject is to agree on the price of the car. At one end of this conflict is your target price and at the other end is the target price of the other party. Negotiations are conducted to determine the point of intersection of the two parties' desires. If the goals and desires of the two parties do not differ, there will be no need for negotiation.
. There are limits to goals, exceeding which will cause you to leave the center with the other party. Therefore, always try to define your goals within the framework of logical limits and the conditions imposed by the environment. Some of the factors that limit goals are as follows:
The other party's negotiation alternatives: We have already talked about the negotiation alternatives and their role in negotiations. The importance of these options is such that sometimes the parties decide on their negotiation strategy based on them. In the example of a dealership, if the European party has already received an offer for a sales agent with a fee of 5, the new company cannot request more than 50 workers because the European company has an alternative to negotiating with you.
Your negotiation alternatives: If your company can get a sales representative of a similar company to charge 4 commissions, it will definitely not accept a commission of less than 4%. Conventional: If the industry norm is that sales representatives do not charge more than 70 commissions, aim for a commission much higher than 7. Negotiators who take an unconventional initial stance run the risk of being dismissed by the other party as a tough, uncompromising negotiator. In Chapter 4, we will discuss the positive and negative aspects of unconventional stances in detail. Current Hidden Limits in Organizations Sometimes internal organizational structures or externally issued directives and instructions create limitations for managers, decision makers, and negotiators. These limitations should be considered when planning for negotiations. As a year, the board of directors of the leasing company may prohibit the conclusion of long-term exclusive agency contracts under any circumstances. The fetus is limited by the simple murder of the non-Said and their existence should be taken into account when planning for the matter. So we have seen that there are various limits and boundaries in the agency agreement for the work of a company and if the company sets its sights outside these limits, the negotiation will not be successful. Goals must be specific and measurable Goals such as buying a car at the lowest possible price and taking out a type of loan whose installments are less than our monthly income are not good goals. Specific and measurable goals are easier to pursue. The reason is that they are easier to transfer to the other party. If you do not define the negotiation goals in a specific and measurable way, it will be difficult to understand whether the other party's offer can meet these goals. Of course, it is obvious that in addition to the main negotiation goals, there are some intangible goals and procedural goals. A person who wants to sell a car to a colleague may see his most important goal as satisfying the other person and maintaining a long-term friendship and relationship. The colleague who wants to buy the car may also have an opinion about what is being negotiated. For example, he may be interested in the final price of the car, regardless of whether the car will be sold for a certain amount. He may show the car to several car dealers to make sure that the deal will not be to the detriment of either party.
. Usually, goals are negotiable. In the example of representation, the level of use and acceptance of a portion of office expenses in Iran are examples of two negotiable goals. If the European company agrees to pay a larger share of office expenses, the Iranian side will probably be willing to receive a lower fee per sale, and vice versa. When planning and setting goals, the way in which the goals are interchangeable should be determined, and the negotiator should know if he is more interested in one of the goals than in the other. On which goal and to what extent can he give concessions to the other party? In some negotiations, there is only one issue for negotiation (which stage is held) and given that there is only one issue (such as the price of the car) to discuss and negotiate. The atmosphere prevailing in the negotiation will most likely be drawn towards a competitive atmosphere. In contrast, in some negotiations, there are several issues at stake, one of which may be the establishment and maintenance of a long-term relationship with the other party. Obviously, this type of negotiation may be held during a meeting. It is also possible that the first meetings are not primarily focused on the main topic of the negotiation and are focused solely on the parties' mutual understanding. The relationship between a factory and a foreign manufacturer to transfer technical knowledge and a product production line is an example of such a relationship. That relationship and the highest level of interaction with the factory's foreign manufacturer cannot be the best on the first day. Rather, as more transactions pass over time and mutual understanding is created, a strong and trust-based relationship will be created.
In this type of negotiation, goal setting for each stage should be done separately, and the goals of the stages should be focused mainly on creating a friendly and mutual relationship.
Strategies and Tactics in Negotiation
The next step, after setting goals, is to set the straw. In this regard, it should be noted that the goals set for the negotiation have a significant impact on the strategies and how the negotiation is carried out.
Before starting this area, the difference between strategy and tactics should be considered. Strategies are glass plans and cover a large time horizon. Tactics. Are shorter steps taken to move along the strategic path of negotiation.
For example, after a negotiator has recognized the diversity of negotiable issues in a contract and has reached the certainty that a win-win negotiation is possible, he is likely to define his strategy as an attempt to interact and solve the problem together and to conduct the negotiation in a non-competitive atmosphere.
There are naturally many tactics to implement this strategy, including: a detailed description of the interests and demands of the other party, asking the other party's demands, obtaining information about the goals that he or she definitely wants to achieve, effective listening, etc. In Chapters Four and Five, we will discuss examples of tactics used in competitive negotiations as well as in negotiation-based negotiations. Negotiation strategies can be divided into two groups: active strategies and passive strategies. "Avoiding negotiation" is a passive strategy that may be chosen for various reasons, such as the following:
When the negotiator can achieve his or her goals without being at the negotiating table.
When the time and energy that must be spent negotiating is more valuable than the outcome.
When there is a better deal (BATNA) that can replace the current negotiation. In contrast to the negotiation, which we defined as an action strategy, there is a time strategy that can be used in three ways in negotiation. As we explained in the methods of conflict resolution, the transactional strategy, in the form of "submission", and "submission" are considered active strategies for dealing with conflict. Active strategies in negotiation: interacting with the other party, giving the other party the goal of winning, and with the other party's harshness and unquestioning submission to the other party's demands. These are the three active strategies in negotiation that are opposed to the practical strategy of negotiation. In this book, two entire chapters are devoted to interactive strategies and competitive negotiation strategies. The third type of active strategy, or accommodation, is a win-lose strategy, like the competitive strategy. The difference is that in this case, the loser has deliberately decided to lose the negotiation. This type of strategy is usually used when the relationship with the other party or his satisfaction is important to us. It is of great importance. Sometimes in multi-stage negotiations, a negotiator accepts to be the loser of a stage in the hope that this loss will be compensated for by a larger win in the next stages.
Each of the active strategies, if not used consciously and carefully enough, will bring problems. If the competitive strategy creates a tendency in the negotiator to see everything through the lens of the Chinese code, while increasing the tension prevailing in the negotiation, it causes the positive moves and motivations of the other side to be interpreted and interpreted in another form. If this type of strategy dominates the negotiation space too much for one of the negotiators, it is possible for each of the negotiators to evaluate their own demands, interests and positions as "the rights and demands, interests and demands, interests and positions of the other side." In such circumstances, it is difficult to reach an agreement that satisfies both parties. . Interaction-based strategies b) The goal of achieving win/win conditions if, without considering the behavior and The positions of the other party may be abused by the other party. Consider a situation in which a negotiator provides information and data to the other party with the aim of better interaction, but the other party chooses a competitive strategy and uses this information against him.
If the competitive strategy dominates the negotiation space too much, each of the negotiators will evaluate his demands, interests and positions as "right" and the demands, interests and positions of the other party as "invalid".
Also, sometimes the desire on both sides to reach an agreement is so great that they easily reach an agreement. But when they return to the main stakeholders, they realize that they have not been able to satisfy them.
Although the surrender strategy is a useful strategy, if it is to be out of the master's country and the rule of truth is his and the negotiator usually gets used to this way after a while and will simply be willing to cut off his head. Note that although in negotiation training books, these strategies are separated from each other. In practice, it is generally used in combination with these strategies. A negotiator may accept each other's side unconditionally in some parts of the negotiation, and in other parts of the negotiation, they have been in the middle of the process and when some interests use competing brands. Planning process After determining the maximum amount of money, it is time to plan for the negotiation. In this section, we will describe the process as follows: Defining the main area of ​​discussion in the discussion Combining these issues and addressing them Defining the interests Expressing the limits and limitations on each of the issues and deciding on the best alternative Negotiating (batna) Distorting the objectives and characteristics of the discussion starting with each of the initial proposals. Assessing the environmental conditions Analyzing and assessing the other party's position Planning to raise each of the issues and how to defend them Determining the general framework of the agreement Defining the main issues discussed in the negotiation
In the first stage of the rough plan for negotiation, the issues to be discussed at the negotiating table should be analyzed. In some negotiations, the discussion is focused on only one issue, for example, the price of a job. Some negotiations are more complex and several issues are discussed. For example, consider the negotiation of the purchase of a company. In such a negotiation, several issues such as price, time of transfer of management, how to employ current employees and the mechanism of compensation for employees are among the issues discussed. Political Aid Issues discussed in a negotiation and according to the type of relationship between the parties, the appropriate strategy for negotiation can be chosen. A negotiation that has only one main issue will tend to take a competitive form, while negotiations that ultimately have several main issues can be managed on the basis of interaction and win/win. Although the number of issues discussed, among other factors, also affects the formation of the negotiation atmosphere. A negotiation with a single issue may be managed as a win/win, while a negotiation with multiple issues may be drawn into a competitive atmosphere. The time available for negotiation depends on the personality of the negotiators. Each party and the personality traits of the other party are all factors that shape the prevailing atmosphere for negotiation.
One of the skills of a negotiator is that in negotiations in which there is only one main issue, he puts other issues next to the main issue so that the negotiation structure takes the form of a win-win discussion. In the case of buying a residential unit, you might imagine that what is a knot is a knot and every riyal is obtained for a price of one riyal by the other party. The fact is that other issues are also raised in the case of buying a house. The time for payment is limited. Some household appliances and necessary repairs are among the issues that can be raised in addition to the price and take the discussion out of a one-dimensional state.
Why are you late home?
In real estate negotiations and business contract negotiations, it is usually not difficult to keep up with the various issues in order to diversify the negotiation. However, in other negotiations, the main issue may dominate the negotiation to the point that the negotiator forgets about other issues that could be discussed. For example, a man whose wife is unhappy with him for working overtime and coming home late should be aware that negotiating overtime hours or coming home late cannot be done quickly, easily, and to the satisfaction of the parties. In such situations, they can put other issues aside and negotiate later:
The number of times the man goes out with his wife for fun
• The amount of salary that is sufficient to manage life under normal circumstances
• Lifestyle modification so that monthly expenses change and adjust
• Allocating a portion of the overtime income to the wife, rather than buying gifts for herself
In such situations, talking and negotiating about overtime is easier for the parties and the likelihood that both parties will leave such a negotiation with a feeling of success increases.
Combining and Categorizing Topics
After defining the topics to be discussed in the negotiation, the next step is to combine these topics and categorize them to facilitate the negotiation process. This categorization organizes the negotiator's mind. And facilitates the negotiation process.

Although it was recommended in the previous section that in order to form a text-based negotiation, you should try to increase the number of topics you discuss as much as possible, but be aware that if the number of topics increases too much, it may lead to confusion among the negotiators and the negotiation may take too long.
Therefore, you should examine the importance of each topic under discussion and separate the important topics from the less important ones. The best time to make this decision and classify them is before the negotiation begins. During the negotiation, when the negotiators are faced with a wealth of information and for each offer, a counteroffer is placed on their table, the negotiation becomes so emotional and the negotiation fever will rise to such an extent that it is difficult to evaluate the importance of the topics in comparison with each other. As mentioned at the beginning of the chapter, negotiators who do not determine their desired priorities before the negotiation begins will, instead of giving concessions to the other party on less important issues, give concessions on issues on which the other party bargains more and shows aggressive behavior.
Although the simple and traditional method for prioritizing can be to arrange the issues discussed in order from most important to least important, in negotiations where the number and complexity of issues are high. It is recommended that a total of one hundred points be considered for the demands and these points be distributed among the desired issues. Using this method has two main advantages:
. First, if you want to give weight to one issue in favor of another issue in a negotiation session, having the value of each issue can provide you with a quick and clear criterion for evaluating the mutual points.
Second, if you are participating in a negotiation session on behalf of a person or organization, having this criterion can help you make decisions in the absence of the stakeholders.
Defining the interests
After defining the important issues in the negotiation, the negotiator must decide on the "demands" and "interests" related to each of the issues. Demands are what we are negotiating about. The reason for the demand. Requests are considered a. An after-sales service employee may be seeking more authority in a negotiation with his manager, but the reason for focusing on this request is not for more authority, but rather for the desire to expedite the handling of customer requests and respond to their needs. If during the negotiation, the discussion is not limited to positions only and the parties also state the interests (reasons for their positions). It will be easier to reach an agreement that is satisfactory to both parties. In the example above, the after-sales service manager can improve the speed of customer requests and secure his own position in various ways. In Chapter 5, we will talk in detail about the difference between wants and interests when discussing interaction-based negotiations. Although the focus is usually on interests and positions in transaction-based agreements, the fact is that identifying interests can be useful in competitive negotiations. We emphasize again that in a situation where you need to explain why you insist on each of your demands. Be sure to use the strongest reason. We recommend that you prioritize your interests as well as your demands. Setting boundaries for each issue What if the other party does not approve some of your demands? What if they have demands that they did not prioritize in their plan? Do you show action? A successful negotiator must understand two parameters well and determine them before attending a negotiation session:
The negotiation exit point
The best alternative negotiation choice
The negotiation exit point
The negotiation exit point is the point at which the negotiator will abandon the negotiation if the negotiation reaches one of the issues. In other words, at this point the costs of the negotiation outweigh the benefits of the negotiation.
As a seller of a product, your negotiation exit point is the price at which you will not be willing to continue negotiating with the customer if he wants to pay one riyal less. Similarly, in the buyer's position, the negotiation exit point is the point at which you will give up buying the product if the seller wants to sell his product for one riyal more. Determining the negotiation exit points as part of the planning before starting the negotiation is of great importance.

• When a negotiator reaches a point during the negotiation process where other options are more attractive to him than the outcome of the negotiation, he will have no reason to continue the negotiation process.
Although this seems simple and obvious, in practice we see many negotiations in which negotiators have not determined the point of leaving the negotiation for themselves. For example, someone who participates in an auction to buy a product sometimes raises his bid unacceptably in competition with another. At the last moment, he feels that now that he has risen to this point, it is better to leave the auction in favor of the competitor for a few rials less or more. In such situations, most negotiators forget that they should decide on the basis of the point of leaving the negotiation and not on the basis of the other party's position on whether to continue the negotiation. The best alternative choice for negotiation is another point that the negotiator should pay attention to. Generally, negotiation is not the only solution. There are other methods that can satisfy the negotiator's desire. These alternative choices play an important role in both competitive and interaction-based negotiations. When a negotiator reaches a point during the negotiation process where other options are more attractive to him than the outcome of the negotiation, he will have no reason to continue the negotiation process.
Choosing a goal point and starting point for the negotiation
After determining the most important issues and categorizing and prioritizing these issues, it is time to determine the goal point and initial starting point for each of the issues in question. You may buy a second-hand car for twenty million tomans, but start your negotiation with all your might. The target point is said to be eighteen minions. Keep in mind that the negotiation target for you may be twenty-one million tomans, but your goal is to buy a car in the lower part. When determining the starting point and the goal point, pay attention to the following points.
Pay attention to your goals for setting goals.
Many negotiators pay more attention to the other party (their positions, starting points, and possible goal points) when planning the game for negotiation and when starting the negotiation. Sometimes paying attention to the positions of the other party is a bad thing, because the negotiator forgets to think badly about himself and his own desires. Those who forget to pay attention to themselves and are too focused on the desires of the other party will put all their efforts on the basis of Peter's prediction of the possible behaviors of the other party. They will be caught up in passive behaviors and all the benefits of their negotiation will be bitterness from the behaviors of the other party. Meanwhile, in practice, the behaviors and positions of the other party are not always easy to predict, and in situations where the other party is facing a situation beyond the predicted period, they will be lost and will not lose the ability to make appropriate decisions. Another advantage of the competitors of the people is that the negotiator always finds himself exposed and may lose his creativity and adaptability.
He feels threatened and may lose his creativity and flexibility.
A professional negotiator sets goals for each of the issues under negotiation in three favorable and not media and preconceived terms based on his own desires and positions and with less attention to the possible position of the other party. The necessary decisions are facilitated for him and there is no room for inappropriate behaviors. By specifying the boundaries and red lines, the negotiator can better recognize the boundaries of resistance and flexibility in the negotiation process and more easily reach an acceptable agreement with the other party.
Be prepared to present proposal packages
Since there are many issues in negotiation, from linguistic and non-linguistic to the goal for each of the issues, it can be determined by the way the goal is categorized. In what conditions are they ready to be the Mahdi, the goal values ​​​​and the negotiation exit points for all three proposals. Mahmoud is one of the most popular negotiators. In situations where multiple issues need to be resolved on the negotiating table, it is not a good idea to focus on the issues one after the other. This will lead to a lot of frustration and laughter in the negotiation process, and the quality of the negotiation will quickly decline. Negotiators recommend that in such situations, both the offer and the rejection be made at the same time, and the other party's opinion on the matter be considered. Knowing the other party's priorities is a great asset in negotiation.
When evaluating the issues, pay attention to the differences in your views with the other party.
Do not consider a negotiator who lists four issues (a), (b), (c), and (d) as the issues to be discussed in a negotiation. He believes that factor (a) is very important and sets target values ​​and starting points for it. He also does something for issues (b) and (c) based on their relative importance. In the end, he realizes that factor (d) doesn't matter to him. So he decides not to spend the valuable planning novel thinking and analyzing factor (5). Is this the right thing to do?
The answer to this question is definitely no. If factor (d) is not important to you, it cannot be concluded that it is probably not important to the other party either. Keep in mind that in most negotiations, the priorities of the parties are different from each other and an issue that is not important to you. may be of great importance to the other party.
The priorities of the parties are usually not the same
Include even the issues that are important to you in your negotiation plan so that they can be used at the right time during the negotiation process to create value and exchange points with the other party.
For example, consider a person who has recently started working in a private company and is negotiating with the boss about salary and benefits because of his interest. Suppose the manager says to him: You and in order to show that we value you, although I am facing a parking problem in the company, we have considered a suitable place for your car.
A clumsy approach could be for the employee to say, "Thanks, but parking is not important to me." Or worse, "Honestly, I don't have a car and I don't plan on buying one anytime soon. I don't have a parking space." Remember that the best approach in this situation is to accept the concession (the parking space), because you can later exchange this prayer for another desired credit. Consider the negotiation environment. When you are negotiating for a used car or a residential unit, it is not difficult to determine the issues to be negotiated and categorize them. In business negotiations, a more complex process usually takes place. Generally, instead of the main parties, their representatives are present at the negotiating table, and each negotiator must satisfy the interests of multiple stakeholders. In addition, the negotiation process is not limited to two parties, and different groups may be involved in the negotiation process. These groups may be directly present at the negotiating table; they may indirectly influence the negotiation process. When you have more than two parties involved in the negotiation, it is likely that The formation of coalition movements also increases, which in turn adds to the complexity of the matter. But the story does not end there. Negotiations may be conducted in the presence of other individuals and groups. The presence of observers usually has a serious impact on the process and results of the negotiation. In addition to the aforementioned factors, the cultural environment, legal conditions, and political and economic pressures are all factors that affect the negotiation.
Therefore, when planning and before starting the negotiation, try to determine the answers to the following questions. Who or what people should be present on my side during the negotiation? Should I have a negotiator or should I include a lawyer, accountant, or other people in the team? Is it necessary to send a person with the sole task of writing the minutes with the negotiating team? Can using an expert to pay attention to the verbal and non-verbal behaviors of the other party be useful?
Who will be my other party? What is their field of expertise? What is their position? In what field do they have experience? Have they had previous experience in similar negotiations? If they have had previous experience, what were the results of their previous negotiations?
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What is the decision-making process like on the other side? Is there a specific person responsible for making decisions? Is it done as a team? Do the participants in the negotiation have enough power and authority to make decisions, or is it likely that the decision and position will be postponed to another meeting?
Who will see this negotiation? Who may be informed of the outcome of the negotiation? Will the negotiation have media coverage? Will the shareholders of both parties be informed of the outcome of the negotiation? Will senior management be informed of the negotiation process or just the outcome?
What other environmental conditions govern the negotiation? What has been the history of the relationship between the two parties? How does this history affect the expectations of each negotiator on the other side?
How do the two parties view their relationship in the future? What do they expect from this relationship? What time constraints are there for each party? Is the negotiation a one-stage process or will it be implemented in several stages?
What rules must be followed in the negotiation? Are there specific legal and commercial rules that must be followed in the final agreement? Are there similar contracts and agreements in the past that can be used as a basis and reference in the event of a disagreement in the future?
Considering the above questions and determining their answers is essential for the successful progress of a negotiation. A negotiator who represents others (friends, family, country organizations, etc.) at the negotiating table should try to determine the answers to the above questions with the help of other stakeholders.
Asking for opinions from other stakeholders
If you represent others (friends, family, country organizations, etc.) at the negotiating table, try to answer the above questions with the help of others. Otherwise, the heavy burden of negotiations will fall not only on your shoulders.
Analyzing the other party's position
Everything that was discussed in the stages of Mohsen regarding determining the priority topics of negotiation, determining the article of the discussion, and initial proposals on each of the issues raised should also be studied and examined for the other party. If you do not have this opportunity to face the other party and get to know him, try to put yourself in his place and understand his possible desires and demands. Some professional negotiators in such situations try to use different methods to obtain more information and get to know the other party. Some negotiators hold role-play sessions and try to simulate the negotiation process in order to possibly influence the other party.
In a foreign negotiation, perhaps meeting the other party at the airport and accompanying or having dinner with the other party before the negotiation can provide you with a good opportunity to gain valuable information about him and his demands.
How to present issues to the other party
One of the important references in negotiation is the presentation of information to the other party and the justification of the demands. This is usually discussed in the field of communication science, which we covered in Chapter 7.
The framework of various agendas and contracts
Before attending the negotiation, negotiators should agree on the agenda for each issue and the order in which they will be presented. In situations where the two negotiating parties are already in the know and are happy with each other, the agenda can be loosely defined and agreed upon. If you are facing a negotiator, although it is usually not possible to adhere completely to a set agenda, following the agenda can help organize your thoughts and statements.
An agenda is a tool for gaining power
One of the important uses of an agenda is to use it when facing more powerful negotiators. Usually, a negotiator who has more power, for example, a representative of a much more powerful organization, will not seriously challenge the context of your text in contrast to the progress of the meeting according to the feelings of the weaker party. In such situations, having the agenda in hand will improve the situation and provide a greater chance of meeting your demands.
Professional negotiators usually refrain from making any comments when faced with discussions and issues that have already been discussed and agreed upon, and declare that they need more. This behavior is a business custom and their negotiators are alone. They consider important matters that have already been mentioned in the agenda, so never feel obligated to respond to everything that is raised in the negotiation session. If an issue has not been agreed upon in advance, you can explain this issue very respectfully and ask the other party to consider another time to discuss it.
Preparing a meeting report and recording the issues discussed in the negotiation is also very important, but unfortunately, many negotiators ignore the importance of this. Recording the discussions and opinions raised in a meeting may seem repetitive and boring to the person who is the best memory, but professional negotiators know that this task is of great importance than taking notes. Because:
Usually, the person who takes the best notes in the meeting becomes the memory of the meeting and is more likely to have useful insights about important moments. Your words and views will be heard by the master
The person who took the best and most complete notes can be the one who covers the draft of the contract, and the person who covers the contract post has a decisive influence in shaping the contract. Therefore, he can emphasize some points and others that he sees as important and adjust the version to his own needs. The important percentage and several steps of the process at the end of each round of negotiations are the notes prepared and agreed upon by the parties. The work is very important when concluding the final contract and almost eliminates the need for renegotiation on the draft.
When the contract is finalized and a report of the provisions, results, and written with the checklist of the completed work is obtained.
Checklist for reviewing the outcome of the agreement
Is the overall goal of the negotiation and agreement clearly and concisely stated in the final contract?
Are all the interests considered in the contract included?
Have the opinions of the people who will be affected by the agreement been asked?
What exactly has been agreed upon for each document and are the clauses sufficiently clear?
Has it been decided who will perform each task, when and under what conditions?
Is the overall agreement a reasonable one?
Is there a way to resolve conflicts and avoid potential take-home pay?
* Some of the issues raised in this checklist may seem strange at first glance. For example, someone may ask, if the contract is not reasonable and common but is drawn up in my favor, why should I object? The fact is that a contract will encounter problems in execution anyway, and if the other party realizes that benefits have been secured, it will somehow undermine the execution of the contract and long-term relationships will be affected. So how can we pay attention to these points ourselves in the future?
• The person who takes the best notes in the meeting becomes the memory of the meeting.
We have dedicated the last word of this chapter to discussing planning methods and its importance. We have all been told and heard about planning and its importance since childhood, but the reality is that we rarely use it. Without planning and setting goals, we cannot expect a good result from a negotiation session. The ancients have said: "For a ship that does not have a clear plan and goal, no favorable wind blows." This proverb is not applicable to negotiations unless we know what we want from the negotiation and where we are going to end up at the end of the negotiation. No move, whether from us or the other party, will lead us to a better future. In the coming chapters, we will return to the topic of planning and its importance. After getting acquainted with the planning process, we can take a more serious look at the other stages of the negotiation process. The next two chapters will deal with competitive negotiations and interaction-based negotiations.










Page 48
Page 49
Chapter 4
Strategy and Tactics of a Competitive Negotiation
At the end of this chapter, the reader is expected to be able to:
.
Describe the characteristics of a competitive negotiation
Become familiar with the negotiable scope and analyze how this scope is formed in a negotiation
Explain the different stages of conducting a negotiation
Strategies for starting a competitive negotiation Use strategies for exchanging points and information, as well as strategies related to managing the perceptions and views of the other party in the negotiation.
Consider the role of the Best Alternative Negotiating Partner (BATNA) in the negotiation process
Promote and conclude a competitive negotiation in an appropriate manner to the conclusion stage.
In this chapter, we will examine competitive negotiations and the strategies related to this type of negotiation. In this type of negotiation, the time horizon of the negotiators is very short, and usually the parties know and think that they will not face each other again. In the rest of the book, we will gradually discuss and examine negotiations with a longer time horizon.
Introduction
Mr. Tharwaty carefully inspected the rooms, the bathroom, the parking lot, and the storage room, spending a lot of time and patience. When he reached the entrance door of the building, he put his bag on the floor and said to Mr. Maliki, the owner of the house, "What price have you set for selling your house?" Mr. Maliki replied: "You know the price of houses in this area. The price the firm told you is lower than the usual price. I only have an urgent reason." Mr. Tharwaty said, "I don't like to put pressure on the buyer, but your offer is very high." Mr. Maliki looked at the floor as if he was lost in thought. Suddenly he raised his head and said, "I consider the announced price fair. I cannot give you a discount. Of course, I can offer the display cases and closets that are designed based on the plan of this house and are fairly displayed as a discount, but I will not reduce my price even a single rial." Mr. Tharwaty said, "Do you know that there is another unit for sale in this same apartment?" Do you know their price?
The negotiation between the two continued...
Always try to negotiate in a win/win manner. This is advice that we hear from many negotiators and read in books and articles on negotiation. Is it always possible to implement China's advice? The nature of group negotiations is such that both parties can reach an agreement. Consider the process in which a company negotiates to produce products under the license of another company. Or when the CEO of a company negotiates with him about the salaries and benefits of the company's employees. Or when you enter a store to buy a piece of clothing from there or when you negotiate with a taxi driver about the fare. But can the concept of win/win be applied in the same way when you negotiate for the first and last time to get from one point in the city to another?
You might think that phrases like this suggestion that you should try to make the negotiation cake bigger, so that I can have a bigger share of the Nissan, do not apply to every negotiation. In some negotiations, the size of the cake is fixed, and the goal of the negotiators is simply to get a bigger share of this cake. For every riyal that goes into your pocket, it is deducted from the other party's assets, and vice versa. In the example of the apartment transaction mentioned at the beginning of the chapter, as well as in the same example of negotiating a taxi fare, it is easy to find examples of making the negotiation cake bigger. In such circumstances, the negotiation practically takes on a competitive form, and each party tries to get a bigger share for itself. In this chapter, we will examine round-robin negotiations and how to deal with them, and we will also mention the tricks used in this type of negotiation. Before continuing this discussion, I should note that just mentioning the methods used in this type of negotiation does not mean approving them and may be used. Some of these tactics may be effective and ethical, but success in competitive negotiations depends on knowing the tricks used in this type of negotiation. The current chapter of the siege between the two parties is based on this perspective.
Scenario No. 3: Buying an Apartment

“Reza” is looking for an apartment to buy. He has a budget of up to one hundred and five million tomans for this and has no desire or ability to pay a single rial more. An apartment has caught his eye and he is going to negotiate with “Kamiar”, the owner of this unit. Reza thinks that if Kamair offers a price of around ninety-five million tomans for the unit, both of them will be able to make a suitable and successful deal. Castar thinks that his house is worth one hundred million tomans. Although Kamair has not told the firms, he is mentally prepared to go down to ninety million tomans. Kamair is not willing to go even one rial below ninety million tomans. Now Reza and Kamyar are standing opposite each other, and after the initial greetings, Reza waits for Kamyar to start discussing the price.
In the above scenario with several prices facing the first prices, the final position of the buyer and seller is. Reza is not willing to pay a loss of more than one hundred and five million. On the other hand, Kamyar is also not willing to receive one rial less than one million tomans. These two prices are called the so-called walkaway price. Reza is willing to pay ninety-five million tomans for the source house and considers this price fair. Kamyar believes that one hundred million tomans is a fair price. These two prices are called the target price or ideal price.
The bargaining range
The distance between the two parties' walkaway points is the area in which the negotiation takes place and. If an agreement is formed, it will necessarily be in this area. This area is called the bargaining range (Zopa), with the zone of possible agreement.
When the buyer's walkaway point is lower than the seller's walkaway point, there is no so-called area of ​​possible agreement and the negotiation will fail.
Figure 52
In practice, at the beginning of the negotiation, the buyer may offer a price lower than the ideal point, and the seller may also announce a price higher than what he is really satisfied with. In scenario number 3, at what price should Kamyar start the negotiation? He could initially directly announce the price of 100 million Tomans, which he thinks is appropriate for the house, but the reality is that it is possible. He could give the buyer a discount and the house will be sold for less than 100 million Tomans. Many people propose a higher price, so to speak, leaving room for the other party to bargain. Which method do you think is more effective? Using a fixed price or considering room for the other party to bargain? Which of the two methods should be used to continue the negotiation? We will now examine the different strategies for starting a competitive negotiation, but before continuing the discussion, it is necessary to emphasize that each party must decide on the strategy chosen for the negotiation before starting the negotiation, whether to leave the negotiation, the idea price or the (target) price, and the initial offer. Once the negotiation begins, there will usually be no opportunity to make this decision.
If you choose either of the two methods of starting a competitive negotiation, one of the important steps in the negotiation is to start the negotiation. Your first sentences and positions will determine your position in the rest of the negotiation. Your initial position, words, gestures, and tone of voice send a message to the other party, and based on this message, he or she will decide on his or her strategy for continuing the negotiation with you. Entering into a negotiation is an important art that you must master through practice.
-----
1 Although this entire example was about the price of a residential property, the same process can be generalized to all topics of interest in a negotiation (including warranty conditions and after-sales service, delivery time, amount of down payment, etc.).
For each of the parameters discussed in the negotiation, the ideal level of the negotiation exit point and the initial offer can be defined.

At the beginning of the negotiation, each party will know the other party's initial position (price offered or requested, services offered or requested, etc.). It is natural that the initial position of each party to the negotiation is usually beyond his ideal and desire, and in fact, he will be satisfied with less than that. But neither party knows the other party's ideal point at the moment of the negotiation. Only by considering the negotiation process and in the negotiation, the other party's obvious way of granting concessions can one understand his ideal point. The point of leaving the negotiation is the last thing that is revealed in the negotiation. What with negotiations that end successfully, but in the end, neither party realizes what the other party's point of leaving the negotiation was.
How firm should we be when entering the negotiation?
How do you start your negotiation? Do you start with a moderate and reasonable demand to let the other party know that you are a logical negotiator and expect him to behave the same way with you? Or do you believe that you should take a very tough position to show the other party that you are not someone who can be easily exploited and taken advantage of?
As the simplest example, consider a person who enters a store and, after seeing the price of an item for 100,000 Tomans, decides to ask the seller for a discount. Some people in such a situation start by saying: "If you give me this item for 90,000 Tomans, I will buy it." Another group starts bargaining at 50,000 Tomans, hoping that they can eventually buy the item at a reasonable price (perhaps around 90,000 Tomans). For many, the second position seems a little more attractive. Studies show that many negotiators enter negotiations with a tough stance and feel that they will have more power during the negotiation with this method. Many believe that a firm and strict approach is the best way to gain power in negotiations. We do not intend to approve or reject this method here, but we emphasize that before you choose a tough and firm strategy to start negotiations, be sure to consider its advantages and disadvantages and choose your position based on an analysis of the positive and negative points.
At the end of this article, we will talk in detail about stubborn positions in negotiations and the tricks related to this type of position
Job Interview
At the end of a job interview, the company's human resources manager asked a young engineer who had just graduated from a very good university: "How much salary are you looking for?" The young engineer replied: About 5 million Tomans per month seems appropriate. Of course, it depends on other job benefits. The interviewer said: What do you think of these benefits I am offering? 5 weeks of annual leave, 14 days of travel at the company's expense, full insurance coverage and a car at your disposal". The young engineer excitedly said: You are joking. The interviewer replied: Yes. Of course, you started first!
• The point of leaving the negotiation is the last thing that is revealed in the negotiation.

Getting better and more information and choosing the right tone
Before starting the negotiation, the appropriate tone for the negotiation and the way to present the offer must be decided. Make a alliance. The negotiator must also make two important decisions at this stage.
The first decision, The first few minutes of any negotiation can be likened to the first few minutes of a boxing match. As soon as the bell rings, the boxers repeatedly move from the corner of the ring, each one inviting the other to the fight with their movements. As they move back and forth around the ring, they think about who will throw the first punch? If I think I am stronger, I might decide to throw the first punch in the hope that my positive will hit him before he has a chance to move. But there is another way. I might decide to wait until the opponent hits the first positive. Maybe when I throw the punch, he will be slightly off balance and before he can regain his balance, I can throw the main punch at him. Starting, negotiation is something like this game. Negotiators usually start with general and pleasant words. For a simple negotiation, this stage may last thirty seconds, and for a complex political negotiation, many days may pass with these general and pleasant words. But eventually, the negotiator must decide who will be the initiator. Does he want to start the negotiation or does he want to wait for the other party to make the first offer? The initiator of the negotiation influences the process and outcome of the negotiation in three ways: whoever is the initiator of the negotiation. He provides the other party with a large amount of information. The other party will know whether the initiator's position is friendly or extreme and will naturally have the opportunity to weigh his position against his own. The other party also gains a good view of the general state of the negotiation. In many cases, the way in which the negotiation begins can tell whether the negotiation will end quickly or whether it will last a long time. Once the initiator's request is clear, the other party can adjust and refine his mind. After hearing the other party's request, the second party can make a softer request if necessary or decide to take a harder position, depending on the circumstances. Obviously, it is much easier to adjust a position that has not yet been announced than to adjust a position that has been publicly announced. Adjusting a strict position that has been announced or making a logical position more difficult is a very difficult task and may lead to anger or confusion on the part of the other party in recognizing your negotiation strategy. Therefore, it is natural that you prefer not to be the initiator so that you do not have to adjust your position later. The first party who initiates the negotiation does not make his position difficult, but his mere presence also reveals to a great extent the manager's sheikh. If a seller offers you a price of 4,000 tomans for his product and you offer a price of 3,400 tomans for the purchase, it is very likely that the final price will be around 3,700 to 3,800 tomans. So the second person has the chance to formulate and present his offer in such a way that the outcome of the negotiation is as close to his wishes as possible. The fact is that most negotiations have a simple framework and are limited to three steps (1) You make an offer

(2) The other party makes a counteroffer (3) One of the parties says something like, "Well, neither mine nor yours, let's choose something that we both agree on." Let's split the difference. It is natural that in negotiations that have such a simple structure, being the second person can help a lot in determining the outcome of the negotiation. In addition to the above explanations, being the second person at the beginning of the negotiation is advisable in the following situations: The area of ​​​​negotiation is unknown to you and the topic under discussion is a topic that you have no prior knowledge of or you have never negotiated before.

When you have no information about the expectations of the other party and do not know how they consider the offer fair or what outcome they are satisfied with.

When you have the power or authority to adjust your position, you may prefer to hear the other party's position first and Then decide on the appropriate position to take. When you do not have enough authority to decide your position, you may prefer to state your position before the other party.
Being second is not always good!
In some cases, it will definitely be in your interest to be the initiator of the negotiation when you have complete information and more experience in the field in question and you already know what a fair outcome in such a negotiation would be. Obviously, in this case, it is better for you to be the initiator because if the other party initiates and, due to ignorance, puts an inappropriate offer on the table. It will be very difficult to adjust it.
When you know your counterpart well and are aware of their desires and temperament. When you want to create the impression that you have a strong position and know exactly what you want.
Another important decision in competitive negotiations is how to ask different questions of the counterpart. In a business negotiation, if you do not know the counterpart well, the strategy of asking multiple questions can be effective. You can get to know them about their past selves and their previous experiences. For this reason, many prefer to have an informal meal together and sometimes visit each other's offices and factories before starting a formal negotiation. After establishing a closer relationship and before starting a formal negotiation, you can get a good understanding of the counterpart's desires, expectations and possible strategies in the negotiation.
1. Of course, this can vary depending on the culture of the negotiators. In Western culture (especially American), they prefer to sit down directly with each other at the negotiating table and conclude the discussion as quickly as possible. While in Eastern culture (especially Asian culture and more specifically Japanese culture) it is preferable for the parties to first get to know each other and establish friendly relations. Negotiation is the next step.

Strategy and tactics of a competitive negotiation
First try to find the answers to these questions:
Mr. Herb Cohen in 2003 poses fourteen questions that he believes that before starting a business negotiation, the negotiator should spend all his effort preparing or guessing their answers
1. Why are they negotiating with me?
2. What are their time constraints?
3. What style will the other party's negotiators adopt when a conflict arises?
4. What is the other party's negotiation style, competitive or interaction-based?
5. What are the limitations of the other party's authority and scope of capabilities?
6. To whom is the report of the negotiation session to be presented by the other party?
7. Are there default objectives for this negotiation?
8. How are the other party's negotiators paid and rewarded? The relationship of the outcome of this negotiation with and advice and Moradi
9. What kind of experience do the other side's negotiators have in negotiations
10. If we look at it realistically, do they have any other options?
11. What are their motivations and the positive results that this contract will bring them?
12. What are the hidden interests and concerns of the other side?
13. What is their past in terms of loyalty and honesty? Do they have a good record?
14. What does the other side expect from the negotiation session?
Gaining a strong position while creating a friendly relationship A friendly and friendly relationship is one of the necessities for the progress of any negotiation. Therefore, starting negotiations with the manager should be accompanied by maximum respect for the stars. Considering that alliances usually lead to difficult times and deviations? Creating a friendly atmosphere does not lead to trying to use an extreme position only in situations. If you reach a deadlock, you have another option. Or use these materials in a situation where you feel that the other side intends to create problems during the negotiation and take a position of alliance. In these situations, alliances of a strict position can be a waste of your patience. It may even be a statement that you simply want to withdraw from this tough game. Let's return to the main question in a competitive negotiation: what offer should we start the negotiation with? If you have specific objections from the other party and his goal of the negotiation, and in the beginning, it means that you are the one who initiated the negotiation. Try to start with a relatively strong position. But try to make your position strong enough that it does not overshadow the friendly relationship and the other party does not feel that you are taking an ambiguous position. In other words, your position should be such that on the one hand, others do not consider it a pathological position and on the other hand, they do not consider you a naive negotiator. When you do not know the other party's demands and ideals in the negotiation, taking a position that is somewhat strict creates a space for you to find out the scope of the negotiation by the other party. However, if you have sufficient information about the other party's views and demands, a more logical way is to take a more balanced position. Such a position gives the other party the feeling that the work is It is easy to negotiate with you and can get what he wants without wasting extra time and energy with maximum efficiency and without the need for complex games and resorting to various tactics. For example, when you are negotiating with a raw material supplier, you are very likely to know in what price range the supplier can offer you their products. For such a negotiation, it would be more logical to adopt a balanced position, while if you start the negotiation by asking for a thirty percent discount, the supplier will doubt your sanity and will probably look for another buyer for his products as soon as he leaves the meeting. In the same negotiation, a seven percent discount request may not cause any negative reaction and the meeting will eventually end with an agreement on a discount of, say, five percent.
Choosing a Negotiation Tone and Establishing a Standard of Conduct
Your first offer, along with the explanations you give to justify it, determines the tone of the other party and, consequently, your tone in the rest of the negotiation. If you start the negotiation with an aggressive tone, the other party will probably perceive that a serious fight and debate will be needed to reach an agreement on each of the negotiation clauses, and this will be the case.
Becoming aggressive in discussion and negotiation is one of the main threats to the success of the negotiation. In such circumstances, the parties may even withdraw the concessions and offers they have made in the previous steps and adopt more strict positions. Usually, such a tone distances the parties from each other and makes it more difficult to reach an agreement.
On the contrary, adopting a friendly position can also encourage the other party to adopt a moderate and friendly position. In such a case, the parties will probably grant each other better concessions and a more suitable agreement will be reached. In negotiations, always remember that the goal is to bring the other party one step closer to you. Not that after the first encounters, he takes a strict position and feels that he has entered into a full-scale war with you.
The art of the negotiator is to simultaneously take a firm position and be able to create enough trust and confidence in the other party and show flexibility as soon as the feeling of necessity arises.
The feeling of necessity shows flexibility as much as the need arises. Considering the above explanations, it should be emphasized that the way the negotiation begins, the tone of the beginning of the conversation and the first offer set a standard for the way the parties treat each other throughout the negotiation and for this reason they are of great importance.
During the negotiation, another point should also be considered and that is the uniformity of the tone of the message and the negotiation style. If the tone and style of the negotiation are not sufficiently uniform and consistent from the beginning, it cannot be expected that a specific standard will be established for the continuation of the negotiation process. The feeling of "consistent behavior" is one of the most important feelings that you have to create in the other party. For example, suppose you start a negotiation with very positive and friendly statements, indicating interest in long-term cooperation, and immediately adopt the toughest possible position. In this case, the other party will be confused. Or consider a situation where you start the negotiation with a very tough position and aggressive words, and then suddenly and for no apparent reason, you retreat from your position and make a logical and reasonable proposal. And you do not have behavioral consistency. In each of these situations, the other party feels that your behavior is not friendly and honest.

In praise of consistency
You have surely seen people who are very straightforward in their behavior. They say things and do things that we are surprised to see and hear. We may not be comfortable with such people, but still, when we are in a position of comparison, we prefer such people to those who are once very considerate and friendly and then surprise us with their frankness and frankness. Perhaps because we feel that our task in dealing with people in the first group is clear. But we do not know how to deal with the second group. Humans generally prefer consistent behavior and speech. As mentioned in the title of this text, humans are often unable to understand reality. What satisfies us is finding a consistent, non-contradictory interpretation of reality. In negotiations, we should also try to create a consistent image of ourselves and our thoughts and desires in the mind of the other party. Therefore, it is recommended that whenever you are free to choose between several options in a negotiation, under the same conditions, you should definitely choose the option that shows more consistency in your behavior. In other words, be prepared that if you start a negotiation by adopting a strict position, you will most likely be forced to maintain this position until the end of the negotiation unless something extraordinary happens. Also, adopting a soft and logical position will probably require you to continue this method until the end of the negotiation. Changing your approach may bring you closer to your desired outcome, but don't forget that this will come at the cost of losing some of your credibility and creating a negative image of your personality compatibility. You must have noticed that many negotiations fail simply because the parties cannot build enough trust and confidence in the other party. So never let an inappropriate start and, consequently, inconsistent behavior during the negotiation lead to your failure.

Managing the other party's impressions and perspective

One of the important skills of a negotiator is controlling the information he sends to the other party or tells you by talking, in other words, managing the other party's impressions and perspective. The other party may answer various questions based on this information, including your ideal level. When he is silent, when he reaches his point of departure or negotiation, the negotiator should only reveal information to the other party that, knowing them, will bring the other party's position closer to his desired position.
The skill of controlling the flow of information is more important at the beginning of a negotiation than at other stages. Because it can influence and shape the strategies and positions of the other party. In the final stages of a negotiation, negotiators usually exchange information less obsessively.
The easiest way to hide information is to say little. If you are going to speak, try to spend your words asking the other party questions. Hiding what you have is one of the most important skills of a negotiator.
Silence can be used to obtain information from the other party as effectively as it is to retain information. Therefore, a professional negotiator must be as skilled in breaking the silence created by the other party as he is in keeping silent and not speaking.
In praise of breaking the silence
The fact is that silence can be a very effective tactic in negotiations. Sometimes silence weighs so heavily on the negotiation space that each party is willing to break it even at the cost of granting a concession to the other party. Tolerating silence is not an easy task. We all remember the childhood games where we agreed to be silent and everyone started talking. The loser was the one who lost. Restaurant servers are trained in how to tolerate and manage silence when customers are discussing food choices. Sometimes in negotiations, a silence contest takes place. One party falls silent and waits for the other party to start talking. If the other party has nothing to say, the silence continues. It should be obvious that no one ever announces the start of a silence contest. Usually, a question is asked and followed by a comment, and when neither party continues the discussion and silence occurs.
• You score points by talking, you can't score points when you're silent.

If you're the second person and the other person starts the silence, a silence contest may not lead to constructive results for you. It is usually recommended not to let this competition develop. Do not approve of this atmosphere. Consider a person who, after a period of silence in a family conflict, says to his wife: "Now that you are not saying anything, don't expect me to say anything new to you. I have said everything I have said. Such an approach intensifies the existing conflict. Always try and be gentle. There is no competition for silence. Also, be careful not to break the silence by giving the other party additional information with unjustified privileges. Depending on the circumstances, you may be able to break the silence with these sentences:
I was thinking about this point in your speech that...
.What does your manager think about this?
In your opinion, wasn't it done in a different way in the past?
You were probably thinking that...
Sometimes others use silence as a pit for the other party to fall into. Using prolonged silences between phrases and sentences sometimes causes the audience to try to fill these holes by talking and providing their information. This technique is especially used by those in a position of power. Power is used. Consider the following sentences: After studying your offer, I have concluded that, considering the price offered and the delivery time announced, it is possible to negotiate further with you. The speaker of these sentences has not said anything new or important by saying these sentences. He has simply created a space for you to jump into the discussion and reveal new information that will be dug up during the negotiation, in the hope that Another trick used in negotiations to hide information is the deliberate use of an incompetent representative (Calculated incompetence). In this method, one of the negotiating parties sends his representative to the negotiation meeting (without having been given sufficient information). Such a representative cannot mistakenly provide important information to the other party. Because he does not have this type of information, the burden of this representative in the negotiation meeting is simply to collect the information of the other party and strengthen his position for subsequent meetings. Of course, inappropriate use of this strategy may lead the negotiation to a deadlock and tension. For example, the other party may object that the representative The negotiator is not sent to negotiate if he cannot guess that this choice is intentional. Sometimes the negotiator, despite having sufficient information and sufficient decision-making power, behaves in a way that makes him appear incompetent. Interrogators, lawyers, and those involved in real estate transactions often use this trick. Representatives may be limited in terms of information as well as the level of authority or appear to be limited. We encounter this trick a lot in everyday life. Imagine a man who, at the end of a negotiation to buy a car, when he cannot take a suitable position or needs more skills, claims that he should consult his wife about this decision. Another trick that negotiators use to hide important information is to bombard the other party (Snow job) with various data and scattered information, information that only some of it is of importance. In this case, the other party has difficulty distinguishing valuable information from unnecessary information and will have to spend a lot of time in multi-stage negotiations collecting signals of collisions that are actually not very important. There are other tricks to manage the other person's perceptions and thinking, including negotiating to keep information confidential.
They are selective in their presentation. A European negotiator may cite a 50% increase in the average price of energy in explaining the reason for the increase in the price of his products. But he does not deliberately mention that energy only makes up 20% of the cost of his product.
Trick: Selective reporting of information
If you provide the other party with hand-picked information, do not try to analyze the results of that information for him. Spending more time on this data will reveal its selectivity. This information will have an indirect effect on the other party's mind, so immediately after stating it, skip the discussion and wait for the result. Considering the above point, a company representative who wants to use the rising energy prices as an excuse for the increase in the price of his products. It is better to skip this discussion immediately after mentioning this.
The following explanation and further interpretation will make the other party realize that this information cannot actually justify the announced price increase. Negotiators sometimes bring up issues such as standards, business practices, prior history, and other factors, so that the main issue, which is the price or service related to the product, is forgotten. If you want to use this trick, remember that information gathered and presented from the side will have a much stronger impact on the audience.
Counter-trick: Your attitude when presenting information
If a professional negotiator puts information on the negotiating table in a hand-picked manner, it will not be easy for you to recognize this trick. Therefore, it is recommended that if the smallest piece of information and information is presented in the negotiation session, immediately try to discover the connection of this data to the topic of the negotiation and, wherever the connection is not clear to you, do not be shy to ask the other party for further explanation.

Showing emotional and sentimental reactions to the proposals, conversations, and information presented is also one of the tricks that can affect the other party's perception of your position. Just as the appearance of extreme excitement or disappointment in one topic indicates the importance of that topic, silence or showing fatigue when raising an issue can indicate the unimportance of the topic raised in your view. A professional negotiator knows when to show excitement and when to show indifference. Sometimes, quickly and unquestioningly accepting the other party's argument can insinuate that the other party's argument is unimportant or does not consider his style of argument correct without explicitly mentioning this point.
The length of time you spend explaining an issue also indicates the importance of that issue from your perspective. Examining which issue the other party raises in more detail can indicate their perspective on that issue. Paying attention to these details can provide enough information to use various tricks. A company that devotes 100 pages to technical specifications and one paragraph to pricing in its proposal may have done so intentionally to convince you that the dominant thinking of that company's managers is more about doing the right technical work than making money.
Making concessions:
To move the negotiation forward, each party gradually grants concessions to the other party in retreat from its initial position. Granting concessions is, in fact, the beginning of a give and take. After granting a concession, each party expects the other party to grant a similar concession of equal importance.
But remember that giving and receiving concessions is not limited to the exchange of tangible demands. Many intangible assets are exchanged in the negotiation process, including reputation, respect, and credibility. When you make concessions to the other party, you acknowledge that he is a valuable party to you and that you are interested in reaching an agreement with him. Keep this in mind when deciding whether to grant concessions.
You may be the winner of a negotiation, but you prefer to grant the other party concessions, however small, to ensure that he does not return home or to his organization empty-handed. You may prefer to grant concessions to the other party simply so that he too can taste the taste of winning and not feel ashamed of losing the negotiation.
Try never to completely disarm the other party in the heat of the negotiation. It is your duty to do so. In the following chapters, we will discuss the importance of why it is important to enter into the other party's personal feelings and the effects of this approach on intensifying the other party's position. In addition to planning to grant concessions with the aim of preserving the other party's honor and pride, plan to bribe the other party in such a way that your own pride and reputation are also preserved. For example, if the world is a horse of concessions and the other party does not grant you any concessions or grants you a very small concession, you will lose some of your credibility and others, especially the group you represent, will probably consider you a weak negotiator. As discussed, these intangible assets, namely reputation and credibility, take on more serious challenges for some of us, especially when the negotiation is not one-on-one and the negotiator is present at the negotiating table with his or her delegation. Therefore, be sure to prepare a list of concessions that you are willing to grant to the other party and a list of concessions that the other party can grant you before the negotiation. For example, suppose a customer is going to have a meeting with you and you guess that he or she will ask for a discount. It is better to think about what points you can get from him in exchange for giving a discount before the meeting. Giving a discount without getting a reciprocal point will show you as a weak negotiator.
Sometimes you may be in a situation where you do not have much flexibility in the subject of the negotiation. In this situation, be sure to try to find another topic that can create the necessary space for negotiation between you and your audience. It is your duty to create an atmosphere in which you and the other party can get closer.
Suppose you went to a negotiation meeting as a company representative to sell a product and you were not given the authority to give a discount of more than five percent. In this situation, be sure to find items on which you can give points before starting the negotiation. For example, you can initially announce a 24-month warranty for the product as 12 months, and when the customer negotiates the price, say that there is no possibility of giving a further discount on the price, but perhaps I can consider a longer warranty for this product. Or, if the product in question is a custom-made product, you may initially offer a longer delivery time and during the negotiation create an atmosphere where you agree to deliver the product faster based on the customer's request.
Some negotiators, if they feel that the negotiation is in a rational atmosphere, prefer to mutually identify the areas where concessions can be made. For example, if a close and intimate relationship is formed, one of the negotiators may propose that, given our knowledge of each other, if you agree, we identify the areas that can be negotiated to speed up the negotiation process.
• Act in a way that preserves the dignity and pride of the other party.

It is necessary to emphasize at the outset that we cannot reduce the price. Of course, delivery time, packaging and warranty conditions are negotiable in our opinion. Allah Hassan Roti is only useful if and based on previous records, you are sure of each other's fair behavior.
Pay attention to the process of granting concessions in negotiations. The parties involved in competitive negotiations gradually discover important points during the negotiation, depending on the order and complexity of the presented arguments. Generally, negotiators start the negotiation by giving large credits and gradually reduce the credits as they get closer to their target point. If they deviate from their target point due to the insistence or pressure of the other party, the amount of points will become smaller and smaller as they approach the point of leaving the negotiation. So try to adjust the points that the other party grants in long negotiations and pay attention to their decreasing trend. If the points become very small and no other points are granted under any circumstances, it can be assumed that the other party has reached the point of leaving the negotiation. In such a situation, the best solution is to quickly move on to another topic in the negotiation and try to gain further options in other areas. Always be careful when analyzing the process of giving points to the other party, as they are more likely to bluff you. Some negotiators quickly reduce the points they give you to give you the impression that you are close to their final position. The only way to avoid this trap is to obtain information about the subject of the negotiation and the possible level of each parameter (market price, level of conventional discount, usual delivery time, etc.) before the negotiation.
How to grant points in negotiations
Always try to gradually reduce the points you grant.
If you grant a small point at the beginning of the negotiation and suddenly give a large point to the other party during the negotiation, he will be confused in his judgment of you and may think that you have decided to be more flexible. It is natural for him to negotiate on each of the agreed items in this way. Such a negotiation will continue until the points granted from your words gradually become smaller and smaller. Psychologically, it is also recommended to reduce the points granted to have fun. Because in this case, the other party will feel that he has gone through a difficult negotiation and has achieved valuable results.
1. As we mentioned at the beginning of the chapter, the walk away point is the point at which the negotiator feels that the agreement does not meet his or her needs and usually decides to leave the negotiation. Suppose the used car seller is willing to sell his or her car for ten million Tomans. As a buyer, you start with 9 million Tomans, hoping that the deal will be made for 9.6 million Tomans. But if the price reaches nine million and seven hundred thousand Tomans, you will probably spend it on buying a car. This price level is called the walk away point. If your points repeatedly become larger and smaller, even if the other party achieves all of their demands, they will always feel that they could have gotten more points. Sometimes some negotiators recommend that you reduce your points in a very specific way so that the other party understands that they have done something wrong. For example, if your first discount was 8 percent, add 2 percent in the percentage stage and 2 percent in the subsequent stages, etc. In this way, you have given your other party the feeling that they only got half of the result of that stage in the previous stage. In this way, the bargaining and negotiation power has been reduced and the negotiation has reached a conclusion.
*

The whole story of concessions is not limited to this. Most professional negotiators keep a small concession for themselves. This concession can have two important uses: It has been agreed to, but is still a little hesitant about the final outcome by signing the contract. The usual patience of the seller is a chain to something for him to make his decision about signing the contract. Koreans have seen that after raising the concession, some have seen the goal of the last concession. Now let's sign the contract.
• If your concessions get bigger and smaller over time, even if the other party gets all his demands, he always feels that he could have gotten more concessions.
• Leave a small concession for the end of the negotiation. It is a sweet that you offer to the other party when you agree
Sometimes the negotiator can leave when the negotiation is over and everything is over when the payment is made. This is usually done to create a positive impression on the other side for another contract. Remember that if you use this strategy, you should give the other side the last point of the negotiation, because giving it early may be considered a sign and a sign of acceptance for the other side and receiving more points.
How to give points in negotiation:
Never give the other side two points in a row. Someone who gives two points in a row creates an appetite for more points in the other side.
Finally, we will review the law of scoring based on the studies of Hendon (D.W. Hendon published in 2003).
Eleven rules of scoring:
1. Always leave the other party in most of your data to decide to give it
2. Wait as long as possible for the other party to reveal their desires and goals. They may not know about the score and you may not know about it.
3. Be the first to give a small score. Never be the first to give a big score.
4. Grant a score that is of little importance to you, but pretend that you have given an important score.
5. Let the other party try to earn the score, this will make the score taste sweeter for them.
6. Get Jerry from the other party for every score they give
7. Give points slowly, taking only one step forward with each point
8. Do not reveal your scoring limits to the other party
9. Sometimes say "no" to the other party's requests Say.
10. Write down a list of concessions that were granted to you in the negotiation. Try to recognize the trend
11. Don't give too many concessions too soon
Package of offers
What has been discussed so far has been mainly about negotiating with a focus on a single issue, such as the final price. In practice, there are usually several issues to negotiate. Negotiators who have a strong bargaining style usually prefer to discuss the issues one by one, one after the other. This method of negotiation, although it can be tedious and exhausting, usually creates a friendly atmosphere for the negotiators. More professional negotiators who care about creating a friendly atmosphere and relationship in the negotiation. They usually present a list of demands and a package of offers. In such situations, there will be more opportunities for both parties. Consider two people who are about to walk down a corridor. A narrow corridor will cause one to step aside in favor of the other at each stage. But if a narrow corridor is chosen for movement, two people can walk the path of understanding well and happily, shoulder to shoulder.
Simultaneously presenting offers widens the negotiation corridor. At the same time, each party can more easily trade off concessions.
For example, in buying a second-hand car, the highly competitive method is to first haggle over the price, then discuss whether the recording will remain on the car or be removed. In the next step, the notary fee is discussed, and the negotiation continues in this way. The negotiator, who seeks to create a more friendly and open atmosphere for negotiation, says, "I will buy the car at this price"
On the condition, of course, that you do not remove the recording and that the notary fee is halved. Such a proposal defines the general space for discussion and the desired priorities, and if the parties behave reasonably, an answer will be reached faster.
It should not be overlooked that in the negotiation process, it is very useful to clarify the priorities of the other party. The simultaneous presentation of priorities in the form of a package of proposals in this regard provides the parties with an opportunity to familiarize themselves with each other's priorities.
Optimizing the issues considered in the negotiation on a case-by-case basis does not necessarily lead to the best possible result. For this reason, breaking the negotiation into multiple small issues does not necessarily pave the way for a better agreement. Therefore, always try to present the important points of the negotiation in the form of a set and try to reach the overall optimum point by considering all aspects simultaneously.
The role of other options in the ongoing negotiation
What has been mentioned so far is the three variables of the initial offer, the "ideal point" and the "abandonment point". In this section, we will discuss the fourth factor, which plays a significant role in the form of the negotiation and the outcome of the negotiation. The negotiator may have the ability to abandon the negotiation and move on to another option, for example, negotiating with another person or organization. In scenario number 3, both Kamyar and Reza may have other options. Reza may have seen other suitable apartment units. Perhaps Kamyar also received the offer from the real estate agency that "if he comes a little below his ideal price, the agency will buy his apartment".
Alternatives to a negotiated agreement
Having other options in the negotiation greatly strengthens the negotiator's position. Because whenever the attractiveness of the negotiation and the final result is not enough from his point of view, he can move on to another option. Professional negotiators always search for and evaluate other options before negotiating and consider other options throughout the negotiation. The best alternative to negotiation in Negotiation literature is often referred to as BATNA. In later chapters, the role of BATNA in exchanging points and changing the outcome will be discussed. 1 TBeat Altenalve Negotiation as a useful tactic.
Summarizing and ending the negotiation
After the negotiation has been going on for a while, each party has a good idea of ​​the other party's demands and possibly the point of leaving the negotiation. The next challenge for the negotiator is to finalize the outcome and end the negotiation. Negotiators use a variety of tactics to end the negotiation. Choosing the best way to end the negotiation is more a matter of gender than of knowledge.
Introducing different options Instead of presenting a single round of bargaining chips, professional negotiators sometimes present their audience with two options that are almost equal in value. People usually like to give them the right to choose. By providing different options, even if they are similar and equal in value, you are giving them the opportunity to choose. Don't forget that this is very important in negotiations between organizations. By presenting different options, the audience will be able to understand their negotiation and why a particular option was chosen after the negotiation. Choose and defend. Usually, when work groups in organizations do not reach a final agreement, they propose a set of options that are more acceptable to senior management. Using this technique has the advantage that senior management also sees itself involved in the selection and will ultimately have a greater commitment to implementing the decisions. Assume the close technique Some sellers of goods and services use this technique. But keep in mind that this technique also creates resistance and may in some cases have the opposite result. In this technique, the seller assumes that an agreement has been reached. Usually, at the end of the discussion, the final agreement has not yet been reached, and we see the seller put the invoice and the seal on the table. Usually, the story begins with the name and phone number section. The customer enters the game, hoping that this means accepting his request.
He gives his name and phone number. At this stage, various things happen. In a few sentences, the final discounts are agreed upon, or the seller writes down his desired price, and with great insistence, the buyer includes an amount as a discount on the invoice. The whole trick of this method is hidden in the fact that the seller does not ask the buyer whether he has decided to make a definite purchase or not, but behaves as if the buyer's agreement is obvious and assumed. In many cases, this method will have a good psychological effect on the buyer to persuade him to finally accept the agreement.
Neither my word nor yours This method is one of the oldest and still one of the most common negotiation techniques. Usually, the party that decides to use this technique first summarizes the negotiation process: Well, you and I have spent a lot of time exchanging many points with the goal of reaching a good agreement, and... Let's not waste any more time and choose a middle ground that is mine and not yours. While this technique provides a fair end to a negotiation, you should remember that this technique only leads to a fair outcome if both parties start with a fair position. Otherwise, the party that has taken a hard-line position will achieve a better outcome by using this trick.
Special offers with a limited deadline Special / exploding offers In this technique, one party proposes a relatively suitable offer to end the negotiation and sets a limited deadline for the other party to make a definitive agreement. In fact, the main trick in this method is to put the other party under time pressure. Using this technique is recommended when it seems that the other party is busy searching and searching for other options. Putting the other party in a time of fasting causes him to lose enough time and prayer to evaluate other options and focus more on deciding on the next option. Usually, the person who uses this trick and method on him does not feel good and thinks that he has been pressured unfairly. Some organizations consider an exploding margin in the pricing of their products and services for this purpose, so that they can use this trick to persuade customers during special times for specific customers and in situations where the competitive environment is becoming more serious. Remember that using this tactic inappropriately can backfire. For example, if you tell a customer that you will get a 20% discount if you make a purchase by the end of business hours today, the customer may come back to the organization a few days later and say, “I’m sure you have room for more. I was offered a 20% discount just a few days ago.” So always announce your limited-time offers in a way that you won’t be caught off guard later. In the chapter on the challenges of negotiation, we will talk more about limited-time offers and how to use and deal with them.
Sweeteners Some negotiators save a small concession for the end of the negotiation and say at the end that they will give this discount as well. Let’s wrap it up right here. A mobile phone salesman in a store selling an expensive mobile phone may say: I will give this memory card for free, but I am not willing to continue bargaining. If you are inclined to use this trick, always remember to save a concession for the end during the negotiation. Some unprofessional negotiators grant all the concessions during the negotiation process and when they only need a small concession to motivate the other party to agree or sign a contract, they find that they have nothing left.
Tough Positions
According to what has been mentioned so far in this chapter, initial positions form an important part of the discussion of competitive negotiation strategies. In this section, we will examine initial positions and common tricks in this regard.
A Tough Negotiator
Novin Tek Company is one of the renowned contractors in the installation and commissioning of food production lines. Mr. Peymani, the CEO, along with the company's expert engineer Kardani, participated in a meeting with the employer to sign a contract for the installation and commissioning of a new production line. Mr. Nazeri, the employer, has studied Novin Tek Company's proposal but is planning to determine and agree on better conditions in the area of ​​advance payment. Novin Tek Company's proposal is 25% advance payment before starting the project, but Mr. Nazeri is considering about 10 to 15%. All the while Mr. Nazeri was talking, Mr. Peymani was busy cleaning his glasses with a cold and indifferent face, while Mr. Kardani was smiling. He kept looking at Mr. Nazeri's face. As soon as Mr. Nazeri expressed his opinions, Mr. Peymani put his glasses on, put his pen in the pocket of his shirt, and said to Mr. Kardani: "I told you from the beginning not to invite me to the meeting until you have reached a definitive agreement on the details of the conditions." Mr. Nazeri, who did not know of any other contractor to carry out the project, tried to calm Mr. Simani down, but Mr. Peymani took out his cigarette from his pocket, lit it, and left the room. Mr. Kardani, who looked a little anxious, said, "Mr. Nazeri, why did you miss such a good deal? I'm sure no one will work for you on better terms than this." Mr. Nazeri said, "Your boss is not even willing to listen to what we have to say. You are not even willing to start negotiating." He considered the meeting over at the beginning of the meeting. Mr. Kardani said, "Well, you made an inappropriate offer too. It was not logical to ask for such a reduction in the down payment. Now, if I were to talk to Mr. Peymani, what percentage should I offer? Please tell me an amount that will make it possible to reach an agreement." What we saw in the above scenario is an example of a negotiator taking a hardball position. Many negotiation books devote a significant portion of their material to tricks related to taking hardball positions. These types of tactics are usually used to pressure the other party. There have been no rigorous and reliable studies on the effectiveness and efficiency of these tactics. But what seems certain is that tactics related to tough stances are more effective than those on non-professional negotiators. It is important to emphasize that the use of these techniques can also have negative effects on negotiators. Some people take a tough stance against these tactics and non-professionals are more effective. They may take revenge on the other party in the negotiation process. Some authors do not recommend using these tactics in any type of negotiation.
First of all, it is necessary to examine some general points about taking a stance in negotiations. Taking a very tough and strict stance can have several advantages:
•
Your firm tone at the beginning of the negotiation makes the other party know that you are a tough negotiator. Such an impression is likely to lead to important concessions being made to reach an agreement with you.
Starting from an extreme and strict position, negotiation and reaching an agreement will usually take more time, and during this time you can familiarize yourself with the details of the negotiation and the types of concessions that can be exchanged in this type of negotiation. To better understand this, remember the example given at the beginning of the chapter. A person who enters a store and, after seeing the price of an item of one hundred thousand tomans, intends to get a discount from the seller. As we said, one group may say that if you give me this item for ninety thousand tomans, I will buy it, and the other group may start bargaining at fifty thousand tomans, hoping that they can eventually make the purchase at a reasonable price (perhaps around the same thousand tomans). In the above example, if you ask for a price of a thousand tomans, you will probably be met with a short answer, either yes or no.
But if you claim that this product is not worth more than fifty thousand tomans in my opinion, the seller will probably have to learn more about the features and advantages of his product compared to the products of others who think that you will probably compare his price with the price of those products. You should be more aware of the rules of the game in that negotiation. A tough stance at the beginning of the negotiation may create the impression in the other party that you do not need, or desire, or have a definite decision to reach an agreement. If the other party feels that he may lose you, he may make a suitable counteroffer. Of course, such an assumption is only correct when. The other party needs to reach an agreement as much as you do or more than you do. Otherwise, the other party may easily refuse to continue the negotiation with you.
• Tricks related to tough stances are more effective for non-professional negotiators.
In addition to some of the above positive features, there are also some negative points about the tough strategy, the most important of which are as follows:
The most important risk of using a tough stance is the possibility that the other party will refuse to continue the negotiation. Because he may think that you are an unreasonable person. You have probably encountered sellers who, if you offer a low price for their goods, will give up on the sale and will not even listen to higher price offers from you. Naturally, this risk becomes more important when the other party does not need to reach an agreement with you.
Sometimes such interactions may lead to a harsh reciprocal interaction. Especially if the other party also involves his emotions in the decision-making process. Consider a situation where a machinery seller offers a 5% discount and the buyer asks for a 20% discount. The seller may think to himself that if they want to play with me, I must show that I know these games well. Therefore, the seller maintains his position completely or even adopts an even stronger position. The result is that the gap between the buyer and the seller's demands becomes so large that reaching an agreement will be very time-consuming and sometimes impossible.
Initial positions are decisive in negotiations
It is not easy for most negotiators to distance themselves too much from the initial positions. Therefore, the greater the distance between the initial positions of the two parties, the less the negotiators can approach the positions and demands of the other party during the negotiation process, and therefore it will be more difficult to reach an agreement.
Another serious danger in taking a tough stance is that long-term relationships may be damaged in this type of negotiation. Although competitive negotiation may be appropriate for negotiating with a street vendor, if the same method is used in negotiating with a supplier of raw materials to a factory or a distributor. It is possible that the negotiation, even if successful and leading to a contract, will become the last negotiation with the other party. In business negotiations, although it sometimes feels like there is no need to worry about the future and that there will be other parties for future negotiations, experience has shown that the business world is very small and we must always pay attention to the long-term effects of negotiation strategies in relationships.
Tough Negotiators:
All the materials described in this book as negotiation strategies and methods are applicable when the other party is logical and ready to end the negotiation process in a constructive way. The reality is that, despite knowing all the principles presented in this book, we sometimes encounter negotiators who behave in a very irrational manner, as if they do not know any of the basics of negotiation. What should be done when dealing with such negotiators? The most important advice is to be careful not to consider the other party unreasonable and irrational without reason. Although stating that the other party is unreasonable is the easiest solution to clarify the conflict, in most cases it is not the best solution. If you encounter such people in a negotiation, stop the negotiation process for a moment or leave the meeting with an excuse and think about the following three questions in your mind.
Questioner: Perhaps the other party is not unreasonable, but simply does not have enough information. Scenario number 5 depicts a commonplace story that is seen in our lives every day.
Scenario number 5: Why are you moving in this direction?
Ali and Reza are driving together on a busy city street. To avoid the traffic, they choose the first alley and turn into it. The one-way sign installed at the end of the alley reassures them that they will find their way to the next street with the least amount of trouble. In the middle of the alley, they encounter a car coming towards them from the opposite direction. The car in front turns on its lights and asks them to move aside. Ali and Reza see no reason to do this and continue on their way. When the two cars meet, both stop for a few seconds, but neither of them is willing to move aside. This continues for several minutes. Then the driver of the car in front suddenly presses his foot on the gas pedal. The two cars collide and the driver of the other side shouts at Ali and Reza, "Now sit down until the police come." Ali tells Reza that he is "a madman. You can't talk to him, he is completely insane. What does that mean? Can you just accuse the other side of being crazy and irrational? It is better to say to yourself: Maybe the other person is reasonable. But they do not have enough information. In the above scenario, the driver on the other side may have been driving this way every day and this street always goes in the opposite direction.
The current direction was one-way, but its direction was recently changed. The driver was always moving according to his habit and, after facing the stubbornness of Ali and Reza, decided to punish them. A little anger with urgency is enough to make such a decision.
Obviously, if the driver realizes that the permitted direction of movement on the street has changed, the conflict will be significantly reduced. Sometimes the conflict is at a level where dialogue between the parties and the exchange of information can solve the problem of lack of information and irrational behavior. But when dialogue does not solve the problems, the use of a third party to judge and help exchange information is usually an appropriate solution.
In political and social conflicts, sometimes the parties accuse each other of irrational behavior. The reality is that such accusations in most cases do not lead the conflict to a better direction. If the parties try to answer this question and the two other questions that follow, the conflict will be more likely to be directed to a constructive direction.
There are many types of information that can lead to irrational behavior. For example, the other party may not be aware of your best alternative negotiation choice (BATNA) or your true interests. If you encounter someone in a negotiation who rejects an offer that best serves their interests, do not consider them irrational. Perhaps they have misjudged the true value of the alternative to themselves. Perhaps they are unable to properly evaluate the offers due to a lack of information. Perhaps you can resolve this problem with minimal tension by providing more information.
The second question is that the other party may not be irrational, but they are trapped by hidden limitations.
In many negotiations, there are moments when, based on logic and custom, we are right, but the other party is unwilling to admit this, or when a very small concession is possible, but the other party is unwilling to provide the much larger interests of their organization with this small concession.
In such cases, do not quickly accuse the other party of irrational behavior. The other party may be subject to limitations that are not apparent at first glance. An employee who requests a salary increase and believes that he has generated more financial benefits for the organization than his colleagues may consider the manager's behavior to be irrational when the administrative affairs manager opposes his request. This is while the administrative affairs manager may have his own limitations. For example, a circular or board decision may have emphasized that the difference in earnings between employees of the same rank should not exceed a certain maximum.
There are many limitations in a negotiation. Legal experts may have advised the other party not to accept a specific clause in the contract under any circumstances. The other party may have made promises to others before the negotiation began that he has to keep. In any negotiation, try to guess the other party's possible limitations and overcome them with his cooperation. Labeling the other party as having irrational behavior does not help solve the problem and usually leads to a deadlock in the negotiations.
The third question is that the other party may not be irrational, but he has interests that are hidden from our view.
Does the story in Scenario #6 sound familiar to you?
Scenario #6: Mr. “Jazai" is promoted
After 28 years of service in one of the laboratories of a production unit, Mr. Jazai has managed to create a very positive image of his performance in the minds of the managers. The managers are upset by the idea that he will retire in about 2 years. His poor educational background and lack of formal training courses have meant that Mr. Jazai's salary is currently within the legal ceiling and it is not possible to increase his salary. In order to show his gratitude to Mr. Jazai, the senior managers of the organization decide to transfer the position of laboratory manager to him. Like the senior managers, Mr. Jazai knew that this job promotion would not bring a significant increase in his salary, but he was happy that the factory managers appreciated his efforts. Mr. Jazai was promoted and was very happy for the first few months. But then he realized that his salary was significantly lower than other managers in his class. Two or three times in meetings, he announced that he was willing to take on more responsibilities and in return receive a salary increase to the level of other colleagues. This request was rejected without hesitation by senior management. After some time, Mr. Jazai decided to request a buyout. He was very frustrated with the senior managers of the factory because they did not understand his situation. The senior managers all thought that Mr. Jazai's behavior was completely irrational and were surprised by such behavior. In any negotiation, it is not possible to simply think about all the interests of the other party and take them into account. Mr. Sarabi's managers considered the whole matter limited to appreciating and appreciating his efforts and believed that Hay Jarabi would be happy to see that his managers had paid attention to his efforts. While feeling equal to other colleagues was a more important need and desire, the non-observance of which had caused Mr. Jazai's career promotion upset him. Often, the other party rejects your offer in a negotiation simply because he has hidden interests and motives. Interests and motives that are visible at first glance It can't be. Maybe he's not interested in you, maybe you're serving his organization's interests in a way that threatens his interests. In such a situation, he's behaving in a way that may seem irrational to you. So always remember that in situations where the other party is behaving in a way that seems irrational to us, tell yourself that maybe he has interests that we don't know about or that he's not openly expressing them.
But if someone is truly behaving irrationally.... There is a specific and effective solution in such a situation. Ask yourself the three questions above again and try to come up with appropriate answers to them. This is no joke. The reality is that very few people are truly irrational (irrational in the sense that they act in a way that is inconsistent with their true interests. So in most cases. The problem is that we can't simply answer the above question, but if you are certain that the other party is being irrational. Choose one of the following solutions:
Try to negotiate with someone else who has similar power and authority and behaves more rationally.
Evaluate the Best Alternative to Negotiating (BATNA) If you are sure that it is better to choose it. Give up the negotiation.
You may try to choose the method of retaliation.
A re-emphasis
Concluding that the other party is really behaving irrationally does not help the negotiation process and only limits you. You can continue to negotiate with an open hand when it is certain that the other party is not irrational, but simply has his/her limitations and habits or is faced with a lack of information. So always keep in mind that few people are truly irrational. By calling the other party irrational, you are first of all closing your hands in the negotiation.

Examples of stubborn stances and their tricks
In this section, we will examine some of the most common tricks used in the form of stubborn stances.
Good guy / Bad guy
The good guy / bad guy game, also called good cop / bad cop by some, is adapted from a trick you have seen in many police and criminal films. Usually two people (a kind interrogator and an The tough guys take turns approaching a suspect and interrogating him. The method of using this trick is as follows:
The bad-tempered and stubborn interrogator adopts a very harsh stance. He reinforces this stance with harsh behavior and numerous threats. After a while, the angry interrogator usually leaves the room in this state for an important conversation or to relax at the suggestion of a colleague. During the time he is out of the room, the other interrogator, with a kind attitude, tries to end the story in some way before the tough interrogator enters. In negotiations, a hidden form of this trick is sometimes used, in which the harsh and serious negotiator remains silent and only speaks when the negotiation goes off track. In normal cases, the negotiation is continued by the good and kind negotiator. Studies and surveys have shown that most people can distinguish the good guy's trick from the bad guy's. However, when they are in such a situation, they usually simply grant the other party the desired concessions and agree to an agreement according to the other party's wishes. This trick also has many weaknesses. The first drawback is that its use (especially if repeated) is very obvious and the other party will easily notice the use of this trick.
The other party can neutralize the implementation of some of these tricks to a great extent by saying, "You're not playing the good guy/bad guy game with me, right?" This simple sentence, even if the other party denies it, will greatly modify his position.
Another weakness of this trick is that its correct and effective implementation requires time and energy and high unprofessional concentration of thought and thought. In such a way that in some cases, with less time and energy and without using energy, relatively good results can be achieved. It has been observed many times that negotiators who use this main negotiation tactic get so immersed in their role play that they forget the main goal of the negotiation?
They forget.
Lowball / highball position
To implement this trick, the negotiator adopts a position that he knows is consistent with the expected position and His ideal is far from it. In a situation where the salaries of personnel of a private company grow by 10 to 15 percent annually, an employee who asks the CEO for a 60 percent salary increase. has practically resorted to this trick.
Or in a situation where the use of another company's brand name is usually paid less than 5 percent of the product price as a royalty or license fee, a company that starts the negotiation by demanding a 20 percent royalty has decided to implement this trick.
The use of this trick is based on the argument that the other party will probably adjust its position when faced with this position. For example, if the company mentioned in the above example is thinking of paying a royalty of about 3 percent, when the other party proposes a royalty of 20 percent. It will probably adjust its position and start the negotiation by offering a payment of more than 3 percent.
The use of this trick is faced with a serious risk. The other party may feel that the negotiation is useless in such circumstances and decide to break off the negotiation. Even if the other party does not leave the negotiation and continues to talk Continue, this trick will not be as easy to use as it seems. A negotiator must be sufficiently knowledgeable about the subject matter to be able to justify his or her initial stubborn stance and persuade the other party to move in that direction. So this trick does not end with simply stating a stubborn stance. The hardest part of the negotiation will be to insist on this stance and justify it.

Dealing with unconventional stances
If your counterpart approaches the negotiation with a very tough and far-fetched stance, never take a counter-position, whether logical or stubborn. Just ask the counterpart to adjust his position with further discussion.
Be aware that negotiations usually end somewhere in the middle of the two initial offers. If the counterpart has an inappropriate and extreme stance, even your fair stance will eventually lead you to move slightly towards his position. Then refrain from taking any stance and ask the counterpart to adjust his position.
Prior preparation is also a great help in overcoming this tactic. If you know the logical limits of negotiation, the likelihood of falling for this trick decreases. In such a situation, you can confidently tell the counterpart that his position is not reasonable and you are waiting for him to choose a better position to continue the negotiation.
If you have other options as an alternative to negotiation, threaten (explicitly or implicitly) to leave the negotiation. Regret can also be effective in such cases, as mentioned in the previous section. A general solution to deal with this stance and any extreme stance is similar behavior. But keep in mind that this is usually accompanied by tension and tension, and if resorted to, reaching an agreement will require more time.

Bogey strategy
In this trick, the negotiator presents an unimportant or unimportant issue as very important, and in the continuation of the negotiation or at the moment of reaching a final agreement, he is willing to trade this issue with the other party (in exchange for an important concession). The most effective use of this trick is when the negotiator knows that the issue that is not important to him is of great importance to the other party.
Scenario #7: Purchasing an Industrial Machine
A butter manufacturing company manufactures custom-made, high-speed, specialized lathe and threading machines. The company's latest product was not sold to the buyer due to financial difficulties and was left in storage. You are the butter manufacturing sales manager. In a negotiation with a buyer who has recently arrived in Babarekat, you realize that the buyer is looking for a product that is completely similar to the current product (ready in stock).
Manufacturer: When do you want the machine?
Customer: Very soon, preferably in a month.
Manufacturer: But you probably know that these machines are made to order and we cannot provide you with the machine in less than three months.
Customer: But if the machine is three months old, it will not be of any use to us.
Manufacturer: If we deliver your car earlier than the others, I will have to pay compensation for the delay. In some cases, the price for early delivery will be 10% higher than the price we have offered you in the initial price offer.

As you can see in scenario number 7, the seller has used the technique of exaggeration. Although the product remains in stock and the seller is very keen to sell it, he claims that the production of the product outside the turn will incur a lot of costs for the company and passes part of this cost to the buyer. In some companies, when dividing tasks, some employees use a similar trick in the form of a strong desire to perform a task that they are not interested in. After a long discussion and talk, with hesitation and annoyance and gaining various points, they accept another task that they have been refusing from the beginning.

The most complicated situation occurs when both parties use this trick. In this situation, the negotiation may lead to a result that is not attractive to either party.
In implementing this technique, experienced negotiators usually announce what is important to them, basically until the last moments of the negotiation, and also pay attention to the fact that if the use of this trick becomes apparent to the other party. The long-term relationship between the parties will probably be damaged.
The fact is that this trick is not so easy to deal with. This trick is very misleading and difficult to deal with (especially when the other party's situation and internal information are very difficult to understand). All we can say is that being fully prepared for the negotiation can reduce the effectiveness of this trick. When the other party takes a position that is completely different from what you expected, suspect the other party of using the Pochalin magnifying trend.
1. O'Connor states the result of his studies with this attack:
Bogeys occur more often by omission than commission
The Pochalin magnifying trick
Throughout the negotiation, be aware of the moments when the other party suddenly changes his position on the subject of the negotiation. Perhaps this change indicates the beginning of Pochalin's magnifying game with you;
The crazy driving trick - chicken game
Scenario number 8 - Crazy driver
You may have seen this scene in the movies where two cars are driving towards each other at high speed on a narrow road They do. The road is not wide enough for two cars to pass each other. One of the drivers, who is more stubborn, does not change his path as if he is preparing himself for a big accident. The two cars get closer and closer to each other every moment until finally one of the parties, who is convinced of the stubbornness of the other party, swerves the car to the side of the road and practically accepts defeat. Here we usually see the successful driver continuing his path firmly and confidently.
What was mentioned in scenario 8 is not limited to movies. Many negotiators also resort to a similar trick in the negotiation process. Usually, to implement this trick, one of the parties takes a very strict position and declares that this position cannot be changed. This trick is used in all types of negotiations and at different levels. An employee who tells his manager that if my salary is not increased by 30%, I will resign and I am not willing to negotiate other options, and a factory manager who threatens striking workers that if the strike ends by the end of the weekend, I will officially close the factory for three months. Both have used effective court eviction. The main feature of this trick is that:
A threat is announced with a limited duration
Accepting the announced conditions is the only way to get rid of the announced threat and there is no possibility of changing the announced conditions.
In fact, in this method, the negotiator interrupts the negotiation process and explains to the other party that there is only one way forward, and that is to surrender to the threat. The danger of this trick is that it turns the negotiation from a logical and mental process into a real power game. In such a way that neither party can distinguish the real from the fake gestures and behavior of the other party. After starting this game, each of the negotiators will constantly ask himself whether the other party will really act on his threats?

1. To emphasize the unchangeability of the issue, negotiators sometimes use restrictions imposed by superiors, such as: that the board of directors does not allow me, or other social restrictions. (For example: if I do this, they will ruin our reputation)

Considering that using this trick destroys the friendly atmosphere prevailing in the negotiation. It is recommended that you use it only when you are disappointed with the outcome of the negotiation process.
If you decide to drive like crazy.
This trick is effective when the other party is sure that you are determined to stick to your decision and threat. There are several methods used to do this. In negotiations with rebels and opponents, governments usually announce their positions through the public media to show that they are firm on their positions. A similar trick is used in international negotiations between different countries.
Countering this trick is not an easy task. Usually, negotiators start using this trick after observing the other party's crazy driving, but the reality is that such an approach only increases the level of tension prevailing in the negotiation atmosphere. A review of numerous negotiations has shown that using a third party in this regard can be more effective than other solutions. The chapter on the challenges facing the negotiator presents effective solutions for dealing with this trick.
How to deal with the other party's stubborn stances?
A stubborn stance may be an unreasonable demand, a threat, or an unconventional demand. A negotiator who is confronted with a stubborn negotiator has several options. The appropriate and strategic response to these tactics requires more than just timely recognition. If you are aware of the other party’s use of this tactic, you will not have the opportunity to respond appropriately. Choosing the right approach to dealing with stubborn stances depends on your understanding of the other party and the general circumstances of the negotiation. Here are four general solutions, and we leave it up to you to choose the right solution.
You can ignore the other party's position (I ignore it). At first glance, it may seem that ignoring the other party's stubborn position is not a viable solution, but if this solution is implemented properly, it can be very effective. By looking at the other three solutions, you will see that using each of them requires a lot of time and energy. Perhaps explicitly spending your time and energy dealing with stubborn positions. Not responding to a threat with an aggressive behavior is sometimes the best solution to deal with this. Suppose the other party has stopped talking and this topic is discussed and the negotiation process continues. At an appropriate time, stop the meeting for a break and change. After the break, discuss other topics. During this time, the other party's energy and strength will be spent deciding how to consolidate the previous position and how to use the next trick, and you can return to the main discussion when the atmosphere of the meeting has calmed down. You can directly declare that a stubborn position is not in anyone's interest. (Discuss it) One way to deal with stubborn stances is to bring them up and discuss them. Tell the other party that you know this is a tough stance aimed at lowering your expectations, and also emphasize that this type of stance is not in anyone's interest and that you can adopt a similar approach if necessary. But such a negotiation will not get anywhere. In business negotiations, in such situations, discussing the negotiation process can be effective.
Scenario No. 9: Buying a car

Babak wants to sell his car that is more than 7 years old. The price of a new car is about 15 million Tomans, and Babak thinks that the price of 10 million Tomans is appropriate for the car. Reza is interested in it because this car is not broken and has not had any serious accidents and wants to buy the car. Babak, who is aware of this issue, starts with a tough stance
(Babak) If you want to pay less than 12 million Tomans for the car, don't waste your time!
(Reza). Of course. You yourself know that this car cannot be sold at this price. Is it reasonable for me to say I won't pay more than 7 million?
We both know that the car costs more than 7 million. But it's not 12 million either.

(Babak, this discussion is pointless. I said that if you wait for a price below 12 million, you will waste your time. The bank hopes that it will eventually sell the car for 11 million with a discount of 1 million, and Reza will be happy that he bought the car cheap. (Reza) How did you come to the conclusion that the price of the car is 12 million Tomans? Have you shown it to the expert? Do you agree to go to several experts and see their suggested prices? The newspaper is in my bag right now. If you agree, we can contact several people who have put up a car in a similar condition to your car for sale. Reza tries to discuss the negotiation process. You can respond in kind. One possible reaction to a tough stance is to take a tough stance yourself. Of course, this behavior can lead to chaos, discomfort for both parties and a tense atmosphere. Usually, when the tense atmosphere caused by this stance calms down and the dust of this chaos settles, each party recognizes that the other party is also taking a tough stance. The parties will probably decide to take a different approach. Respond in kind Another way to avoid taking a hard stance is to respond in kind before taking a stance. Experience has shown that for many people it is much harder to attack a friend than an enemy. If you can emphasize the points that the other party has and, if necessary, point the finger of blame at another factor such as the system, external competition, a common enemy, etc., you may be able to prevent him from taking a hard stance.
This method was proposed by Fisher Ury and Pation.
Final words
In this chapter, we examined competitive negotiation. We noted that in any competitive negotiation, there is an ideal starting point and an exit point for each party. We talked about the negotiable range (ZOPA) and said that in competitive negotiation, each party tries to end the negotiation at a point close to the other party's "exit point." An important part of this chapter is devoted to the discussion of points and scoring patterns. The discussion in chapters We will also refer to other books. It was also mentioned that there are few negotiations in which only one factor is discussed and usually (especially in business negotiations) the number of issues discussed is more than one factor. We then talked about offer packages and how to use them in business negotiations, as well as methods for concluding and ending negotiations. Competitive negotiation is a method of resolving conflict, a conflict in which each party seeks to gain more for itself. As we have emphasized time and again in this book, a professional negotiator is someone who achieves what he wants without conflict and tension. This also applies to competitive negotiations. A successful negotiation is one in which the parties leave the negotiation happy and feel that they have achieved a suitable result. This is so important that we try to achieve it even at the cost of giving up some of our material and non-material interests. In this chapter, we also talked about stubborn people and their positions. We saw that stubbornness usually does not lead to the desired result, even if the result is achieved, it is at the cost of Going into a positive relationship And the sense of cooperation will be our advice to avoid such positions and to consider the materials and tricks presented in this context more as a guide to recognizing and confronting these tricks, rather than a prescription for using them.
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Chapter 5
Win-Win Negotiation
At the end of this chapter, the reader is expected to be able to:
Describe the essential characteristics for the formation of a win-win negotiation package
Explain the behavioral characteristics of negotiators in the win-win negotiation process.
Describe listening skills and their role in the formation of interaction-based negotiation.
Explain the different stages in the process of mini-negotiation in interaction.
Distinguish between interests and positions and describe their types.
Apply scientific and logical methods of dealing with failure in interaction-based negotiations.

The rhetorical stance that we mentioned in the previous chapter. May lead to good results, but only in the case that we are only looking for short-term results and that we really consider the other party to be on the opposing side. The fact is that negotiation usually has successive stages and in such cases, considering the other party as a friend and partner will lead to a lasting and successful negotiation. Those who have been negotiating for many years say that in the game of negotiation, the fair process of the game gradually becomes more important for the parties than the outcome of the game.
Preface
Mr. Executive has been working as a parts maker for one of the country's automakers for many years. The parts he produces are of good quality and have been used in cars without any particular problems. Mr. Sabati represents a company that is responsible for supplying parts for cars. Recently, the orders sent to Mr. Executive's company have fluctuated greatly. Sometimes their volume has been so small that Mr. Sabati could not create work for his entire workforce. Sometimes the volume of orders has been so large that Mr. Executive could not deliver the entire order on time and had to pay a fine to Mr. Sabati's company. For this reason, Mr. Sabati was forced to request a meeting to be held to address this problem. Mr. Sabati began the meeting by examining the damages that Mr. Executive's company had to pay, of course, emphasizing that a suitable discount for the damages would be considered based on overall satisfaction with Mr. Executive's performance.
But Mr. Executive did not see the discussion as a negotiation over damages. Mr. Executive believed that the parties were currently facing a problem called demand fluctuation and the inability to meet the announced demand. He tried to convince Mr. Sabeti to try to solve the main problem instead of arguing about reducing or increasing the amount of damages. Perhaps by doing so, both parties could achieve a better situation.

The meeting continued for several hours, and finally it was decided that Mr. Executive would take responsibility for analyzing inventory information and placing orders in Mr. Sabeti's company and make production decisions based on the customer's inventory status. Of course, Mr. Executive's company is required to observe minimum and maximum for the goods in the warehouse. With this new definition, the activity called ordering goods effectively disappeared from the relationship between the two companies, and direct management of the warehouse led to less demand fluctuations in the coming months. In this way, both parties achieved a better result.

In previous chapters, we emphasized more on competitive negotiation strategies and tricks. In this chapter, we will discuss integrative strategies. There are many negotiations that do not necessarily result in a winner or a loser, but all parties involved in these negotiations can win.
In competitive negotiations, two parties usually pursue opposing goals. The structure of competitive negotiations assumes that there is a limited obstacle from which both parties to the negotiation want to maximize their share of the issue. In the classical literature on negotiation science, competitive negotiations are usually interpreted as negotiating a share of a fixed-pie situation. Using pie analysis in negotiations, we can better explain some of the strategies that parties usually use in resolving conflicts.
Let's explain better:
1 In English, the terms Integrative Negotiation Win-Win negotiation and Collaborative Negation are used for this type of negotiation. In this book, the terms win-win negotiation "negotiation based on interaction" and "negotiation based on collaboration" are used in the same sense.

One party may avoid the conflict and basically want to have any kind of share of the pie from the other party. In this situation, the other party may not even realize that there is a conflict of interest. One party may allocate a larger share of the pie to the other party to avoid damaging the long-term relationship and end the matter in favor of the other party.
A fair situation is also when each party takes half of the pie for itself. There is also a situation in which each party wants to get more than half of the pie. In this situation, competitive negotiation is formed. What was discussed in the previous chapters about competitive negotiation was the interpretation and explanation of this situation.
• Win-win negotiation
In a win-win negotiation, achieving one party's goals does not mean that the other party should give up achieving their goals. In other words, one party's gain is not achieved at the expense of the other's loss in a win-win negotiation. A win-win negotiation is therefore a negotiation whose structure allows both parties to achieve their goals without getting in the way of the other party. It is not always easy to identify which party is in a win-win situation. Many negotiations initially appear to be win-lose, but as the goals are further communicated between the parties and the issues raised in the negotiation are discussed, new solutions can emerge. 
Of course, it must be admitted that past unpleasant experiences, negative assumptions, different perceptions of achieving the goals of a similar situation, and the constant size of the pie can prevent the formation of a win-win negotiation, regardless of the winner. Those who wish to achieve satisfactory results in negotiations should consider that achieving this goal requires the development of various skills and personality traits, proper management of the negotiation process, and constructive interaction with the other party. A major part of this chapter is devoted to explaining these types of methods and techniques.

1. As mentioned in Chapter 4, in some situations, the size of the negotiation pie is truly fixed and there is practically no possibility of expanding the possibilities and opportunities
Essential characteristics for the formation of a win/win negotiation
In order for a win-win negotiation to be formed, negotiators should:
Focus more on common points and perspectives
Try to advance the negotiation in the direction of securing interests instead of taking positions.
Do not seek to achieve your own desires and try to help the other party achieve their desires. Provide your opinions and information to the other party. Be able to discover and create options to meet the desires of both parties.
Try to talk about objective criteria and parameters in your conversations instead of subjective criteria and perceptions.
Some of the above features need to be given special attention due to their great importance and also because of their difference from the characteristics of competitive negotiations, which we will discuss in more detail about each of them below.
Creating a space for free exchange of information
Studies have shown that in a winning negotiation, effective exchange of information is one of the essential factors in achieving appropriate results for both parties. Many negotiations do not end with the satisfaction of the parties simply because sufficient information has not been exchanged between them and the parties are not aware of each other's desires. To form a win-win negotiation, it is necessary for the parties to honestly state their real goals and provide the other party with sufficient information in this regard. In short, it can be said that negotiators must create conditions so that information can be exchanged easily and accurately between the parties.
An important difference...
You must have noticed that these recommendations are completely in contrast to the recommendations related to competitive negotiations. In competitive negotiations, each party tries to provide the other party with a minimum of information, and sometimes even revealing some information is interpreted as granting concessions to the other party.
One of the important parameters that has a significant impact on the progress of the negotiation process is the alternative negotiation choices for each negotiator. Usually, each party has other options in case the negotiation does not reach a conclusion. In a win-win negotiation, each party's knowledge of the other options facing the other party can significantly help the negotiation process. Studies have shown that when the negotiating parties are aware of the options facing the other party, they take more logical positions and choose the point of leaving the negotiation much more wisely.

1. This chapter specifically focuses on Pinkley's studies published in 1995.
Best Alternative To a Negotiated Agreement (BATNA)

Also, based on the aforementioned studies, it can be said that the negotiator who has more options is practically responsible for making the negotiation cake bigger by revealing and presenting other options. However, the task of dividing the negotiation cake fairly is the responsibility of both parties to the negotiation. Although it may seem that hiding the options from the other party has some advantages, experience has shown that revealing some options in interaction-based negotiations will usually be accompanied by more advantages.
Trying to understand the other party's real desires and goals
Each party to the negotiation has its own values ​​and priorities. What you want and are in the negotiation is not necessarily what the other party wants and wants. Usually, until we understand the other party's desires and priorities, we cannot provide the basis for his satisfaction in the negotiation. . Studies have confirmed. In a win-win negotiation, if the other party knows your desires and priorities, it will be easier to achieve better results for the benefit of both parties.
Priorities / Positions
Note that the exchange of desires and priorities is different from declaring positions. In a win-win negotiation, you can provide your priorities to the other party but do not talk about your position on each of them.
As you have noticed, this feature is also different from the characteristics of competitive negotiation. In competitive negotiation, the parties hide their real priorities and desires from each other until the last moment and in many cases, even after the negotiation is over, they will not know what the other party was exactly after. Sometimes, one of the negotiating parties may not be able to distinguish between interests and positions. In such situations, it is the duty of the more experienced party to help him recognize these differences.
Obviously, following these recommendations is not as easy as stating them. In negotiations, we are always faced with a key question: can we trust the other party? Is he also looking for a win-win outcome?
1.
Pinkley in 1995
2. Later in this chapter, we will further explain the difference between positions and interests.
Emphasizing common ground and avoiding highlighting differences
Politicians belonging to the same party around the world have learned well that in order to succeed in elections and win public votes, it is necessary to pay more attention to common ground and avoid discussing divisive aspects. Managers of different units of an organization have also learned from experience that if there is a problem for the whole organization, for example, the group is losing money, each one should save part of its budget so that the organization and ultimately all units benefit from the group's profit.
But it is not always easy to recognize the existence of win-win negotiation conditions. In many negotiations, especially if the negotiators are not professional and experienced, the negotiation process may deviate from its proper path by overemphasizing areas where there is no consensus. To gain skill in this area, it is more important than anything to master the intellectual frameworks and apply them appropriately, which we will discuss in detail in Chapter 12.
Finding solutions that satisfy the desires and needs of both parties The success of a win-win negotiation depends largely on the parties being able to find solutions that satisfy the desires and needs of the other party. This requires that the negotiators, while being decisive in achieving their desires, have high flexibility in meeting the desires of the other party.
Some desires constitute the negotiator's core interests, which cannot be deviated from under any circumstances. Naturally, the negotiator must show decisiveness in achieving these desires. On the other hand, some demands are not valuable in themselves, but rather are considered by the negotiator because they are a means to achieve other needs. It is natural that flexibility in this type of demand facilitates reaching an agreement. Therefore, the negotiator who seeks to create a win-win negotiation is responsible for creating a solution and creating benefits for the other party as much as he is responsible for finding a solution and achieving his own interests. Concepts such as "defeating the other party and preventing the other party from achieving his own desires" may be raised in competitive negotiations, but there is no place for this type of perspective in win-win negotiations. Finally, it should be emphasized that fundamentally beyond Competitive negotiation is different from win-win negotiation. In win-win negotiation, the negotiator should not be satisfied with superficial encounters with the other party's demands. Rather, he should explore the other party's demands and desires with maximum care and try to create solutions that satisfy the interests of both parties. Therefore, the logical flow of the negotiation exchange will take on a purely competitive form. Information is a necessity on which win-win negotiation is based, and otherwise, the essential characteristics of a negotiator
In win-win negotiation, a negotiator who decides to conduct a negotiation in a win-win manner must have several personality traits and abilities. In this section, we will briefly examine some of these characteristics.
Honesty and truthfulness are essential conditions for the formation of a negotiation based on interaction. The existence of a minimum of trust between the parties. Honesty and truthfulness are essential for creating mutual trust.
The view that believes in the abundance of resources (Abundance mentality) of those who have this view. When making concessions, whether tangible concessions such as financial concessions and services, etc., or intangible concessions such as reputation, credit, etc., they do not feel that the negotiation cake is getting smaller. Rather, they believe that if concessions are exchanged consciously and correctly, the total volume of the cake will increase and each of the important parties will receive more. They know that giving any concession can lead to the creation and strengthening of strong long-term relationships.
In contrast to this view, we can mention the scarcity mentality. Those who look at the world from this perspective feel that every concession they give to the other party means losing a part of the negotiation cake. Even if they do not like the taste of that part of the cake, in some situations, such as competitive negotiations on an issue (price), the whole cake has one taste and obtaining each part is a spoil for each party. However, in an interaction-based negotiation, you can empty your share of the cake of the flavors you do not like and receive delicious slices that are not compatible with the other party's taste in return.

What is your mental model? Lack of resources or abundance?
People who believe in the scarcity of resources think about what they might lose and the bad things that might happen at any given moment, and they feel that there are limited and few opportunities for growth. They always want a fair share of everything and usually have a short-sighted perspective. These people see themselves alone in the world and feel that everyone is trying to succeed alone. They are usually under pressure. Because they consider time as limited, like other resources, and interpret every failure as a big disaster. Their ideas usually do not come to fruition. Because they do not discuss their ideas with others for fear of being stolen, and naturally, they are not aware of the strengths and weaknesses of their ideas. In any event, they close threats sooner than opportunities. They are not comfortable in their relationships with others because they feel that everyone wants to compete with them and are usually upset by the success of others. On the contrary, people who believe in the abundance of resources have a higher risk-taking and seek opportunities for growth. They see other people as helpers in their growth. They feel that there is so much opportunity for everyone that the success of those around them is an opportunity for their success. They are usually invested in the short term so that they can benefit from it in the long term. They enjoy teamwork and analyze the mistakes they make as experiences and opportunities for learning and growth. They usually pay attention to the opportunities and positive points in their interpretation of a situation first. What is your mental model? M
Behavioral Maturity
Behavioral maturity can be defined as:
The ability and motivation to stand up for one's own desires while also recognizing and respecting the values ​​and desires of the other party. Children usually behave differently and only think about satisfying their own desires. Humans gradually grow and reach intellectual maturity. They learn from experience that peaceful coexistence and achieving their own desires are possible when we allow the other party to achieve their legitimate desires and respect the right to pursue and insist on their desires, just as we respect the other party's right to do so.
Systemic perspective
Those who have a systems mindset always try to optimize the benefits of the entire system in some way. The idea that ordinary people spend all their efforts optimizing the benefits of a part of the system (sub-optimization) is one of the most important differences between systems thinking and simple causal thinking. This is because a person with systems thinking knows that the decision-making process is not limited to making decisions based on existing conditions and acting on the basis of decisions made. It is my conviction that our actions change the conditions and we ourselves are again affected by these conditions.
Stephen Covey's Habits of Highly Effective Leaders
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It is possible. Today, I can force a contractor to At least do a job a few percent cheaper than the agreed amount. But I must remember that if that contractor is unable to develop his skills and invest in this area due to these pressures and my decision today, my organization will eventually be faced with a weak contractor. So the research that is forced into a contract sometimes threatens a significant part of the potential benefits of our company in the long run. Negotiators who focus solely on their own demands, although they may achieve better results in the short term. But most of the time their behavior ends up in their own words and those of their counterpart in the long run.
Listening Skills
Experience and studies have shown that hearing and listening are two completely different phenomena. Hearing is a forced and uncontrolled phenomenon. Every sound in our environment reaches our ears and is heard. While listening is a selective phenomenon in which the listener focuses on what he hears, analyzes it, keeps it in mind, and uses it to interpret and explain future communication messages. Listening is not limited to hearing and remembering the other party's words, but also includes other complementary communication messages. Signs, behavior, gestures, facial expressions, speed of speech, gaze, etc. are all part of the other party's messages. According to some studies, 90 percent of the message is transmitted through them and not the words themselves. A good negotiator in a win-win negotiation will not be able to understand and analyze all the interests and desires of the other party without having superior listening skills.
Different stages in the win/win negotiation process
In previous sections, we have mentioned the characteristics of the winning negotiation as well as the characteristics of the negotiator who participates in this type of negotiation. In the following, we will examine the win/win negotiation process.

As we will see. This process is completely different from the process discussed in competitive negotiation. In competitive negotiation, the negotiation process begins with taking a position and receiving information (as much as possible without your own information) and then continues with the exchange of points. In the end, after the last points are exchanged, the negotiation is actually concluded and a settlement is made. However, the winning negotiation process from Hussein is the solution to a common problem, and the techniques used in it are mainly of this type. We will examine each of these stages in more detail below.
The first stage is a complete understanding of the problem - identifying the demands and interests. A good negotiator must be able to distinguish between positions and interests well.
Position:
Position means the final and real answer to the question of what do I want from the negotiation? You may be forced to take a position in a negotiation, but in that case, be sure to review with yourself the interests that were the basis for your position. Forgetting about interests and focusing on interests is one of the most important possible harms to a negotiation.
Interests:
If we say that the official declaration of positions is what we want, we can say that interests are the reason for wanting those demands. If we want water, our position is to want water, but the benefit of water for us is to quench our thirst. Remember that the main goal is to gain benefits, not to achieve positions. Thirst can be quenched with other drinks.
Although the parties usually enter the negotiation with different and seemingly irreconcilable positions, it may be that paying attention to their interests shows that it is possible to achieve a win-win agreement for them.
Consider the following example.
Scenario No. 10: Complementary Interests - The Orange Game
The Orange Game is one of the old games that is played in management and negotiation skills workshops around the world. Three groups receive different scenarios and then sit down to negotiate with each other.
One group is selling oranges and the other two groups want to buy oranges. Unfortunately, the seller's volume of oranges is not enough to satisfy the demands of both groups, so the two groups compete fiercely with each other and increase the purchase price of oranges moment by moment. When the game ends and the groups look at each other's scenarios, they realize that one group For example, one group needed oranges to make juice, and the other group needed orange peels to make jam. But usually the heat of negotiation and bargaining is so great that the parties forget to talk to each other about why they need the oranges.
• You give concessions by talking. You cannot give concessions when you are silent.
This initial example shows well that in many situations, people forget to provide information about their interests to the other party, and therefore, a word can be used to reach an agreement that satisfies both parties. In each circuit, there are different distance breakers, some of which give the world value and some of which give the expressed value when it is silent. In this section, we will review some of these types of interests.
Vital interests
It can be said that this group of interests is our main reason for negotiating. Financial and economic issues (such as price, profit rate, how to divide the profits, etc.) usually fall into this group of interests. These interests may be intrinsic or instrumental. An expert who negotiates with his manager to receive a monthly salary of four million Tomans is pursuing one of his vital interests. The reason for this request may be a face-off, such as emphasizing the real value of his abilities, or an instrumental interest (for example) with the aim of receiving a salary and paying his house installments. Procedural interests
Procedural interests return to the method of conducting a negotiation or resolving any conflict. One of the parties involved may simply have a desire to compete, win and lose, and argue and argue. The prevailing atmosphere of the negotiation may lead to a competitive negotiation. Consider a person who has never been consulted in the organization in the past. Such a person will seek opportunities to speak and express his opinion during the negotiation more than the negotiation itself and its results are important to him.
Interests related to the relationship with the other party
In many In negotiations, one party to the negotiation is interested in maintaining the relationship with the other party and is unwilling to take actions that would jeopardize that relationship. Naturally, this interest, like other interests in negotiation, may be intrinsic or instrumental. A child negotiating with his father is likely to be pursuing intrinsic interests, and an employee trying to improve his relationship with his manager is likely to be pursuing instrumental interests.
Interests in Principles and Values ​​
Some principles and values, such as what is fair and right. What is acceptable. What is ethical, what has been done in the past, and what should be done in the future, usually penetrate deep into the minds of negotiators and guide their actions. Many of these principles are in the realm of intangible factors affecting the negotiation process. Often, raising these principles and values ​​can pave the way for creating solutions that are agreed upon by the parties.
Scenario #11: Three Friends and a Project
Shabnam, Perry, and Kelly have done a student project together. During the project, Perry and Kelly worked closely together and did about 90 percent of the work. Shabnam only did about 10 percent of the remaining work. They entered the project into a student competition and won. The prize money was three hundred thousand Tomans. Now Perry and Kelly are sitting down and discussing how to divide the prize fairly:

Perry, it's not really fair if each of us gets a hundred thousand Tomans.

Kelly, how much do you think Shabnam's work is worth?

Perry, I don't think she worked as hard as fifty thousand Tomans. Kelly, I think thirty thousand Tomans is fair.

Perry, but Shabnam probably gets frustrated with us like this. Maybe we can't work as much on other projects for some reason. Do you think we wouldn't be upset if they did this to us?

Goli and Peri have several options, but lengthy discussions about how to divide the prize money will not necessarily lead to a mutually acceptable outcome. The best approach is for Goli and Peri to go directly to their values, principles, and interests:
Is it important to them to achieve the prize money?
How important is it to maintain a long-term relationship with Shabnam?
Is the entire prize money worth the time spent dividing it?
Is it important to them to hear the opinion of a third party, or do Goli and Peri think that they have the right to make the final decision as the majority?
The answers to these questions will automatically determine the task of dividing the prize money. However, if the parties avoid raising and discussing these questions and limit the discussion to dividing the limited amount of three hundred thousand tomans, they will both spend more time and will not reach a satisfactory result.
A few points about interests in negotiation
In most cases, there are different types of interests in a negotiation. The entire negotiation process is not limited to one or a few critical issues. Negotiators are usually sensitive to the process, relationships, and principles governing the negotiation. Usually, the fundamental interests, values, beliefs, and the basis for decision-making and consideration of other interests. The parties do not necessarily have the same type of interest. One party may pay attention only to the issues under negotiation, while the other party devotes most of its attention to the negotiation resolution process. Presenting the interests of the parties and their perspectives on the negotiation can provide the basis for creating solutions that are satisfactory to the parties. We humans often make the mistake of thinking that the other party is also pursuing interests similar to our interests in the negotiation. In such a situation, it will be very difficult to reach an agreement. An employee who is negotiating with his manager about salaries should be aware that he and his manager have different interests. The employee is probably looking for an increase in monthly income, and the manager is looking for an increase in the company's favor. These two goals are not in conflict with each other and can be met simultaneously. But if the employee feels that his benefit is to receive more salary and the benefit of the manager is to pay less. A competitive atmosphere will be created and the parties will have difficulty reaching an agreement with each other. Interests are usually rooted in deep human desires and values. By examining human needs, human desires and interests can be better analyzed. Perhaps one of the classic models in this field is Maslow's model. Maslow proposed a model called the hierarchy of needs in humans and divided these needs into several layers:
The first layer is physiological needs such as breathing, quenching thirst and hunger, sleep, etc.
The second layer is security needs such as physical security (body), job security, asset security, etc.
The third layer is love and attachment needs such as attachment to friends, family, etc.
The fourth layer is the need for respect, which can be met by receiving respect from others, achieving success, self-confidence, etc.
The fifth layer is the need for self-actualization, which is located in this layer of creativity and development of abilities, and solving problems of oneself and others, etc.
Marlowe believes that until the needs of one layer are satisfied, the needs of higher layers will not awaken in a person. Until someone feels basic security, they cannot love and be loved by others.
These needs also make sense in a negotiation situation. A negotiator who does not yet have job security and an unfavorable outcome in a negotiation can lead to the loss of his position in the company can hardly think about self-fulfillment and solving a common problem with the other party, etc.
Therefore, when assessing the interests and desires of the other party, try to determine which layer of this pyramid he is in. By determining the position of each person in the pyramid of needs, it is better to understand his desires and the factors that can motivate him.
Interests are not fixed and may change. Interests, like positions, may change over time. It may be that something that was important to one party a week ago or even twenty minutes ago is not important to him now. The gradual interaction and exchange of information between the parties may reduce the importance of some interests and put some other interests in the center of attention. When the tone of the conversation or the topic of the other party's conversation changes in general, you will notice that some of the legitimate interests of importance from his perspective have probably changed. This is more noticeable in multi-stage negotiations.
Holaday's studies in 2002
Abraham Maslow
Give a person everything he wants.
At that moment, you will realize that what you gave was not all he wanted. >Immanuel Kant
Never let interests remain in the lower layers of the negotiation. Usually, paying attention to interests can lead to a better and faster resolution of the negotiation. In many cases, we are not sure about our interests and what we are really looking for. Simply asking the question "What do I want from this negotiation?"
Not enough, but we must ask ourselves:
Why do I expect this outcome from the negotiation?
Why is achieving this outcome important to me?
How will achieving this outcome help me?
What if I am afraid of this goal?
To understand your own hidden desires and interests, you must listen to your inner voice, your fears, hopes, and desires. Understanding desires and interests is not limited to this internal conversation, but you must also have a similar conversation, implicitly and indirectly, with the other party. Sometimes, by paying attention to tone, emotions, nonverbal behaviors, and other communication cues, you can find the answers to these questions. Also, paying attention to which desires are intrinsic and which desires are instrumental will significantly facilitate the negotiation process.
Revealing interests and focusing on them is not always good. Sometimes different individuals and groups in an organization and society have taken the same position for different reasons and motivations. For example, different groups in an organization have come to the conclusion that replacing one of the top managers at this point can improve the general situation of the organization, or different countries have come to the same position with different motivations. Revealing and discussing these different interests that have led to the same result and demand may cause disagreement and actually cause the collapse of the coalition and prevent the final agreement to implement the collective decision.
The second stage is searching for different options to find suitable options. There are four groups of solutions, each of which we will explain here with a few sample questions.
Expanding the negotiation pie (Expanding the pie) Try to find the answers to the following questions before the negotiation and, if possible, during the negotiation.
Consider the negotiations of different European countries to form the European Union. Certainly, at that time, different countries had different interests, and raising and emphasizing these interests could not have brought the negotiations to a standstill. But the countries’ strong emphasis on their position on the necessity of forming an alliance led to the success of the negotiation process.
How can I and the other side achieve our desires at the same time?
Is there really a shortage of resources?
Does the other side lose something by me gaining a monopoly?
How can the volume and number of available resources be increased in a way that both sides get what they want?
What are my and my other side’s real interests in this negotiation?
Is there a way for both of us to achieve our interests?
Lograiling
Paying attention to the following questions and finding the right answers to them can play a very important role in facilitating the negotiation process:

Which issues are more important to me and which are less important to me?
What issues are more important to the other side and which are less important to him?
Is there something that is of high importance to me and of low importance to the other party? Or vice versa? Can one of these issues be broken down into smaller issues?
What are some of the less important things I can give to the other party and get in return for the more important things?
What are the other party’s goals and values?
How can I make the other party happy so that I can get my own way?
Reducing costs to both parties
As mentioned earlier, in a win-win negotiation, the negotiator is not only responsible for achieving his own desires, but must also be as concerned about his own desires and interests as he is about achieving the desires and interests of the other party. To this end, while making a suitable offer, he should ask himself: “What risks and costs does my offer impose on the other party?” The negotiator should also try to reduce these risks and costs so that the other party is more likely to accept his offer.
Brainstorming
Usually whenever a creative search for answers is desired. The brainstorming method is introduced as a suitable method for this task. This method can be used in particular for interactive negotiations within organizations. In this method, two or more people try to come up with different answers to a question. The answers are recorded without any analysis or dimensions. Usually, the participants in such a laughter are asked not to self-censor so that even illogical solutions are proposed. Whenever the speaker of free thought and information takes the position, the participants are asked not to raise even the slightest criticisms and objections.
The following rules are used in a brainstorming session to successfully implement this method: Do not judge and evaluate the proposed solutions. Creative answers usually originate from ideas that seem impractical and even stupid. Criticism can prevent the activation of the mechanisms of change. Do not criticize or eliminate any solution until all the answers have been proposed. Separate the people from the problem. A common problem in brainstorming sessions is that as soon as an interesting solution is proposed, different people try to justify to others that the solution, or at least its appearance, is relevant to them. Also, sometimes a solution is opposed simply because a certain person proposed it. Try to explore ideas throughout the brainstorming session, regardless of who proposed what idea.
The longer you keep the brainstorming session, the better ideas usually come to mind after the meeting is over or after the problem has been solved in some way. One reason for this is that the participants in the meeting do not have enough patience. Research shows that in brainstorming sessions, the most common intervention is to experiment and come up with solutions at the last moment of the meeting. Don't worry about a bunch of meaningless and useless solutions. These solutions can be easily and quickly eliminated in the next phase. The more time you spend brainstorming, the more valuable it becomes.
Invite people who are not involved in the issue to participate in the meeting. Usually, after a while, each party involved in a problem forms their own mental frameworks and can, in a word, offer new and creative models. Using people who are not directly involved in the issue can significantly help to find new solutions.
After collecting opinions and suggestions in the same meeting or preferably in a separate meeting, members can sit together and after reviewing and reviewing the opinions raised, eliminate the impractical solutions and after brainstorming and discussing, choose one or a combination of them from among the practical solutions.
This router is usually used in two situations. First, when you are preparing yourself for a negotiation. In this situation, you increase the number of ideas that can be presented in the group by holding brainstorming sessions before starting the negotiation. The second situation is when the negotiation is completely interactive and the other party in the negotiation is completely trustworthy, such as intra-organizational negotiations. In these situations, you can use brainstorming in the negotiation itself and put different options on the table.
1. Of course, such a reality is not far from expected. As time passes and different ideas are raised, the possibility of combining them or inspiring them to create a new and superior solution increases.
In this case, try to maintain your flexibility while maintaining your decisiveness. To achieve this skill, consider the following recommendations
When setting priorities, remember that you are simply stating priorities, not choosing a solution or determining the value of each option
When a demand is one of your core interests, be firm and clear in defending them. But be cautious in defending a specific solution.

. Strengthen your listening skills and let the other person know that you are interested in hearing their words, ideas, and interests.
.
Show that you are willing to change and modify your positions or that you would be satisfied if your interests were met in a way other than what you have in mind.
Leave the door open for communication and dialogue. If anger and frustration take over, be sure to take a break and resume the discussion. You must ensure that both parties are ready to hear what the other party has to say. Always separate people from the issue and whenever the discussion moves towards blaming one party, redirect the discussion to focus on the issues. Do not get excited about getting something you desperately need, or at least do not show extreme excitement. Confirm the importance of what you have received with simple and firm sentences. With these new conditions, it will be easier to achieve the goal of the negotiation, or say, "Thank you for understanding our situation."
Do not use competitive negotiation tactics and do not let the other party use them. If the negotiation atmosphere is moving towards a competitive one. Point out this and say that the negotiation path is deviating from the ideal path for a win/win negotiation.
Step 3: Evaluate and select the appropriate option
In this step, the various options should be evaluated and one should be selected. When the negotiation is not too complicated and difficult, the evaluation and selection stage is done quickly and easily. However, for those whose win-win negotiation is not yet institutionalized in their minds and personalities and who mainly tend to have competitive approaches in negotiation, as well as those who are faced with complex negotiations, we recommend that they try to follow the following steps regularly in the process of evaluating options and selecting the appropriate option:
Defining the evaluation and evaluation criteria
Scoring each option based on the determined criteria
Comparing the options and selecting the appropriate option
If you have difficulty implementing these steps in a complex negotiation, it is likely that the negotiation topic has not been defined correctly or that you have not completed the process of searching for answers completely. Consider the following appropriate place in the evaluation and response.
Evaluate solutions based on standardization and acceptability
Any solution in negotiation can be evaluated based on two important criteria. The first criterion is the standardization of the solution and the criterion. The second is the acceptability of the solution from the perspective of those who are responsible for implementing it. Solutions that are supported by logic and supported by information and figures are considered standard solutions.
In their famous book on negotiation, Fisher and his colleagues have emphasized that the evaluation of different options should be based on objective criteria and not subjective perceptions. For example, suppose that long negotiations with a company active in the software industry have finally led to three proposals for a suitable software package for the office automation of a large organization. Naturally, each software will entail, in addition to the initial cost, the cost of personnel training, the cost of support, and the cost of upgrading to subsequent versions. To evaluate these options, the use of objective criteria such as the net present value of each proposal or NPV is more logical than criteria such as "practicality of the proposal, attractiveness of the proposal, etc. ".
Scenario No. 12
What should we do about the gasoline problem?
Suppose you have attended a meeting where various responsible institutions are negotiating a policy related to gasoline distribution. Naturally, in such circumstances, all institutions are interested in choosing and implementing a solution that will provide the long-term interests of the country and the people. Therefore, there are prerequisites for a negotiation based on interaction. Better use of gasoline has no consequences and everyone can benefit from its benefits. In such a situation, various options can be proposed by brainstorming, some of which are far from the mouth. Perhaps the following are some of these options.
.
The price of gasoline should be increased to its global level suddenly.
The price of gasoline should gradually reach the global level during the year.
No change should be made in the price of gasoline.
Gasoline should be rationed, but given to public vehicles without limit.
Gasoline should be rationed, but public vehicles should enjoy a larger share.
Gasoline should be rationed, but its free supply should continue at the real cost price.
Cheaper cars should be given more and more expensive cars should be given less gasoline, so that some kind of social justice is implemented.
Published in 1997 (see Bibliography)
2 NPV is one of the conventional methods of evaluating projects in capital budgeting and is implemented in such a way that the total revenues and costs related to a project are forecasted over the following years and adjusted according to a standard factor. Benefits and costs determine the profitability of a project by providing a language and provide a suitable architecture for comparing projects (a positive N27 indicates that the project is acceptable and is considered one of the few cases where its NPV is higher).
You can certainly add dozens of other options to the above list. Such a situation is a good example of an interactive negotiation. Naturally, each of the parties involved in the story may be more inclined to choose one of the options than the other. At this stage, using principled methods of evaluating options can be useful. Perhaps some of the criteria that can be used in evaluating options are as follows.
Estimate the costs and foreign exchange revenues of each option. The financial burden of each option on the government.
Estimate the impact of each traffic-intensive solution.
Estimate the impact of each solution on the share of public transport in total transport.
Another point that was emphasized in the text was the lack of use of subjective and unmeasurable criteria. Criteria such as people's comfort, intellectual security and general inflation are not objective criteria for measurement. Instead of these criteria, the change in the average inflation rate, travel time within the city, and so on can be used. By using this, the method of discussion and negotiation becomes a logical and objective process instead of an emotional and mental process, and the discussion and review will focus on prioritization and how to measure the desired parameters.
Agree on evaluation criteria before you start evaluating different solutions When you evaluate different options, you may not be able to agree on the evaluation criteria and each of them due to the subjective preference of each party for some options. Therefore, it is better to start negotiating the evaluation criteria and their priorities first and then, after reaching an agreement on the criteria, priority and weight of each of them, start evaluating the options ahead.
Be prepared to state the reasons for your desires and preferences. Normally, most negotiators are not willing to justify and explain the reasons for choosing their preferences. An unprofessional negotiator may only insist on his preferences and take a defensive position when others ask the reason for these preferences. In many negotiations, if the negotiator states the basis for his decision-making and the reasons for his preferences, the other party can better help create more value for the parties and also facilitate the achievement of the desired desires. Of course, this requires that the desire for win-win negotiations really exists in him.
Pay attention to the intangible influencing factors and their effect on choosing the right option. One of the negotiating parties may seek to choose a particular solution simply because that solution satisfies an intangible desire. This intangible desire may be a sense of personality and importance, appearing tough in front of superiors, feeling like a winner, being afraid of public opinion, etc. Intangible factors may cause a negotiator to show great stubbornness in achieving a particular result. If you ignore the existence of these factors and their effect on the negotiation process, you may not be able to achieve a result that satisfies both parties. Managing the tangible aspects of negotiation is not so easy because people usually feel comfortable expressing intangible factors. The negotiator must provide an environment where the other party can feel more comfortable talking about the intangible issues that dominate the negotiation space. In this case, the parties may be able to search for and choose solutions that can also adequately satisfy the intangible desires. A significant portion of the potential benefits that can be exchanged in a negotiation are in the intangibles.
Use time as a factor to eliminate tensions in interactions
During the time that the parties involved in the negotiation present the various options and prepare a list, tensions usually arise. The presentation of an option by one party may be met with criticism from the other party, or verbal conflicts may arise regarding priorities. Therefore, it is better to consider an opportunity to rest and talk in an informal atmosphere after the various options have been presented and placed on the table, so that the atmosphere prevailing in the aspect is removed from the dry state and space is provided for discussing and examining possible solutions. We emphasize again that when discussing and discussing options, be sure to focus on the options and proposals themselves (and not on those who have proposed the options). Personalizing issues and issues is one of the main sources of tension in negotiation sessions.
Use differences to reach an agreement
It is usually thought that differences in demands and attitudes make it difficult to reach an agreement in negotiations. However, experience has shown that in practice, the existence of differences in demands and attitudes can be used as a factor in reaching a win-win agreement because when the demands and attitudes are different, each party can achieve its own goal without causing problems for the other party. For example, consider differences in risk tolerance. An investor who is largely risk-averse may be able to reach an agreement with an entrepreneur who is willing to accept much higher risk by guaranteeing a minimum return, and both parties will leave the negotiation session satisfied. The insurance industry is an example of a difference in the attitude of the two parties to a contract to risk, which ultimately leads to a win-win agreement.
The difference in the time horizon is one of the things that the parties can explore and choose based on those options that are satisfactory to the parties. Consider the owners of a company who intend to transfer their company shares to an interested buyer. The seller probably has a shorter-term perspective and seeks to sell the shares at their current market value or, if possible, a little higher. On the other hand, the buyer seeks to take over the management of the company for a few years and guide it on a path of growth. Therefore, the buyer looks at the contract more with a long-term perspective. Achieving an agreement that is satisfactory to the parties is not so difficult in such circumstances. Until you have agreed on all aspects of the negotiation. Do not agree on any issue definitively One of the mistakes that negotiators may make in the negotiation process, especially when several different issues are raised simultaneously, is to make sequential agreements on each of the issues. In this method, the negotiators say: "Let's first define our task with the issue of ... Then we get to the topic of ... and ... Using this method is not correct because you may find out after agreeing on new issues that your agreement on previous issues is in conflict with the new agreement and does not meet your interests. Therefore, try not to make a definitive agreement on any of them when several issues are on the negotiating table and use words like "initial agreement" as much as possible. Using conditional agreement can also be very effective.
Scenario No. 13: Buying a digger
A representative of an Iranian company is negotiating with a representative of the manufacturer about buying a digger. There are several parameters floating on the negotiating table, including the price discount, the time of transportation, the provision and delivery of additional facilities, consumable spare parts, etc. In the middle of the discussion, the Iranian company asks the seller for a 2% more discount and .
The unprofessional method is for the representative of the manufacturer to immediately reject or approve this request. The better method is conditional agreement or opposition. Given that important issues such as delivery time and the amount of spare parts requested for purchase are still not specified, a more appropriate response is a conditional statement such as this sentence: Of course, a discount is possible if there is such a profit margin for the seller. We have not yet negotiated many parts of the contract, but I do not think that granting such a discount would be a serious problem. With such a statement, if you finally feel that the conditions for granting this discount are ready, approve it; if not, you can reject it.
Avoid over-formalizing and writing agreements until you have reached the final stages of negotiations.
Professional negotiators usually prefer to maintain flexibility until the last stages of negotiations and, if necessary, change and modify their positions. Negotiators will lose their sense of freedom of action when they feel that every sentence they do not say will be immediately recorded and recorded and will likely become extremely conservative and defensive. In general, it can be said that the less formal work, report writing, etc., is involved in the search for a suitable solution and the discussion of possible options, the more likely it is that agreements will be made. On the other hand, they will change and amend themselves when the parties have reached initial agreements. You should take a pen and paper and record the agreements made. It is better that the text of the agreements made initially does not have a complicated and dry legal form and be exchanged many times between the negotiating parties so that each of the negotiators can apply their desired amendments to the text. Ultimately, with little time and minimal disagreement, the text can be prepared and compiled in a conventional legal format.
Voting is not always good
When there are two people at the negotiating table, when it seems that there is no serious opposition to an option, record it calmly and without controversy in the parliament. One of the mistakes a negotiator may make in this situation, given the certainty of majority agreement, is resorting to voting and asking simple questions like: "Okay, how many people agree?" Considering the majority vote, we write this clause in the minutes. It can discourage those in the minority and reduce their commitment to the final agreement. Try to avoid creating an atmosphere in the negotiation where disagreements and agreements are explicitly and seriously expressed (especially in the form of hard-line positions) and come to the surface from the hidden layers of the human mind.

Key factors that facilitate a win/win outcome

At the beginning of this chapter, we mentioned that a win-win negotiation can only take place when the parties are interested in achieving such an outcome. In addition to this general assumption, there are other factors that facilitate a win-win agreement. In this section, we will examine six of these factors.

Having compatible goals and desires When the parties feel that working together is more profitable than competing, there are better conditions for a win-win negotiation to take place. Common goals may manifest themselves in various ways

When two parties pursue exactly the same general goal (Common goat) Consider a situation where members of a team disagree on how to implement They negotiate a project in such circumstances.
All parties involved in the negotiation have the same goal, which is the timely implementation of the project with minimal resource consumption.
. When the parties pursue a goal that serves the interests of each in a different way Sitaarnedi Edi, consider the relationship between the administrators of a non-governmental educational school and the parents of the students. If the agreement between the school administrators and the parents is properly made and implemented, the administrators achieve their goal, which is the success of the school as a cultural-economic enterprise, and the families of the students achieve their goal, which is the upbringing and education of their children.
When the parties pursue a combined goal, a joint goal. In other words, people with different interests must pursue a common goal to achieve their desires. For example, consider political figures who sometimes, despite their differences of opinion, extend a friendly hand to each other over a common enemy.
The key to successful negotiation is that all parties involved must achieve their desired outcome, whether this desired outcome is the same for all of them (such as eliminating a (political) rival) or different, such as the school and the parents of the students. All those involved in a negotiation must come to the conclusion that interaction and cooperation can lead them to results that would not be possible without cooperation. Confidence in the ability of the other party to solve the problem Negotiators who are confident in their own and the other party's abilities to solve the problem at hand are more likely to reach win-win methods. Those who have had less successful experience in this field and believe that the other party does not have the ability to peacefully resolve and interact sufficiently to solve the problems in question usually turn to competitive strategies. When, for any reason, it is not possible to resort to competitive strategies, they may choose methods of "compromise" or "avoid conflict". These options are mainly chosen when the negotiator is confident in their positive effects in the long run. Experienced negotiators who Negotiation tactics are known to the winner and are confident in their three abilities to use these tactics, and in practice, they can achieve better results in negotiations.
Simultaneous belief in their own desires and the views of the other party In competitive negotiations, the parties spend all their time and energy on making their desires appear important and logical. And also on making the desires of the other party appear extreme and irrational, while in win-win negotiations, each negotiator must consider the legitimate and absolute desires of the other party as important as they are confident in the logical and reasonableness of their desires and positions and try to meet their desires. If you question the importance of the desires of the other party, he will become angry and take a defensive position and the constructive process of the negotiation will stop. The goal of a cut-and-cover negotiation is not to question the desires of the other party, but to consider his desires as part of the problem and to try to help each party achieve their legitimate and logical desires. Negotiators who can better understand the desires of the other party and look at the problem from his perspective can better respond to the desires of the other party in negotiations. Give and leave the meeting with a mutually satisfactory outcome.
Motivation and disincentive for teamwork and mutual cooperation
For a negotiation to be mutually satisfactory and successful, both parties must have a willingness to cooperate (not compete), be sensitive to each other's desires, be committed to each other's desires as well as their own, and try to choose a solution that satisfies both parties' interests as much as possible. Open, flexible, and trusting positions are much more appropriate for such situations than rigid and aggressive positions.
Me in the absence of your desires / You in pursuit of my desires
The discussions about win-win negotiations may be misinterpreted as implying that neither party should spend all their time and effort on identifying the desires and meeting the needs of the other party. Incidentally, studies have shown that in negotiations where each party values ​​the desires of the other party more than their own, the outcome is not optimal for either party. You have probably encountered such cases in your family relationships or relationships with very close friends where you have given up on some of your friend's demands for the sake of your friend's interests (which you think is a coincidence), and the other party has also shown similar behavior, and eventually, at the same time, you have realized that there were many options in front of you that would have better satisfied both of your desires. This kind of behavior is often observed in marital relationships, and the sacrifices of each party for the other ultimately reach a point that, although acceptable, is not the best. Therefore, paying attention to your desires and being clear in expressing them is essential for a win-win negotiation. What should be considered is flexibility in positions and looking at negotiation as a problem-solving process. Trust The existence of supreme trust is one of the factors that has a significant impact on the process and outcome of the negotiation. Usually, a lack of trust in the other party leads to defensive stances. Defensive stance
When defensive behavior is formed. The attackers assume that none of the statements or positions put forward by the other party are really in line with the goals they claim and seek other hidden motives in every attack and every position.

When people are in a defensive position, they usually keep information to themselves and do not confront the other party. Also, because of the belief in the existence of hidden motives behind each of the other party's positions, they constantly doubt or even attack the other party's statements, behavior, and positions. The defensive position, as its name suggests, interprets the interaction more in the context of a war than a winning action in an atmosphere based on trust. It is a time-consuming and difficult task to build trust. In order to build trust, the parties must try to follow certain behavioral norms. In addition, correct behavior alone is not enough, and the parties must also be prepared in terms of personality to trust the other party. The existence of trust makes it easier for the parties to share their information with the other party and to express their real desires more clearly and quickly. Behaviors based on distrust and defensiveness are similar in one thing, and that is the ability to provoke the other party to reciprocate. Usually, as soon as one of the parties displays defensive behavior or behavior based on distrust, the other party will usually respond more strongly to similar behaviors. For this reason, simple defensive stances or the smallest behavior leading to trust can quickly take on an increasing trend.
Establishing gap and precise communication
One of the essential prerequisites for successful negotiation is sending precise and clear messages from the parties. Sometimes, despite their desire to present information and share it, negotiators avoid expressing themselves clearly and try to convey their desires to the other party with complex and ambiguous sentences, with all kinds of metaphors and allusions. Therefore, while trying to convey your desires and positions clearly and explicitly, while fully observing (politeness), in case of encountering ambiguous and unclear messages from the other party, try to build an atmosphere based on trust and friendship and then ask him to express his desires more explicitly. A strong negotiator must be able to teach the other party that being clear in expressing desires is a necessary prerequisite for achieving the desires. Helping to understand concepts and concepts is the duty of both parties to the negotiation. Sometimes, non-professional negotiators are heard complaining about the other party's poor understanding and perception, saying that we tried to explain to the other party in every language, but he did not understand at all. Understanding and being understood is not only the duty of the other party. Rather, you also have the right to state your point of view in a way that is understandable and comprehensible to the other party.
Communication skills are a prerequisite for the successful implementation of the negotiation process. Another point that should be considered in this context is that in a win-win negotiation, communication between the parties should not be limited to formal communication within the negotiation process. Negotiators should use a variety of communication channels to exchange messages and send and receive information. An important part of business negotiations may take place during breaks and during tea and coffee in intimate conversations between the officials of the two negotiating groups in the corridors of a building, as well as during friendly exchange of information between the members of the two halves. Of course, when using different communication channels in parallel, especially in group negotiations, the similarity and consistency of the messages sent by the team members to the other group should be noted. The scene that a team member brings up in a friendly conversation with a member of the other team should not conflict with the conversations of the officials of the two teams around the tea table. The contradiction and incompatibility of the messages sent by one group will, at best, lead to confusion and bewilderment of the other party, and in the worst case, to loss of trust, anger, and destruction of the established relationship. What if a win-win negotiation fails?
If the negotiation atmosphere is tense and conflict-ridden, or if you feel that the win-win negotiation process has failed for any reason, try to move towards the last position agreed upon by the parties. To this end, you can briefly state the current situation. Summarizing is a trick that can be very effective for the following reasons: Summarizing previous sections slows down the discussion and dialogue process. In such situations, the intensity of the conflict usually decreases and the parties can negotiate the desired issues again after the situation has calmed down more calmly.
It emphasizes previous advances and agreements in the other party's mouth and subconsciously creates the feeling that the negotiation has achieved achievements up to this point that are worth supporting by continuing the negotiation, and that they have the same perception, it teaches them. Summarizing and exchanging views with the other party will help you to separate the parties from each other's ignorance of the negotiation process up to this point. Summarizing brings together agreed-upon issues and issues that are still in dispute. Summarizing previous discussions allows the parties to realize and correct their differences of opinion, and thus to re-examine the issues that have not yet been agreed upon. Therefore, summarizing and reviewing previous discussions creates a space for the parties to discuss and examine further issues that have not yet been agreed upon, based on shared understandings.
If the use of the summarizing tactic does not lead to the desired result and you are unable to resolve the existing tensions and obstacles, and in other words, any type of communication is at a standstill, it may be time to use a third party as an arbitrator or mediator. Also, remember that you have not made a commitment to conduct a bird's-eye negotiation. If this strategy really cannot be carried out, other strategies can be used. Competitive negotiation can be a suitable substitute in such situations. Of course, remember that when you replace the win-win strategy with another method.
You have sacrificed good, long-term relationships for short-term goals, and there is no escaping this fact. We must keep one thing in mind when choosing a win-win strategy for a negotiation. You have to provide a lot of information to the other party. If for any reason the negotiation reaches an impasse and you are forced to change your strategy from a win-win negotiation to a competitive negotiation or any other strategy, this information may be used against you. In such a situation, the negotiation may not end in your favor. So remember that if you start a negotiation with a win-win strategy, it is better to end the negotiation with the same strategy even if you face many difficulties.
Why is negotiating with a win/win approach problematic in practice?
In this chapter, we have explained various aspects related to win-win negotiations. Many of the explanations seem obvious and simple. If the negotiating parties know that both of them can achieve their desires by using this process, why are they still unwilling to use this method in practice? And do they not implement the plan and the winner negotiation process correctly? Why do we rarely see this process in the negotiation process?
If we want to explain the reason for this in general, it should be said that in many negotiations, negotiators do not have the ability to recognize the opportunities available for the formation of a win-win negotiation and feel that they are faced with a process that will either want it or not, will result in a winner and a loser. There are three other factors that prevent the formation of a win-win negotiation. We will review these three factors at the end of this chapter.
Previous history of the relationship between the parties involved in the negotiation
The more conflicts negotiators have faced in the past and the more competitive behaviors they have exhibited, the more difficult it will be to shift the negotiation strategy from a competitive to a win-win situation. Long-time competitors can be justified and convinced by a statement about the possibility of establishing a different form of communication. Each party says to himself, "Why should my counterpart do this now when he has never stopped competing and playing the game of win-lose for so long?" Of course, changing the situation after a long history of negotiations and competitive behavior is not impossible. But it must be admitted that such a change will not be simple and easy.
Belief that this particular issue will only be negotiable in a competitive negotiation
Negotiators usually bring their own assumptions and past experiences to the negotiation table. Past experiences or various assumptions about the future, negotiations may lead a negotiator to conclude that there is no other way to negotiate a particular issue than through competitive negotiation. For example, many believe that a negotiation between an employee and a manager over salaries and benefits is a competitive negotiation. Or many believe that negotiating a contract between developing countries and large multinational corporations is a competitive negotiation. Naturally, having such assumptions usually leads the negotiation process to a direction in which the initial assumptions are ultimately confirmed.
If we think like this, it will definitely happen... In English, the term self-fulfilling prophecy is used for some beliefs and thoughts. This term means that if you believe in that particular opinion, eventually things will happen that confirm your opinion. In the field of management and human relations, many beliefs are like this. The belief that "a negotiation is inherently competitive" often becomes a self-fulfilling prophecy. Consider an employee who wants to discuss next year's salary and benefits with his manager and thinks in his mind that this is a competitive negotiation and that every riyal of his salary will only come at the cost of one riyal of less profit for the manager. Obviously, such an employee will also use tactics and tricks related to competitive negotiations during the negotiation, and in this situation, the other party will also be led to similar strategies. At the end of the negotiation (which has probably become very competitive), when the employee reviews the process, his initial belief is confirmed or he himself says: "I thought right. This negotiation could not be held as a winner-take-all negotiation. The nature of salary negotiations is competitive in nature. This is achieved and his initial assumption is confirmed again.

Many negotiations are inherently a combination of competition and cooperation

The fact is that it is rare to find a negotiation that is completely competitive and completely interactive. Most of the time we are faced with a combination of these factors, such that some of the issues in the negotiation can be discussed and pursued through competitive negotiation and others through interactive negotiation. For example, consider a business partner. Discussing mutual cooperation and business growth and increasing profitability is an interactive and win-win negotiation, but discussing how to divide profits is a competitive negotiation. In the first case, it is obvious that the company must be profitable so that both parties can make a profit, so interactive negotiation methods can be used to explore ways to grow the business better. But after the revenues are determined, the negotiators face a different reality. Every riyal that one partner takes in profit is actually subtracted from the other partner's profit. In negotiations that involve a combination of interaction and competition, the parties must remember that negotiating on the aspects based on interaction and cooperation is a priority. In the example of business partners, they must know that first there must be a profit so that it can be competed for. In this regard, we cannot give any specific advice beyond what has been said. We only emphasize that you should be aware of the other party's assumptions and demands. One of the common mistakes in negotiations is that the negotiator thinks that the other party has similar demands and interests in the negotiation with him. With this assumption, the negotiator does not pay attention to the other party's real demands, and it is natural that when two parties are pursuing a negotiation, the negotiation will automatically take on a competitive form. In practice, there are many cases where the parties to a negotiation (contrary to the assumption that was made) are pursuing different demands and interests. In a salary negotiation between an employee and a manager, the employee is seeking higher wages, but the manager is not necessarily seeking lower wages, but rather is seeking to increase the company's profits. Therefore, it is easy to imagine a situation in which both parties achieve their demands.
Concluding remarks
Win-win negotiation
In this chapter, we talked about interaction-based negotiation strategies and techniques.
The main basis of this type of negotiation is the view of negotiation as a problem-solving process with the aim of finding a way for both parties to achieve their desires. We emphasized that in many cases, a win-win negotiation does not take place simply because the parties have not come to believe that this approach can be used in the issue they are negotiating. Win-win description We also said that in practice we usually face a combination of competitive and interactive negotiations and should not be inclined towards one of the two strategies. We reviewed the different stages of win-win negotiation together. We did not name the results. The first prerequisite was to recognize the interests and desires of the other party. We learned that establishing a free flow of information and sharing what we have with the other party are essential for interactive negotiation. We talked about creating solutions and choosing the right solution from among them. In each of these cases, we reviewed the potential problems and risks together and talked about the solutions as much as possible. We discussed and examined several factors that facilitate the formation of interaction-based negotiation, and the final word was that despite all the explanations, studies, techniques, and suggestions, implementing interaction-based negotiation is not an easy task. Later in the book, we will get acquainted with more tools for shaping interaction-based negotiation.
The traditional process of teaching negotiation ends here. It is usually expected that after getting acquainted with the basics of negotiation, the reader will encounter various negotiations in the real world and gradually gain experience. We do not intend to end the book at this point; in fact, the main story of negotiation begins at this point. In the coming chapters, we will talk about the challenges that arise in real negotiations and how to deal with them.

• Win/Win Negotiation is a description of a kind of perspective, not a name for the outcome of a negotiation.
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Chapter 6
Common Issues in Negotiation
At the end of this chapter, the reader is expected to be able to
face limited-time offers in a correct and scientific manner
to skillfully deal with the preconditions raised in the negotiation process by the other party.
to manage the negotiation correctly under time pressure.
to explain and use methods of influencing and influencing the other party.
to learn the skill of saying no and be able to apply it with practice.
to deal with the other party's lying and deception in a correct and effective manner.
In the previous chapters, we dealt with the issues that are traditionally discussed in negotiation skills training. In this chapter, based on the experiences gained from real negotiations, we have tried to examine the challenges faced by negotiators in the real world and examine how to deal with them. It is natural that due to the variety of topics raised, you will feel less continuous in the other chapters of the book.
Preface:
Example 1
Mary is looking for a suitable apartment to stay in. After some time, he finally found an apartment that met all his requirements. The landlord is in another city and cannot be reached. The agency tells Maryam that there are many customers for the apartment. If you want me to not show this house to anyone else, you must leave me a deposit. Example 2: Bahram is negotiating with an advertising company on behalf of his company. The negotiation continues for hours, and Bahram manages to significantly reduce the other party's offer. Of course, this amount is still far from Bahram's desired price. The negotiation practically reaches a deadlock. Mr. Mobleg, a representative of another advertising company, is willing to give Bahram's company a further twenty percent discount. After a period of silence, Mr. Mobleg is leaving the room and says, "It is the end of the month. If this contract is closed, my sales will be more than my monthly target and I will receive a double bonus from the company. I can also return part of that bonus to you. But if today passes, you will not have such an opportunity again." Example 3
Bahar sees her old friend Farnaz after a long time. Farnaz has founded a computer company and is also looking for a sales manager. Farnaz offers Bahar to join their company and work as a sales manager, but reminds Bahar that she must announce her decision within two days. Because there is another candidate for the position and Farnaz must announce the result of her decision to her sooner.
Limited-time (explosive) offers
In many negotiations, situations arise when an offer is made and you are given a limited time to accept or reject it. In English, these types of offers are also called explosive offers. Of course, the reality is that the deadline for any offer is limited. If you see a car at a car show today and ask for its price, you naturally do not expect that the car will be available at the same show for the same price later. Therefore, the validity of every few months Exploding offer - perhaps the reason for choosing this name is that these offers are like time bombs, they exist until a certain moment, after which they disappear and nothing remains of them This section is based on the studies of Robinson in 1995. An offer changes over time, but here we want to talk about offers that the offeror deliberately sets a limited period of time for their validity. Usually these offers have a short beta life, which is announced by one of the containers. In limited-time offers. Generally, there is no specific logical reason for considering a time limit. Recall the stories presented at the beginning of the chapter. They were all examples of limited-time offers with an explosion. Although each of the three examples presented may make the reader feel differently. But their point is the same Exploding offers have something of a good threat as well as imposing a time limit. In this section, we will examine some of the characteristics of explosive offers 
Unequal power in negotiation: Usually these offers are made in situations where the offeror has higher power. In the above cases, the landlord Farnaz and Mr. Mobleb are all in a stronger position. Al-Mal Al-Sattar to the other party with the aim of showing his seriousness. Explosive offers always put a lot of pressure on the other party to make a decision. Those who have been exposed to these types of offers know that the tension created by these offers is much greater than the usual tensions in the negotiation process. This type of offers puts the other party in a dilemma of choice. He must accept the proposal or give it up forever.
Limited choice One of the characteristics of explosive offers is that the offeror forces the other party to choose from a few options.
Eliminating conservatism and disrespect for the other party. Explosive offers are usually accompanied by specific deadlines and serious and difficult restrictions that can rarely be found for them. Usually, these types of offers create an atmosphere based on tension and anxiety. The person who makes such a proposal does not consider the above limitations and tensions. A negotiator who puts a proposal on the table with a limited deadline practically puts aside considerations and tries to center the other party on choosing a solution that he has considered for the problem.
....
Lack of good faith towards the other party Explosive proposals are usually used when the negotiator doubts the certainty of the other party's decision and believes that some internal disputes
in the other party's family or organization have prevented him from making a decision with certainty.
Why are explosive proposals made?
It is not difficult to imagine why such proposals are needed. In any case, a negotiator using this method may be able to convince the other party to accept conditions that would not normally have been possible to accept, at least not quickly and with little energy. Negotiators may also be encouraged to use this trick for another reason, and that is to hide weaknesses.
You must remember some of the mechanisms of product promotion (Promotion) of shops, companies and organizations when they offer special discounts to customers for a limited period of time on the occasion of the New Year, religious occasions or job changes.
Why are explosive offers made?
It is not difficult to imagine why such offers are needed. In any case, a negotiator may be able to convince the other party to accept some offer by resorting to this method. In the normal case, at least by cutting it quickly and with little energy.
Negotiators may be encouraged to use this trick for another reason, and that is to hide weaknesses.
1. You must remember some of the mechanisms of product promotion of shops, companies and organizations. When they offer special discounts to customers for a limited period of time on the occasion of the New Year, religious occasions or job changes.
A negotiator who knows he is in a weak position and the other party is still: can use this man to end the negotiation in his favor and leave us with it. We are forced to reveal more information and specify the severity of his weaknesses.
Tough negotiators and explosive offers
Those who use suicide offers (with a time limit) are known as tough negotiators because the person who makes an offer and sets a time limit for its acceptance has effectively declared the end of the negotiation.
Suicide offers are not just an offer, but the last offer of a negotiator. Rejection of the offer by the other party means the end of the negotiation and the end of a relationship.
How to deal with explosive offers?
If you force yourself to reject someone with explosive offers, but also: Be prepared to give your best effort. Don't tell the other party when you will be ready. You are not sure. You are not ready for a definitive answer. Spring is the time to tell the other party that working with you is a good opportunity, but it is natural that you would like to cooperate. Give the person who fired you a week to evaluate what other opportunities you have. You can also say that you will give him a clear answer within a week.
But is it always possible to deal with explosive offers so easily?
The fact is that in many cases we are faced with tough negotiators with whom it is basically impossible to proceed based on logic. In dealing with such negotiators, it is recommended to use the conditional acceptance method. Explosive offers last for a limited time, and if this period can be safely passed, the validity of these threats is practically lost. Consider a situation where the other party says: "We only have until this evening to sign this contract, otherwise I will conclude this contract with another company." If you respond: "I cannot sign this contract until this evening," you have concluded the negotiation. If you say: "I will definitely announce the final result by this evening," you have fallen into the trap of accepting the deadline. Sometimes in these situations, conditional acceptance can be used. For example, in response to the above position, you can say:
•
I agree to sign this contract provided that my boss also approves it.

I will sign this contract even before this evening, provided that the clause is included.
I'll sign this contract, of course....
This trick doesn't always provide a solution to escape the tension of the threat, but sometimes this simple method can help to get through the moments of panic in the circle. Always keep in mind that the success of the use of conditional or conditional brush is conditional.
First, if you use this method in multiple negotiations with a person or organization, what will happen to your words and the other party will think that you are conditional and will eventually avoid doing it.
When should you use the conditional acceptance method?
Before using the conditional acceptance method, make sure that the following three conditions are met:
(1) The other party is unethical and illogical in making an explosive offer, and there is real and solid evidence for this. In other words, you can be sure that the other party is using the explosive offer as a means of increasing the level of confidence.

(2) When you use conditional management, when you value the final agreement and are really looking for it, you have more time to finalize this agreement.
(3) Conditional acceptance is appropriate when the subject matter in question really requires further study and investigation, and this study and investigation may influence the rejection or acceptance of the current offer.
Therefore, we emphasize again that you should never view conditional acceptance as a negotiating ploy. Use this method when there is a logical reason for using it.

Failure to keep commitments
Every negotiator has encountered situations in which they themselves and the other party have not fulfilled the obligations resulting from the negotiation and have violated them, although in scientific trainings, commitments and agreements are emphasized. But it must be accepted that the science of fulfilling commitments is part of the reality of negotiation in today's business world. What should be done to face this problem?
Ronnie, who treats non-fulfillment of commitments as a fact of life, may be better off always having an official path to non-fulfillment of commitments because otherwise others will refuse to fulfill their commitments in an unpredictable way.
Scenario number 14: Please tell us...

A restaurant manager always complained about people who reserve a table and then do not return to the restaurant. Statistics showed that
3 out of every 10 people who make a reservation do not return to the restaurant at the announced time, while the restaurant manager had rejected other reservation requests because he thought all the tables were occupied.
A simple decision largely solved the problem. On the brochures and the sign behind the main desk, it was written: “Please call the restaurant and let them know if your plans change up to 6 hours before the reservation time.” Staff were also told

to say exactly the same thing to the customer after every phone reservation.

Third before

This simple action reduced the number of unannounced cancellations to one. The reason for this is simple: Some customers, when they had a problem and realized that they could not come to the restaurant at the announced time, had difficulty contacting the restaurant and telling them about it. Because they did not know what would happen to them. While emphasizing that there was a procedure for canceling reservations. They were encouraged to announce the new situation and the possibility of cancellation, reservation

The emergence of problems in the implementation of obligations is inevitable. We have all been in situations where we have not been able to fulfill our obligations, but remember that foreseeing a specific procedure for dealing with problems and how to inform about them can better serve the interests of the parties. Including a sentence in a contract stating that if the contractor is informed that he cannot complete a phase of the project on time, he must notify the employer one month in advance, or "If the seller realizes that he cannot ship the goods on time, he must notify the buyer one week in advance" can sometimes prevent larger losses and provide an opportunity to make better decisions about the adverse circumstances that have arisen.
Dealing with Preconditions Sometimes the other party is not willing to negotiate with you unless certain preconditions are met. We have seen this trick many times in negotiations between countries in the international arena. If you have implemented the negotiation preparation steps well and prioritized your demands, deciding to deal with this technique will not be too difficult (if the precondition is not one of your main priorities, you will probably be more willing to accept the precondition). Preconditions can be divided into two groups: "Procedural" and "Subjective". A procedural precondition is a precondition that is not directly related to the subject of the negotiation, but rather to the process and procedure of the negotiation. For example, a negotiator may tell his or her counterpart that he or she is only willing to negotiate if the negotiation is conducted in the presence of a neutral third party. A substantive precondition is a precondition that is directly related to one of the issues being discussed in the negotiation. When faced with preconditions, it is recommended that if the precondition is procedural, if you have no problem with its logic, You can accept it because accepting a precondition usually won't cause you any problems.
If the precondition is directly related to one of the issues in the negotiation, accepting it will usually make the negotiation difficult because accepting the precondition will effectively overshadow the entire negotiation and put you in a weak position. Also, sometimes the other party will define the precondition so skillfully that it effectively ends the negotiation before it begins and what continues in the negotiation process is merely ceremonial.

The "Not mine, not yours" trick
There are equivalent phrases for this trick in many different cultures and languages. In English, this trick is also commonly used by saying the phrase Let's split the difference. Read the following scenario.
Mr. Gerami and Mr. Roberts are negotiating a licensing agreement. The discussion has come down to determining the royalty rate, and both parties are trying to avoid stating their position and demands.
Royalty is a portion of a company’s profits that is paid to it for using the name/knowledge of another company. In the above scenario, let’s assume that the standard amount is usually a few percent less than 15 percent.
: Gerami: Anyway, we’d like to know your opinion on this first.
Roberts: (jokingly) If it’s up to us. We’d prefer a 100 percent royalty
Gerami: Silence didn’t help much. Well, if it’s up to us. We’d prefer a 100 percent royalty! And he’s enjoying his clever answer!
: Roberts: Okay, so neither we nor you agree with 50 percent
Do you agree?!
Dear...
Of course, the above scenario of 50% is much higher than the reasonable rate and the negotiation will not end at this number, but it can be guessed that Mr. Dear's next move will not be so simple. While he practically has to be the initiator and announce his offer, Mr. Dear should note that hearing the number 50 should not create an unconscious mental support for him. The only advice that can be given in the face of this trick is to try not to accept such an offer as much as possible. If both negotiating parties believe that they have sufficient arguments and logic for their demands, it is better to reach a suitable agreement through discussion and negotiation instead of choosing a point between the demands of both parties.
Being under time pressure
One of the internal tendencies of the negotiator is the desire to bring the negotiation to a conclusion. When a negotiation approaches its deadline, each party (especially the party for whom the outcome of the negotiation is more important) becomes more tense and may even make unreasonable concessions to the other party. Many negotiators use this trick and put the other party under tension.
One of the inappropriate behaviors that a negotiator may exhibit is announcing or indicating that there is a time limit. Imagine a scene where a negotiator has left his suitcase behind the door of the negotiation room, is holding his plane ticket, and is constantly looking at his watch. It is natural that the other party, observing this situation, can pressure him and get more concessions.
There are at least two serious recommendations in this regard. First, always try not to let the other party know about your time limits. The second recommendation is to try to organize your schedule in such a way that
you have enough time to discuss and negotiate.

Rights, power, interests...

Before reading further, answer the following questions.
Which sentences do you use the most?
During a negotiation or verbal conflict, which of the following sentences do you use the most?
Try to be honest with yourself and ask your friends or colleagues to judge you if necessary.
Give yourself a zero if you have never said a sentence, a one if you rarely use it, and a two if you have used it frequently:
1. We do not use such methods here
2. This is my last offer
3. If you do not have a better offer for me, we cannot work together
4. What is most important to you?
5. Based on the documentation and reports I have, we have not agreed on such a thing.
6. Let me tell you exactly what I'm looking for...
7. I need to talk to a lawyer about this, or my attorney, or anyone like that
8. That's the most ridiculous thing I've ever heard
9. I'd like to know more about your interests and desires (what exactly are you looking for?)
The sum of the points you gave to questions (2,38) indicates your willingness to use power, the sum of the points for 1.5.7 indicates your willingness to use rights, and the sum of the points for questions (4, 6, and 9) indicates your willingness to pay attention to interests and desires.
Negotiators have three different tools at their disposal in the negotiation process
Power tools: when they try to force the other party to do something that they would not normally want to do. You are using the tool of power. A manager who tells his employee: If you can finish this project on time, you will be fired has used the tool of power. Insults and threats are among the tools that are usually used along with power. The tool of legitimate rights When he refers to the law, standards, past practice, etc. and tries to use them to prove the legitimacy of his demand, he has used the tool of legitimate rights. The tool of interests Some negotiators always try to take the discussion and negotiation process from the superficial layers of the conversation about demands to deeper layers and find the benefits that each party is looking for. This group of negotiators knows that focusing on interests can be more effective than focusing on demands. Which tool do you use most in negotiations? Usually, every person tends to use one of the above tools more. While depending on the circumstances of using one of these tools, it can be more effective than the other tools. One of the challenges facing every negotiator is choosing the right language for negotiation. A professional negotiator must be fluent in all three languages ​​of power, rights, and interests and be able to choose the appropriate language for each negotiation according to the circumstances.
• A similar discussion was raised in conflict coping patterns. Although each person usually tends to one of the patterns (competitive, avoidant, cooperative, etc.), it is necessary for a successful negotiator to recognize all patterns and use the appropriate patterns for conflict management in each situation.
Facing the sausage strategy
Scenario No. 16: How much does your car cost?
Ali plans to sell his car. The buyer who has inspected the car spends an hour negotiating the price of the car and finally they reach an agreement on the price. The buyer asks: Will you also put the recording on the car?
Although Ali initially hesitated to take the recording, he feels that the recording is not worth the loss of the agreement made because of it. For this reason, he agrees. The buyer asks, "Will you also accept the notary fee?" Ali remains silent. He thinks to himself that the negotiation that has progressed to this point should not be canceled because of a minor fee, so he reluctantly agrees. The buyer says, "As you can see, the side of this car needs painting. If my family sees the car in this condition, they will be disgusted. Is it possible that you can paint the side of the car during the next few days?"
Ali thinks that the price of the car was determined by the existing conditions and that if he had been allowed to keep the recording on it, pay the notary fees and paint the side of the car, he would definitely have sold the car for a different price. But is it worth it to stop negotiating for a sale at this stage?

What you read in the above scenario is an example of a negotiation trick called the sausage strategy. The use of this strategy is that the other party does not present all of his demands in one step, but rather places them on the negotiating table gradually (like slices of sausage). Usually, a negotiator who encounters this strategy shows flexibility in dealing with the first requests and agrees to them because the requests are small and of little value. However, as the requests continue, a new challenge arises. On the one hand, the requests increase and accepting them can overshadow the negotiator's main interests.

On the other hand, he feels that rejecting a small request may destroy the entire agreement, and therefore he is tempted to accept it.
When faced with the sausage strategy, it is recommended to ask your counterpart: "Is this your last request or do you have another request?" If he says this is the last request, you can easily decide whether to reject or accept his request. However, if he has other requests, first ask all his requests and then evaluate the value of the agreement against the value of the other party's requests. In this way, you can successfully overcome the challenge of the sausage strategy.

Influence and Influence
Scientists have studied and investigated the process of influencing the audience for many years. It has been proven that the attitude and behavior of people are easily influenced by their environmental conditions. A significant amount of studies and research has been conducted to strengthen the belief that certain behaviors and social interactions can cause people to accept offers that would otherwise be very unlikely or even impossible to accept.

In this section, we will examine five principles that have been proven to work effectively in research, in the form of the "Five Principles of Influence".

Principle 1 - The Principle of Liking

We have all experienced that people are more influenced by those they like. Much research has been done to determine the factors that make us like someone more or less. For example, we can mention God, physical admiration of the other party, effort and a cooperative attitude towards relationships, and the Shah Farman. The influence of the Shah is greater than many of us imagine.

Please answer this questionnaire.....

A study was conducted to evaluate the influence of the Shah. A large number of questionnaires were sent to different people. A letter was attached to the questionnaire, signed by a hypothetical researcher, thanking them for their time in filling out the questionnaire. In half of these letters, the researcher's first name was intentionally the same as the recipient's name (for example, if the questionnaire was to be filled out by someone named Amir, in the letter the researcher introduced himself as Amir). As you know, in such studies, few people fill out and return the questionnaires. A large part of the questionnaires are never filled out and returned. The surprising result of this experiment is that the set of people who returned the completed questionnaire was twice as many among those who saw themselves as the researcher's last name as those who had a different name from the researcher. When a meaningless and inconsequential difference like a name difference can lead to such a different outcome. Imagine what other meaningful differences such as similarities in interests, thoughts, mouths, and clothing can have such important effects. Many smokers confirm that they feel better when they smoke than people who use cigarettes with the same brand. Given all these considerations, the negotiator should pay attention to the possible similarities between himself and the other party and try to highlight them. Put the other person in the center of attention
The second principle of authority
Many people are more easily influenced by others when they see that someone has more authority. The reason for this is more to do with the provinces' interpretation of the position of others, usually in the form of a higher position interpreted as having more knowledge, skills, and stronger connections. Since we usually do not have the ability to evaluate the knowledge, skills, and communication networks of the other person, we are content with signs that can indicate these capabilities.
Please do these exercises at home. It is essential for your health.
A simple study shows the influence of knowledge and skills on people's perception of the knowledge and skills of the other person. The behavior of a large number of patients who come to the clinic for the first time and without prior knowledge of the doctor was studied and examined. In half of the experiments, the walls of the patient's room were covered with various documents and signs. Usually, patients are shown several exercises by non-doctors. Should they do it at home? Subsequent studies showed that when clients saw walls covered with code and programming diagrams, they were 24 percent more likely to do the exercises at home.
That is why it is recommended that before attempting to persuade and exert intellectual influence on the other party, be sure to obtain information about the powers, capabilities, and  This may be done indirectly at the beginning of the marriage, informally before the start of the marriage, by sending a letter of introduction to the deceased. The third principle is the principle of scarcity.
You must have heard someone say with interest: There are only 10 of this car I have in Iran, although your friend explains with interest that this is the last remaining piece of clothing from this type of tree in Mo'a that I was cutting down and I bought it. The fact is that the number of cars with a product does not in itself create any advantage for that product and indicates the high quality of the product. However, we are all influenced by this type of statement. This is why some companies use this principle to market their products and encourage customers to buy human fertilizer. It is said that Sony has produced a certain number of each product. And regardless of whether there is a market for that product, it stops producing and supplying this product. This method is called when you like a product from these manufacturers. Decide, and buy it, thinking well, if they delay, they may lose this item forever. The company's desire to provide rare products and services is based on the principle of scarcity, which can be seen in the behavior of some sellers in the following scenario. Scenario No. 17: I want to buy this painting. Ms. Safaei enters a shop and asks for the price of a painting. The seller announces its price as five million Tomans and then bargains, saying that she is willing to give a 5% discount. After some time of bargaining, Ms. Safaei tries to create an atmosphere based on trust. And she says: I have not asked the price of the paintings anywhere else and I am sure that you will offer me a fair price. I ask you to tell me the fairest price. The shop owner replies: I thank you for your trust, for this reason I am willing to give you a 15% discount. But this is on the condition that you buy this painting now. If you leave the store and come back, I will only give you the same 5 percent discount.

We will leave it to you to judge the positive or negative impact of this bargaining strategy, but the point is that the seller tried to make a time-limited offer. This is a bargain. Mrs. Safati may be able to buy a similar painting elsewhere for a lower price, but the temptation to use a quote that is only valid now is not a weak one. As the negotiator says, always remember to talk about the unique features of your offer and what the other party will lose if it does not accept the offer. We will also explain in the discussion of intellectual exteriors that in uncertain situations people are more sensitive to the benefits they will lose than to the benefits they will gain.
The Principle of Scarcity
The more goods, services, and products are available, the more people will value them and appreciate their value.
The Fourth Principle - The Principle of Reciprocity
We have all experienced that when we start our conversation by kissing our neighbor's wife or colleague. They also smile and treat us in the same way. This principle, which is referred to as reciprocity, is limited to things like social behavior or exchanges of goods and services and should also be considered in business negotiations. When you participate in a discussion in an interested manner, with a sense of respect and consideration, and by providing information, you create a context in which the other party will also behave in a certain and reciprocal manner with us. If you expect the other party to not use a competitive strategy in the negotiation and to move towards a cooperative strategy, you yourself should also take the same path.
The fifth principle is the social proof principle.
One of the methods of decision-making in complex situations is to refer to the decision-making and behavior of others in similar situations. In other words, to prove the correctness of a decision, in many cases I do not refer to logic and reason, but rather to the behavior of others in similar situations. I am serious with myself. I do not know the common saying. Many do the same thing. 3. How many times have you looked at the behavior of friends and colleagues when you are in a new environment to make sure that your behavior is correct?

This principle can also be used in negotiations. When presenting a new proposal or explaining your demands, try to show that others have also acted in similar situations and that this is not the first time that this has been done. It is easier to repeat an incident than to accept the first time that it occurred.
Scenario No. 18: Machine Sazan Novin Company
Machine Sazan Novin Company is a manufacturer of heavy road construction machinery. When a customer complains about the low quality of the machines and the high cost of repair and maintenance of the machines manufactured by this company, an expert from Machine Sazan Novin Company, referring to statistics from a reputable international institution such as the World Bank, states that the average repair and maintenance cost of heavy machinery is about 4% of the cost of the machine, practically shows the customer that the current situation is not as unfortunate as the customer thinks. Note that the numbers are not real and there are different numbers in this regard for different groups of machines.
If the manufacturer did not use this technique, the discussion would be drawn to subjective and objective indicators such as the customer's perception of the quality of the company's product compared to other competing companies. However, with this reasoning, the customer would feel that others were also facing similar conditions and the costs incurred were far from the norm. This is what is called the principle of social proof.
• Obtaining a positive response from the other party is only one side of the negotiation coin. The other side of the coin is the ability to say "no" to the other party's demands.
How to say "no"?
In negotiations, we usually try to get the other party's answer. A large part of negotiation books are written and shaped based on this goal. Roger Fisher named his famous book on negotiation Getting to Yes. People who have experienced many negotiations know that obtaining a positive response from the other party is only one side of the negotiation coin. The other side of the coin is the ability to say the other party's demands. A negative response to legitimate demands, even though they are legitimate, is beyond our control. A negative response usually does not make the other party happy, and of course this is natural. A negative response means rejecting the other party's demands, rejecting their wishes, and also fulfilling their priorities. For this reason, in most conversations and negotiations, saying goodbye is not the end of a conversation, but rather the beginning of a negotiation. A negotiation in which emotions and feelings play an important role. The person who receives a negative response uses all his abilities, knowledge, and feelings to turn this negative response into a positive response, or at least a negative response with a minimum of hope. For more studies in this field, you can refer to Holly Weeks' studies in 2002. The book has been translated into Persian under various names: Non-Basic Principles and Techniques of Negotiation, Fundamental Negotiation, and .. The person who gave the answer, given our general tendency to please and please others, usually experiences very difficult moments. It must have happened to you that you felt so embarrassed by the negative response to the other party, even before you started to object, that you yourself tried to moderate your position. Therefore, the person who gives the answer in a row. In the first important challenge, he must be able to negotiate and convince the other party. The second (and sometimes more difficult) challenge is negotiating with himself, so that he can control the pain and bad feelings that arise in them after rejecting the other party's wishes.
Here, we will examine more of the answers and how to deal with their consequences.
Do's and Don'ts in "Saying No"
Consideration and consideration for others are valuable and valued characteristics in our culture, which has led to a significant reduction in the frankness of speech in everyday encounters and social interactions. In the culture of the Moon, they usually consider the dialect of the person being attacked and choose their words in a way that minimally affects the emotions and feelings of the other party.
This cultural habit has caused us to avoid giving clear answers in everyday negotiations (with other compatriots and especially at the interpersonal level). Sometimes we want to reject someone's request, but we express this rejection so subtly and covertly in deep and important attacks that the other party does not realize until long after that his request has been rejected. Giving vain and unsupported hopes is another consequence of this culture. Ali today asks Reza for a loan, and Reza says that he needs to go and check Ali's bank account balance. This is while Reza already knows that he will eventually give a national answer. A significant part of the negotiation time in our country is practically wasted due to these considerations. In addition, extraneous considerations can destroy the main message that the audience will want anyway. Considering these points, we will discuss in detail in this section. Focus on the issue and do not personalize the issue. You have come to the conclusion that you should say (no) to the other party's request. The other party will most likely also They try to turn your response to their request into a positive response. None of you. You don't allow your partners to change their positions with the other party, and the same thing happens again. Keep repeating in your mind that luck is in the air in the request and the response in the request. There is no part of you and the other party. With this kind of thinking, you can easily tell everyone and also lean towards the other party in your negotiation.
Find your sensitive points
Your other party may use all kinds of tricks to convince you and other than a national response to the source. A trick is effective when you are receptive to it. What tricks are you vulnerable to at night?
Does the threat that your sentences today will be published in newspapers and news sites tomorrow. Change your response? Or does seeing the other party's handkerchief or tears change your position? We are not prescribing cruelty here and we are not saying that if someone sheds tears, do not pay attention to them. But the important point is that if you can really turn your negative response into a positive response after someone sheds tears. Why Don't you do this right from the start? And if your answer is negative with logical reasons. Why should the other person's emotions and feelings change your position?
Think for a few minutes and write a list of factors that can pressure you and change your negative answer. Try to determine whether each of these influences is logical or irrational. Knowing the sensitive points reduces the risk of falling into their trap.

Don't make your answer too complicated

You are riding it.
When you mix all kinds of explanations and justifications and the emotional and emotional burden is also on the other person, he can hardly receive your main message. When rejecting the other person's request, observe the balance. Just as a clear negative answer without any additional explanation can provide the basis for the other person's disappointment, very complicated answers can also lead to mental confusion and disobedience.
When you reject someone's request, you need to do these four things: "Saying a negative answer is stating the reason for this answer", apologizing and explaining that anyway You cannot change your position, although it may be necessary to perform these four actions when rejecting the other party's request. But there is no reason to do them in one step. Allow a gap between your different statements so that the other party can better understand and digest your explanations and position.
The unprofessional negotiator performs all four actions together in a negative response to the other party's request. In other words, after saying the negative answer, he apologizes to the other party. Immediately, he tries to explain the reason for this negative answer and before the other party begins to speak. He explains that he cannot change his position anyway because he is faced with legal, organizational, etc. restrictions. The problem with this behavior is that when the other party objects to this negative answer, he has painfully raised. And he explains his reasons, the negotiator has nothing more to say because he has said all his things.
While it would have been better to have considered an opportunity after each of these four steps for the other party to express his objections and requests. Thus When faced with an objection from the other party, do not weaken your line response.
Always try to present your most important reason for rejecting the other party's request at the very beginning of the discussion.

Although this advice is very simple and logical, if you pay attention to your behavior and those around you, you will see that Sattari and the provinces do this in reverse. They present a very simple reason and then illogically, and when the other party resists, they accept stronger reasons. Never weaken your response by presenting the weakest reason in a difficult discussion. Also, if you explain a strong reason and convince the other party to a good extent, do not present a weaker reason. If you present several different arguments in a negotiation, the strength and validity of your reasons will be based on the weakest reason presented.
Resist the temptation to soften the trade union response. When people give a negative answer to the other party, businessmen feel bad and sometimes even back down before the opposing party can provide explanations of their technical position.
For example, suppose your friend wants to borrow about a million tomans from you. You respond in tears, but the devil feels a little sad about this decision and says a little. As a text, they say, "I have about four hundred thousand tomans in hand, which can be given to you." If they had decided at the very beginning, it would be better to be clear without introduction and explanation, in response to the question and say that you can provide part of it. But if you have said that you can't do this, after the negative answer has had its effects. There is no reason to correct your position. Therefore, after announcing a negative answer, do not back down from your answer without reason.
Do not over-strengthen your negative ability
Most people do not dilute their answer after giving a negative answer. On the contrary, immediately after announcing a negative response, some try to strengthen their position and consider a manager who will work in a negative response. I will change my mind with your request. Mohammad Balai. I will change my mind again. I will not change my position again. So it is useless to try to be kind when you have not seen the other party's reaction. It cannot help to improve the situation. Sometimes, a behavioral pattern can elevate the conflict between the desires of two people to a conflict between the wills of two people, in such a way that one of the parties wants to prove his perseverance and stability regarding the request made, and the other party tries to maintain his belief regarding the negative response made, until such a conflict can be easily resolved. Be careful in expressing sympathy. In most cases, when I reject the other party's request, we feel uncomfortable. It is only then that we share this discomfort with the other party. This is very appropriate. We should do this among our own sensitivities, because the other party is in The situation is highly emotional and may show aggressive behavior towards your exaggerated response
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Consider a bank branch manager who, due to legal restrictions, could not agree with the members of the Wawah of a Young Soul. When he breaks the news to the young couple, they are very upset. The branch manager explains, "Believe me, I am as upset as you are." Suddenly, the young man says with a smile, "You are as upset as we are, you do not understand how upset we are."
He tightens the door of the room and leaves.
Perhaps the branch manager could have prevented this type of reaction by saying something more logical, for example, "We also know that young couples are interested in such a loan and it is important for them to receive it. But unfortunately, the laws currently restrict us." Don't give the other party false hope.
Unfortunately, it can be said that this is one of our cultural characteristics that, due to consideration before hand, after we have given a negative answer to the other party, we try to improve his morale with promising sentences. The branch manager in the previous example may say. Of course, you will visit me in two or three weeks. Maybe we will change the circumstances at that time. The branch manager probably knows that the circumstances will not be interpreted, but by using the asterisk he wants to reduce the severity of the answer, but it is useless, while being far from ethical standards and causing the other party to spend a lot of time pursuing that code of conduct at the cost of the time when the other party will get a definite negative answer anyway.
Dealing with Lies and Deception
When I ask participants in negotiation training seminars whether they have ever used lies and deception in negotiations, many of them usually answer yes. Similarly, when I ask the same participants whether they have ever been lied to in negotiations, almost all of them answer yes without hesitation. Lies and deception seem to have become an integral part of negotiations, and for this reason, the art of dealing with lies and deception in negotiations is an art that every successful negotiator should have. Fortunately, dealing with lies and deception is not difficult, and if negotiators have received adequate training in this area, they can handle it. Consider the following examples.
Scenario No. 19 – An Obvious Lie: A Better Offer Is on My Desk
Omid Midir is the marketing and sales director for Roshanger, a company that manufactures lamps and lighting equipment. An important customer who buys a significant amount of NHA products annually has sent a letter and inquired about a group of products. Omid, due to his long-term cooperation with the customer, offers competitive prices that he knows are appropriate compared to industry norms and can encourage the customer to buy the products. After two days, the customer's office calls him. In a phone call, they inform him that another price offer is on their table, which is 5% cheaper than the offer of the "Roshanger" company. Of course, they emphasize that, due to their long history and good relations, if the Roshanger company can grant them the same 5% discount, the customer will prefer to buy from this company....
Sure

Omid thinks. He believes that it is impossible for competitors to offer such a low price. The customer has probably lied to him. But should he tell them that such a claim is not true? Should he give them a 5% discount? However, there is one fact: if Omid does not give them a discount, they may not buy from the "enlightened" company to protect their reputation (so that their lie will not be revealed), even if this decision costs them a higher purchase price than the competitor's company.
In the story mentioned, Omid, despite knowing that he had been lied to, decided to take a 5% cut and not lose the customer if he felt that he had lost the deal.
Scenario No. 20 - A lie that was revealed too late: A better job
Mr. Bahrami is a manager in the petrochemical industry. He works in a very large company and is satisfied with his salary and income. But he is not interested in working in large organizations. He feels that these organizations are a bit dull and bureaucratic. He has suitable job offers from other large and powerful companies, but he thinks that the situation is the same in all large companies. He has many ideas that he believes can be implemented in a young and dynamic organization. Mr. Sadeghi, who was introduced to him through a mutual friend, is a wealthy investor who recently bought a company. established and operates in the petrochemical industry. In a friendly negotiation, Sadeghi tells Mr. Bahrami: "We may not be able to pay you as much as your current job, but I am sure that our work environment and the possibility of bringing your creative ideas to life are worth it for you to consider joining our company." Mr. Bahrami quickly accepted the offer because he had been waiting for such conditions for a long time. Less than a year later, Mr. Bahrami left Mr. Sadeghi's company with great dissatisfaction and disappointment. He had realized that Mr. Sadeghi had lied to him. The power and authority that was intended for him were even less than in the previous company. He was used as a simple salesman. Sadeghi was only interested in working with Mr. Bahrami because he had many acquaintances and connections in the petrochemical industry. In addition, his valuable resume could create significant value and credibility for Mr. Sadeghi's company. It was Mr. Sadeghi who had lied to him from the beginning and he realized it too late.
As you can see, some lies are obvious from the very first moment they are told, but there are many lies that deceive us and only after time has passed do we realize that we have been lied to. But there is also a third lie, a lie that we will never be justified in.
Scenario No. 21 - A greeting that was never revealed
Ms. Ahmadi works for a manufacturing company and is in charge of the external purchasing unit. It is natural that numerous inquiries are made to different suppliers to purchase raw materials, and the supplier that offers the best price and appropriate quality is selected. But this time, Ms. Ahmadi is in a difficult situation. A specific material is needed that only one manufacturer can provide according to the desired delivery time. In fact, it must be said that in the current situation of this company, there is only one company that can provide the desired raw material, and the supplier company itself is aware of this situation. After a long negotiation, the proposed price was announced, a price that exceeded Ms. Ahmadi's expectations and also exceeded the budget that the company had set for purchasing that material.
Ms. Ahmadi, hoping to get a small discount, said, “Our company will be purchasing a large quantity of this material in the future, and we are interested in working with you. Is this really the lowest price you can offer?” The representative of the direct supplier looked Ms. Ahmadi in the eye and said, “We have always been interested in working with you. But in any case, this is the lowest price that our company has ever offered a customer.”
Ms. Ahmadi was still unhappy with the price, but she felt satisfied in her heart that it was not possible to offer a lower price anyway. The deal was made, and several months have passed since then. Ms. Ahmadi never realized that the supplier could have sold them the product 20 percent cheaper.

We have seen that deception and being deceived can take many different forms. Sometimes your trusted counterpart lies, meaning they tell you something they know is not true. Sometimes they arrange correct information and present it to you in a way that actually leads to your incorrect perception and a decision-making process, even though every single sentence was correct. Deception is a big sin, sometimes it's small. Sometimes we notice it easily, and sometimes it's hard to notice. Negotiators usually lie in a negotiation session for various reasons and justifications. Sometimes they use lies to please the other party (benevolent lies). For example, they tell their counterpart how nice you really are. Some lie to save their own face and that of their company (face saving lies). I'm really glad you accepted our offer because the company was really not in a position to take even one more step forward. Considering the latest threat made and with the aim of regaining their reputation, sometimes the lie is to avoid being criticized, like when you, after the end of the You say to your colleague, "Negotiation." You negotiated very well, even though you are not satisfied with his negotiation style in your heart.
But lies and deception are most often used with a completely deliberate intention. Although no one is safe from lies and deception and the troubles associated with them, in any case, a professional negotiator can reduce their negative effects to a great extent compared to an ordinary negotiator in the same circumstances. This section is organized around four axes.
What can we do to make others less likely to lie to us? How do I know that they are lying to us?
What should we do when we realize that someone has lied to us?
Ten things we should not lie about?
When I suggest lying in negotiations in seminars, participants usually say: We also like to deal ethically with others in negotiations, but circumstances arise that make me resist the temptation to lie. Some say, "We don't like to be honest either. We know that honesty costs us a toman." It is difficult to compare Salim to maintaining honesty. This section can help us learn how to increase the value of maintaining honesty for ourselves and our organization relative to its costs.
Preventing the Trick of Lying and Deception
The best defense against lying and deception is to prevent the other party from being tempted to use this tactic. After all, the other party will have many motives for lying to you. For example, lying may lead to a better contract, but you should also pay attention to the fact that the other party also has motives for not telling lies. If the lie is discovered, the possibility of the owner's loyalty to part of the agreement will be questioned, and his reputation will be lost.
In order for the other party to forget the temptation to lie, he must do something that increases his risk of lying. There are several ways to do this, some of which we will discuss in this section.
Strawberry Defense One: You Must Appear Prepared
We have talked about the benefits of being prepared throughout this book. It was emphasized that an important part of the negotiation process is being prepared before the negotiation. The more prepared you are, the more successful the negotiation will be. Being prepared is important and beneficial, but appearing prepared is also very important. The more prepared you appear, the less likely your counterpart will be to lie because the lie is more likely to be discovered and recognized. When you increase the risk of someone telling the truth, you reduce their temptation to lie. Recall the story of the man at the Roshangar Company at the beginning of this chapter. Imagine that if Omid had told his counterpart at the very beginning of the discussion (the article) that he personally knew the main competitors and that he was printing from their pens, the customer would have been less likely to use the cheaper offer against him. This is while if Omid had shown his readiness late, as in the title of the problems of the dispute, the customer would have been focused on his initial claim and defended his statements. We can all easily understand the value of being prepared in a situation where the discussion is about price, but negotiators often forget the value of being prepared and appearing prepared in more general, non-figure situations. There are other methods that a negotiator can use to make the other party feel that he or she has prepared sufficiently and is present at the negotiation meeting. Let's review some of these methods together
•
Arriving on time for meetings and negotiations

Being fully prepared to discuss the details of each topic under discussion

Being organized and having information in order

Being able to speak intelligently like a knowledgeable person about the business and industry (even in cases that are not directly related to the contract

Remembering details that were raised in previous negotiations and referring to notes you have taken in previous meetings

Responding quickly to questions that the other party asks for more information. Also, responding quickly to suggestions that the other party puts on the table

All of the above behaviors, while helping to improve the efficiency and effectiveness of negotiations, make the other party less tempted to lie. So always try to appear to others as a knowledgeable, prepared, and organized person

Defense Strategy Two: Show that you have the ability to obtain more information Imagine a situation where you do not know whether the other party is lying to you or not. Now imagine that the other party knows that you do not have enough information to evaluate the truth or a lie You do not have the right to know what he said. Are you in a dangerous situation? You cannot judge with certainty. You may not know today whether the other person has lied to you or not, but you may find out tomorrow. If you can show the other person that you can find out about the lie he told today in the future, his motivation to lie may be reduced. Recall Ms. Ahmadi's problem with obtaining a raw material on time. Ms. Ahmadi used these words: "Our company will have a large purchase volume of this material in the future, and we are interested in working with you. Is this really the lowest price your company can offer? Do you think the following wording could not have led to a better result? Our company will have a large purchase volume of this material in the future. As you know, we are in a hurry to obtain the raw material this time, and your company is the only company that can provide this product at the time we want. But in the future, given that there is no current time pressure, there will be other companies that can meet our needs. I will have a meeting with them to discuss the lowest price that can be offered. I would like to discuss this material, of course they may not be able to offer a better offer than yours, but before I go to the competitors, I have a question. What is the lowest price you can provide us with for this material? Is there a way to reduce this offer price? Do you also recommend that if I get a lower price, I go to other suppliers?
You probably agree that the result of using this style of expressing a request can be different.
• Note that responding quickly is different from responding in a hurry. Also, as emphasized many times in this book, the purpose of expressing information is to start with general statements, considering your strategy and the general conditions of the negotiation, and avoid immediately stating a precise and explicit answer. Providing them to the other party does not cause a problem. It is recommended that in these situations, they begin their response immediately with general statements and avoid immediately stating a precise answer.

The third strategy is to avoid using direct questions and a threatening tone. What do you think is the point of leaving your negotiation if we ask someone? What answer do we hear? Consider a salesperson who, in response to a customer's question about the price of a product, says what will make you leave the negotiation if you hear it? I want to offer a better price, except in cases where there is a lot of trust between the parties and the other party refuses to answer such a question or will lie. This explanation seems obvious. So why do many negotiators ask questions that force the other party to lie? To obtain information, use indirect questions as much as possible.
Suppose you want to obtain information about the production costs of one of the manufacturers whose products you are a customer of. If you directly say to the other party, "Please state your production costs!" you are effectively inviting him to lie because he knows that once the production costs are determined, the next topic of discussion will be the selling price of the product. He has other questions that encourage him to be more truthful. Let's review some of these questions together.
Can you tell me a little about the production process in your factory?
Can you explain the supply chain in your business, which is a supplier to us, as we are meters away?

Do you source your raw materials domestically?
What are the most important components of each supplier in your business?
Who are your main suppliers?
What types of companies and organizations are your customers?
Can you give us the names and contact information of some of your other customers? How much do we need to increase our order volume to qualify for a discount?
Although none of these questions will give you complete information about the costs of production in the organization in question, if you know the industry in question, you can get relevant information from the combination of the answers provided. In any case, the value of this information will be greater than the lies that are told in response to a direct question.
• Few people are happy to lie. But all people are happy to believe their lies!
Fourth Defense Strategy: Don't Lie
If someone advised you to never lie in negotiations from now on, would you not lie again? If you lied again, what was the reason? This question has been raised over and over again in various seminars, and one of the answers that is usually given is that humans lie, so why turn ourselves into naive and losers at the negotiating table by not lying?
Many people believe that honesty puts them in a weak position during negotiations, and sometimes this explanation seems logical.
But there is a problem: what should we do if all people justify their lying with the same argument? And the reality is that you and I live in a world where most people would like to have no place for lies, but with an argument similar to what has been said, they themselves lie.
We are faced with negotiators who, like us, wish to live in a world without lies. But none of us trust each other enough to accept the rope of honesty. Why don't we stop lying so that the other party is not tempted to lie?
The fact is that not lying does not make the profit-seeking states stop lying. But it does make the one who uses lying as a defense against the lies of others lose the temptation and motivation to do so. Gradually, as the negotiation progresses and the other party is convinced that you do not use the trick of lying and deception, it becomes easier for him to trust you.
How do I let the other party know that we are seeking to create a mutual relationship without lies? Revealing information that makes you vulnerable in some way is one of these ways. In other words, your attitude is to deny the other party information that, from the other party's perspective, revealing this information would cost you. What message will such behavior send to the other party? The other party may consider you a material person or think that you have simply put this information on the table, but if you are well prepared for the negotiation and do not show any wrong behavior in confirming the hypothesis, the other party will most likely interpret this action as an attempt to create an atmosphere based on trust and will probably show similar behavior. In some situations, you can even explicitly express your desire to create an atmosphere based on honesty and trust; I know that this contract is very important for both parties. In such situations, it is natural for each of us to look at the other party with suspicion and take a defensive position, but you will certainly agree that the more we treat each other with respect and honesty, the more valuable and valuable the relationship will be. With regard to China, I would like to provide you with information about the structure of the company's assets in 7 projects with a (specific) product. One of the parties must take the first step. And then, most likely, the parties will take stronger and longer steps towards each other. In any case, to create a relationship, steps should be taken from both sides, preferably in turn, and perhaps the possibility of further abuse should be kept out of sight.
How to detect a lie from the other side?
Are you one of those people who can tell immediately if you are being lied to? Many people believe that they have this ability, but unfortunately, many of these people are mistaken. Many of us trust our intuition more than we should. Mr. Ekman, a famous psychologist, spent decades of his life studying people's ability to detect lies, and in the end, based on his research, it was determined that the average person is in a very poor position in terms of the ability to detect lies in others. As a result of his extensive studies, Ekman was also able to provide methods for detecting lies in others. The methods were based on paying attention to various signs such as dilated pupils, changes in voice tone, and the appearance of evidence in some parts of the face. In this book, we will consider another approach.
Unlike those who appeared in the materialized tests, professional negotiators find themselves in a very complex and dynamic environment where it is difficult to focus on various signals such as pupil diameter changes and in a real negotiation, you can rarely not ask the other party to repeat his last attack and in the meantime take the opportunity to lean over the table and stare into the pupils of the other party's eyes. So let's review a few more strategies together.
Strategy 1: Gather your information from different sources
First of all, remember that usually "deception occurs when the parties' information is not at the same level. Differences in the level of information in negotiations are inevitable. Generally, there is information that the other party has that you are aware of and cannot be aware of. This difference in the level of information makes you vulnerable to the other party's lies and deceptions, but do not forget that there is a lot of information that you do not have now but can obtain. Here again, being prepared for the meeting plays a vital role.
Before and during the negotiation, carefully study and examine all available sources of information and analyze them in terms of information. The more information you have, the better you can recognize the other party's intentions. In the case of the Proshimi Company at the beginning of this section, if Mr. Bahrami had visited Mr. Sadeghi's company and studied the status of several employees who had recently joined Mr. Sadeghi's company, he would have been less likely to have taken Mr. Sadeghi's temperature. Asking their mutual friend about Mr. Sadeghi's ethics and his opinion of the company's work regarding his management style could have been of considerable help. None of these can guarantee the possibility of detecting Mr. Sadeghi's lies, but each of them can increase the likelihood of detecting his possible lies. Strategy 2: Test the other party's honesty Testing the other party's honesty is a simple task that we use frequently in everyday life, but we use it less often in negotiations. It is enough to ask the other party a question to which you already know the answer and examine how he answers. Of course, your question should be such that it creates an incentive for the other party to lie, because anyway, liars also answer many questions honestly!
Strategy: Third, use multiple questions to ensure the other party's honesty
With a single question, you can find out whether the other party is telling the truth or lying. The best way is to use different questions to detect possible inconsistencies in the information provided, no matter how much of a liar the other party is. It is difficult to provide consistent and consistent answers to multiple questions. Omid at Roshgar Company (example at the beginning of the chapter) could have used questions such as the following when he was confronted with the other party's explanation of an offer for a 5% discount.

When did you receive this offer?

What exactly was our competitor's offer?

Did they provide accurate and detailed product specifications?

Can I have a copy of the specifications?

Was this offer made formally or verbally?

If they made an offer verbally, should we ask them to provide their offer in writing?

In addition to the possibility of revealing whether the other party is lying, another advantage of such questions is that they can use these questions to open up an escape route for them and pave the way for further negotiations.

If they lied to you in the first stage and pave the way for further negotiations.

Suppose the other party lied to Omid and now, after realizing that Omid was The other party knows, tends to retract his previous statement and correct it. By raising this question, whether the offer was verbal or not, the other party can say that it was verbal and continue with the next meeting, hoping that you were right. They have not yet submitted a written offer to us after a few days. As you can see, using these questions provides a space for the other party to regain their lost reputation.

Strategy 4: Be sensitive to answers that are not directly related to your question
You may have heard the saying that most people do not feel good when you lie, although they feel good when they are sure that you have been deceived. Perhaps this is why people do not usually resort to lying immediately, but sometimes go a very long way in the conversation and present various arguments so that they can convince the other party without lying directly. Usually, people enjoy being able to understand the other party more without lying. Let's look at part of the third example again at the beginning of the Let's review this section.
Finally, Ahmadi said that our company will have a large purchase volume of this material in the future and we are interested in working with you. Is this really the lowest price you can offer? The representative of the direct supplier company stared into Ms. Ahmadi's eyes and said: "We have always been and are interested in working with you, but this price is the lowest price that our company has ever offered to a customer."
If we look closely, we see that the seller has not actually answered Hanem Ahmadi's question. Ms. Ahmadi asked Hasim whether this is the lowest price you can offer? And the seller has stated without confirmation or justification that we have never offered a lower price than this to any customer. At the end of the example, we are justified in saying that the seller did not lie, they have always sold their products to all customers with a much higher profit margin than is reasonable. If Ms. Ahmadi had paid a little attention to the answer given. Perhaps she could have redirected the discussion towards discounting and said that our situation is different from other cases we have had so far. We order a large volume of mobile orders. Your lower price will open my hand to justify the company's management to cooperate with you in the long term. In short, we humans usually feel much better when we deceive the other party without lying. b) Word games by selectively providing information than when we have directly lied to the other party. Therefore, when you receive information from the other party and answer your questions, try to pay attention to the other party's sentences and consider the relationship of the answers to your questions. Do not neglect the value of contingency contracts. Let's first examine an example together: Scenario No. 22 - I am sure that this ship will not arrive on time. One of the largest American chain stores, which supplies part of its goods from other countries due to the large number of stores, usually buys in large volumes. The company recently signed a very important purchase contract with a high amount and strategic importance. During the negotiation of the contract, the main parameter considered was the delivery time in the United States, and the seller was supposed to deliver the goods to the buyer on a specific date in the United States. The seller introduced the method of transportation by sea in his proposal and even mentioned the name of the ship that was to carry the product in his final proposal. After signing the contract and before the desired products were loaded at the port of origin, the buyer's company learned that the US government had imposed a ban on the country of origin, which would be implemented from the end of next month. Based on the plans made, the delivery time of the goods in the United States was also planned to be approximately the end of next month. The American company informed the seller of this news and asked them to ship the goods by air and pay the additional shipping costs, which was a significant amount. The seller (who knew that the failure to arrive on time under the sanctions was a force majeure situation and would not cause them any problems) told the American buyer not to worry at all. We are sure that the product will arrive in the United States on time. Before the sanctions were implemented, the buyer said, “What should we do if the products do not arrive on time?” And verbal clashes began. The seller faxed the buyer a copy of the contract in which the sections related to shipping and the sentence in the text of the offer that the goods would be shipped by sea were highlighted in a different color. The negotiations became tense. The buyer emphasized that the seller was probably not satisfied with the price agreed in the contract and wanted to abuse the new sanctions conditions. The seller emphasized that he was interested in this deal going well and maintaining a long-term working relationship between the two companies, but in a situation where the ship would probably arrive in the United States even earlier than planned, he saw no reason to change the shipping method. and accept the financial burden of air freight.
What would you do in such a situation if you were the buyer?

In the above case, the buyer's representative said in a telephone conversation, "We believe that shipping the products by sea will be problematic.
You believe that the ship will arrive in the United States before the sanctions are implemented and there will be no problem."
Therefore, he suggested that the seller send the products by air freight and that eventually each party whose claim was proven to be wrong should pay the shipping costs. Deciding who was right is not difficult. Because the ship in question (specified in the contract) will sail to the United States at the scheduled time anyway, and the parties can track when the ship will arrive in the United States before or after the sanctions are implemented.
The suggestion was truly creative. It seemed that everyone could implement the agreement with complete satisfaction under these circumstances. The American company representative was impressed when the seller's representative announced this type of agreement in a very cold case. The seller said, "Why do we have to complicate things so much? What is all this betting for? Why don't we split the air freight between us and you so that we can have the hassle and follow up on the ship's location and... The story of Ms. Banda From the seller's response, it can be seen that they did not trust the owner of their claim because if they really believed that the goods would arrive at their destination on time by ship, they would have no reason to accept half the additional cost.
When your counterparty makes claims about the future. It is useless to enter into a process of construction and conflict to prove your universality, but to put your counterparty in a position where he has to invest in what he says. Contingent contracts and agreements are the best tools for this.
Contingent contracts are also valuable tools for proving the other party's honesty. If the other party is not willing to enter into contingent contracts, you can be sure that he is not confident in his statements about the general conditions in the future


The other party lied and I understood it
After the previous discussions, we come to a new stage of analyzing the trick of lies and deception. Suppose the other party lied to you and you, using the tricks presented in this section or any other method, realized that he was lying to you. What should you do now? It is difficult to detect lying. But it is even more difficult to decide how to deal with the other party (after lying). When the other party lies to you, you probably feel worried, upset, and selfish. You also find yourself in an internal conflict about how to deal with the other party in this situation.
Should you take revenge and confuse him with numerous lies?
Will you try to save the relationship and forgive him in your heart?
Or will you decide to break off the negotiation? Or do you find a moral justification to conclude the most profitable and one-sided contract possible with him?
Do you suddenly tell him that you have noticed his lie and ask him to stop lying?
Do you wait to see if this is the last lie or if the other party still has more lies for you?
Do you call him a liar or do you tolerate negotiating with a liar in order to protect your own interests and the organization?
In different situations and when facing all kinds of liars, it is not possible to choose and introduce a fixed solution as the best solution, but there are systematic methods for dealing with lies and lying that we will discuss in this section. First of all, you should remain calm in such situations and remember that dealing with lies and deception, like dealing with any other problem and conflict, should be based on logic and away from emotions and anger.
In dealing with lies, like any other conflict, you should try to understand it and analyze it carefully. Try to think about the answer to the following question first.
1. If it is important for you to know the outcome of the story, we should say that the buyer desperately needed the seller's products and therefore agreed to an equal division of the air freight cost. The other party knew that with the imposition of sanctions, the future conditions would not be such that they could look at their relations with the American side with a long-term view. Do you think that their subsequent investigations showed that the ship arrived in the United States the day after the sanctions were imposed?

First question: Were you really lied to?
Isn't it possible that the other party unknowingly provided you with incorrect information? In other words, maybe the other party did not lie intentionally, and his information in the field he was talking to you was simply incomplete. Always try to leave room for doubt instead of making a definitive judgment about the other party. Of course, in the face of such circumstances, you should continue the negotiation more carefully anyway. Use the tricks in the previous section to be more certain about whether you have really been lied to. Until you are sure that the other party has really lied to you, do not call him a liar under any circumstances. Also, keep in mind that what seems like a lie to you may not be considered a lie to your other party. Remember the example of Ms. Ahmadi at the beginning of this section. The fact is that the supplier did not lie to Ms. Ahmadi, but simply did not answer her direct question. This is while Ms. Ahmadi (or anyone else in her position) will probably interpret it as the other party lying to her. Remember that in real life, negotiators usually do not lie. Rather, they create conditions in which the other party can be easily deceived. In this situation, do not call the other party a liar. Instead, try to explain to him (in a completely polite manner) that you feel that the information presented is not a direct answer to your question and ask the other party to provide you with more information to increase your information and gain more knowledge for the purpose of making a better decision.
Also, remember that not all misinformation is considered a “lie” in all situations and cultures. When you are negotiating the price of a used item with a street vendor, he will probably give you a lot of misinformation about the item! But the truth is that most people do not call it lying. Rather, they consider it part of the “business language” used by vendors.
So always before you call your counterpart a liar (either in your mind or outright to their face), ask yourself if he really lied. Is this considered lying in his culture?
Question 2: Do I want to continue this negotiation?
If you are certain that someone has deliberately lied to you, you need to decide whether you will walk away from the negotiation or continue. To make this decision, you need to have a good estimate of the costs involved. Always and at every stage of the negotiation, in short opportunities, it comes to mind to review the costs incurred for the negotiation and the costs of leaving the negotiation in your mouth to facilitate decision-making in critical situations.

Question 3: Should I just give the other party a warning and call him a liar?
When you are lied to, you may be seriously provoked to react strongly or directly tell the other party that you are not so naive as to be deceived by these lies. But such an approach is not necessarily the best possible solution. Remember that in negotiation, you have a duty to try to preserve the reputation and reputation of the other party as much as you spend time preserving your own reputation and reputation.
If you have decided to remain in the negotiation space and continue the negotiation with the other party, perhaps due to the high costs of leaving (negotiation), directly and publicly confronting the other party and calling him a liar is not the right way to go. The only thing that can be recommended in this situation is to implicitly indicate to the other party that you have noticed his lie. Perhaps if you say in a very calm tone that "the information that was provided to us is different from the information that was discussed in this meeting," you can make the other party understand that you will not be deceived by his lies and misinformation.
If the other party lies.
Always leave a way open for the other party to be able to maintain his reputation. Negotiating with a negotiator who has no eyebrows left will not bring you any decimals. It is in your interest to protect the reputation and identity of the other party.
When you want to inform the other party that you have noticed his lies, be sure to pay attention to the cultural aspects and environmental conditions, but in many Eastern cultures, maintaining a proper relationship is as important as Our result is important, and even the type of expression and tone of speech can be decisive in this regard. An attack that seems completely logical and acceptable in a dream of a person with Western cultural characteristics lying may be very insulting to a fellow countryman.
Alternatives to lying
Lies and deception do not only exist on the other side of the negotiation table. There are many situations that may arise when you are tempted to tell the truth. How many times have you answered a question in the form of a yes and wished in your heart that the other party would have a different perception of the reality of your statements? Most people I know wish you could be honest and forget about lying.
You will all agree that there are situations in their lives that cannot resist the temptation to lie.
Most provinces do not have a good attitude towards lying and have not even seen the results of it in their daily lives. Suppose that in a negotiation to buy a product, you tell the other party that under no circumstances do you intend to pay more than 1000 tomans. Pay for a product, while they are actually prepared to pay fifteen thousand tomans. Now suppose that during the negotiation process it becomes clear that the other party and you cannot sell the product for less than fourteen thousand tomans. What do you do? Leave the negotiation with false
and spend the money on buying the product and pay the fourteen thousand tomans peacefully, which shows that Amada lied about his purchasing power and target price. Of course, you will not be good in such a situation because either of the two choices will test your image as a negotiator. Many situations like this happen to us in life. In the following, I will try to teach you methods and units that will reduce our temptation to lie.
The first point in your virtues and virtues, consider your reputation and long-term relationships
Most successful negotiators emphasize that lying is not advisable in negotiations. Each of them has extensive experience in negotiations that have reached a dead end because of a lie (however small) and in relationships that have been ruined by lies. Those who view negotiations with a long-term perspective are less likely to be targeted for lying. A competitive, short-term perspective is more likely to lead people to lie and deceive.
The second point is to be prepared to answer complex questions.
One of the most important reasons that encourages people to lie at the negotiating table is that they have not prepared themselves to answer complex and difficult questions. When serious questions are asked, people hesitate whether to tell the truth in response to the questions asked. However, it is usually not easy to analyze the consequences of the five types of answers in their minds, which is why people tend to use the most accessible lie. With effort and practice, you can eliminate this type of reaction in your life. It is enough to anticipate the difficult questions that are likely to be raised by the other party before the negotiation and to have complete answers for them. For example, consider someone who has visited an organization for a job interview. During the interview, the interviewer will most likely ask, "Have you received any other offers?" If they are not prepared for this, they will probably quickly realize that answering such a question can have undesirable results. Others will probably lie: "Yes, I have received other suitable offers that I am considering," but someone who is prepared for such a question will probably say, "No." Your company's latest offer is the only one I have at the moment. Of course, I will have other job interviews in the coming days and I will probably get valuable offers. Being prepared to answer the difficult questions that you are likely to face will leave you with an image of a trustworthy and honest person in the mind of the other party.
Third, try not to negotiate when you are under time pressure.
And do not answer the other party's questions directly.
Regardless of how well you have prepared yourself for the negotiation, there will be situations when you will be faced with difficult and difficult questions, questions that you did not anticipate being asked in advance. Try to avoid answering such questions as much as possible and postpone answering them until you have done more research and analyzed the situation thoroughly. Contrary to popular belief, this is not so difficult. There is nothing wrong with giving one of the following answers:
I do not have enough information to answer this question right now, but I will ask you the question.
Today, the answer to your question is very interesting and quite logical. I will think about it a little and present the answer to you.

No one has ever asked me such a question before. I will give you an answer as soon as possible at this stage of my service. If you agree, I will provide you with a more complete answer as soon as possible.

If you allow me to provide you with a more reliable answer after talking to your senior management, if you are afraid of being asked difficult questions or are not ready to answer these questions, you can manage the conditions and manner of conducting the negotiation in such a way that answering the questions is within your power. For this reason, some less experienced negotiators try to conduct the initial stages of the negotiation via e-mail or an informal dinner instead of face-to-face meetings or telephone conversations. Sometimes even the opportunity to put a bite in your mouth to think about the answer to a difficult question is a spoil!

The fourth point is that you do not have to answer every question.
No negotiator is obligated to answer all the questions that come to mind. If, instead of telling you the price of an item, the salesperson asks you, “What price would make you regret buying it?” There is no reason to answer him, even though most of us would rather lie than remain silent in such circumstances. A seasoned negotiator who was confronted with the question answered, “A price that would make you regret selling this item or a little before that.” There are many responses that help you avoid answering the other person’s question directly: “We can discuss this later, when we are sure we want to work together. There will be a better atmosphere for discussing this and similar questions.” You understand that I am limited in answering this question for some internal reasons. The answer to this question requires identifying several other factors, so let’s discuss them one by one. Tip 5: If they don't like a question, answer another question
If you don't feel comfortable answering the other person's question, you can ask another question that you like. Of course, you need to explain at first that you can't answer the question so that the other person doesn't feel like you didn't understand their question, and then, as a compensation, ask another question and answer it yourself.
•
Suppose someone asks you about the cost of a product. You have three solutions: You can announce the actual cost, of course, this is a solution that is not recommended at all. After answering this question, you will be in a very weak position.
You can also falsely declare a higher cost as the cost. Obviously, if your lie is discovered for any reason, which is not too far-fetched, you will lose a large part of your reputation and credibility.

But the right way is to refuse to answer such a question and answer other questions. Unfortunately, I cannot give you the company's internal information about the cost, but I will leave it well to you why this information is important to you. You, like any other customer, want to know that the product you receive is worth the money you spend on it. Let me put some information in this form. I have good information on the production process and the distribution process, which I am sure can help you a lot in making a decision.
By providing valuable information to the other party (of course, information that does not weaken your position in the negotiation), you have achieved many results at the same time:
You have not lied.
You have provided valuable information to the other party, so that his question does not seem useless and worthless
You have shown that you are willing to create and strengthen a mutual relationship and are honest in this regard
And you have probably taken one step further towards reaching an agreement.

Point 6: Create conditions that make it easier for both parties to tell and hear the truth.
In the second point, we mentioned someone who went to an organization for a job interview. Although the interviewee had only received one job offer, he had the chance to schedule several job interviews in the coming days. In such a situation, he could have provided an appropriate and acceptable answer in the interview process. But luck is not always with the interviewee if he has sent out many resumes and has not received a response, even in one case. How should he have answered? Should he have been honest? Unfortunately, I must honestly state that I have sent my resume to various companies and despite the passage of a long time, none of them have given me any sleep. This is not a horse, but the interviewee has another solution. He can send his resume to several different companies the day before the negotiation and say on the day of the interview: "Of course, I have only received a job offer from your company, but yesterday I sent my resume to several companies and I am sure that I will receive good offers in the coming days and weeks." A salesperson who was selling his service product for the first time in Iran was facing a serious problem of not having a sales record. To solve this problem, he took time to negotiate with dozens of companies over several consecutive days, and when he approached each of these companies to negotiate and introduce the product, in response to whether China has ever produced a product in Iran, he would always answer "No, I have never sold a product in Iran." Of course, because this product has just been introduced to the market, we do not have any sales references for it, but currently about twenty companies are simultaneously negotiating with us to purchase this product. Is this the answer that Isn't it better to lie by explicitly stating the truth than to lie with a lie embedded in it?
Does a professional negotiator lie? After a long discussion of lies and deception, we return to a question that has been lurking behind the scenes of this article since the beginning of the chapter: Do negotiators lie? Are there any circumstances in which lying is advisable? Almost all experienced negotiators and all negotiation scholars emphasize that you should never lie. Experience has shown that the costs of lying generally outweigh the benefits. If you spend the time and money you spend lying, both at the time of the lie and afterwards to justify the lie, you will definitely get a better result.
JK. Jerome says: "Nothing is better than telling the truth unless you are a dead liar. Remember, most of us are not skilled at lying.
Politics and Politics in Negotiation
Have you ever heard employees of an organization complain and say: "Our organization's environment is too political? Have you ever told your colleagues after a meeting that the atmosphere in the meeting was political? What is the definition of political atmosphere? One simple and practical definition is that political atmosphere is an atmosphere in which who is speaking is more important than what is being said. In different parts of this book, we have emphasized: Pay more attention to what is said than to the speakers, but sometimes the other party uses it as a tactic in negotiations instead of Criticism of your statements criticizes you and attacks you. What should you do in such a situation?
Parallel to the negotiation that is taking place between the negotiators on various issues in question, another negotiation is also taking place. A negotiation in the shadow of negotiation over the relationship and an attempt to gain a superior position. Negotiation is just like a fun game where each player makes a counter move after analyzing the opponent's move and, while trying to achieve the desired result at each stage, tries to be in a superior position. Beer negotiators, in addition to the normal process, use various negotiation moves and tools to gain a superior position in the negotiation. In such situations, the other party is generally in a defensive position. If a negotiator does not have the skills of changing strategic positions, he will hardly be able to return to a strong competitive position again and until the last moments, the negotiation will remain in a defensive position. There are strategic moves that can help the negotiator to get out of the defensive position and return to the initial strong position. In this section, we will discuss this.
Usually, in his negotiation books, To a large extent, in this book, negotiation strategies and tactics are divided into competitive negotiations and non-competitive negotiations. In competitive negotiations, negotiation strategies and tricks are based on choosing an initial position, deciding on how to score points, as well as on whether or not to use threats and other common tricks. In win-win negotiations, the winner is dependent on the interaction. The negotiation process focuses on identifying interests and demands, as well as finding opportunities to simultaneously satisfy the demands of the parties. Before continuing the discussion, read the following scenario.
Scenario No. 12: Some tricks of superiority
Example 1
Mr. Dr. Danesh works as a management consultant with various organizations. His previous contract with one of the main employers has ended and he is negotiating to extend the contract. The employer announces during the negotiation meeting that the salary he is requesting is outside the industry norm and that if Mr. Danesh does not withdraw from his offer, he will select another consultant for the organization.

Example 2
A woman who is the marketing manager of an advertising company, considering the increase in sales volume last year and the realization of the company's marketing plans, in the meeting A is negotiating with the CEO about next year's salary and benefits package. The CEO explains that next year will be a difficult year and that there is evidence that the industry will be in a serious recession, so the fact that the company is willing to keep its employees in the company and pay their salaries next year is a cause for great joy. When the CEO is confronted with the marketing manager's grim face, he calmly says, "Of course, the company will not forget that you have supported and cooperated with the company during these difficult times.
Example 3
A construction project must be completed by the end of this year. It is the last days of the year and there has been no significant progress in the project. The CEO of the company calls the project manager into his room and angrily announces that you have ruined our reputation with the employer. The work has not progressed at all. The project manager, after a period of silence, calmly says that you are expected not to display this type of aggressive behavior.

The common point in all three examples is that one of the parties can take control of the negotiation by questioning the other party's news, statements, or position. Putting the other party on the defensive creates a situation in which he can easily defend his interests and concerns with complete focus and skill. Obviously, conventional negotiation training on winning strategies cannot be of much use in these circumstances. Most of what was mentioned in other chapters of this book was about negotiating on the main issues of interest to the parties, but in this section we will examine tricks that are used, regardless of the topic, to establish and gain superiority over the other party. Tricks to gain a superior position in negotiation. During the negotiation and simultaneously with the discussion and examination of the issues in question, negotiators take a series of actions that provide them with a legitimate and worthy position and make their positions and interests defensible. By using these tricks, negotiators try to adopt a suitable position for themselves and provide better support for justifying their demands. By God, these types of tricks are all focused on trying to improve the position and position of the negotiator. Negotiators often try to weaken the position of the other party in order to achieve a superior position in the negotiation. The best situation for a negotiator is when he is defending his own demands and interests, but negotiators sometimes undermine the position and dignity of the other party so much that he is forced to defend his own dignity and position instead of defending his interests and demands. Many methods may be used with the aim of weakening the position of the other party and gaining a superior position. Examples of these tricks (such as good cop, bad cop) are mentioned in other sections of this book. In this section, we will mention the tricks that are most often used in negotiations.
1. Paying attention to the words, not the speakers, has been a constant advice of religious leaders. They have also always warned us against getting caught in an atmosphere in which speakers are more important than the words. Imagine how much better the political atmosphere of countries and the international space could be, and how much less tense and constructive the relations in that space and atmosphere would be if this advice were followed.

Challenging the Competence or Expertise of the Other Party: Challenging Competence of Expertise

Many negotiators try to undermine the other party's experience, knowledge, and competence in various ways. Using this method, they put him in a situation where, instead of defending his positions and demands, he is forced to defend his identity and personality. In the example presented in scenario 23, when the employer He tells Dr. Danesh that the salary you are asking for is high and others are getting less, and if you can't work for less, we will contract with someone else. The name of the anime is actually questioning the quality and value of his services and trying to convince him that many people in society provide the same level of service at a lower price and there is no reason for the company to pay more for this type of service. Demeaning the other party's opinions and statements is another method that negotiators use to gain an advantage over their competitors. It is an attack on the other party's opinions and statements. This attack is generally carried out in a way that leaves little room for defense by the other party. When you present an idea and the other party tells you that you must be joking, your mental planning for explaining your idea is practically disrupted and you can hardly continue the previous process of the discussion. Obviously, a negotiator who is attacked in this way is in a situation where he can hardly recover from his position and his previous shortcomings. Defend (Jr) that his reasoning and logic are not actually attacked, but rather that his idea is fundamentally questioned.


Criticize the negotiator's style of behavior and general attitude
When a negotiator suddenly says to the other party, "I'm so upset and upset right now," he is actually trying to put the other party on the defensive. This type of attack can occur in a variety of ways. For example, the negotiator may call the other party selfish, meaning unreasonable and extreme. This type of attack creates an internal conflict in the other party's mind because few people consider themselves selfish, unreasonable, extreme, etc. Threatening Negotiators usually use threats to coerce or force the other party to agree to a position they want. For example, a manager tells the other party that he must give up his salary request or he will not get the job. By using threats, the negotiator is trying to corner the other party and prevent any other offer from being made by him from risking losing the entire negotiation. Appening for sympathy or flattery!

The tricks discussed above are usually used to undermine the other party's position, to gain a superior position in a negotiation, but in everyday negotiations (especially in the workplace), another type of behavior is more common, which is flattery or showing sympathy. When someone says to a friend or colleague, "I know you're going to leave me alone," or an employee says to his boss, "I really need your help on this particular issue," this method has been used. When the other party admits his weak position and asks you to help him overcome this weakness, you will have a hard time maintaining your initial stubborn position and feeling satisfied with your superiority. What has been said so far are examples of tricks used to gain and maintain a superior position in a negotiation. By using these tools, not only the ideas, statements, and demands of the other party are questioned, but also if the negotiator is professional and skilled in using this skill. The sense of self-confidence and the image that the other party has of himself are also The abilities and competencies that the negotiator has in mind are also destroyed. In such a situation, the negotiator who is attacked has two choices: either he must respond to the aforementioned organs and defend himself. Or he must return to the position of power with counter-tricks.
Unfortunately, most negotiators resort to the first method when faced with such behaviors. Using the first method has the drawback that it diverts the negotiation from its main path. In addition, the negotiator usually finds himself in a highly emotional and sentimental position in defending himself and his personality and loses a significant part of his argumentative abilities. The fact is that if the other party accuses you of being an extremist by saying the sentence "Me? I am not an extremist at all, you will not reach any specific result, but rather you will sink into the swamp that has been created in your path.
Therefore, always if you are attacked using these tricks, take actions that will get you out of your weak position and defensive situation by saying that "No, I'm not being extreme. You're still on the defensive. Unprofessional negotiators usually become very defensive and emotional when they encounter this type of behavior. The main reason for this is that they don't realize that a trick, in other words, a strategic move to weaken their position in the negotiation is being made, and they continue as if defending their identity is part of the negotiation process. Another method used to get out of the current situation and return to a position of power is to remain silent in the face of such tricks. Sales representatives of companies usually choose to cry silence in the face of these types of strategic moves that are made with the aim of dominating and gaining a good advantage over the other party. However, according to studies conducted by Kalb and Williams in 2003 and Gherardi in 1995, when the other party attacks your sensitivity or race, silence is usually seen as a sign of weakness or approval and is not considered appropriate behavior. Another cry is the use of reciprocal surveillance, which usually leads to a stalemate in the negotiation atmosphere. Below are some We will discuss behaviors that, when used in the face of the other party's political moves, can have the same effects.
Creating an incident in negotiations Creating an incident in the continuation of negotiations leaves the other party's political moves ineffective to a good extent. The time cannot be short enough to be a few seconds and long enough to stop the negotiation and postpone it to the future. But the important thing is that even after a short incident, you are no longer in the previous weak position and you will be in a better position.
Naming the trick When you tell the other party that you want to attack me instead of negotiating my demands and position, you have revealed the other party's trick. One of the tricks you face in negotiations is to announce it to the other party as soon as you are sure that a trick is being used. In this way, in response to someone who has tried to put you in a weak and defensive position, you say that you do not want to be in this position. Of course, even if you are a little hesitant, it is better to use other tricks. Questioning Sometimes, instead of directly addressing the other party and saying that you have noticed the trick used, you can ask him in a confused and hesitant manner whether he wants to use such a trick. The other party will most likely change his position and not remain in an aggressive position. In the example at the beginning of the chapter, when the project manager accuses the CEO of aggressive behavior, the CEO could respond, "You want to focus the discussion on my behavior style instead of explaining the reasons for the current situation?" Redirecting to the main topic The negotiator can redirect the discussion to its original direction, regardless of the tactic used by the other party, and try to put the main issues of interest back on the negotiating table.
Notice that most of the solutions proposed were verbal. Although verbal solutions are usually a good way to escape the trap of the other party's political tactics, sometimes nonverbal behaviors such as smiling, laughing, getting up from the table, and looking out the window for a moment. Even in the case of smokers, putting out a cigarette without any explanation or reference to the tactic used can be a good way to escape the trap of superiority tactics. There are a few other points about responding to superiority tactics that should be considered.
Before starting a negotiation (especially when you are aware of the other party's behavior style), try to guess the possible tricks he will use and anticipate the corresponding solutions. This way, you will not be forced to make decisions in the heat of the moment.
Although the value of using each of the proposed solutions can be evaluated according to the environmental conditions and can be easily judged on their merits and strength, experience shows that if the superior brands of the house are used in the environment in which the poison is present, Usually, a break can be a good solution. Note that such self-serving behaviors are often discussed with one party and it may simply be important to know for what purpose this move has been used against you. For example, consider an organization that has been referred to a management training center and during the negotiation in Mr. Solh Afzar they are afraid of the training manager or have previously worked in large and prominent organizations with only your activities in children's organizations. Although Jess Soli has no business and is apparently only for the purpose of books of sorts, bringing it up during the negotiation over each course can put the other party on the defensive, such as the representative of the training center explaining that we have training for important deaths on their resume and entering the negotiation trap. It is likely that instead of explaining about holding training in a large company (Tf)), the other party will explain that Company (A) is a bureaucratic, outdated and old-fashioned company that spends a lot of budgets on The training is allocated and the version of the courses is important for them, and thus the person in charge of the training must defend his program. That in defending the current situation and the training programs of the organization (TAF) falls on his shoulders.
Perhaps Mob summed up all the words in this attack that when the other party targets you instead of discussing and negotiating on the issues, do not fall into a defensive position and do not let the negotiation go out of its way.
The last word
In this chapter, we tried to distance ourselves from the world of the net and the theoretical foundations of the science of negotiation and to address the challenges facing negotiators in the real world. The chapter began with proposals with a limited deadline. Mojhe, who made proposals to China, including conditional acceptance of the other party's demands, was one of the solutions proposed in this regard. We talked about the lack of loyalty to commitments and said that this matter should be taken into account. We must try to direct this institution in the right and appropriate direction.
We talked about preconditions and said that conditional preconditions can be accepted but not treated on the basis of substantive preconditions. We believe that this is appropriate for being under time pressure. We should manage the negotiation in such a way that we are not under time pressure and if we are forced to negotiate in such a situation, we should try not to let the other party know about these conditions. In this chapter, we also talked about the impact of telling and not lying, although these topics are each an independent and broad category and specific books and articles have been written on them.
Politics in negotiation and shadow negotiation are the last topics of this chapter. Of course, the materials presented in this field were very general and brief and were mostly written and compiled with the aim of raising questions in the reader's mind, and obviously the reader should refer to the articles published in this field for more information.
What was discussed and examined in this chapter was only part of the challenges facing the negotiator in the real world. Other chapters also discuss the nature of other challenges. However, the cluster in the negotiations the real world will likely face new challenges that are not addressed in this book and its related resources. I hope the ideas presented in these chapters will inspire you to solve those challenges as well.
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Chapter 7
At the end of this chapter, the reader is expected to be able to:
Define and study the negotiation process from the perspective of communication science
Define and identify the main components of the communication process, communication in negotiation
Describe the role of confusion in communication and explain its effect on each of the communication stages
Explain the role of verbal and nonverbal communication in negotiation
Identify the types of questions and use them in negotiation and negotiation
Become familiar with the skill of assertiveness and clarity in expressing demands and strengthen this skill in oneself
One of the necessities of successful negotiation is to establish clear and constructive communication between the parties. Negotiation cannot be imagined without considering the mutual communication between humans. Of course, the field of communication science is so vast that it cannot be familiarized with it in the form of demands and this small chapter of such a book can not be addressed as it should and perhaps should be. This chapter was written solely with the aim of drawing the reader's attention to the importance of communication science and encouraging him to study further in this field.

The Predicament
Ms. Behboudi is the director of an educational institution. She is in a difficult situation. She needs to talk to Mr. Javadi, one of the senior instructors at the institution. Mr. Javadi has been teaching psychology at the institute for many years and has always been appreciated and admired by the students in the early years. The atmosphere prevailing among the students has changed recently. But the reality is that the public atmosphere prevailing among the new students is different from the previous atmosphere and the current generation of students demands different teaching methods. Opinion polls show that Mr. Hawadi's popularity has decreased significantly, but Ms. Yehudi still hesitates to inform Mr. Hawadi of Hadid's situation after every comment. She does not want Mr. Javadi to leave the institute. But she thinks to herself how to tell Mr. Hawadi, who goes to classes with such excitement, that the students are no longer interested in attending his classes and that he wants to change his teaching methods? Especially in the situation where Mr. Hawadi is completely confident in his position at the institute due to his valuable academic background and the mental background he has from the encouragement and appreciation of former students. Every day, at home, in the workplace, and on the streets, we enter into the process of communication and interaction with other humans. It is impossible to imagine a negotiation. Without using the communication process, whether verbally or using non-verbal means, it is impossible to accurately imagine achieving goals and resolving conflicts between humans. Therefore, the more we know about communication, the more familiar we become with the negotiation process.
Negotiation from the perspective of communication science
Communication science scientists define negotiation as a process during which fluid negotiators explain their positions and goals to the other party in a combination of verbal and non-verbal communication and try to understand the positions, interests, and goals of the other party.
In this chapter, we will discuss the main mechanisms used in the exchange of information, including the encoding of messages, the sending and receiving of messages, the decoding of messages, and their interpretation in the minds of the addressees. We will then discuss what types of messages are exchanged between the parties in a negotiation and how negotiators send and receive these messages. At the end of the chapter, we will discuss and examine the conversation in a situation of distraction, as well as each question and answer, as two examples of the applications of communication science in the negotiation process with greater clarity. The figure below shows a simple model of the communication process between two individuals or two groups. This model, which has been included in management books and also in articles related to communication science for the master's degree for more than 60 years, has drawn a simple but accurate picture of the communication process between two individuals or groups. Figure 157

In every communication, there is a sender and a receiver. The sender, the message, has a concept in its message that it tends to convey to the receiver. For this purpose, the concept is encoded and converted into a message. This message may be an attack with a specific meaning. The message is sent to the recipient through the appropriate communication channel. If the message is an attack, it may be communicated to the other party verbally through a letter or during a conversation. If it is a conversation, the other party will probably understand this behavior by observation. Face-to-face contact, fax and email are examples of communication channels between a sender and a recipient. When the message is received by the recipient, he/she decodes the message and tries to make sense of it in the mind of the recipient. In this way, a meaning is formed in the mind of the recipient.
If the communication is one-way, this process ends at this stage. Many processes, such as when you send an email to a friend or colleague, assume that the concept that was previously in your mind has now been transferred to his mouth. But always, in many communications, the recipient, after receiving the message, uses feedback to inform the other party how he received the message, and in this way a two-way relationship begins and is formed. This feedback may be a letter in response to a question or even just a change in facial expression in the face of the recipient. In the following, we will examine a simple example for more information by implementing the communication process. Scenario #24 Why do they put the garbage here? Ms. Safavi and Ms. Alavi are neighbors in an 8-unit building. Ms. Alavi always puts the garbage in the municipal trash can 20 meters away from the building. But Ms. Safavi puts the garbage right next to the door of the building. Mrs. Alavi has already reminded Mrs. Safavi several times about this and asked her not to throw the garbage in the municipal trash can and put it next to the front door. This time, while making a face, Mrs. Alavi begins her speech as follows: I wanted to see you in your own house too.....
1. The model was presented by Shannon and Heater in 1928
Consider the above scenario as a simple example of two-way communication. There is a concept in Mrs. Alavi's mind, and that the dirt on the door of the building is due to Mrs. Safavi's inattention. Mrs. Alavi converts this concept into verbal and nonverbal messages and so-called "communicates". Mrs. Alavi's nonverbal behavior is the same as making faces and showing faces. Mrs. Alavi's verbal message is also the next attack that she states. Mrs. Alavi's messages are sent to Mrs. Safavi through two different channels. Part of the message is Nasri and is seen by Mrs. Safavi. Part of the message, which is said in the form of words, is transmitted to Ms. Safavi through the listening channel. Ms. Safavi begins to decode the message. Note that the decoding of the message by the addressee does not necessarily lead to the same initial meaning that was in the mouth of the speaker. For example, in this scenario, Ms. Safavi may not even pay attention to the rest of Ms. Alavi's words and attacks upon hearing the first attack on whether you are also in your house... and perceive her message simply as a family insult and questioning the social character of the Safavi family, etc. Therefore, we see that the concept that was in Ms. Alavi's mind was the dirtiness of the building's door and the concept that entered the addressee's mind was family insult. This difference in perception may be corrected as a result of subsequent feedback and exchanges, or it may actually lead to conflict and verbal conflict due to the lack of appropriate feedback exchange.
Communication Confusion
Before starting a discussion on this topic, read the following material.
Please change course {A real conversation}
The text of this conversation was recorded on the shipping frequency on Channel 106 off the coast of Finisterre, Galaxia, between the Spanish and the Americans on October 16, 1997.
The Spanish (or the ambient noise). .... ........... is speaking to you. Please turn fifteen degrees south to avoid a collision. You are coming directly towards us. Distance 25 knots
The Americans, with the noise of the text, suggest that you do not turn fifteen degrees north to avoid a collision with us
The Spanish: We repeat the negative, turn one degree south to avoid a collision.
Americans (Another voice) The captain of a United States ship is speaking to you. We warn you to turn fifteen degrees north to avoid a collision.
The Spaniards, this is a practical suggestion and we suggest that you turn fifteen degrees south to avoid a collision.
The Americans, in an angry voice, Captain Richard James Howard, commander of the aircraft carrier USS Lincoln, speaks to you. Two battleships, six destroyers, four submarines and a large number of support ships are escorting us. I do not suggest that you do so. I order you to change your course fifteen degrees north. Otherwise, we will have to take action.
To ensure the safety of this ship, please obey immediately and get out of our way. Spaniards, Juan Manuel Salas Alcantara is speaking to you. There are two of us and a dog, two meals, two cans of wine and a reader who is currently sleeping. Our support is the radio station of the Dial de la Coruña chain and Channel 106 of the Astari. It is a seafaring one. We are not going anywhere, because we are on the ground, in the lighthouse building of the Feitra 1-853 on the coast of Galicia, and we have no idea in which hierarchy of lighthouses this lighthouse is located in the Spanish sea. You can make any decision that suits you and do whatever you want to ensure the safety of your ship that will soon be destroyed on the seas. Therefore, we insist and suggest that you do the wisest thing and change your course fifteen degrees south to avoid a collision.
Americans, yes, the message was received. Thank you.
The above story was an example of interference and noise in the communication of two houses. Although the above example deals with the simplest type of interference, namely physical noise in the environment, there are other types of interference in the communication process that may not be noticed at first glance. In this article, we will discuss some of the types of interference and describe the different stages of communication based on the model that was used in the  We will pay attention to what was mentioned in this chapter.
Sender and Receiver
The sender and receiver of the message each have different goals and desires. In a negotiation, the sender may seek to convince the receiver of the message to change his mind about a specific issue, or to persuade him to grant a certain concession. The receiver may also have similar goals in mind. Throughout the entire time of receiving the message, he tries to resist this message and come up with justifications by which he cannot strengthen his previous position. The more the goals of the sender and receiver differ from each other, the more likely it is that there will be conflict in the communication and that the parties will misunderstand each other's messages. It is natural that differences in culture, personality traits, differences in previous motivations, and different lifestyles can provide a basis for conflict in the communication process.

Message
Messages are strings of symbols by which information is exchanged between humans. Humans seem to be unique among living things in their ability to use symbols in the form of words in speech or writing to communicate ideas. Humans use fewer words in the simplest form of messaging. When you sit down at a table and pick up a pen from your friend, you are simply announcing that you are not ready to write. A more complex form of this behavior is when you say to your partner, "Please give me the pen," without any movement, using only words. The closer the anonymous feeling is from the physical to the purely symbolic, the greater the likelihood of confusion, misunderstanding, and lack of thought and desire.
Correct transmission
Encoding
Encoding is the process by which the concept that the sender of the message has in mind is transformed into a message that is understandable to the other party. The ability to create messages that are appropriate to the minds of the sender is a function of various skills, including verbal skills in conversation and writing. This process also takes a different form as the parties become more familiar with each other in the negotiation. You must have experienced that in a conversation with a colleague or a friend whom you have known for years, you can best convey your ideas with the fewest words. This is while in the first encounters with an audience, you talk much more, but in the end, the possibility of misunderstandings and false impressions is greater than before.
Communication channels
The sender's messages are sent to the receiver through communication channels. There are different types of communication channels. In an oral conversation, the communication channel is sound waves, and in a paper and ink conversation, or digital signals. The noises in each channel can create confusion in the message transfer process. The example of the lighthouse mentioned at the beginning of this section was actually created due to noise in the wireless communication network, which was the communication channel between the parties. Modern communication technologies have created new communication channels that did not exist in the past. Short message service (SMS), online communication services (such as Bahu Meshar, etc.), fax, email, etc. are all examples of these new communication channels, the use of which has its own advantages and problems. In the rest of this chapter, we will discuss these new communication tools more. Decoding The process of converting the symbolic messages of the other party into concepts in the mind of the recipient is called the decoding process. If the parties have a similar culture and a common language, this process will be relatively easier, although the problem of misunderstandings due to errors in the mind in interpreting messages still remains, but when both parties are the same language and at least one of the parties uses a language other than their native language to communicate, the likelihood of confusion in understanding and interpreting messages increases significantly. The most difficult form of communication is when the parties use an interpreter to communicate because, in addition to all the other noise and clutter, the messages also pass through the interpreter's mental filter, which doubles the likelihood of errors in decoding the messages.
Feedback
Feedback is the most important tool that can reduce the effect of previous clutter. When the recipient of a message uses an affirmative phrase such as "yes," "that's right," "I'm listening to you," and - it shows that the sender can send the rest of the messages with more confidence. Although feedback always seems to help clarify the communication space, professional negotiators use this tool as a trick to manage and guide the negotiation
Yes. I'm listening to you...
We humans are used to receiving feedback in communicating with the other party. Not receiving feedback can disrupt our concentration and mental balance. Some negotiators use this as a trick in negotiations
You may have encountered such negotiators. At the very moment when you feel that everything is in your favor and with a little more explanation you can convince the other party, you see him digging into his bag and apparently looking for something. No matter how much you try to get his attention, he responds: "Yes, please continue. I'm listening to you.... If you are not prepared to deal with such tricks, you may lose your focus and be unable to continue the previous path of the negotiation.
To deal with this trick, it is recommended to interrupt your normal speech and use different sentences to attract the other party's attention. A professional negotiator should always have some general phrases and sentences in mind to fill the time in these situations.
Communication 
How do people communicate in negotiations? As mentioned earlier, communication between negotiators, like any other type of communication, takes place through various channels. Some of the communication is transmitted through words and the rest through behavior. Studies have shown that in a face-to-face conversation, 7 percent of the message is transmitted by words. 38 percent is transmitted by tone of voice and 55 percent by body language. In a telephone conversation, where the body cannot play a role, the share of words and tone of voice should increase to 10 percent and 90 percent, respectively.
Verbal Communication
Using words and phrases to exchange concepts with the other party is one of the most basic skills that every negotiator should have. Since the discussion and examination of this category is beyond the scope of this book, the reader is advised to refer to books on communication and "communication skills" to become more familiar with this skill. To create a better understanding of the complexities of verbal communication, the art of asking questions and the art of answering, as an example of verbal skills, are discussed in more detail at the end of this chapter.
Nonverbal Behaviors
As emphasized, the role of nonverbal communication in communication, and in particular in negotiation, is undeniable. Facial expressions, body movements, head nodding, and tone of voice are among the characteristics that contribute much more to the transmission of the message than words. A group of these behaviors can be called encouraging behaviors, by using which we can show the other party that we are paying attention to what he says and thus encourage him to continue the conversation. In this section, we will discuss three encouraging behaviors.
Establishing eye contact
We have always heard that liars and traitors cannot easily look into the eyes of the other person. We have even heard that the eyes are the window to the soul. The author could not find any research in this field in his studies, but there is a fact. Most of us feel better during a conversation when the other person looks into our eyes and we feel inside that he is really listening to what we are saying. If the other person does not look at you even once during the entire conversation with you, you can hardly accept that he is listening to what you are saying. Although studies have shown that people can better concentrate on what others say when they listen without looking at their eyes and faces, it is still a fact that by not looking at the other person, you will never be sure that you have really listened to what they have said.

The studies of Dr. Albert Mehraban in 1971 are a very valuable study that is still cited in all scientific books.

Of course, when making eye contact, you should remember that looking into the other person's eyes can also make them nervous, so occasionally take your eyes off the other person's eyes and then look back at them. This is usually done unconsciously when talking. Most people look away from the other person's face when they are searching for a word or an attack.
When you are trying to convince the other person and when you are expressing the most important part of your message, be sure to look into the other person's eyes. Studies have shown that this behavior can better emphasize the importance of the message to the other person. Of course, you should also note that the desire to make eye contact varies from culture to culture. In Western cultures, not making eye contact is considered weak communication at best and disrespectful at worst. This is while in the Far East, not looking at the other person's face is considered a sign of respect. However, even in such cultures, the occasional use of eye contact is considered a positive and effective action.
Body posture
Based on studies, sitting up straight and leaning forward slightly can give the other person the feeling that you are paying attention to what they are saying. Also, if you are sitting around a table, try to lean your body towards them while talking to each negotiator. You may have noticed that when you are not interested in hearing what someone is saying, your body will sometimes unconsciously lean in the other direction while your head is facing them. Although we may not consciously pay attention to these types of movements, this does not reduce the unconscious effects of such behaviors on the audience.
Also, frowning, raising eyebrows, etc. are among the behaviors that suggest to the other party that you are not paying enough attention to him.
Using head movements
Humans, both as listeners and speakers, use head movements as one of the important non-verbal signals. The simplest form of this behavior is nodding the head as confirmation of the other party's words. Sometimes, by moving our heads from side to side, we sympathize with the other party's situation and sometimes, we express our regret. The use of head movements varies from culture to culture. For example, Hedyahs move their heads from side to side to confirm the other party's statements and move their heads up and down to reject his statements, the opposite of the behavior we show in Iran.
Usually, when people are preparing to express their statements or answer the other party's questions, they raise their heads and turn them towards the audience. In addition, this sign can be used to send a message of readiness for a conversation to the other party. Keep in mind that when the other party suddenly raises his head and turns towards you, he is probably ready to say something and will pay less attention to what you say from that moment.
Negotiation in a virtual environment
Email, chat, fax, telephone, video conference, etc. are the latest tools that are available to negotiators today for negotiation. The fact is that none of these new tools have the richness of a face-to-face conversation, and for this reason, it is recommended that these tools are not used for negotiation as much as possible. However, if you are forced to do so, take the following recommendations seriously in this regard.
Some recommendations for negotiating in a virtual negotiation environment
Before negotiating in a virtual environment, use face-to-face communication to get to know each other better. This way, each party will feel the other party's voice and face behind every word during the negotiation.
Talk explicitly about the negotiation process in a virtual environment.
If there are other people on each side in addition to the main negotiator, be sure to introduce them and briefly describe their roles. Choose from various communication channels (telephone, fax, email, video conference, etc.) the channel that can best convey the concepts and meanings needed in the negotiation.
Avoid getting angry and if you are very angry, try to express this feeling through attacks and words to the other party. The other party will not understand that his words have angered you without expressing or pointing.
Although the bow is not necessarily observed in Hungarian negotiations, in most negotiations, an agreement to speak in turns can be effective and efficient.
1. Given the importance and use of body language in negotiations, it is recommended that the esteemed readers do not limit themselves to this summary and refer to books and articles that specifically address this topic.
2. Based on the work of Lewicki and Dineen published in 2003,
Test your assumptions about the other party's desires and interests. Lack of or poor face-to-face communication means less exchange of information and an increased likelihood of misunderstandings. Therefore, do not hesitate to ask questions.
Since the majority of Sometimes the entire virtual negotiation is done in writing, be careful about what you write, avoid hasty responses because they may be used to your detriment later. It may seem that it is easier to lie and use unethical tricks in virtual negotiations because many times reality cannot be controlled and assessed at that moment. But resist this temptation. Although it is easier to deceive the other party than in a regular negotiation, the unpleasant consequences are just as likely as in a regular negotiation.
How to reduce the impulse that dominates the conversation?
In many cases, we are forced to have a rambling conversation, regardless of the topic of the conversation. Rambling conversations can be distinguished from other types of conversations due to their emotional and sentimental charge. Rambling conversations usually bring with them anxiety, worry, anger, shame, loneliness and resentment. The troubles of this type of conversation are so great that we humans usually prefer to avoid them, given that the conditions of the conversation are usually under Tension occurs frequently in our daily lives. In this part of the communication chapter, we will discuss this situation and how to deal with it under an independent title. The main part of this book is based on logical reasoning and logical analysis of the situation. Obviously, resolving conflict in situations where human emotions are involved is not very difficult, and usually more discussion and examining the whole issue can help resolve the conflict. But what should be done in situations where human tension and emotions have entered the conversation space? The example at the beginning of the chapter shows an example of such a situation. In such conversations, the starting point of the conversation is very important to announce a purchase to the other party. If the conversation starts from a positive point, the conversation will most likely go well. On the other hand, if a good attack is chosen to start the conversation, it will most likely have a negative impact on the recipient, the effects of which will be with the other party until the end of the conversation. 1. For more information on this subject, refer to the studies published by Weeks in 2001.
In such situations, the speaker usually starts the discussion from another place (which is mostly irrelevant). In the example at the beginning of the chapter, Ms. Behnoudi is likely to start the discussion with one of these sentences: "Were you satisfied with the class?"
Don't be bored. Of course, with the motivation I am giving you, you will definitely not be bored in class.
This method is not a suitable method for such a conversation because Mr. Javadi may have misconceptions and not understand Ms. Behnoudi's meaning correctly. In this case, we can guess the continuation of the process. After a while of pointing and innuendo, Ms. Behnoudi sees that Mr. Javadi has not yet understood the topic. Therefore, she uses a more direct tone and goes straight to the main topic. Most likely, after the intense frankness dominates the conversation, Ms. Behboudi becomes a solitary speaker, and Mr. Javadi, with cold eyes fixed on the ground, becomes lost in thought, and sometimes hears single attacks from the middle of her words. Finally, Ms. Behboudi's speech ends, and she breathes a sigh of relief. She is happy with herself that she has successfully handled the heavy responsibility of conveying this message. Mr. Javadi also has no particular objection, remains silent, and in the end thanks him and leaves his room. But two days later, Ms. Behboudi sees Mr. Hawadi's resignation on the table. Mr. Javadi does not even agree to talk to her again on this subject. Mr. Javadi leaves the institute, taking with him a bag of knowledge and experience. Sometimes we see in conversations that. A tense atmosphere has prevailed in the general atmosphere. No matter how much I rewind in my mind, I can't find the moment when it started, but I am faced with one reality, and that is that right now, the six has overshadowed the entire conversation. Let's read the following passage together
Scenario No. 25: If You Say...
Kaveh and Kayhan work in a management consulting firm. For several months, the management of a study-execution project has been jointly entrusted to them due to their great friendship with each other. The project has not progressed well and every accident and bad thing imaginable has happened to this project. Kaveh and Kayhan are sitting alone in a room together. Kaveh excitedly takes a marker and writes on the board various solutions and how to divide tasks to improve the current situation. He keeps writing, erasing, and explaining
and after about an hour, he falls silent to hear Kayhan's opinions. Kayhan, who is grinding his teeth in silence, whispers quietly, "If you say so, it must be true." Kaveh says to Kayhan, "I've been explaining for an hour. You really don't have anything to say?" And Kayhan suddenly responds loudly: "Who said you're not superior to me? Why do you think you can assign tasks to me? What reason do I have to act based on your decisions and wishes?" Kaveh feels that there has been a misunderstanding, so he speaks slowly and explains that I'm sorry. That's not what I meant. I was just giving my opinion. If you have a suggestion that you think is better, I'm ready to hear it. That day will be held in a cold manner and no more mention of that discussion will be made. But the tensions remain and even increase until, three months later, Kaveh leaves the team without any explanation and for no apparent reason.

Before discussing the issue of conflict in conversations, let's look at another example. You must have encountered aggressive behavior many times in talking to others, and perhaps there have been many situations where you yourself have used this type of behavior. When negotiations and conversations turn to aggressive behavior, each of the two parties usually uses all the tools, verbal, psychological, behavioral, etc. to harm and destroy the other party. Each party tries to prove its legitimacy by shouting, exaggerating the weaknesses and problems of the other party, and using all kinds of other tricks.
Scenario #26: Introducing a Software Product

Arash and Mehrdad are partners and work together in a software services organization. Mehrdad introduces a new software product to a customer in a meeting. The information Mehrdad presents in the meeting is not well organized. It is also clear that he did not spend enough time before the meeting to explain the specifications and features of the software. Mehrdad was unable to answer even very simple questions about the software's capabilities on several occasions. By the end of the meeting, the customer representatives were also exhausted and seemed bored. Arash had suspected Mehrdad's lack of preparation from the beginning, but throughout the meeting there was no space for him to speak and answer the customer's questions. When the summary was over, Arash asked Mehrdad: How did you find the meeting? Was it good? Mehrdad, who had also realized that he had mismanaged the meeting, suddenly shouted in an angry tone:

You are not my boss, so why are you making such a fuss? Weren't you even in the meeting? You just want to destroy me. Arash tried to change the atmosphere with a little explanation, but every time he started to speak, Mehrdad would interrupt him with a shout and anger.
In the above story, Arash's problem is not that Mehrdad constantly interrupts him or that he is being rude to him. The main problem is that Mehrdad's conversations are all aggressive. It seems that with every new sentence that Mehrdad utters, the tension in the conversation increases. In such a conversation, Arash will probably try to change the atmosphere by using logical attacks and arguments, but the reality is that the emotional and tense atmosphere of a conversation can hardly be calmed and balanced with logical arguments.
In the above story, even when Arash and Mehrdad arrived at the company, the verbal conflict still continues.
He had. Although Arash could have helped Mehrdad by providing practical and appropriate explanations about the software, he decided to refrain from doing so. When the company manager saw the inappropriate behavior of the two of them, he accused both of them of being incapable of managing the situation. Even a few days later, Mehrdad and Arash's interactions were still cold and forced.
Dealing with tense conversations
How should you behave in tense conversations? Suppose the other party attacks you with aggressive behavior. What do you do to deal with this type of attack? Do you remain silent or do you counterattack? Does your other party intensify his attacks or calm down if you remain silent? When dealing with aggressive behavior such as that mentioned in the examples above, it is not possible to definitively prescribe the use of one method instead of another. Sometimes silence may be effective, and sometimes counterattacking can calm the atmosphere of the conversation faster.
Let us mention some things that can be useful. In this section, we will try to give you some general advice on using clear sentences in all types of conversation. You must have also used innuendo, sarcasm, and indirect language to express your point when you are afraid of tension in a conversation, instead of using direct statements and clear attacks. Indirectly referring to the goal you have in mind does not reduce the likelihood of tension, and may even lead to more tension. In the example of Arash and Mehrdad, perhaps if Arash had asked instead of asking, "How did you find the meeting?", "Do you agree that after arriving at the company, we will prepare answers to the customer's questions and send them in the form of a letter?", the conversation would probably have been less tense. You may think to yourself that when a bad message is going to be conveyed to the other party. There is no other way than indirect methods, but this is not the right opportunity to express a message. There are many ways to express a message. Instead of using indirect methods, we should try to convey our message directly, but with an appropriate tone and expression to the other party. People usually try to hide their weakness in expressing clear and "messages" by using ambiguous language and indirect gestures. Now, review the example of Ms. Behboudi and Mr. Javadi again. What kind of bad attack do you think is appropriate to start a conversation between them?
Obviously, the limit of this transparency is to the point where the other party does not consider it an insult. You will never advise Arash not to tell Mehrdad too bluntly that you really were not ready and you have raised our eyebrows and that of the company. The meaning of transparency in a conversation is to choose an appropriate attack line so that the other party understands what you mean and at the same time does not become tense. The limit of transparency will vary depending on the situation. Be more careful in this regard when negotiating with senior officials.
Nonverbal content of the message
Not all the messages that are transmitted between you and your other party in a tense conversation are verbal. Tone, conversation, eye contact, facial and body language, voice pitch, use of silence and other nonverbal signals constitute the main part of your message. How should nonverbal signals be used in a conversation? Should we accompany our anger with nonverbal messages such as speaking quickly, speaking loudly, shaking hands and body vigorously, etc.? Or better yet, nonverbal behaviors that indicate submission, such as lowering your voice, looking at the ground, etc.).
The best way to use nonverbal signals in aggressive conversations is to use signs that indicate calm and indifferent behavior. Aggressive nonverbal signals usually lead to an intensification of the aggressive atmosphere, and signs that indicate submission may encourage the other party to continue using aggressive behavior in the same situation.
Not changing the volume of the voice (neither louder nor quieter than before) Not changing the speed of expression of words and sentences Maintaining eye contact with the other party without showing anger or concern in your gaze (controlling body movements and using all signs that somehow induce a neutral and indifferent state can be effective in this situation.
Using logical arguments in dealing with a corner is not always effective
Return to the example of Kaveh and Kayhan (Sarivi, No. 18). Kaveh tries to calm Kayhan down using logical arguments. A more complex case of this behavior is when one of the parties tries to use legal support or third-party support in the heat of the conversation.
Consider a worker who is negotiating with his manager about his monthly salary. The atmosphere gradually becomes tense and the manager is shouting. Suppose the worker, in a calm and indifferent tone and following the previous advice, explains to the manager that "Mr. Manager, you must know that if you and I cannot reach an agreement here, we will have to face each other in the labor office. I. That your time is more valuable than getting yourself caught up in procedural China. As you can see, this argument is completely correct and logical and there is no problem with it. The only problem is that the time allotted for it is too short. The manager will probably respond with a sense of humor. Are you threatening me? Do you think I can't handle you in the office? Do you know how many workers like you I've dealt with? And... As you can see, many logical statements that may be used simply and effectively in a normal conversation can lead to an escalation of the existing tension. In a situation where you feel that the situation is getting tense, continue the conversation. Even try to justify your position using clear arguments. Trying to calm the atmosphere is the only thing that can be effective in China. For example, when faced with the nervousness of his manager, the worker could have said to the manager in a calm tone and without being affected by the tension that has arisen, "I didn't mean to upset you. I don't think you and I can make a proper decision in our angry state. Would you mind talking to each other again tomorrow (or) this afternoon?"
Don't attack people
This may seem obvious advice, but In situations where the subject dominates the conversation, people often forget that they are talking about a topic and not about a person. Consider the following examples of a topic:
Instead of saying: Mr. Javadi! In a survey, it was stated that they are not satisfied with the way you teach. You could say: Mr. Javadi, students in a survey stated that they are not satisfied with the way you present the psychology course.

Instead of saying: "Mehrdad, I believe that you were not able to introduce our product well today, you could say: "Mehrdad, I think that the features of our product were well justified."
These changes may seem very simple and basic, but when you apply them, you will realize that these changes have a significant impact on the outcome of the conversation. If you have to point out the other party in your attack, try to include yourself in the sentence as much as possible:
Mr. Javadi, students in a survey stated that they are not satisfied with the way we present the psychology course.
Mehrdad, I believe that we were not able to present our product well today.
And with Instead of attacking, you are angry now, maybe it would be better to talk another time. We can say: We are angry now, maybe it would be better to talk another time. Respecting the other party and not attacking him directly may be limited to attacking. Also, remind yourself that the problem that has arisen is not the other party's problem, but a shared problem. If this were not the case, there would be no reason to participate in this conversation. In a shared problem, everyone is equally responsible for solving the problem and no one is alone "me too". Do not start the conversation on unrelated topics: One of the common mistakes when facing a heated conversation is that people try to start their conversation with an introduction because they are afraid of bringing up the topic directly. This is not a bad thing in itself, but it is The pattern begins by choosing a very distant point to start the discussion. In the example of Mrs. Yehudi and Mr. Hawadi, Mrs. Yehudi started the discussion by saying that Mr. Hawadi was satisfied with the class. Naturally, such a conversation can be difficult and time-consuming to conclude that the class is owned by Mr. Hawadi. Using irrelevant introductions and starting from a point that is very distant from the goal leads to the following problems:
The discussion may drag on to other related topics and a large part of the time you have planned for the conversation will be spent on irrelevant conversations. In such a situation, you may focus on presenting your main goal in the last few minutes of the conversation, which can naturally lead to increased tension and increased chances of misunderstanding. During the introduction and discussion on minor topics, these same assumptions may be formed in the mind of the other party, which will prevent you from understanding your point correctly when you reach the main part of the discussion. With long introductions, you are focusing the other party on guessing your main goal of the conversation. During this time, he will not pay enough attention to what you say. Therefore, while it may force the other party to make wrong guesses, your introductions will be practically ineffective due to his inattention. For all of us, situations and conversations arise that we do not have a heartfelt desire to be present in. We may even wish many times in our hearts that someone else was standing in this place and having this conversation, but we must admit that. Getting into unpleasant conversations and arguments is something that happens to all of us. It is obvious that in the middle of a conversation, many of us prefer to go into long introductions and move on from the main topic. We do not recommend that you start the discussion directly and without an introduction, but we recommend that you choose your introduction as short and relevant as possible to the topic in question. Express your inner desires. Not only in heated conversations, but also in ordinary conversations, it is not easy to understand the desires of the other party. It has happened many times that the other party says something and you interpret it differently. In situations where anger and emotions dominate the conversation, the ability to analyze logically is reduced more than ever. In these conditions, each party should try to help the other party understand his desires and positions correctly. When a tense conversation is underway, communicate your motives and desires clearly with the other party with different attacks. Say what your purpose is in starting the conversation, and whenever you feel that the other party has misunderstood your behavior and words, immediately point out your inner desires. In the example of Kaveh and Kayhan Kaveh, after the conversation became extremely tense, Tare pointed out that: “What I said was just my opinion, and I am waiting to hear your opinion.” The earlier such a statement is made in the conversation, the greater the risk of creating and increasing conflict.
• Know people by their questions, not their answers (Voltaire)

The Art of Asking and the Art of Answering
In different sections of this book, we have talked about asking many times. The same is true of answering, but this section is specifically dedicated to asking and answering, a skill that is considered a necessity in social interactions. Questions may be verbal or non-verbal. Sometimes our nodding indicates that we are asking the other party to continue the story, and sometimes we are explicitly asking a question to obtain information.
The use of questions has different functions. Sometimes, the goal is to obtain information. Sometimes, it may be to emphasize what has been said before and not wait for an answer by asking it. Sometimes, questions are used in negotiations as a tool to guide the negotiation path or persuade the other party to change their behavior.
Some tricks in negotiations are implemented by asking certain specific questions.
For example, some research has shown that asking a question creates the feeling in the other party that the questioner is in a higher position, which is why some negotiators use this trick to create stress in the other party. For this purpose, questions whose answers are obvious. He asks the other party in succession and when this process leads to the erosion of the other party's verbal ability and the disruption of his concentration, they move on to their main discussion. Consider the following example:
1. For further reading on this subject, refer to the book by Tlarge et al., published in 1994
2. For this reason, some consultants avoid asking explicit questions
Scenario No. 27 - Conversation between the employer and the contractor
***
Mr. Rezaei is the employer's representative who is reviewing the proposed design of one of the contractors for the construction of a large complex. The contractor's representative is Mr. Benaei, who has come to Mr. Rezaei to introduce the design and finalize the price.
Mr. Rezaei (in a sincere tone, thank you for your suggestion. We trust your work
Mr. Benaei (pleased with Mr. Rezaei's goodwill) Thank you very much. You are very kind. We hope we can prove that your trust was justified.
Mr. Rezaei (in a relatively fast tone, so you believe that you can implement this project in six months?
Mr. Benai, yes
Mr. Rezaei: In the same fast tone, what percentage of the contract price did you say in the proposal is related to materials?
Mr. Benai (thinks a little about 70 percent
Mr. Rezaei (fast tone, so about 30 percent is related to project implementation and human resource costs, etc., right?
Mr. Benai is someone anxious because he cannot guess the reason for the question (yes, that's right).
Mr. Rezaei, how much experience does your project manager have in this project?
Mr. Benai, about 18 years, as stated in the proposal
Mr. Rezaei, do you know that your proposed price is high? How much can you reduce it?
Mr. Benai:....

As you can see, in the example above, Mr. Rezaei has tried to practically disrupt the other party's mental focus by using numerous questions and then attacks his position.
But the discussion of questions and each question and answer goes beyond this example. In this section, we will try to examine questions and their types, as well as how to use questions in the negotiation process.
Open / Closed Questions
Closed questions are questions that limit the audience to providing a specific answer. This may be limited to the limit of Allah with knowledge or limited to a few specific answers. When you ask the other party: "Does your product have any functions?" The answer is limited to "yes" or "no". When you ask about the warranty period, your answer will be limited to another type. The characteristic of closed questions is that they are usually easier for most people to answer. For this reason, using such questions in negotiations seems appropriate to start an interaction. Open questions usually have an answer of two or three words. Usually, using these questions seems appropriate when you are under a time limit.
In contrast, open questions are questions with a detailed answer that in many cases cannot be guessed in advance. Z.
1. This is why people use closed questions to open up conversations in public places. For example, they ask, and the weather is hot. It is true that few people can start a conversation with an open question. What is your view of the new president?

When you ask, "Please explain the advantages of this . , " you have asked a question. The combination of questions is of great importance in the negotiation process. Some negotiators spend most of the negotiation time with open questions, while others use more closed questions. Some start with closed questions and end the meeting with open questions, and in some other types of communication, the questioner starts with open questions and eventually reaches closed questions.
But it is important to note that according to studies, the weakest form of communication management is the disorderly combination of open and closed questions. This style of questioning confuses the other party and reduces his motivation to enter into the interaction and the process of information exchange. For this reason, using both open and closed questions is more effective than it is for Negotiation sessions are suitable for interrogation sessions. Because the other party is more mature and it is easier to discover his possible contradictions.
Another point to emphasize is that the length of the questions and their answers is positively correlated with each other. In other words, humans provide long answers when faced with long questions, and vice versa, they answer short questions with short explanations. Therefore, if you expect a long and detailed answer from the other party in a negotiation, ask your question in a longer form.
In previous chapters, we talked about the importance of understanding the feelings and thoughts of the other party. Studies show that using open questions is more effective in obtaining more information about specific topics, but when we want to understand more about the mental processes of the other party, using closed questions yields better results. For example, using the question: "Don't you trust this company Hasan?" is better than asking "How do you feel about this company?" It can extract the information you want. Of course, we must be careful that the question should not be asked in such a way that our opinion affects the other party's answer and Reduce the validity of the answer.
Probing questions / Processing questions:
Recall questions are questions that ask the other party to recall some of their past memories. The question about how you spent yesterday? Or what month were you born? are examples of these questions. In contrast to probing questions, there are questions that the other party's mouth goes through various processes to answer. For example, the question "What effects do you think rationing has on the country's economy?" is a processing question. Processing questions are usually about expressing an opinion, justification, predictive judgment, analysis, etc. In other words, there is no simple and ready-made answer for these questions in the mind of the interviewee, and he must try to explain the answer to the questioner using his mental power and analytical ability.

It is recommended to use this method in interviews. The interviewer asks questions such as: What was the last company you worked for? How many years have you been there? Try not to create an initial atmosphere of war and gradually move into open-ended questions. For example, ask the patient to explain his/her thoughts on the company. This method is most commonly used in the field of psychoanalysis because the psychoanalyst tries to learn about the patient's general situation and views without imposing his/her own views on the patient. According to studies by Turney et al. in 1976 and Wend in 1965, it is usually noted that at the beginning of the negotiation, more "reminder questions" are asked so that the atmosphere does not become dry and the other party's ability to analyze and answer the question is not stressed. Processing questions can be used to assess the other party's mental abilities and capabilities. Also, in interaction-based negotiations, using these types of questions can stimulate the other party to creatively examine the issue under discussion and provide new solutions. Leading Questions
Consider the following questions:
The weather has really gotten cold these days. What do you think? What do you think about the terrorist attacks? What is the common feature of the above questions? The answers to these questions are usually already known. When you are being talked about the experienced effects of terrorism, it is implicitly accepted that terrorism has destructive effects and you are simply being asked to make attacks in support of this. And the other party who asks a question about the cold weather does not expect you not to say in response: "The weather? Not at all cold. Incidentally, I feel quite warm. Rather, he expects you to empathize with him and add a few more attacks about the cold weather to his previous attacks. Such questions that lead the other party to a specific answer are called leading questions. Sometimes, like the questions mentioned above, we are led directly and explicitly to a specific answer. Such questions are called "simple leading questions." Using these questions is only effective if the other party agrees with your message (which is usually the case, it can create a warm and friendly atmosphere, but if the other party agrees with the question, it may create distance between the parties.

1. Psychiatrists and interrogators probably use this method more than any other profession. Before asking the patient to explain his problem (which requires the involvement of all cognitive and emotional processes in the patient's mind), the psychiatrist asks about the patient's age, when the problem began, his history of seeing a psychiatrist, etc.
Leading questions are not always used in the simple form above, but sometimes they take on more complex forms. Consider this question: "All those who value welfare and social justice would like to see a minimum welfare for all in their country. Do you agree that the granting of subsidies by the government is a necessity?" In response to such a question, the other party is in a difficult position because he must agree with and, if he disagrees, accept the heavy value burden of the previous attacks and the accusation of not paying attention to welfare and social justice, and in addition to answering the question about subsidies, he must also defend his opinion and position. Sometimes in negotiations, this trick is used to create mental anxiety in the other party and also to tire him mentally. In this case, the other party is in a weak position and must spend his intellectual and mental strength after the proposal: Jane to provide various arguments in order to justify himself and his position.
In a negotiation for the purchase of a laboratory instrument, the buyer wanted to request a two-year warranty, contrary to the seller's offer of a one-year warranty. For this purpose, the following question was used:
It is natural that all manufacturers who are confident in the quality of their products try to convey this feeling to the customer by offering a long warranty period. Why has your company not been willing to offer a two-year warranty so far?
Obviously, after this question is raised, the sales representative must not only defend the warranty offer and state the reasons why a longer warranty is not possible, but must also defend the quality of the manufactured product and try to prove that his company is confident in the quality of its manufactured products.
There is another type of leading question, which is called hidden leading question. These questions seem quite ordinary at first glance, but with a little attention, it can be seen that leading words have been used in their structure. In a laboratory study, a picture of an athlete was shown to a large number of observers. Half of the observers were asked: “How tall was the athlete?” and the other half were asked: “How tall was the athlete?” You probably won’t be surprised if we say that the second group estimated the athlete’s height by more than 15 percent. In another study, a group of people were given an ineffective drug and told that it was a headache reliever. After taking the drug for a while, the subjects were interviewed and asked various questions about the effectiveness of the drug. For this purpose, the following two questions were considered.

Do you often have headaches? At what intervals?

Do you sometimes have headaches? At what intervals?

This study was conducted by Loftus in 1975.

Half of the subjects were asked the first question and the other half the second question. Did the first group report an average of 3 times as many headaches as the second group?

Similar experiments have shown that people who were asked what they were hit by in a car accident reported higher speeds than those who were asked how fast the cars were hitting each other.
Therefore, it is safe to say that leading questions, implicitly asked in most cases, cause the person being asked to adjust their answer in the direction desired by the questioner. This is called the conformity effect in psychology.
Follow-up questions
Sometimes it is necessary to ask the other person to elaborate on what they have said before using questions. Some of these types of questions are as follows
Questions for further explanation: Could you explain a little more about your company's history?
Questions with the aim of seeking justification: What is the relationship between the warranty period and your product part?
Questions with the aim of seeking an example: Can you show us a similar contract that you have concluded with another customer?
Questions with the aim of attracting the other party's attention: How flexible is this price?
Reflective questions: In these types of questions, the exact words of the other party are returned to him. When a colleague says that the manager told me that you are the most qualified employee in the company, his colleague may say that he told you that you are the most qualified employee in the company. The merit of this type of question is that it can force the other party to explain the situation in more detail. For example, in response to the previous question, we may say: Elste did not explicitly say this, but he said that he has some complaints about most of Brussels, except for you.
There are various methods that you can use to non-verbally force the other party to explain what you said earlier. Masqun is one of these methods. We mentioned in previous chapters that silence basically creates a sting in both sides of a conversation and provokes them to attack to break the prevailing atmosphere. If you remain silent at the end of the other party's explanation, he will most likely be forced to explain more about what he has mentioned so far.
Answering Questions
Answering questions is also something that can only be mastered through practice and concentration. We must remember that an honest and direct answer is not the only way to deal with a question. There are other methods for dealing with questions, some of which are as follows.
.
Silence:
Sometimes silence can force the other party to interpret the question and, therefore, to explain more about the question in question.
Refusal: Refusing to answer a question is a technique that can help you in negotiations. If you want to refuse to answer a question, pay attention to the following points: (1) Do it with the utmost respect; (2) Reprimand the other party for possibly being too vague about the question; (3) If possible, explain why you are unable to answer the other party's questions; (4) Try to answer other similar questions that are within your ability to answer and that are in your and your organization's best interest. Jokes: In certain situations, you can evade answering the other party's questions with phrases mixed with jokes, for example, in response to a question from someone who is approaching. How much is this you, it can be said less than you think
Lying: Lying can also be an answer to the other party's question, but for reasons that we have discussed in detail in a separate chapter, lying in response to the other party's questions is not advisable at all
Question against question: In response to the question, how much budget have you allocated for this project? You can answer. What do you think is an appropriate budget? Using this method can save you from having to answer the other party's questions directly, but if this style becomes the dominant method in the conversation, it can be annoying and lively.
Selective ambiguity: Sometimes the respondent tries to pretend that he knows the motive behind the question and thus evades answering the question. For example, the manager of a company in a meeting of the interviewee responds when the interviewee is being deprived of salaries and benefits, "Don't worry, your life and your family will be well provided for."
As we have seen, although at first glance it seems that questioning and answering is a very simple and elementary skill, in practice using this tool requires knowledge, experience and high expertise. If we are not familiar with this skill, we may get caught in the traps that stand in the way of conversation.
Determination and clarity in expressing desires
Scenario No. 28: Three roommates
Maryam, Sahar and Sepideh are roommates in a student dormitory
Maryam behaves as if she has no rights for herself. Sahar and Sepideh always tell her that you behave in a way that others take advantage of your morality. Maryam considers herself unlucky. She is resentful of many people. She is usually worried and anxious and most of the time others make decisions for her. Maryam behaves as if nothing matters to her. She usually looks down. She seems lonely and helpless, even sinking into her chair when she sits down. She speaks in a tone full of uncertainty and doubt. When Maryam speaks, she uses words and phrases such as: It is possible.... I can please... It doesn't matter... Don't be upset and she does. She often has a sad face and feels lonely. Sometimes she feels angry in her heart about the situation. Sahar pays attention to the rights and privileges of others, but she also seeks her own interests. She speaks her mind and doesn't let anything remain in her heart. When she speaks to others, she sometimes looks into their eyes. She takes a firm stance and stands straight. She speaks easily. Usually answers questions directly and explicitly (except when it is expedient) and uses words and phrases such as "I think.... I believe.... How can we solve this problem together?" when speaking. She is comfortable in dealing with others and is satisfied with life. She feels that life is under her control. Sepideh does not respect the rights and privileges of others as she should. She tries to achieve her goals even at the cost of imposing costs on others. She is usually aggressive and when this is not the case, she behaves defensively. It is as if everyone is fighting with her and at any moment she must either attack or defend. She makes decisions not only for herself but also for others. She has good expression. She stares into the eyes of the other person the entire time she is talking. She sometimes gets angry. She poses in a way as if she is arguing with others. When speaking, she uses phrases such as: "You should.... He should.... I don't believe you.... ..... She is happy to win at any moment. she is often in conflict with others and is generally not very satisfied with life.
We all face situations in our daily lives and in negotiations where we have to get our rights from others, but not all people behave in the same way in these situations. If we want to define a behavioral spectrum, we can say that some people have passive behavior. This means that they do not defend their rights, privileges, and boundaries and allow others to encroach on this privacy and bring them under their influence. Such people do not accept the risk of exercising power or trying to influence the opinions and behavior of others. Such people are generally hesitant, calm on the surface, and restless on the inside. They avoid facing issues and agree with others without considering their feelings. Other characteristics of this group of people are that they are prone to expressing their opinions and underestimate themselves. They lack self-confidence and put more effort into winning the hearts of others than their knowledge. Among the students you discussed in the above article, Maryam is one of such people. Someone who tries at all costs to exclude others and prevent any kind of conflict from occurring, even if it means sacrificing some of their own important desires to achieve this goal.
On the opposite side of this spectrum are people who do not recognize boundaries for the rights and privacy of others and simply violate the privacy of others to achieve their own desires. They usually start talking before others have finished speaking, speak loudly and aggressively, are willing to hurt others in order to hurt themselves, and think less about what others think of them. Sayeda in the Andy Fasal series is an example of this personality. It is easy for all of us to distinguish between these two states, and the reality is that we and most of the people around us tend to one of the two spectrums.
What is difficult is to observe the middle ground between these two behaviors, a behavior that is referred to in English as Assertiveness and in Persian as Clarity and Determination. Those who have this skill While expressing their desires and thoughts, they are self-centered and do not want to offend others. Their tone of voice is friendly but firm. They value themselves and others and try to achieve justice for all parties in the relationship. The importance of this skill is so great that today, courses called assertiveness training are held all over the world. Training and practice help improve the ability to be assertive and assertive in people. In other words, this skill is one of the individual abilities that has been proven to be improved through practice and training.
Figure on page 180
Audacity and assertiveness
Audacity and assertiveness mean expressing honestly and. It is the ability to assert one's own rights and interests from others in a way that does not infringe on the rights of others. In negotiation, this skill is particularly important in five areas. • The ability to start, continue, and end conversations with positive and professional emotions. Making your own requests. Respectfully rejecting the other party's requests. Showing your decision-making power to others. Mastering the skill of assertiveness and assertiveness has many facets, including the following: The ability to reject unreasonable requests from others. We have all had situations where we have had to accept the other party's point of view even though we disagreed with it, and we have been able to respond negatively to a request that caused us a lot of trouble and suffering. If certain events in your life are repeated frequently, you probably do not have enough assertiveness and assertiveness. 1. In non-specialized English, the word Assertiveness is sometimes used with a negative connotation, more closely related to Aggressiveness. Qomi has taken this part from the book by Hangie and colleagues published in 1994. In the last part of this part (the word "Aja" is translated by Aghanan Khashayar Yeki and Mehrdad Furykht) under the title "Social Skills in Interpersonal Communication": Preventing the Violation of One's Rights; Ability to Use Common Requests in Interaction with Others; Recognizing the Rights of Others; Freely Expressing One's Positions While Maintaining Self-Confidence; Affirmation and Assertion have different levels. At its simplest level (Basic Assertion), a person expresses his opinion and speaks about his rights and demands without feeling uncomfortable. When you tell him after listening to the other person's words, but I can't with parts of your argument... In fact, you have used the simplest type of assertiveness. Sometimes some people gradually increase their assertiveness and assertiveness in their words (Escalating Assertion). Imagine a manager who, in response to a loan request from one of his employees, says: "Unfortunately, it is not possible to take a stronger stance when the employee insists and says I will." You said it was impossible, if it were possible, I would definitely agree. Don't insist in vain. Some people use maximum clarity and decisiveness in their communications from the very beginning. For example, when the other party puts contradictory information in their news, they explicitly tell him: "What you are saying is incomplete with the information you have already provided me." Some advice on clarity and decisiveness
The most important advice to consider is not to suddenly and without introduction use the most extreme form of directness. Try to gradually strengthen your tone. Also, instead of resorting to the simplest form of directness, which is the direct expression of desires and beliefs, use empathic behavior and words (Empathic Assertion). Instead of simply disagreeing with what the other person has said, it may be more appropriate to use this type of bad attack. I completely understand your feelings towards .. and I understand why it has arisen, but I think you will agree with me if you also consider ... In other words, while acknowledging the other person's position and feelings, express your desires, thoughts and feelings clearly.
When you are talking about a topic explicitly, even in attacks, talk more about yourself than the other person. It is better to say that I still do not understand what you are saying than not to say "Your words are incomprehensible." Try not to be satisfied with simply stating your demands directly and balance your assertive positions with complementary statements. Usually, you modify and complement assertive positions in one of the following ways.
Communication in Negotiation
Explaining the Reason for Assertiveness
Empathy with the Other Party's Situation
Apologizing
Attempting to Offer a Job Green Solution and Reach an Agreement
Encouraging the Other Party
The following scenario shows how to use each of the above complementary statements.
Scenario No. 29: Facing a Gift
Mr. Rasti is the expert in charge of the language of contractors. Mr. Behati, who represents one of the contractors, presents him with a gift at the end of a meeting he has with Mr. Rasti. Mr. Rasti initially feels that it may not be polite to refuse the gift. But he decides to reject the gift offer out of hand. There are various ways to do this, based on the supplementary statements made in this chapter.
Backbiting you: For example, when they say, "Now who does he think he is, he is acting like a fool."
Aggression: Some may think it is better to correct the other person with a little kindness and aggression rather than learning how to behave with him.
Revenge: Some people may accept your blunt and murderous responses to you. But they may try to take revenge on you.
Factors affecting the level of assertiveness and assertiveness:
The fact is that there are many factors that shape our personality and naturally each of them has a positive or negative effect on our assertiveness and assertiveness. In this section, we will examine some of these factors, such as job orientation, sense of entitlement, strengths and weaknesses in interpreting social behaviors, and so on.
The impact of a job full of outspokenness and expressing desires
Some jobs gradually cause the ethics of outspokenness and expressing desires to be forgotten, for example, psychoanalysts, social workers, and nurses are among these categories. We always expect nurses to think of others and their desires first and foremost. This same behavior of the Fedaktrob may turn hiding personal desires and not expressing them into an ethic for nurses. Knowledge of rights and trust in them. A worker who is not aware of workers' rights in labor law is unlikely to use sufficient clarity and assertiveness when negotiating with his supervisor. This is also the case in any other field. We humans are silent in many cases due to our obvious rights in the face of legitimate requests from others. Lack of a specific belief in our rights is one of the reasons why people avoid being frank in conversations and negotiations. Other beliefs also contribute to this process. For example, the belief that unconditionally accepting the words of superiors is the right thing to do, which causes people not to take steps to obtain their minimum rights. Studies have shown that self-talk (sell talk) is very different between passive and assertive people. Active people use themselves and situations in their hearts before and during negotiations, and when they need to take a firm stance against the other party, they are united. Who says to himself in his heart that if I oppose his wishes now, he will be upset and disappointed with me, why should I exclude him from himself anymore? These internal conversations reduce the motivation of the province to use frankness and frankness.
This is while assertive people in similar situations constantly chatter to themselves and say, and it is my right to oppose his wishes, the other party may be disappointed. Later, when thinking about these situations, he will acknowledge that this was my right.
Also, people who have passive behavior criticize themselves excessively and look for negative components even in the most difficult situations. Usually, after the end of a conversation, instead of being satisfied with the realization of their rights, they say to themselves in their hearts, why did I stutter so much when I spoke, they are probably sitting and making fun of me now. This type of thinking weakens the person's behavioral patterns and reduces the person's motivation to use assertive and frank means of demands in similar situations.
In contrast, people who are sufficiently assertive and decisive. They change the same situation with a very different expression. This group of people say things to themselves like how good it was that I said it was so hard to say it, I disagreed once and I will be comfortable for a year and ....
For this reason, when teaching the skill of assertiveness and decisiveness, a significant part of the time is spent teaching people to conduct our conversations with ourselves after talking to the other party. Good and weak in interpreting social behaviors
People who do not understand and interpret the behavior of others correctly are more susceptible to the temptation to use behavior These people do not understand well whether the other person's statement is a friendly request or an attempt to gain power, so because they cannot recognize the motivation of others, they prefer to accept their requests to avoid disappointing others. Others consider this group of individuals easy to reach and take advantage of them. Such people usually face the problem of lack of time because a large part of their time is spent doing things for others and fulfilling their needs. The ability to distinguish between "helping" and "being abused" is an important skill without which everyday human interactions will be difficult.
Familiarity/unfamiliarity with the process of frankness and assertiveness
Just stating a clear opinion in response to the other party's statements and demands does not solve human communication problems. Frankness has a specific process that, if not done through that process, may lose its effectiveness and simply cause misunderstanding between the parties. For example, there should be no delay in expressing a request. Sometimes, because we are not familiar enough with our rights or because we are unable to analyze the environmental conditions in a timely manner, we accept the other party's request because we are still sure that his request will be met with a negative response. We regret this after hearing the news after a while. For example, consider an employee whose manager has assigned a task to him and he accepts it. After two days and thinking more, he feels that this task belongs to another unit in the organization and there is no reason for him to do it. He goes to the manager and explains that so far, I think you have not done a good job at all by giving me the task of .... This task should be the responsibility of the unit ..., even if the employee's argument is correct. This method of rejecting the other party's request generally has a negative effect on his decision. Perhaps if the same employee had asked his manager at the very first time this discussion was raised: Are you sure that this task is the responsibility of our unit? I think the unit .... can handle this better, the matter would have been resolved in a simpler and less tense way.
• If at the moment the request is raised, you cannot analyze its reasonableness or not. At least do not give a positive answer to the other party
The external environment also plays an important role in transmitting a clear message, as in transmitting any other type of message. It may be easier to say no to a request when your coworker is standing at your desk than to say no when you are standing across from them. You have probably also found yourself accepting requests and tours when you walk into your boss’s office that you would likely have declined if you were outside. Some people also ask for the opinion of those around them who are watching the conversation to emphasize the reasonableness of their rejection, even though they may already know their opinion. If you can’t analyze the reasonableness of a request at the moment it is made, at least don’t give the other person a yes, so that you can change your mind in a few hours or days. Try to give the other person as much time as possible to respond so that you can better consider the details. The process of openness is a vast topic that is beyond the scope of this book. But as a final justification, when you ask someone to be explicit and assertive in some way and they accept your request, be sure to show your gratitude by using a thank you (although verbal). Humans usually do not feel good when faced with an explicit request and accept it, and they may regret it in the following hours. Your amber and grateful thank you response can prevent this feeling from occurring. Some people, especially organizational managers, have the ability to maintain their assertiveness when they have given a firm message to others and others have accepted it, but China's experience does not confirm this behavior. Other factors There are other factors. They affect the level of assertiveness and assertiveness of humans. Studies have shown that, on average, assertiveness and assertiveness in language are less than men. Of course, a significant part of this personality trait is related to environmental interactions with language. Women are always expected to show behaviors that are gentle and kind, and this is a stereotype in The case of women has become. Communication situations also proceed in such a way that women behave according to this stereotypical thinking. As mentioned in another part of this book, if women express their opinions assertively in a field, just like men, those around them usually observe this behavior with disbelief and sometimes with anger. Behavior that is accepted by a man in social customs when it comes to a woman is described in some cultures with titles such as aggressive aggression, etc. Gender difference is a factor that affects assertiveness. Both language and men are less able to express themselves clearly and assertively when faced with opposing gender. Religious backgrounds also have an effect on the assertiveness and assertiveness of humans. There has not been a study on the effect of Islam on this personality trait yet, but referring to the teachings and character of Islamic leaders shows that assertiveness and assertiveness in defending one's own rights and the rights of others is emphasized in Islam. However, in the case of Christianity, various verses in the New Testament and the advice Many who have raised humility and attention to the interests and desires of others and ignorance of their rights have caused religious backgrounds in individuals to reduce frankness and assertiveness
There is a positive correlation between age and frankness and assertiveness. In other words, provinces whose age is higher. Generally, they value their rights more and can more easily defend their rights in the presence of others.
The last advice on frankness and assertiveness Note that frankness and assertiveness are skills that are not acquired overnight. If you try to use this type of behavior everywhere and in dealing with everyone from tomorrow morning, you will very quickly encounter resistance from others. This resistance may manifest itself in various forms of attack to the following forms:
Backbiting you, for example when they say. Now he thinks who is acting like this.
.
Aggression
Some may think that it is better for the other party not to learn this type of behavior and correct him with a little bit of kindness and aggression. Good revenge Some people may accept your clear and decisive answers in front of you. But try to take revenge in your absence. Also, remember that being clear and decisive is not always good. For example, when your other party is in a fight, using this behavior is not effective at all. For example, if the other party realizes their previous desires during a part of the negotiation and retreats from their previous positions. Using clarity and expressing this attack that I knew from the beginning that you were angry. But I insisted so that you can understand for yourself and similar attacks do not help improve the situation. Rather, they create a negative image of you in the other party's mind that may seriously damage the continuation of the peaceful negotiation process. Let us return to the examples at the beginning of the chapter once again. There are two opposing behavioral patterns, each of which can lead to the failure of the human communication process. Those who behave aggressively are usually rejected by friends, colleagues, and other negotiators. On the other hand, those who are less direct and assertive put too much pressure on themselves and end up losing. In addition, this silence and resignation causes them to become nervous or aggressive in their dealings with other groups of friends and colleagues. Passive behavior, at best, leads to the depletion of human mental ability and nervous balance. Let us remember that directness and assertiveness are not a strange and mysterious gift that some people have and some do not, but rather a set of skills that almost anyone can achieve through effort and practice. After acquiring this skill, you will realize that you can say "no" without feeling guilty, directly state your desires, and communicate more easily. This skill will significantly increase your self-confidence.
Finally, I recommend that you use valuable materials and exercises published in the field of increasing personal skills and based on psychological studies and research in order to increase your assertiveness and frankness skills.
Final words
In this chapter, we talked about the science of communication and its role in negotiation. We discussed the context of communication and its components and saw that passion is an important factor that can significantly reduce the effectiveness of communication. We also talked about verbal and non-verbal communication and their importance in negotiation, but we quickly passed by them.
As examples of the impact of communication on the negotiation process, we discussed the art of questioning and answering, as well as frankness and assertiveness. Communication is an independent field of knowledge that should be discussed in detail in independent books. What was mentioned in this chapter can only be effective in encouraging the reader to study more in this field.
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Chapter 8
Impact in Negotiation
At the end of this chapter, the reader is expected to be able to:
Define impasse in negotiation and identify the cases where it occurs in negotiations.
Explain the impact of the personal characteristics of negotiators on facilitating and intensifying impasse.
Explain the impact of the negotiation topic and environmental conditions on the formation and resolution of impasse.
List the major mistakes that lead negotiations to impasse.
Explain and apply strategies for breaking out of impasse in negotiations
The negotiation process does not always go smoothly. Many negotiations stop without reaching a specific result. Most of us have experienced reaching a deadlock in negotiations. The art of managing a negotiation after reaching a deadlock and trying to get out of it is one of the important skills of a successful negotiator. In this chapter, we will discuss and examine the formation of a deadlock in negotiations and how to deal with it.
Introduction
Example 1
Two companies active in the oil and labor sectors have been negotiating with each other for months. After the end of one of the meetings, one of the parties announces that it is no longer interested in continuing the negotiation. It is not clear exactly what happened, even when a request is made to convene a new meeting to examine the cause of the misunderstanding, the other party objects.
Example 2
Two colleagues working in a software company have not spoken to each other for months. The problem apparently started when one of the customers contacted management and complained about the type of after-sales service provided by the technical department. Each of the two colleagues blames the other. Apparently, in the meeting where the management raised this issue, one of the parties reacted inappropriately.
The examples at the beginning of the chapter are examples of obstacles created in the negotiation process, the occurrence of which sometimes renders any solution to continue the negotiation ineffective. There are several reasons that may contribute to the slowdown and halting of the negotiation process. In this chapter, we will examine the cases that make it difficult or impossible to continue the negotiation. Usually, in such situations, the negotiation becomes very complicated, and emotional and sentimental knots, along with conflicting behaviors and views, make the problem more serious every moment. The negotiators become angry and insist on their position. The positive or at least impartial image they have of each other is distorted, and it becomes very difficult for them to judge the behavior and speech of the other party without preconceptions.
Impasse in Negotiation
When the parties feel that there is no room for further discussion and dialogue and that it is better to stop the negotiation at the current point, an impasse has arisen.
After reaching a deadlock in negotiations, effective communication between the negotiators is cut off and the parties spend most of their time accusing each other. In an attack, it can be said that in these circumstances, the conflict of interests becomes unified, so that the parties have no common ground for discussion and the constructive mutual relationship gradually deteriorates. Better understanding of deadlock in negotiations For competitive negotiations, reaching a deadlock in negotiations is not so unexpected. In extreme cases, in addition to not reaching a conclusion in the negotiation, human relations between the parties may also be damaged. In the rest of this chapter, we will define and examine this and how it occurs in the negotiation process. First, we must consider a few points: Reaching a deadlock in the negotiation process is not a given, although it may be the case. Reaching a deadlock in the negotiation process does not mean stopping the negotiation forever. Temporary suspension of negotiations means that negotiations cannot be continued with the current people, current process, current conditions, or current content (People. Process Content, Context). A deliberate change in one of the aforementioned factors or an unintentional change in them due to the passage of time prepares the ground for renegotiation. Therefore, in situations where negotiations are temporary, always act as if the negotiations will continue for some time.
Creating a deadlock in the negotiation process may sometimes be natural, and sometimes it may be used as a tactic by one of the parties involved. For example, one of the parties may try to improve its position or pressure the other party by stopping the negotiation process. Of course, using this tactic has a prerequisite, which is that the other party must be willing to continue the negotiation in such a way that stopping the negotiation can make him more enthusiastic about continuing the negotiation and change his decision to leave the negotiation. Obviously, this condition does not always hold. Sometimes negotiations reach a deadlock because the parties feel. Even the smallest advance in a negotiation requires giving up a valuable part of their demands. What we need to remember here is that when one party artificially stalls a negotiation as a ploy, that artificial stalemate may turn into a real twenty in the subsequent negotiations.
• Stalling is a powerful card that, if played in the game of negotiation, can either win or lose the game.
In negotiations, the negotiators' perception of the deadlock is more important than the deadlock itself, and whether they think that the negotiation process has stopped or that it can continue. From the perspective of an external observer, negotiations can still continue. However, in the same situation, the negotiators' perception may be that they have reached a deadlock or that one of the parties, as a tactic, may show the other party that the negotiation has reached a deadlock, but the other party may perceive that it is not really possible to continue the negotiation. For this reason, it is usually said that the cessation of negotiations is a card that can win the game and, if it is turned over in the game, the negotiation may lead to a win or a loss. Of course, the person who draws this card either loses or places it on the die, and until the moment of observing the other party's reaction, he cannot determine which of the two situations will occur.
Various factors affect the formation of a deadlock and its intensification or disappearance. These factors can be classified into the following three groups:
Personality traits of negotiators
Characteristics of the subject of negotiation
Negotiation environmental conditions
Next, we will examine each of these three groups of characteristics

The impact of personality traits
Negotiators' reputation in deadlock negotiations
Some personal characteristics of the parties involved can exacerbate the moments of agreement and make it difficult to reach an agreement, some of which are discussed in this section.
How does a person define themselves or their group? The question of identity
Many deadlocks in negotiations are rooted in the definition that negotiators have in their minds of "the self." The answer to the question "Who am I?" provides detailed information about how a person views themselves. People give different answers to this question depending on the social group to which they belong. Studies have shown that the most serious form of conflict arises when people see themselves as threatened
Identity
It is said that a person's identity (the definition they have of themselves in their minds) is the most valuable asset a person has, and when this identity is threatened, people may show the most intense behavioral and emotional reactions.
In negotiations and everyday interactions, always try to understand the image that people have of themselves in their minds and never attack it.
Various studies have confirmed that psychological processes related to defining group identity are among the most important factors in reaching a deadlock in negotiations. This point was mentioned in the topic of Nair's intellectual frameworks, that when the parties involved in a negotiation feel that the outcome of the negotiation may have a positive or negative impact on their identity, they examine and evaluate everything in the negotiation with "identity glasses", and this is a perspective on which agreement is not so easy to reach. How does one see others? In the previous section, we discussed the question of who am I, but there is another important question that can affect the nature and fate of the negotiation, and that question is who are they? 1. According to the studies of El Rothma in 1997 2. According to the studies of Saunders in 2003

Basically, social identity is an abstract concept. Humans define their identity in comparison with other humans in society. Humans establish a very clear boundary between themselves and others and look at conflicts from beyond this boundary. Khattab Siadi cited the Fundamental Attribution Error. This is what it means.
A fundamental error in human judgment
Studies have shown that most humans blame others if they fail in implementing their decisions and plans. But when they observe the failure of others, they do not attribute this failure to their weaknesses and inabilities.
On the contrary, when they succeed, they consider their abilities and merits to be the main reason for this success. This is while the success of others is usually justified by their great luck. How many times have you made an excuse for being late for a meeting, such as a traffic accident or other factors beyond your control? How many times have you seen others delay and thought of them as lazy, disorganized, or careless? Studies show that the more differences a negotiator perceives between their own identity and that of the other party, the more likely they are to reach a deadlock in a negotiation. Negotiators’ Perception of the Other Party’s Power When one party feels that they have access to more power resources than the other party, negotiation success is usually enhanced. The most complex situation is when neither party accepts the other as a resource. Smith (1994) describes revolutions as a power struggle in negotiation, a power struggle that is driven by a change in the ruling system because there is no acceptable third party. Resentment and Good Revenge Resentment and revenge are two other factors that can lead to a deadlock in a negotiation. When one party commits to taking revenge on the other party under any circumstances, the negotiation will move toward a deadlock. Three main factors strengthen the good of revenge and the possibility of reaching a negotiation conclusion:
A sense of injustice in the negotiation process or process and an attempt to do justice in ways outside the negotiation framework
When the individual/group identity has been distorted and destroyed by the other party.
A sense of unfair and unconventional behavior by the other party that, if not dealt with now, is likely to occur again in the future.
Any of these factors alone are sufficient to bring a negotiation to a deadlock. Usually, a deadlock is formed to the extent that one party decides to recognize the material and intellectual presence of the other party in the negotiation. Physical presence is not recognized when the negotiator announces that he is not willing to be in the room where the other party is present or when the other party is present. Intellectual presence of the other party is not recognized when he does not pay attention to what the other party says or answers his questions during the conversation and negotiation. In this case, the negotiator simply continues to express his ideas and desires.
Characteristics of the subject of negotiation
In addition to the characteristics of the negotiators, the characteristics of the subject of negotiation can lead to the formation of the source of the negotiation process. In this section, we will examine three of the most important of these characteristics.
Issues that can be examined from different value perspectives
In examining negotiations that have reached a deadlock, we find that many of these disagreements have arisen due to the difference in the value attitudes of the parties to the issue under negotiation. Differences in values ​​can arise and warlike differences can begin at the level of differences in taste and even very serious differences in ideological orientations. Increasing the band does not consider a simple issue such as pricing a product for sale. Such an issue can hardly be viewed from different value perspectives. An issue such as The ban or prohibition of the use of the hijab is an issue that has a strong ideological charge and can be discussed and analyzed from various angles, and it cannot be easily resolved through negotiation. In such circumstances, an attempt by one party to impose its will on the other party may lead to a deadlock in the discussion and make it impossible to reach any agreement. Many racial, religious, political, economic, legal and environmental negotiations in countries are at great risk of reaching a stalemate due to this value charge.
When the subject of the negotiation is of high value
Value is raised in negotiations in three ways
Sometimes the subject of the negotiation is of great value in itself. Negotiations over the civilisation of countries are an example of this type of subject. Obviously, gender issues and border checks are potentially more at risk of a diplomatic impasse. Sometimes the value of the subject of the negotiation is high in itself, but each party takes such an extreme position that the gap between the two positions cannot be easily filled. When the value of your house is around 150 million, but you announce its price at 150 million, and the buyer, after visiting the house, announces his readiness to pay 180 million, there is a gap of 70 million, which can be easily bridged by the manager. Therefore, a negotiation is seriously at risk of reaching a deadlock. Sometimes the value of the subject of the negotiation increases because it is raised in the public arena. When two blind people announce their political positions. When a negotiating team leader makes a firm demand to a group of members, and there are examples of situations where the value of the subject matter being negotiated is high and the negotiation is at risk of reaching an impasse: When human health and safety are at stake Experience has shown that negotiations over human health and safety can easily reach an impasse. Examples of such negotiations include negotiations over the emissions of energy-efficient products and similar matters. The reason for this is that one party cannot be swayed from his position in any way, because on the one hand, the issue is human and environmental, and on the other hand, the other party is usually unwilling to change his position due to significant material interests. Environmental conditions of negotiation In addition to the personality characteristics of the negotiators and the characteristics of the subject matter being negotiated, environmental conditions also affect the likelihood of reaching an agreement. In Chapter 8, we discussed renegotiation, where we said that negotiators can negotiate for contract extensions, negotiate for contract changes, and negotiate outside the contract. Negotiations on matters foreseen in the contract (they face each other). Studies and surveys have shown that this type of negotiations outside the framework of the contract) are more exposed to this ratio. The clarity of the negotiation conditions and the assumptions of the form of the conversation in the mouths of the parties during the period (cooperation) are among the factors that facilitate the negotiation to reach an impasse. Some of the big mistakes that lead to a deadlock in negotiations. According to studies, six important mistakes that can lead to a deadlock in negotiations are as follows: Not paying attention to the other party's problem Not paying attention to the other party's demands and why they are at the negotiating table in the first place. Sepenius in 2001 is considered one of the reasons for reaching an impasse in negotiations, as well as not thinking about the legitimate demands of the other party - who expects to leave the negotiating table with their hands in the hands of the elders - can also lead to the emergence of a tradition in negotiations. Negotiators should always remember that the goal of negotiations is to achieve both parties' legitimate demands and cannot be Successfully conclude the negotiation without considering the interests and demands of the other party
Do not overemphasize common ground in negotiation.
Overpaying attention to the price factor and other material aspects in business negotiations
Negotiators who focus on price throughout the negotiation increase the risk of reaching a deadlock in the negotiation. Professional negotiators always remember that there are usually other factors besides price that can be discussed at the negotiation table. These negotiators use other factors to receive and grant power and move the negotiation process forward. These intangible factors (such as reputation, trust, etc.) are other factors that are neglected if the negotiation is overly focused on price and gradually leads the negotiation to a deadlock
Ignoring the negotiation process
Negotiators must first create many solutions and values ​​and then focus on dividing these values. Negotiators who forget the first stage and start discussing and negotiating at the very beginning The risk of reaching a deadlock in the negotiation increases significantly. We must enlarge the negotiation cake and then negotiate over a share of that cake.
Too much focus on common ground
We all know, and this book has repeatedly emphasized, that focusing on common ground is essential to reaching an agreement. Two negotiators who have nothing in common can hardly reach a valuable point at the negotiating table. But we must not forget that negotiators who are too similar to each other and whose demands are completely similar will also have difficulty reaching an agreement. A win-win negotiation is when each party puts things that are less valuable to them in the other party's news and receives things that are more valuable to them. If both parties focus on aspects that are of common value to them, there is no room for creative solutions.
So do not overemphasize common ground in negotiations. Discuss different and non-common areas and, by leaving them, create solutions that satisfy both parties.
Failure to consider alternative negotiation options
Alternative negotiation options form an important part of the negotiation process. Having other options gives negotiators power during the negotiation process and creates conditions for negotiation to proceed. Negotiators who do not consider other options enter the negotiation process from a position of weakness and cannot proceed with the negotiation well. This makes the negotiation process longer and, in many cases, it is more difficult to reach an agreement.
Failure to correct perceptions during negotiation
Negotiators have perceptions of each other at the beginning of the negotiation. These perceptions are very likely to be completely based on reality. The information that each party obtains during the negotiation should be used to correct these perceptions and bring them closer to reality. But the problem is that people usually continue the negotiation with the same initial perceptions and filter out external realities and conflicts. In other words, they only pay attention to behaviors and events that confirm their initial perceptions. Obviously, such a situation increases the likelihood of the matter reaching a deadlock.
Some behaviors that help to break the deadlock in negotiations
In this section, we will examine six groups of strategies for breaking the deadlock in negotiations. The titles of these six strategies are as follows:
Agreement on rules and procedures
Sometimes the tension and retreat of both parties simultaneously
Synchronines de desalination of hotility
Improving the accuracy of communication and trying to understand the other party's point of view
Controlling the number and dimensions of the topics discussed
Creating a common ground that can serve as a middle ground for agreement.
Increasing the attractiveness of the options ahead for the other party
Before we discuss each of the above strategies for exiting the matter, we must emphasize that there is still no clear framework for resolving conflicts and breaking deadlocks in negotiations, and the strategies presented here have been compiled solely from independent studies. Although it cannot be easily judged, it is noted that use the above strategies in the same order and priority as mentioned, and when one of them is implemented, move on to the next option in the negotiation using the above strategies. If the exit is not possible, a third party may be effective.
Agreeing on rules and procedures
The parties involved in a deadlocked negotiation can gradually break the negotiation deadlock by agreeing on ground rules and procedures for the negotiation process. Conflict in negotiations usually escalates rapidly and extends beyond the initial boundaries. The parties gradually use more and more complex and violent tactics and try to defeat the other party at all costs. To return the negotiation process to its original course, the parties must reconsider and agree on the rules and procedures governing the negotiation and, if necessary, amend them. The following steps can be considered in this regard:
•
Sometimes changing the location of the negotiation can lead to a reduction in tension: especially if the new location is considered neutral by the parties, it is natural to agree on a new meeting agenda in which the points that can be discussed are separated from the points that the parties decide not to discuss. In this case, the parties should agree to adhere to such an agenda.
Being clear about who is appropriate to participate in negotiation sessions can help control and reduce the friction that arises. Changing the negotiator (a) member of the negotiating team can be a positive signal and a signal of your willingness to change during difficult times.
Setting a time limit for each negotiation session and for the entire negotiation process is another option. Studies have shown that the speed of negotiations and the overall process of a negotiation are dependent on the amount of time available to the negotiators, so setting a time limit can help increase the effectiveness of negotiations. Setting rules for the negotiation process has many positive effects. For example, the parties can agree on the order in which the participants' opinions should be presented, and each of those who wish to express an opinion will have ample opportunity to do so. Choosing one of the participants as the meeting chair and how to follow up on the implementation of the negotiation decisions can be steps that gradually lead the negotiations out of an impasse. Distorting the dos and don'ts for the negotiation process is also a simple task that usually has significant effects on one side and - facilitates the progress of the negotiation process. For example, agreeing not to attack the other party, shouting, or using threats
1. According to the suggestions of Dax et al. in 2000

Professional negotiators (especially in intra-organizational negotiations) can take opportunities to critique and review the negotiation process throughout the negotiation process. Perhaps by re-evaluating the rules and procedures governing negotiation, the path of negotiation progress can be smoother
Reducing tension and retreating simultaneously
Negotiations that are fruitful and approaching a deadlock are usually heavily mixed with emotions and chatter from the parties. The well-behaved and frustrated parties insist strongly on their positions. Usually, negotiators in these situations describe their positions as logical, reasonable, and effective, and the other party as irrational, hard-headed, and inflexible. The more time is spent negotiating and the less results are achieved, the more pronounced such claims become. In China, the conditions of personal feelings in negotiation have also become more extreme, and each party in The negotiation framework, the opponent tries to implement his own demands and suppress the other party. The following methods can be used to break this prevailing atmosphere and pave the way for negotiations to break out of the deadlock.
Separating the parties from each other
The most common method for stopping and reducing the escalation of conflict is to stop the negotiation process. A short pause can change the atmosphere to a good extent. Do not tell the other party that if he agrees, you can continue the negotiation session for days or weeks. You can clearly explain in the meeting that the current atmosphere is not in the interest of the parties and that taking time to cool down emotions and strengthen logic in the minds of the parties can lead the negotiation to a better path. The parties should emphasize that each will bring new ideas to the negotiation table for the next solution. Separating the two parties from each other may require a few minutes, a few days, or a few weeks. The pause created can be used to evaluate the positions of the parties, create new solutions that are approved by the parties, exchange views with other stakeholders who are not present at the negotiation table, and ....
Management Tension is a natural by-product of the negotiation process. Negotiators need to understand that tension is a natural by-product of the negotiation process. Therefore, it is necessary for the negotiator to be aware of the inherent and inherent side effects of the negotiation process. Some negotiators have learned from experience how to defuse tension in a negotiation with a joke, a quiet smile, or a high pitched tone. Successful negotiators also know that in the face of tension and loud shouting, silence can sometimes create a space for tension to develop. However, it will also help to calm the other party’s emotions and serve as a tool for re-engaging in a relationship based on mutual respect. So try to use logic and interaction. Tension is a natural by-product of the negotiation process. Tension is a natural by-product of the negotiation process. Tension is a natural by-product of the negotiation process. Tension is a natural by-product of the negotiation process. So try to manage it. Accept the other party’s feelings. When the other party presents an idea and you disagree with it, this behavior is usually not interpreted as a simple disagreement. The other party is likely to The other party may feel that you have challenged him or her, or that you have accused him or her of lying or fabricating events. Or, in some other way, that his or her character, not his or her words, is being attacked. Regardless of whether you intended to, you must face the fact that your message may be interpreted differently. Unfortunately, this type of interpretation usually leads to the formation and escalation of conflict. For this reason, a good negotiator must have the ability to analyze the reaction of the other party to his or her behavior and speech. On the other hand, whenever you feel that your behavior is being too aggressive and violent towards the other party, consider the possibility that you are trapped in a familiar interpretation of the other party's behavior and speech. Don't forget to listen to the car. There may be a difference between listening carefully to the other party and accepting what he or she is saying. Although you may not agree with what the other party is saying, this does not mean that you should listen carefully to what he or she is saying. Create in the other party that his words, feelings and perceptions are heard and understood. This is what is mentioned in another section of the book entitled Effective Listening, not Reasoning. Psychoanalysts, doctors, lawyers and negotiators must cultivate this ability in themselves to listen carefully to what he says. The negotiator must create an atmosphere in which his other party feels and understands.
Simultaneous withdrawal of the parties
This strategy was first proposed during the Cold War by Charles Osgood under the title of "gradual and reciprocal moves aimed at reducing tension. According to his analysis, as long as each party takes another step towards deepening the conflict with the aim of creating a balance of power. The process of conflict continues and intensifies. He proposed that in situations where the conflict has intensified, it is better for one of the parties to grant concessions to the other party to prove its good faith and prepare the conditions for taking the next steps. The concession should be large and important enough to ensure the other party's good faith in the grantor, but it should not be so fundamental that if the other party does not change its position and does not grant reciprocal concessions, the one who granted the initial concession will be in a much weaker position than before. This was the idea that was used in the Nuclear Non-Proliferation Treaty.
Whoever uses this strategy in negotiations aimed at resolving the conflict should consider the following points.
The concession should not be announced in detail, otherwise it may be overlooked and forgotten in the midst of the hubbub of the conflict.
It should be announced that the concession is being granted voluntarily and with the aim of reducing the tension between the two sides.
The other side should be invited to put a reciprocal concession on the negotiating table in a similar way. A precise timetable for granting the concession should be specified. It will not help to resolve the conflict to say that we intend to grant you a concession in the future to show our good faith. It should be emphasized that although there is no certainty that the other side will grant a reciprocal concession, the initial concession will be granted unconditionally in order to start the process of reducing the tension.
After the concession is announced and granted, it is expected that the other party will demonstrate its willingness to break the deadlock by granting concessions. If the other party welcomes the beginning of the mutual withdrawal process, this method can be continued until the deadlock is completely broken and a point is reached where negotiation restrictions are possible. Otherwise, this method is practically stopped and negotiators must resort to other methods. In situations where the parties have more leverage than each other, this method can be used in such a way that each party presents the other party with a list of concessions that it is willing to grant to its members, and the other party requests the granting of one of the concessions based on its priorities and preferences. Improving the accuracy of communication between the parties One of the points that must be taken into account when reaching an impasse in negotiations is to ensure the existence of communication channels between the parties and their mutual understanding of each other's positions and demands. Gradually, as the passion for conflict grows, all the parties' efforts are focused on proving the legitimacy of their demands and destroying the other party. Effective listening is usually not done in such a situation. Each party thinks that they are well informed about the ideas, desires and intentions of the other party and do not feel the need to listen further to what the other party says. In such a situation, neither party considers the common desires and interests. Trust and cooperation to solve the problem are practically destroyed and the negotiation is increasingly in a bind. To solve this problem, the following points should be considered.

Chura Organ in 1962

GRIT Graduated and Reciprocated Initiatives in Tension Reduction

Put yourself in the other party's shoes
When we look at the negotiation process as an observer or someone outside the negotiation, the logic, positions and common ground between the parties seem very simple, while each party can hardly understand the logic and position of the other party and possible common interests. When a negotiation reaches a deadlock, try to put yourself in the other person's shoes and look at the negotiation from their perspective. A manager who puts himself in the shoes of his employee will better understand the circumstances that led the employee to ask for more pay. On the other hand, if the employee puts himself in the shoes of the manager, it will be easier for him to understand the manager's circumstances and the reasons for his behavior. By putting yourself in the other person's shoes, you can understand his desires and positions, and you can find new ways to express your desires that will probably be more easily accepted by him. If there is a deadlock in negotiations between two countries or two organizations, even role playing can be effective. Divide your team into two and ask one group to assume the role of your counterpart in the negotiation and discuss and negotiate based on their points of view. In this situation, a lot of information will be revealed to you and usually very suitable strategies for confronting the other party will come to your group's mind. When the negotiation comes to me, try to see the world from the other party's point of view. Try to convince him that this is not so difficult. It is enough not to tell the other party that I can understand your logic and situation. I ask you to put yourself in my shoes. Try to explain the situation to the other party from your point of view. In such a situation, what would you do if you were in my shoes?
Is it always good to put yourself in the shoes of the other party?
You have probably noticed that the main function of the method in question is that when the parties put themselves in another place, it pays attention to some common desires, desires and views that they have not previously paid attention to.
If you are in a deadlock and you are sure that the parties have no common ground. In vain  Try to convince each party not to put themselves in the other party's shoes. This will only make the parties more sensitive to existing cooperation and will trap you more in the negotiation than before.
However, when each party puts themselves in the other party's shoes, they better understand the goals and desires of the other party, and in such circumstances it is better to decide how to continue the negotiation and the changes that may be necessary in the negotiation process.

Four images
This method, similar to the previous method, also tries to make each party agree with the views and perceptions of the other party. Of course, this method is more useful in a somewhat friendly communication environment and is useful when the parties accept the impasse in the negotiation and are interested in resolving the conflict (perhaps family problems or problems between different organizational types are good examples for using this method). Do not ask each party to answer the following four questions (preferably in writing).
How do you see yourself? How do you define yourself?
How do you think the other party is human (unit)?
How do you think the other party thinks of you?
How do you think the other party thinks of themselves?
After the answers to the above questions are determined, each party can provide the answers to these questions to the other party and then discuss and exchange ideas about the answers in a free environment.
You and Me
To believe in the effectiveness of this method, sit down with one of your close friends or colleagues (with whom you are close) and answer the above questions about each other. After reviewing the other party's answers, you will come to the conclusion that despite your friendship and close relationship, how many important things remain unsaid between you. Things that, if raised and resolved, may benefit your relationship in the near or distant future. I once used this method in a joint venture between two groups. The parties said that after implementing this method, they were able to negotiate and cooperate with each other with much better efficiency and greater peace of mind.
The correct use of this method can bring many results. Before any negotiation, possible misunderstandings and misunderstandings between the parties are raised and, if necessary, discussed in an appropriate manner. In addition, in this method, the values, interests, desires and priorities of each party are raised to some extent in the midst of the response to the questions. It is natural that this information can play an important role in shaping the negotiation process appropriately. This process also provides a suitable space for negotiation. Because the parties, while talking more with each other, come to the implicit understanding that misunderstandings are an inseparable part of the human mouth, and this is an important step in the formation of constructive negotiation.
Control of the topics discussed
When negotiations reach a deadlock, another point should be considered, and that is the number of topics discussed. Gradually, as the conflict intensifies, the number of dimensions and complexity of the topics discussed should increase. Small conflicts that usually come about on a single issue: minor ones can be resolved with little effort, but major conflicts over complex issues usually bring a wide range of issues to the negotiating table.
Here is where the skill of negotiation, which is to categorize and strategize issues and discuss and examine each one in turn, becomes very important. Here are a few tips on this subject:
Break the negotiation into smaller pieces
When conflict arises in complex negotiations, try to break up the negotiation. This can be done in a variety of ways.
Reduce the number of parties involved on each side of the negotiation. When negotiations reach a deadlock, each party tries to bring the other party and their adversaries to the negotiating table. In this way, each party forms a compromise in the hope of increasing its bargaining power in the negotiation. The fact is that increasing the number of people involved in the negotiation increases its complexity. Each person brings new perspectives to the negotiation. He asks others for the opportunity to express his views. Each perspective will probably find opponents, and in this case, all the time in the negotiation will be spent on fruitless tables without any training to get out of the relationship. That is why reducing the number of parties involved is one of the necessities of breaking the deadlock in the negotiation. Reducing the number of negotiators and even limiting the negotiation to a conversation between the two main negotiating parties and at most one neutral mediator creates a better chance of breaking out of the relationship.
Control the number of topics discussed.
The second way to break the negotiation into smaller pieces is to limit the number of topics discussed. As we will see, this increases the number of topics discussed. The negotiating parties even put topics that they have already agreed on on the table again because they believe that in the conditions of the hadith, previous agreements have been established and each of the previous topics must be discussed again. Controlling the topics discussed in a negotiation is not an easy process and requires a lot of expertise and experience. Also remember that limiting the topics (as discussed earlier) pushes the negotiation space towards competitive strategies and reduces the likelihood of achieving win-win agreements. Therefore, the professional negotiator must decide on the optimal number of topics on the negotiation table. The number of topics should be chosen in such a way that, on the one hand, the complexity of the negotiation is reduced and, on the other hand, the conditions are provided for meeting the demands of the parties and forming a win-win negotiation.
Between principles and demands
Differentiation Becomes a Killer Consider a company that is negotiating to sell its machinery to an important customer. The customer requests a minimum 14-month warranty on the machinery, and the selling company is reluctant to warrant its product for more than 12 months. Consider the following two attacks (as made by the sales representative):
Our company does not warrant its products for more than 12 months.
We are not interested in guaranteeing more than 12 months.
These two attacks have a fundamental difference. In the first attack, a principle is discussed, and in the second attack, one of the demands is actually discussed. If the negotiation goes further, some demands can be presented as a concession to the other party, but it is not easy to ignore the principles. Always pay attention in negotiations to separate the principles from the feelings. One of the problems of negotiating in a deadlock is that the parties present their demands in the form of principles. In such a situation, negotiation becomes very difficult and in a word, a way out of the deadlock can be found. However, the opposite of this also exists. Sometimes negotiators are not willing to state the principles governing their organization. And they try to explain and justify the current situation with different explanations. The other party, who is not aware of the situation, tries to change the negotiator's opinion. This is while if he had said from the very beginning that this issue was an organizational principle and it was possible to change it, the futile negotiation over the interpretation of an organizational principle would not have continued.
Look for ways to break down the issues being discussed into smaller, more understandable chunks. In his book, Fisher discusses various techniques for breaking down issues into smaller chunks, called “salaam tactics.” Some of these tricks are purely psychological. For example, an educational institution that cannot agree to a 50-hour course with its client may be able to negotiate a simpler course for each hour and justify the amount to the other party.
1. As mentioned earlier, one of the prerequisites for a win-win negotiation is a variety of topics to be discussed so that each party can give up points on less important issues and receive points on issues that are more important to them. When a negotiation is limited to discussing a single topic, there will usually be a loser.
2. Consider a negotiator who shouts at his counterpart, "From the beginning, our company has not done business with companies like yours." China negotiates a simple demand (e.g., timely payment of the cost of goods) as a principle of wrongdoing in dealing with your company and companies like yours. How can a negotiator back down from this stated position?
3. Fisher in 1964
Some of the Kurds themselves can actually be irbaksh
For example, a manager with members, (probably because the number of people is limited to this one time and will increase) may ask the human resources manager to allow Purcell three 3-hour vacations per month, but of course no more than one vacation can be taken in a day. Breaking down the issue at hand paves the way for finding an impossible compromise
Giving employees a day off for family reasons will pave the way for both parties to come to an agreement.
Make the issues at hand laugh at the people Usually, when negotiations are deadlocked, it is not the issues that are attacked but the people who are attacked. It is not the other party's ideas that are called irrational, but the other party himself who is called irrational. The professional negotiator must always realize that the negotiation is a meeting of people discussing positions, and that positions are dealt with independently of the people who put them forward.

Create common ground for agreement
Gradually with As the conflict intensifies, the parties forget the similarities and evaluate the differences more and more important than before, as if they are getting further and further away from each other every moment. Searching for customer areas and focusing on them is an action that can prevent the conflict from intensifying to a good extent. There are various methods for this, some of which we will discuss in this section.
Focusing on superior goals
Superordinate goals are goals that both parties are pursuing and have no choice but to cooperate to achieve them. There may be some conflicts between different departments in an organization, but there is a fact that there is a superior goal under the guise of organizational profitability, which everyone agrees to achieve despite all differences of opinion. Goals can play this role if they are truly important to both parties and the benefits of one party are not significantly greater than the other. Political, economic, social crises, as well as natural phenomena such as floods and earthquakes, have shown that individuals and groups that are in serious conflict with each other The elders are willing to lend a helping hand to each other in the face of a superior goal.
Common enemy
Another form of superior goal is the common enemy. The existence of a common enemy sometimes creates a good incentive for the parties to cooperate to break the deadlock in negotiations. Political leaders around the world use this trick well to eliminate or temporarily stop existing conflicts. The coalition of political groups is usually in line with the ideology of the common enemy in order to achieve common superior goals

Common expectations
At the beginning of this chapter, we explained that the definition of rules and procedures can be a good solution to break the deadlock. Experience has shown that in cases where the parties do not agree on a single rule and procedure, the absence of specific rules and procedures itself becomes part of the conflict. Also, rules and procedures, if they exist, are usually more of a good faith (sides) than an affirmative. This means that it is more emphasized that we will not do these things and that we will not do those things. But it is rarely said what will be done. For this reason Some negotiators recommend that in the Instead of discussing procedures and rules, negotiations should discuss common expectations. For example, the common expectation of both parties could be to resolve the conflict within a week or to reach an agreement by the end of the current day's office hours, etc. Chase is a positive statement of expectations and can provide sufficient motivation for both parties to move. Increasing the attractiveness of the options for the other party is the last step that can facilitate the parties to break the deadlock. Increasing the attractiveness of the upcoming threats for the other party is usually negotiators who do not make any changes to their offer when the negotiation fever rises and they reach a deadlock, and instead try to persuade the other party to accept the options on the negotiating table by threatening them. Think back to your last negotiations and when you reached a deadlock. Have you thought for a moment, however briefly, about amending your offer? Most negotiators claim that in those situations they have thought more about how to impose their will on the other party. Fisher presents a model for describing critical situations in negotiations and explains that in any negotiation (especially when reaching an impasse), each party is faced with three parameters: The demand for which they came to the negotiating table and whose achievement has now brought the negotiation to an impasse.
The offer that is given to the other party in order to obtain the demand.
The threat that is used to persuade the other party to accept the demand. Fisher explains that negotiators usually focus on "their own demand" and "the other party's threat", and this creates a lot of tension in the negotiation, while the negotiation can be better achieved by focusing on how can I satisfy the other party's demand in such a way that he accepts my offer and satisfies my demand? In other words, Fisher believes that in such situations, focusing on the other party's interests can be more effective than focusing on your own interests and threatening the other party at the same time. In other words, making the offer attractive to the other party can be more effective than making the threat more extreme.
Final Words
Those who have enough experience in negotiation know that the most important challenge facing a negotiator is facing an impasse. In this chapter, we learned that an impasse is not always an unpleasant event. Sometimes negotiators deliberately bring a negotiation to an impasse. But it is usually not cheap to start a negotiation that has reached a deadlock. Therefore, we should try in negotiations to avoid impasses except for logical reasons.
We learned that some personality traits in negotiators, some characteristics in the negotiation subject and the negotiation environment can be effective in creating an impasse or breaking a negotiation from an impasse. We also learned about some methods of breaking out of an impasse. Agreeing on rules and procedures, simultaneously withdrawing from positions, improving the quality of mutual communication, and emphasizing common ground are among the methods of breaking a negotiation from an impasse.
Today, many negotiations worldwide have reached an impasse, and great international negotiators are trying to break these negotiations from an impasse. Try to follow political news more closely from now on and see if you can use what you have learned to identify effective solutions to break the deadlock?



















Page 208
Page 209
Chapter 9 - Some Mental Errors in Negotiations

At the end of this chapter, the reader is expected to be able to:

Discuss and analyze verbal errors and how they affect the negotiation process

Understand the error of comparison with an inappropriate authority and identify its examples in the negotiation process

Explain the ownership effect

Explain the process of irrational increase in commitment and apply the strategy of avoiding it in negotiations

Explain mental supports and their effect on the negotiation process

Explain the blind spots in the negotiator's mind and identify their examples in negotiations

In the chapter on communication, we talked about how information is received, distorted, and perceived. In this section, we will discuss how a negotiator uses the information he or she receives to make decisions in negotiations. We humans are capable of making correct and complete decisions based on the information received wirelessly. We have systematic errors that continue to accompany us in different situations. In this section, we will examine some of these errors.
Introduction
Suppose you are in a watch store and after final negotiations, you are buying a watch for one hundred thousand Indian tomans. Your friend enters the store and says that he saw exactly the same watch three streets down for sixty thousand tomans. Suppose the two stores are identical in terms of service and other conditions. What decision would you make? Are you willing to go three streets down for this forty thousand tomans difference?
Now suppose you are in an audio-visual equipment store and after final negotiations, you want to buy a video camera for three million tomans. Your friend enters the store and says that he saw a camera with exactly the same specifications on the street down for two million nine hundred and sixty thousand tomans. Suppose the two stores are identical in terms of service and other conditions. What decision would you make? Would you be willing to go three streets down for the forty thousand tomans difference?
Compare with an invalid reference
The example at the beginning of the chapter is an example of one of the common errors of giving. Many people say in response to the first question about buying a watch that they are willing to go a few streets down to buy a cheaper watch, but in response to the second question, fewer people change their decision and go to the cheaper store. Isn't it because in both cases the discussion is about forty thousand tomans, so why do we choose two different behaviors in these two situations? What is the reason for this decision? Perhaps if we ask people to explain that in the case of a forty percent difference in the part, but in the case of a video camera, the discussion is about the price difference of about one to two percent. Although the percentage of the price difference in the two examples above is different, the fact is that in both cases, we are talking about forty thousand tomans, and logically forty thousand tomans has a different financial value for a person, whether when buying a video camera or when buying a watch. What makes the decision to buy a watch is the reference. In one case, we compare forty thousand tomans with one hundred thousand tomans, and in the other case with three million tomans, while the value of forty thousand tomans is a different amount depending on the financial situation of each province and its income and expenses. The effect of ownership How much is this glass worth? Do not consider a class of 90 people. The teacher enters through the door and brings 30 glasses. The glasses have a unique and beautiful design that the students have not seen anywhere else (or at least have any idea of ​​their price). The teacher divides the class into three groups. He gives the glasses to one group and asks them to write down on a piece of paper the lowest price they are willing to sell the glasses for. Before the students start writing, two other points are explained:

The price of these glasses ranges from about 500 tomans to 3000 tomans.

If you do not sell the glasses, you can take them home.

Another thirty people from the class (the second group) are given a piece of paper and asked: How much is a reasonable price to pay to buy these glasses from the first group? This group has also heard that the price of the glasses is 500 to 3000 tomans). Each person is asked to write down the suggested price for the purchase on a piece of paper.
The thirty-third person is told that in the next game you will play the role of buyer or seller (it is not clear which role you think is worth the glass?). This experiment was conducted with many students. The result was The first group of students (the owners of the mugs) usually value the mugs three times more than the second and third groups (the second and third groups value them almost the same). Do you have an explanation for this phenomenon? This experiment is one of the most popular experiments in the field of valuation, known as the Mug Experiment. The mug experiment and many other experiments have shown that humans value what they own more than what others have. This is one of the cognitive errors that we may fall into when negotiating and think that what we have is more valuable than it is. Some have referred to the feeling of loss in describing this phenomenon. Someone who wants to buy a product will gain something if they buy it, and nothing will happen if they are provoked, but someone who wants to sell their product "loses something." Humans cover this loss by asking for a higher price. 1. The fact is that the proverb "The neighbor's chicken is bigger than the grass is bigger" is true. always greener on the other side of the cme) is not applicable in real negotiations and because serious studies have not been able to support these ideas seriously, the code of the Tahir Nahan does not show any behavior in negotiations.
Discussion If the ownership of the goods is questioned in articles and books, economists prefer to confirm the original embryo because from the initial identity of economics and pricing, there is a fixed value for each good. In other words, economists assume that for person (A) the good (B) has a value at a certain point. Whether this good is in his possession or not. Another criticism of the glass ownership experiment is that a kind of episodic scarcity is created in this experiment and this affects the valuation of each party. But what can be said with more certainty is that in the absence of external means of valuation, the owner of a commodity, as well as any other intangible thing, will overestimate the value of what they possess. Consider the valuation of a second-hand mobile phone compared to the valuation of a used gold service for which there is an external criterion for valuation. This phenomenon is not limited to goods and services. Every person is specialized in certain areas and places a high value on their specialized knowledge, but if the same person were to be in someone else's shoes, they would undervalue that information. 
The irrational increase in obligations 
Negotiators sometimes continue to use that assumption and behave irrationally based on it after a consensus is established. A classic example of this is a country that, even after a military project fails, continues to send its client's forces to win a certain amount, and a gambler who continues to invest more money in subsequent gambles after numerous losses.
Where is the root of such a mistake? Perhaps the root of this type of behavior can be found in our analysis of the external environment and the results of our decisions. Usually, as soon as we make a decision, we look for reasons in the external environment to confirm our decision and behavior, and we simply ignore information that is somehow related to our decision and behavior. There is usually a tendency in the human mind to avoid conflict. Combining a decision that is different from previous decisions confronts us with a dilemma. We must explain to ourselves and others the reason for the previous behavior. It is in such situations that we usually prefer to repeat the previous behavior and avoid conflict. I might imagine that changing behavior and making different decisions may be seen by others as supportive and unprovoked, as well as the hope of achieving a different and desired outcome and maintaining reputation. It can provide sufficient motivation to repeat the previous agreement. Other examples of irrational escalation of commitment to division can be seen in the following cases: When workers in a mine, factory, or factory go on strike and days pass without any specific result. Usually, the strike leaders feel that stopping the strike is a major failure and therefore continue the strike without reaching a specific result.
When a negotiator makes a serious threat during a negotiation and then, because the other party takes the threat seriously, is forced to continue the same process and ignore it

1. Irrational escalation of commitment

2. Sometimes this type of increased dependence on a previous wrong decision also finds interesting mathematical justifications. For example, in the case of gambling. It is suggested that the gambler bets twice as much as the previous one in each stage. In this way, even after a large number of losses, one win will be enough to return all the previous money. Defenders of this model argue that the probability of several consecutive losses in a game of chance is close to zero. Of course, this argument is correct, but what is not considered is that it is possible that at a stage that is usually not too far away, the gambler's money will run out and he will not be able to bet twice as much for the next stage. The gambler in this story has lost in the very first stage when he makes a second bet to revive the money in the game.
When I have been working for a long time for an old worn-out car and we are in a situation where even replacing the tires is not considered, and when we say that I have already done all three for this car with a house for several million tomans, can I sell it now? When two people in a negotiation make unreasonable offers and continue to do so despite knowing that the increased portion of the offer is greater than the actual value of the offer. The way to avoid this mistake in a negotiation session is to use a companion who has entered the conversation during the negotiation and to inform us if he or she enters the conversation without reason. Usually, someone who is in the heat of the negotiation unconsciously falls into this mistake and goes through irrational decision-making steps quickly and one after the other. The belief in a fixed-size cake Many negotiators think that every negotiation is about dividing a fixed-size cake. This belief causes even negotiations that could potentially be successful to be carried out in a piecemeal manner. In the end, it ends with a winner and a loser. Some people believe that basically, a dead-end negotiation is a rhetorical and unenforceable slogan, and does not even spend the slightest effort to eliminate the problem. An employee with a manager who thinks that in a salary negotiation, you should only talk about the salary issue. Obviously, you cannot form a win-win negotiation. Studies have confirmed that if negotiators are responsible not only for the outcome of the negotiation but also for the negotiation process, they are more likely to be led to dead-end negotiations. In one experiment, negotiators were told that after the negotiation was over, they should explain to a negotiation expert not only the outcome but also the process of achieving the outcome. In this situation, the negotiators resorted to the methods of winning the bird (perhaps in order to be able to present better and more words to the foreign boss at the end of the negotiation). Mental supports and adjustment of expectations. How many African countries are members of the United Nations? What do you think the answer to the above question is? 10 countries? 50 countries or 90 countries? 1. Some transnational ones, which are discussed alongside the amount of salary. These include the possibility of choosing flexible working hours, the possibility of working for a position, support for continuing education, the absence of correspondence for faster progress, the possibility of participating in in-service training courses, etc. 2. In an interesting study by Drew et al. in 2000, this question was asked to many people. Of course, before hearing the answer, a test wheel was spun and a number (a small number of about 10 or a large number of about 100) came out and the value was announced to the people. It was also emphasized that this symbolic discussion has nothing to do with the number of African countries that are members of the United Nations. Then people were asked how many African countries they thought were members of the United Nations. Can you guess the result?
Those who had a high lottery number were on average
The 50 and those who had the lowest number in their lottery guessed an average of 15! (The actual number of African countries at the time of the United Nations was 53.)
What do you think of the above experiment? The surprise of this experiment is that everyone knows that the number that comes out of the lottery wheel has nothing to do with the number of African countries that are members of the United Nations, but this number still affects the result of their guess.
The phenomenon that was mentioned in this experiment is called mental anchoring or anchoring the mind at a certain point. People usually start their guesses and judgments from a certain point, a point that may be based solely on a guess, a weak or uncertain guess, or even a random number, and then adjust this guess to what they think is correct. But usually this adjustment is not enough to correct the effect of the initial point of error.
The first offer made by you (and your counterpart) in a negotiation plays the role of a mental anchor. If you are a buyer, an offer of a very low amount from you, although it will not be accepted by the seller, will act as a mental anchor and will adjust his/her offer prices in the later stages. Note that if your initial offers are supported by other information and data, their anchoring effect will be much greater.
Blind spots in the mind of the negotiator
You must know that there is a spot in our retina that we cannot see. This spot is called the blind spot. Although we may be aware of this spot, we do not feel its existence because our mouth completes the image that is seen incomplete without us being aware of this process.
Our mouths also have blind spots. There are many things in negotiations that I not only do not see, but I cannot even fathom. It often happens that I have sufficient information in a field, but without feeling it, my brain supplements what I know with its own assumptions, such as when I say in a poem, I do not know the meaning of chemistry, but when I read it, I do not even feel the meaning of those words. In this chapter, we will examine blind spots in the negotiation process. In order to give you a better picture of these factors, I will present them all in the form of similar cases related to the acquisition of a smaller company by a larger company. Sometimes influential people who are not present at the negotiating table. We do not see. Scenario No. 30: Buying a Pharmaceutical Company Companies (A) and (B) are two leading companies in the pharmaceutical industry. Company (C) is the third company active in this industry. The board of directors of company (C) has announced that it is ready to sell its company if it receives a suitable offer. The managers of company (C) believe that the company is worth about ten billion tomans. Analysts are confident that companies (A) and (B) will make a suitable offer to buy company (C) because whichever company buys company (C) will have a significant market share and the synergy created will bring them a good profit. Companies (A) and (B) have both independently evaluated company (C) and have concluded that if the management changes and the administrative structure of company (C) is restructured, the real value of this company will reach twelve billion tomans. This story can be summarized as follows: if company (A) or (B) buys company (C) for a price below twelve billion tomans. They have practically made a profitable deal, and if they pay a price higher than twelve billion tomans. In fact, a ten-language deal has been made because company (C) is not worth more than twelve billion tomans, even under the supervision of a new management team.
In their latest report published yesterday, analysts have announced that if Company (A) acquires Company (C), Company (B) will incur a loss of five billion tomans due to significant growth and market share gain, as well as the potential for a possible price decrease. Similarly, if Company (B) acquires Company (C), Company (Late) will incur this loss.
What decision would you make if you were the CEO of Company (Late)?
This example is based on a real-life incident in the 1990s between three airlines, USAir, United Airlines and American Airlines.
Usually, when the above story is told in training workshops, the participants are asked about the decision of Company (A). The participants propose that Company (H) be acquired at a price of about a billion tomans. It seems to be a fair offer. The managers of Company (H), who value their company at ten billion tomans, will make a profit of one billion tomans. On the other hand, after purchasing company (H) and changing its shareholders and board of directors, the value of (C) will increase to twelve billion tomans, and one billion tomans of profit will be generated for the purchasing company. What do you think? If you are the manager of company (B). What will you offer company (C) in return for the billion-dollar offer from company (A)? If company (C) is purchased by company (A), a loss of about five billion tomans will be imposed on company (B). So it is obvious that company (C) will probably make a twelve billion offer after learning about company (A)'s eleven billion tomans offer! Does the story end here? It is natural that company (A) will increase its offer to a deposit of one billion tomans in order to avoid the billion-dollar loss, and this story will continue in this way until the part offered to company (C) reaches about seventeen billion tomans. When one of the two companies (say, Company A) acquires Company C for seventeen billion tomans, it will actually lose a billion tomans because the real value of the company will not exceed twelve billion. Company B, which did not make the purchase and is lagging behind Company C in the market, will lose five billion tomans.
Therefore, the board of directors of Company H will leave the market with a profit of seven billion tomans, and each of the two companies (A) and (B) will suffer a loss of about five billion tomans!
What was discussed in this example first of all describes the process of forming an irrational commitment to a decision, which we will discuss in another part of this book, but in this chapter we will also look at this example from a different perspective. What happens to Company A or (B) is due to the fact that we underestimate and ignore the role of the parties who are not at the negotiating table.
The fact is that if Company A and Company B think that their negotiating partner is the company (H) is wrong. Although it appears that Company (H) is not at the negotiating table, the real parties to the negotiation are Companies (A) and (B). When the same story happened between the three major airlines American Airlines, United Airlines and US Airways, the CEO of American Airlines issued a letter addressed to its 118,000 employees (and in fact mostly to its major competitor) as follows: We still believe - as we have always believed - that the best way for our company to grow is to try to grow internally and not to buy other companies. Therefore, we will not be the first company to offer to buy US Airways. Of course, if our competitor makes an offer to buy US Airways, we will put a counter-offer on the table to maintain our competitive position. In this way, American Airlines recognized that the real party in the negotiation was US Airways, which was not at the negotiating table and had no reason to enter into negotiations with United Airlines. The story mentioned here is not unique. The same story is repeated every day in different countries and in completely different forms. Throughout the negotiation, the negotiator must consider individuals and organizations that are not present at the negotiating table, but whose decisions and strategies affect the outcome of the negotiation. Note that without comprehensive attention to all parties who are not necessarily present at the negotiating table, it is difficult to expect that the negotiation will lead to a feasible outcome.
1. In fact, American Airlines and United Airlines are considered companies (A) and (B), and the company is a captive of company (C).

Sometimes we do not pay attention to the internal rules of decision-making on the other side
Scenario No. 31: At what price would you buy this company?
Suppose you are the owner of a large company and are a leader in its industry. You have become acquainted with a small company that has produced a new product and you know that having that product can complete your product range and create significant value for you. You have asked an independent team with expertise in financial management to calculate and evaluate the value of the company. Different people announce different figures based on different assumptions about the future and sales of the company. The prices are all in the range of five to ten billion Tomans. Your company's internal team believes that the purchase of the company will result in a value of about fourteen billion Tomans.
Given this information, what family do you consider suitable for purchasing the company in question and recommend?
If you have not answered the above question, go back and read the problem statement again and be sure to write down your desired solution on a complete sheet of paper. Now consider each of the following situations and write your proposed price, taking into account the specified conditions, on the same sheet of paper.
Suppose that the small company in question has an owner who They have agreed to sell the company to someone else only if the price and terms of the sale are acceptable to all three. Would knowing this change your offer? With this information, what price would you estimate for the company? Let's not consider the vice president's tablet. Suppose the owners of a company have signed a memorandum of understanding that if an offer to buy the company is received by the owners, even the consent of one owner is sufficient to sell the company (unless the other two owners offer their shares for one-third of the offer price. Of course, you have been informed that no two owners have enough money to buy the third owner's shares? Would you not include in your offer what your new offer is? Knowing roughly what the price at which the owner will walk away from the sale is will likely change your previous offers. The thing that changed in this example was the other party's decision-making patterns. The fact is that your proposals and strategies in a negotiation change as you learn about the other party's decision-making patterns. This is a fact that can be forgotten in some negotiations. As you probably did immediately after studying the issue statement, without considering the very strong impact of these details on the outcome of the negotiation, you decided on your initial and strategic negotiating position. Getting lost in the figures of money and balance sheets and profit and loss accounts sometimes distracts us from other aspects of the negotiation. The other party's decision-making rules and process are a blind spot for many negotiators. Always remember that simply knowing the other party's wants and interests (as recommended in most negotiation books and writings) is enough to advance the success of a negotiation. Knowing the other party's assessment methods and decision-making process can have a significant impact on the progress and outcome of the negotiation.
When the value of the information that the other party has Don’t forget to read the following example and write your answer to the final question on paper before continuing on with the rest of the chapter.
Scenario #32: The Value of a Project
You own a resource development company and are considering a project to acquire a company called Omid Farda. Omid Farda is exploring new oil fields. You are going to prepare an offer to buy 100% of Omid Farda’s shares in cash. But there are complications.

•
The value of Omid Farda’s shares is completely dependent on the outcome of a major exploration project that it is currently working on. If this project is unsuccessful, the company will have no value under its current management team and the real price of each share will be zero.
However, if the company's exploration project leads to successful results, the value of each share of the company under the management of its current managers may increase by up to 100 Tomans. There is no information about the real value of the exploration project and its value may be any number between zero and one hundred. Analysts believe that, taking into account all the ancillary factors, if the Resources Development Company takes over the management of Omid Farda Company. The value of the shares of Omid Farda Company (regardless of what amount it is) will increase by 50 percent. In other words, if the value of the shares of Omid Farda increases to 100 Tomans as a result of the successful implementation of the aforementioned exploration project. The transfer of the company's management from the current board of directors to the Resources Development Company will increase its share price by 150 Tomans.
The last point is that the senior managers of Omid Farda Company already know the result of the exploration project but have not announced it. You should announce your offer to buy Omid Farda shares and if your offer is more than the current value of the company that the managers of Omid Farda know about. Your offer will be accepted. No other company is involved in this matter. You are the only one who can buy Omid Farda Company if you wish.
Now, as a representative of Toseeh Al-Sharq Company, you have the authority to announce the price you want to buy Omid Farda Company. This price can range from zero tomans (in other words, not buying shares) to 150 tomans (the maximum project value is 100 tomans, which Resource Development Management can also increase by 50 percent).
Write your proposal in this section:
................................................

What do you think? It's a simple question, but a large number of people who have solved this problem have made the wrong proposal. The proposed price is usually between 50 and 75 tomans. Those who propose this answer argue that since the project output may increase the value of the company from zero to one hundred tomans, it can be assumed on average that the project will increase the value of the company by fifty tomans. Since the change of management from Omid Farda to Resource Development Company increases the value of the shares by 50 percent, it can be said that the average value of Omid Farda will increase to 75 tomans after the change of management. Given these assumptions, the proposal is usually 50 to 75 tomans to buy shares of Asdo.
Now, let's not consider a hypothetical number. Suppose you offer to buy shares for Omid Farda Company at a price of 60 They propose to buy 100,000. The board of directors of Omid Farda accepts the purchase offer and will accept your offer only if the value of their project is between zero and 60. If the value of the project is more than 60, there is no reason to accept your offer. When the value of the project is between zero and 60, the average value of the project can be considered 30, and if the management of Omid Farda is assigned to resource development, this value will increase by 25.00. In addition, if you propose to buy at a price of 60.00, on average, if this situation is repeated several times, you will lose 15.00. The same study can be done for 50.00. 40.00. or even 10.00. In fact, the appropriate offer for such a company is zero. (Do not buy). At any other price, the probability of making a profit is higher than the probability of making a profit.

1. If we want to use precise scientific terms, we must use the term "mathematical acid" somewhere in the middle.

The reason for this discrepancy is why these calculations are different from what comes to our mind at the first moment? Omid Farda Company The reason for knowing the outcome, the project is in a more favorable position than the resource development company is the fact that the Omid Farda company knows the true value of its project and will only be willing to sell its shares if the bid price is higher than the project value. George Karloff (George Alerton) was awarded the Nobel Prize in Economics in 2009 for demonstrating and explaining this phenomenon that the selection bias of bids (based on available asymmetric information) leads to their being overvalued in the markets. Ageroff explains that a car with average performance in the used car market is of below average quality because owners who have taken good care of their cars will sell their money to friends and acquaintances and not enter the used car market. The worse the general condition of a car, the more likely it is that its owner will decide to sell it through the public used car markets. If we want to approach this issue from another perspective, we must accept that if a car enters this market, it will probably be sold at a price lower than its actual price.
Karlov's studies point out that if one side in a negotiation has less information than the other side, You are at some risk. Given that such discussions seem simple and easy, why are so many intelligent and kind people willing to make an offer to buy (a portion greater than zero (toman)) about the company's future? Because our mouths now exclude the analysis of information available to the other party that is not available to us and try to search for the best cat with the available information, while in the analysis of many negotiations, paying attention to the information available to the other party (even when we do not have access to the information and only know its subject) can have a serious impact on choosing the right option from among the cats ahead. Information asymmetry is a root cause of what is known as the Winners Curse. In life, we have many opportunities that lead to success or a prize. But when we review with ourselves all three that we have paid to achieve it. I would say that in fact we have been losers, the winner has had this experience physically. After a negotiation is concluded, they realize that all three of them paid more than they should have and in this case they curse themselves for basically why did I accept this result and why did I agree to this negotiation? One of the roots of the "buy-back" phenomenon can be in the lack of information. Considering that the other party has some information available that we cannot access, someone who offers a price of less than 50 Tomans in a negotiation to purchase the company Omid Farda and the offer is accepted.
It is gone. He is probably happy that Tavaneh bought the company for less than the reasonable price of the company, but the fact is that the company Omid Farda only accepted his 50 Toman offer because the real value of the project was less than 50.
The above game has been played by many groups, and even real money has been used to make the game more serious. But experience shows that even after a hundred repetitions, a very high percentage of people will make different offers to buy the company Omid Farda?
To avoid the "winner's curse", remember the following three tips:
Imagine how you would feel if your offer was immediately accepted.
Before making an offer, imagine that the other party may reject your offer without any negotiation. Or, in a hurry, your offer may show low value with a high offer. And also think to yourself, what does the other party know that I don't know and how this knowledge might make me a loser. The curse of winning is not only due to your inability to analyze the other party's decision, but also generally due to forgetting the value of the knowledge that the other party has in mind and can affect the negotiation process.
Seek out experts.
Experts who are not verbally and emotionally involved with the subject of the negotiation and the negotiating party are usually better able to analyze the negotiation with objective criteria. When buying a used car, the buyer usually thinks in his mind about the price and payment terms, but if an expert mechanic is present to evaluate the transaction. Above all, the technical aspects of the car and its qualitative assessment will be focused. Never use the power of an external observer in a negotiation.
Contingent conditional offers (contingent offers) are always a good solution.
When negotiating with someone who has better access to information, try to reduce the value of their information. One way to do this is to use conditional offers, when you offer different offers in exchange for different conditions. The other party, knowing what will happen in practice, would not be in a better position. Consider the example of buying a company called Amed Farda. If the buyer tells Amed Farda that the company is safe, the company is offered at a price 25% higher than its actual age. The confidant has actually offered the company a related entity that was the buyer's old broker, a 50% discount, and a specialized management company. The beauty of related entities is that if they are skillfully designed, they do not create a bad impression on the other party. The company that stands by will hear that the resource development company is a woman will likely be happy to pay them 25% more than the actual price - even though the original style of transaction is more profitable for them in terms of economics. When the Opponent's Strengths Are in Our Blind Spot Scenario 33: R&D Competition Your company is trying to design and invent a new product and patent it. This new product will create a significant competitive advantage for us in the market. We also know that four competing companies are also trying to design and patent a similar product (before we are able to patent it). Such a competition has one winner, and that winner is the company that patents its invention before the others. The other companies are considered losers in this competition and their R&D costs will be wasted. As the CEO of the company, you ask the R&D manager, "How likely do you think we are to win this competition?" The R&D manager confidently replies, "Designing this product is not difficult for us at all. I think we have at least a 70% chance of winning this competition.
How much do they trust this assessment? How can we be sure that the language is accurate? Research conducted on the subject of self-esteem shows that people overestimate their success when competing with others in a simple activity. Conversely, when competing in a complex and difficult task, they underestimate their chances of success. People often forget that the subject of a competition is simple. It is easy for everyone, and if it is difficult for everyone, it is difficult for everyone. How many times have you heard students complain about the questions of a university entrance exam being too easy? However, if the questions are outside the framework of the introduced resources, it does not make a difference to the ease of a competition for everyone. The next step in the test is to get rid of all the participants. The same issue exists with the competition over research and development. Usually, organizations focus on their own skills, capabilities, and products and neglect the capabilities of others. Sometimes, organizations, when analyzing the entry into a market, consider their own capabilities and do not pay attention to other companies. If we pay attention to this semantic error, it is not so difficult to fix it. We should pay attention to the capabilities of our competitors as much as we focus on our own capabilities, characteristics, and skills. In the case of the research and development competition, first of all ask yourself the following questions:
1. This research was conducted by Mr. Dan Moore and Carnegie Mellon.
Perhaps the R&D manager simply focused on making the problem simple for us and forgot that the problem could be simple for other competitors as well?
Did the R&D manager pay attention to the prices and unique features of our competitors and make predictions based solely on our own company's features and capabilities?
Did he evaluate and examine each competitor individually and not just make a general statement about the competitors without (separating) them?
By answering these questions and similar questions, you may conclude that the 70% appreciation was reasonable and that things were really going well. On the other hand, you may realize: This estimate was not very reasonable and that things were going well for everyone?
When the future is in our mind's blind spot After concluding any contract and reaching any agreement, many things can happen, and not paying attention to any of them may turn a suitable and profitable agreement into an inappropriate and harmful result. It is better to examine the future conditions before the final agreement. The following questions are examples of questions that facilitate thinking about the future.
What new conditions will a possible change in the laws and the environment outside the company create? If this negotiation is to be used as a springboard for future negotiations, have we established the basic conditions for the contract? Our and the other party's welfare regarding this How will the negotiation and the resulting agreement react? How powerful are the players? What is their power?
What assumptions do we have in mind when we say that this agreement is in our favor in the short and long term?
Sometimes something is in front of our eyes in the blind spot of our mind
In the 1970s, Ulrike Neer conducted an experiment in which two different scenes were montaged together. In one scene, everyone was wearing white shirts, and in the other, everyone was wearing black shirts. So throughout the film, the movements of two different balls were seen on the screen at the same time. The viewers were asked to count the number of times the white team passed the ball. Because of the montage of the film, this simple task is difficult. About halfway through the film, a woman with an open umbrella appears in front of the image. When the film ends, it turns out that only 20 percent of the viewers saw this woman. In similar experiments conducted at Harvard, this number sometimes drops to 3 percent. Neer refers to this phenomenon as blindness. Bashi calls it inattentional blindness. This blindness is not caused by a problem or disorder in the visual system, but rather the obvious version of our mind's inability to focus on several different things at the same time.
1. Orlik Neisser is a leading psychologist in the field of cognitive psychology who has conducted his research at Cornell University.

If our mind is affected by the image that is right in front of our eyes. Obviously. The possibility of not seeing and forgetting the important issues, interests and views of the other party (simply because they are less important to us) is not at all far-fetched. Perhaps a suitable way to reduce this is to eliminate all the arguments and opinions that we have reached in the decision-making process. And to see the problem from the perspective of others and ask for their opinions. Holding brainstorming sessions with different people in which everyone expresses their opinion without fear of being taken advantage of. Before deciding on the demands of the negotiation, this can help.
To overcome blind spots, let's try to increase our awareness and attention The ability to focus on a specific problem or issue is certainly a valuable ability that allows us to perform various activities in our daily and social lives efficiently and effectively, but what was discussed and noted in this chapter referred to another aspect of mental focus and limited attention to specific issues. When we always focus on one issue, we tend to pay attention to many other issues. When we are trying to find the maximum possible discount for a product, we may not be aware of the impact of this contract on our well-being when we are apart.
We are happy and excited about the gains and access to multiple markets as a result of the merger of two companies. We may not be unaware of the selfish decisions and desires of some managers of both organizations who see their established position in the present. When we are immersed in the design and development of the product and think that Majid's product solves the customer's problem at the same time, we may not be unaware of other reasons and factors that lead our customer to the competing company.
In the hut of important decisions in life and in every negotiation, we must try to focus and pay attention to each of the important issues, while not losing sight of other issues and sensory matters. Although it may seem a little flawed, a professional negotiator must have the ability to maintain focus and develop his perspective at the same time.
In this chapter, we have tried to examine and point out some of the factors that may not be lost sight of in the decision-making process and in particular in negotiations. Always pay attention to the pros and cons.
The larger the negotiation, the more important and complex it is. The need to pay attention to the invisible is also increasing.
Sometimes take the opportunity to review your technical negotiations. What important opportunities have you missed? What information is available? But did you learn from them? What were the important points that were forgotten in the shadow of other points? The answers to these questions can be a guide for your action on the idea. Finally, it is necessary to emphasize that a year alone cannot discover your blind spots. Interaction with others and asking for their opinions can always be useful in this way. For important and large negotiations, try to form a cohesive team. Even the task of paying attention to each. Assign one of these blind spots. You can assign one team member to look at and examine the issues that are not the enemy at the negotiating table but that will affect the outcome of the negotiation, or you can assign another person to be responsible for the development of Fa capabilities. Many eyes on a negotiation will leave fewer blind spots for you.
The Win/Lose Frame of Mind
Do people evaluate gains and losses in the same way? Would you rather receive a small, guaranteed gift when you buy a product than fill out a lottery form for a large prize? Before continuing, let's read the following experiment together. Which would you prefer?
The following question was shown to many people and they were asked to choose either (A) or (C)
(A) I toss a coin. If it lands heads, I will give you 1000 tomans. But if it lands tails, I will give you nothing.
(b) I will give you 500 tomans without tossing a coin
Which cry would you choose?
Now choose one of the cries ((c) and (d):
(c) We throw a coin on the ground, if it lands on the top of the coin, I will take it from A. If it lands on the back of the coin, I will not take money from you.
(d) Give 500 tomans without throwing the coin.
As you have noticed, mathematically and based on what mathematicians call the mathematical hope, the value of the cries (a) and (c) is the same. Also, the value of the cries (h) and (d) is the same. But based on the experiments conducted, most people choose the cat (c) from the cries (a) and (b). Now let me review another experiment
1. This experiment has been used in the Tversky and Kahneman studies.

Which program do you choose?
The following question is shown to many people and they are asked to choose one of the cries (a) or (b).
200 people in a city are diagnosed with a dangerous disease. The crisis committee has evaluated various solutions and finally two solutions are on your table
(a) By implementing this program, 200 of these 200 people will be saved.
(b) By implementing this program, there is a 33% chance that all 200 people will be saved. But there is a 60% chance that none of these 200 people will be saved.
Which solution do you choose?
The above question with two other options (Grins and D) was shown to other people who had not seen the first question
Now suppose that the Non-Progressive Diseases Headquarters has prepared two other plans and in a meeting with you. They put the following two proposals on your table
(c) By implementing this program, 400 people will die.
(d) By implementing this program, there is a 33% chance that no one will die, but a 6% chance that all 600 people will die.
In the above experiment, you must have noticed that Grins (a) and (h) are equivalent, and options (b) and (d) are also valid. The fact is that if the hope of the half of the options (their equivalence based on the principles of statistics and probability) is confirmed, all four tears are equivalent to each other, but the experiment has shown that most people choose option (a) from the cries (a) and (b). Also, from the knots (a) and (d) the most tears (d) are chosen. Let's read the last experiment together:

When do you feel happiest / saddest?
The following question was shown to many people and they were asked to choose one of the cries (a) and (b).
Which event makes you happiest?
(a) Yesterday, while sorting your clothes, you suddenly found a check for fifty thousand tomans in a situation where you did not expect it at all. Today, in another piece of clothing, you find another check for fifty thousand tomans
(b) This morning, while sorting your clothes, you find a check for one hundred thousand tomans in your pocket. Where you did not expect it at all.
Now, which of the following events makes you happiest? Financially What is more upsetting? (c) You have just lost a fifty thousand tomans Jack Bull check in a store. This morning, when you open your wallet, you realize that you have also lost another fifty thousand tomans check.
(d) This morning, when you open your wallet, you realize that you have lost a hundred thousand tomans check.
Although the cries (a) and (b) and the crying sequences (h) and (d) are equivalent, the observation of a large group of people shows that people are generally happier in case (a) than in case (b). Also, among the options (c) and (d). Most people are more upset about (d). Considering the above experiment, consider the following errors when negotiating:
People generally prefer a few small gains to a large loss.
People generally avoid a large loss more than many small losses.
People generally prefer a certain win, however small, to a possible win, however large.
People generally avoid a certain loss of any amount (small) more than a possible loss (however large).
The risk of losing motivates people more than the politeness of winning.
Scenario No. 34: Outsourcing
In a limited inquiry, two companies (A) and (B) are asked to submit their proposals for participation in a construction project to the employer. Part of this project is a specialized task that only a company called "Specialty" is able to perform. Each of the two companies "A" and "B" holds a negotiation meeting with the "Specialty" company to prepare the proposal and try to convince this company to cooperate with them. The CEO of company (A), who is a professional negotiator and is aware of the importance of win-lose frameworks in negotiations, uses the following sentences to convince the CEO of "Specialty" company to cooperate with his own company and not to cooperate with company (B). Be sure to note that if you cooperate with other companies
You will lose the advantage of timely payment in different phases of the project. In addition, our company's good relationship with the employer will not be the support of your work and this may have an inappropriate effect on the employer's assessment of the quality of your work

However, the CEO of Company (B), whose company is in a similar situation to Company (A), explains as follows

"If you cooperate with our company, we can make payments related to the progress of the project exactly at the appropriate timings, and we also have a good relationship with the employer, and this helps to evaluate the quality of your work better and more fairly.

As he observes, the fact is that the managers of the two companies (A) and (B) have exactly the same merit. However, the manager of Company (A) explains this advantage in the form of a definite loss and the manager of Company (C) explains the same merit in the form of gaining some positive points. Based on the lessons learned in this section, we know that in similar conditions, Company (A) will have a better chance of attracting the attention of the specialized company.

Final Words
This chapter mainly focused on the psychological aspects affecting the negotiation process. We saw that the human mind is prone to many errors in the negotiation process, some of which we discussed and examined more carefully. We learned that we do not interpret many numbers and figures with the appropriate reference and make mistakes in their value.
We saw that we value what we own more than what others have. We also talked about the irrational increase in commitments and that sometimes, without reason, we move more and more in a familiar direction, simply with the aim of justifying our previous steps. We learned that sometimes a number affects our judgment and we saw that our mouth, like our eyes, has blind spots that if we do not pay attention to them, we may lose the negotiation game. These were just some of the errors of the human mind in the negotiation process. The reader who is interested in this subject should refer to psychological books that have been written specifically in this field.
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Chapter 10
Mental Frameworks in Negotiation
At the end of this chapter, the reader is expected to be able to:
Explain the frameworks and their role in the negotiation process.
Define the types of frameworks, including the personality identity framework, the outcome of interests, and so on.
Form mental frameworks and manage them during the negotiation process
In the last chapter, we examined some of the mental errors that a negotiator may fall into. Another golden error that occurs in all human interactions, including negotiation, and affects the process and outcome of negotiation is the mental frameworks of the horse. Due to the breadth and importance of this topic, we will study it in a separate chapter.
Prologue:
One autumn evening, Sarah is anxious and worried in a coffee shop in Tehran and describes the bad situation that has arisen to her brother Ali. Sarah is not usually seen in such a situation. It is strange for Ali to see Sarah so worried and upset today. Ali asks Sarah to explain the reason for her worry.
Gradually, the reason for Sarah's confusion became clear to Ali. A month ago, Sarah rented an apartment that Mir was very interested in from the Kiani family. The Kiani family enjoys great wealth and is living in the north of the country. A few months ago, when Sarah rented this apartment from them, they had said that they did not want to live in a big city like Tehran and wanted to settle in the north of the country. At the same time, they did not want their house to remain abandoned and unused. They preferred a quiet, small family to live in their apartment for a year or two. That is how Sarah and her husband rented the Kiani family's apartment for a year. Due to her interest in the apartment, Sarah had made some repairs and repaired various parts of the building with her own hands. A week ago, just when the repairs were finished and Sarah was enjoying her sweet days in the apartment, Mrs. Kiabi called and, after greeting and expressing her affection, told Sarah that a spirit reader was likely to be the buyer of this unit. In all this, our house is going to be visited. Sara had asked worriedly, "Are you planning to sell your apartment?" And Ms. Kiani had immediately answered, "You idiot, we saw a very beautiful villa here and we are planning to move there for the winter. We have decided to put the Tehran apartment up for sale to raise the necessary money." Ali asked Sara, "Has Hasanjo started looking for a new apartment?" Sara said, "I have come to love this house so much that it is not easy for me to leave it. I have spent a lot of money and time on this house. I think now that the house is better and with the renovations I have done, it will sell more easily. The Kiani family has decided to sell. They are taking advantage of the efforts and efforts I have made." Ali asked what kind of contract did you sign? Sara replied, "A regular one-year contract, one of the same contracts that you see in stores. We did not add or subtract any special conditions. Many times, how do you evaluate the problem of the story raised at the beginning of the season, which is similar to it in various forms in our daily lives?" We encounter all kinds of conflicts of interest every day and we need to resolve them somehow. Assuming that Ali and Sara do not ask us to help them resolve this problem as professional negotiators, first of all we should try to gain a better understanding of the situation, namely, how each of the parties involved in the dispute assesses the incident. When we talk about the framework, we are trying to examine:
How does each party view the issue under negotiation and its implications? In other words, through what lens does she view the problem? We can summarize Sarah's perspective as follows:
•
Kani's family has deceived her and abused the trust that Sarah has in them. They are ruthless. And they are not as good as they pretend to be. They simply took advantage of the time and money that Sarah spent painting and renovating the building.

Sarah is forced to leave the building she has invested so much in and start all over again. Something Sarah does not like at all. Ciara has recently been relieved of her housework and now has many plans to do. She does not at all expect to start looking for a new house again in a few months. Besides, it is not easy to be home during the school season. Few families move during this season. Finding a house is very difficult at this time. Sara would like to spend at least the winter in this house without any problems. And he tried to explain his point of view to Sara, as you can see. Ali has a different view:
They haven't issued an eviction order yet. The countdown to eviction begins once they issue an eviction order. This time, they only mentioned it over the phone. The eviction order, which is not implemented overnight, will definitely include enough time. The situation is not that bad. If people don't have to and see that the apartment is rented, they won't be very inclined to buy an apartment. People prefer to buy an apartment where the tenant is not present. That's why the Kayfi family should be a little more understanding.
Ali told Sara that in his opinion, the story of the sale and the eviction order and... will last at least six months, and Sara can safely spend the winter in the Kianis' apartment. Ali, we can even hope that you will stay in this apartment until the end of the current contract (the end of the one-year lease). You said that you will be happy in this apartment with a little bit. In short, Ali's words to Satara were to worry, let the realtors want to show the house to others, but be sure that this will not make you the center of the building. Continue living in the apartment comfortably and have a good winter in Siree.
Sara had been listening to Ali's words the whole time. She had gradually calmed down and felt that Ali's words were logical. Sara gradually realized that her reaction to the behavior of the Kiani family had been largely emotional. Of course, it must be admitted that people can quickly show emotional reactions when discussing their housing. But the fact is that Said looked at this problem from the emotional perspective. Such a perspective would only lead to discomfort, resentment, a sense of hopelessness, and a sense of being left behind.
From what perspective do you think the landlords look at this issue?
Let's look at the third way to look at this problem:
They would like to rent the house to a responsible and considerate family. This way they will be sure that the apartment will be in good condition when the house is taken over and possibly sold.
They loved Sarah and thought she was an ideal tenant. In their opinion, Sarah was someone who would understand them and would never oppose them even if they decided to sell the apartment. Besides, they were the owners anyway and they knew that sooner or later the gang would move and return the house to the owner.
They had seen a very nice and suitable villa and had decided to buy it as soon as possible. To raise the necessary capital, the simplest and most logical solution was to sell the apartment in Tehran, where Sarah currently lives.
Several relatives had shown interest in buying their apartment and this seemed like a good opportunity to sell the house to one of them as soon as possible without having to bear the expense and hassle of the auction house, the newspaper, etc. Sara is a reasonable and adaptable person. Everyone had agreed in advance without any complaints that a psychic would probably be willing to leave the apartment and they would be able to see the house as soon as possible and not sell it.
As you can see, the landlords see the issue from a different perspective. They basically don’t realize that there is a conflict of interest in this. They may not be familiar with the rights of the landlord and tenant due to their lack of experience in the field, or they may think that everything can be resolved with a simple conversation. Perhaps if they had entrusted the house to a real estate agency, the previous contract cannot be easily canceled, and even if they want to keep the house, the latter has the right to not live there until the end of the contract. This has consciously caused them to behave in a way that creates a basis for Sarah’s discomfort. The fact is that they did not allocate a place for Sarah in the framework from which they were looking at the problem.

What should Sarah do in this situation?

Throughout the day, Sarah consulted with family friends and colleagues: each one looked at the problem from their own perspective and presented her with a different solution. Sarah's colleagues at the company had told her that if she hesitated to express her demands when confronting the Kiani family, a strongly worded letter would be addressed to them and sent to them. In this letter, she could explain to them all the injustices and ingratitude of the landlords with care and patience. It was amazing to Sarah how Moan could see and interpret a simple and ordinary interest in several different ways. What was surprising to Sarah gradually came to be that the Kiani family probably had not yet realized that there was a difference of opinion and a conflict of interest between them and Sarah. Apparently, they too had had their share of trouble. The Kiani family assumed that Sara would submit to their wishes and bow to them. However, Ali and another friend explained to Sara that the eviction story begins when the landlords do not officially tell her that they want to evict her. They explained to Sarah that sending a letter in a harsh tone to the landlord would be a bad idea. They believed that if Sarah sent such a letter to the Kiani family, the landlords would interpret it to her detriment and that they might worry that Sara would simply refuse to leave the apartment and decide to pursue legal options instead of direct, face-to-face negotiations. Ali convinced Sarah not to rush the process that had begun. What do you think happened to the Kiani family at the end of this investigation? They continued to send buyers to view the apartment on a case-by-case basis, but no one was willing to buy the unit. In the end, they decided to sell the house at a glance. There are many real estate transactions. The real estate agency was justified when she was still living in the house late and had six months left on her lease, and suggested to the Kiabi family that if possible, the tenant vacate the house without notice and that if they needed money before that period, they remind the buyers that the tenant would remain in the house until the end of her lease. The house was eventually sold in late spring of the following year and Sarah moved to another location. The buyers were willing to take possession of the house a month early. The Kiani family came to Sarah and asked her to leave the building before the official end of the lease if possible. The showdown that had occurred during the disappearance was so friendly that the Kabbabi family offered to pay Sarah for the expenses she had made. What happened to this conflict of interest? The crisis was easily resolved without causing any major trouble for the parties involved. Imagine if Sarah had immediately praised the decision that was being made and Nahseen had followed the advice that was being given to her. How different the story was. Recognizing and examining the mental frameworks of all parties involved can prevent such a conflict.
The Effect of Frames
By looking at a common problem from a different perspective, the problem can become much simpler or more difficult. In the example, the landlords used to view the story in a very simple and ordinary way. When Sarah talked to Ali and others about the rights of landlords and tenants, etc., the frame of the discussion changed completely and the problem could no longer be solved as easily as before. Such mistakes happen frequently in our personal and professional lives. We humans are accustomed to seeing and interpreting any kind of problem and conflict, etc., in our own frame of mind and the other party's.

The World Through Others' Eyes
Many times, when we step back a little, we look at the subject of negotiation and the conflict of interests that exist. Many times, when we step back a little, we draw the mental frames of the parties and try to find a solution that is acceptable to both parties. Negotiation becomes easier, faster.
And it ends with better results.
By knowing the other party's mental frameworks, it is easier to interpret their behavior, statements, and demands. Communication in such a negotiation will be much more effective. Always try to examine the mental frameworks of the parties first when a conflict arises. We usually spend most of our time when a conflict arises creating and constructing our own mental frameworks. Questions such as:
Why doesn't the other party understand this?

How did he think I would accept such a compromise

How can I show him that my demands are reasonable?

Why have circumstances arisen that have forced me to negotiate with a human fetus? They cause our mental frameworks to form in a negotiation, but they do not help in the least to understand and receive the other party's giving frameworks in order to create better mental frameworks for yourself. You can ask yourself the following questions:
Why do I think a conflict has arisen? Which obstacle is in conflict with the other party's interests?

What is the most important issue for me in this negotiation/conflict?

Am I reacting rationally? Maybe I am overly emotional
Am I misinterpreting the other party's behavior? What other ways are there to interpret his behavior?
. How does the other party view this conflict?
What is his perception of me and my behavior?
Different personality traits also play a role in how mental frames are formed, which we will discuss in detail in Chapter 17.
Frames and Framing in Business Negotiations
Business negotiations are always and strongly influenced by the mental frames of the parties. Whenever two negotiators are exchanging ideas and discussing the issue under negotiation, they are in fact expressing their mental frames and modifying them based on the behavior and information of the other party, which can ultimately lead to easier or more difficult solutions to the negotiation. It is this framework that can drive a negotiation to a dead end or a no-no. Negotiators who master this process usually leave negotiations with a dead end. We will examine some of the frameworks in this article, but before that, read the following: Scenario 35: I have a problem with my salary Omid has been working as an after-sales service manager at Rayane Farda for 5 years. He wants to negotiate with his manager, Mr. Modiri, about his salary and benefits. Omid's salary has only increased by the minimum legal increase over the past 5 years. However, Omid believes that during this time, his efficiency and income have increased significantly. It took a long time for Mr. Modiri to come to negotiate with Omid. Mr. Modiri has stated that the reason for this delay is simply the company's heavy workload. Now, we will try to explain the different intellectual frameworks present in a conflict using the above scenario. Characterization Frame
Characterization Frame determines how each person perceives and defines the other party. Usually, during a conflict, the frame in which I define the other party's character and characteristics is very clear. We may think that the other party is dishonest, unfair, and probably before negotiating with the management office, he thinks to himself that he is a profiteer and exploiter who intends to exploit employees with minimum wages and a henchman. Don't forget that Chen, hypothetically, is usually self-centered whenever he comes out after the meeting and says to his colleague, along with his wife. "See, I'm right? He is really a sincere person (falsely kind, hypocritical, etc.). Think for a moment and see if what you said was really true, even though they had a false assumption that ultimately led to the creation of real conditions. The frameworks created about the other person's personality can usually be shaped and revised by gathering information, talking to those close to them, and questioning our own previous assumptions.
1. Self-fulfilling prophecy is a false assumption of circumstances that leads to behavior that changes the situation and is defined by Ansa Quli as being true. We may behave in a way that makes us think that the other person is being unreasonable and selfish, and we may think that we have made the right assumption about him, whereas if we had not made the right assumption, the situation would have turned out differently.
The identity framework refers to the way we think about ourselves. The identity framework is usually the opposite of the personality framework. For example, a manager thinks that he is an exploitative and abusing person. It is natural for him to assume that he is an oppressed person and a victim of exploitation. The thinking of many people is deeply tied to their identity framework, and this framework does not change easily.
Outcome Frame
Each negotiator begins the negotiation with a specific goal in mind, and these goals are for the same honor as Manal, and Mr. Modiri Omid begins the negotiation with the desire to increase his salary and benefits package. Mr. Modiri enters the negotiation with the desire to convince Mr. Mid that the salary and benefits package is fair.
Interest Frame
Another frame through which negotiators view the negotiation is the Interest Frame. Some negotiators may view the negotiation in terms of interests, while others view the negotiation in terms of outcomes. People who view the negotiation in terms of outcomes are often caught up in the win-lose perspective and cannot form a negotiation based on interaction, but those who view the negotiation in terms of interests can usually lead the negotiation in a win-win direction if they are simply looking for a specific amount of salary. In fact, they are focused on the outcome and may Negotiation does not guarantee the fulfillment of his dream, but if the hope does not consider that he is somehow "fairly good at his efforts", he may not be able to secure his interests in the negotiation in other ways. Legal and Legal Framework (Rights Frame) Some people do not negotiate within the framework of accepted or accepted rights. In other words, they seek to explain each of their demands and also to listen to each of the demands of the other party and seek the legal and legal basis for these requests. It was mentioned earlier that negotiation on issues. The result is competition and negotiation instead of interests usually leads to cooperation and peaceful resolution of the dispute. In this section, it should be reminded that negotiation on issues of legitimate and legitimate rights usually leads to the intervention of a mediator, referral to legal circles and the use of the law. It cannot necessarily be ruled that such methods of resolving negotiations are good. But we must remember that a professional negotiator tries to achieve his desire without resorting to these types of solutions. Power Frame
Some people examine any type of negotiation in the framework of assessing the power of the parties. Before and during the negotiation, they constantly think about who is stronger? Who has more leverage? Who can better fulfill their desires. Usually, those who are tired of resolving the negotiation within the framework of the moon or desires and do not have the patience to continue the negotiation put on power glasses and try to examine the negotiation in this framework. Using this intellectual framework in negotiation will definitely lead to a winner or loser, but naturally the winner will be the one who has more power and who has a stronger logic to the one who is right or deserves to be the winner.
Process Frame
The parties involved in the negotiation usually have a different view of the conflict resolution process. Each party may Prefer to resolve the conflict that has arisen through the mediation process. Some may prefer to resolve the negotiation through successive solutions and exchange of information, while others may not prefer to resolve even the simplest conflicts by involving a mediator and referring them to the competent authorities.
In many cases, the parties may understand well what the conflict is and, in other words, have outcome frameworks and interest frameworks, but they can reach an agreement on the process of resolving the conflict.
The importance of frameworks in the negotiation process
The list of frameworks is not limited to the few cases mentioned in this chapter. The important point is that the parties involved in the negotiation know that each of them looks at the negotiation from different perspectives and has different interpretations of the negotiation process, interpretations that cannot be easily called correct or incorrect. Recognizing the intellectual frameworks is one of the most important factors that must be carefully considered during the preparation before the negotiation, and its impact on the process and unity of our strategy, as well as on the outcome of the negotiation, is very important.
Managing mental frames
A few points about mental frames and how they are formed and changed should be considered:
1. According to studies by Loycki and colleagues published in 2003
Every negotiator is usually involved with more than one mental frame at any given moment.
For example, at the same time as the personality and identity frame that has formed in his mind, he may use the power and - power frames
in analyzing the situation.
The difference in mental frames between the parties can itself be a source of conflict.
Suppose that the process frame dominates the mind of one of the negotiators and the other examines and interprets the entire negotiation process within the framework of mobilization, in practice, in addition to the main issues of conflict, other conflicts are also raised.
And the gap between the parties will deepen. In such a situation, each party should try to understand the other party's mental framework and explain the existing conflict as much as possible using the other party's perspective. Some mental frameworks lead to a certain form of events, in other words, sometimes the parties can guess the outcome of the negotiation from the mental framework. For example, when the parties use the golden frame of results for negotiation, it is likely that a competitive negotiation will be formed. Or when the legal frame is formed, it can be expected that the negotiation will end with the mediation of a third party.
Each of the giving frameworks is useful for a specific type of negotiation.
For example, when a negotiation is formed to establish long-term relationships, the identity and personality frameworks are of great importance, while in a short-term negotiation (for example, negotiating for a taxi fare), using the "results" framework will yield better results.
Various personal and environmental factors can affect the formation of mental frameworks.
The values ​​and attitudes of each party, personal differences, differences in power levels, and the social environment from which they are attacked are factors that shape the mental frameworks of negotiators. By understanding these factors, you can better understand the mental frameworks that govern negotiations.
As we have said, various factors shape and change the frameworks, some of which are as follows:
Each party's perception of the negotiation process
Previous experiences in similar situations
Previous attitudes and judgments about the situation and people
Negotiation environment
Information available to the parties
. Beliefs and cultural thinking
Sometimes you can influence the frameworks formed in the mind of the other party in different ways. By having knowledge of different mental frameworks, you can communicate appropriately with the other party and modify his verbal frameworks to your advantage. In many cases, it is better for the parties to first negotiate and reach an agreement on the frameworks. In such circumstances, the continuation of the negotiation will be significantly facilitated. In this section, we will examine a few points in the field of managing thought frames:
Stop. Assess the current situation. What frames are involved in negotiating comprehension. If we could wait for the world to learn the art of negotiation for a moment and not recognize our own mental blocks. After charging and extracting from the window of others' views, you can more easily think about the mental frames of the other party. We may see that all kinds of behavior are mental frames of both you and the other party that need to be corrected. If you see someone in the village constantly being ignored, you are upset with him and are worried about his actions, most likely you have not formed any mental blocks about him. . If the other party is not yet convinced about the negotiation process, do not start discussing the negotiation topics. Some people are very much involved in process frames. These types of people focus more than anything on the form of negotiation and how to resolve the conflict. The person involved in the negotiation process usually thinks about such questions before negotiating:
Who, where and when is it best to schedule a meeting with?
Am I willing to make a concession? What concessions should I make at any given moment?
Is it necessary to have an impartial third party in our meeting?
If someone asks you these questions repeatedly during a negotiation, you should know that they are looking at the negotiation from a process perspective and that you will not have a successful negotiation with them until you answer their process questions.
Beware of falling victim to personality frames. Does the other party have a negative preconceived notion of you? Do you think negatively of them? Personality frames are pervasive in negotiations and usually become more serious when conflicts become more extreme. If Jason feels that frames are hindering the progress of the negotiation process, stop the negotiation and very politely and friendly point out these frames. A contractor in a negotiation might stop the conversation and politely say, "May I ask your organization's general perception of our company?" I suspect that previous unsuccessful experiences have led to a positive view of us in your organization. Do you think that this is my impression? Always make sure that in such situations all attacks are anonymous and addressed to various organizations of the parties. Instead of addressing individuals, explain to the other party the previous feelings and pressures that led to past behaviors. Sympathy and accompanying the other party is a weapon that can be used to effectively confront the personal and corporate slander of the other party. If the other party has a negative feeling towards you and you know the justification for this feeling (probably a wrong behavior that has happened to him or someone else in the past), never try to defend that behavior. Always remember that if you give a thousand reasons for a mistake, you have committed a thousand and one mistakes. Try to explain your mistake (if the other party is aware of it) and explain the circumstances that led to that wrong behavior. Humans are usually very weak against the feeling of attracting empathy and simply change their defensive position in such situations to a position of friendship and sympathy. Let's not forget that we are all them and if we are provided with enough information about the environmental conditions and behavioral backgrounds of others, we can understand each other's behavior. A little effort is enough to create this feeling of empathy.
Concluding remarks
In this chapter, we discussed mental frameworks and their impact on negotiation. We saw that mental frameworks are like glasses that negotiators put on their eyes and use to see the world. We saw that there are different types of frames of thought and that each person uses some of these frames more than others. We also learned that each type of perspective has its own results and implications. The interests frame can guide the negotiation towards interaction. But the results frame shapes the negotiation space.
We learned that the formation of frames is a dynamic phenomenon. Frames change gradually before, during, and even after the negotiation. The negotiator must pay attention to two issues in negotiations:
He must be careful that his perception of the other party and his desires passes through the filter of his mental frames. This perception is not necessarily the same as reality. He must also pay attention to the fact that the other party has different mental frames that understand and interpret all behaviors according to those frames. A powerful negotiator helps his other party to create appropriate and reality-based frames in his mind.
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Chapter 11
Cultural Differences in Negotiation
At the end of this chapter, the reader is expected to be able to:
Culture Define.
Explain the impact of culture on the negotiation process.
Describe the different dimensions of culture based on the four-layer model
Discuss and examine different aspects of culture using the Hofstede and Salakos models
In international negotiations, one of the important and significant issues is the cultural differences of the parties. The lack of mutual recognition of the other party's culture greatly increases the possibility of misunderstanding and makes it difficult to draw the desired conclusion from the negotiation. In this chapter, we will focus more on the culture of each country than on the culture of each country. We have tried to achieve appropriate tools for recognizing and analyzing different cultures by relying on the studies of Salakos and Hamsand. Note that the view that dominates this chapter is completely scientific and has a descriptive character and does not take on a prescriptive sense. We look at culture as an "existing phenomenon" and try not to learn how to deal with the culture of others so as not to be in conflict with them.
Prelude
Example 1:
A negotiation meeting was to be held regarding the details of a large construction contract. Participants from three companies Private Iranians, Germans and Emirati were invited to this meeting. The meeting was scheduled to start at 10 am on Saturday morning in one of the hills of Tehran.
Representatives of one of the companies had been sitting in the lobby of the Henle from a quarter to ten. The hour approached ten and at that moment the second group, anxiously checking their watches to make sure it was time, entered. It was approaching half past ten. The attendees were a little upset. They felt that the price of respect had been paid. Two people from the third group arrived at ten forty-five, but they were not at all worried about their delay, as if there was no problem at all. They explained to the others with a smile that their colleagues would arrive soon. Which country do you think each of these groups came from?
Example 2:
Although cross-border economic and social negotiations have many similarities with negotiations limited to one country and one geographical area, cultural differences are a very important aspect that is important in international negotiations.
And sometimes even between different ethnicities in a country, it plays a fundamental role. Culture can be defined as a characteristic of a social group that has numerous psychological and value components and a number of social, customary, political, religious, economic, etc. components. For this reason, it has a very profound impact on the way people think, behave, and communicate. This factor even affects the way they interact, negotiate, conclude contracts, and reach an agreement. In this chapter, we will discuss the impact of culture on negotiation and how to overcome potential problems in cross-cultural negotiations.
Definition of Culture
There are numerous and often important definitions of culture, as in the case of the Nair debate, there is this multiplicity and type of definitions. The famous anthropologist Hoyle defines culture as follows: "The patterns of human behavior that have taken the form of a comprehensive system and are considered characteristics of the members of a society. These characteristics are not the result of biological inheritance. Although the basis of culture lies in the minds of humans, it should not be forgotten that humans obtain their perceptions and understandings of culture mainly (and perhaps exclusively) from observing the behavior of others in their social group.
E. Adamson Hoebel in 1972

In this book, we consider culture as the behavioral patterns, values, beliefs and norms of a society that are transmitted through social behavior between different individuals of a society and are confirmed in their minds. Culture itself is a language.
Cultural Differences in Negotiation
The Silent Language A language that is not heard in conversations but is observed and felt behind each word and behavior of the negotiators. Knowing the language of conversation is a necessity to fully understand the other party's statements and desires. But it is by no means enough. A good negotiator must also know and understand the "silent treatment" that governs the negotiation. Culture is the main bond between the members of a social group, a bond that gives them identity and instills in them the feeling that they are distinct from other groups. When a manager of a company from Tehran is negotiating with a manager and representative of a company from Mashhad, both parties use common cultural foundations to a large extent to interpret the behavior, statements, and commitments of the other party. However, when an Iranian group negotiates with a group of negotiators from the Far East, such as Japan or China, the information and assumptions that each party uses to analyze and interpret the other party's statements, behavior, and desires are completely different.
In this chapter, we will pay more attention to the culture of nations. But we remind you that culture also applies to ethnic and religious areas, while the culture of different segments of a society, different occupational groups, parties, and even different people. One should never expect that in a negotiation between a railway and a fire department, the parties will have the same type of culture and intellectual framework. Even employees of organizations operating in the same industry have different intellectual and cultural frameworks. Experience has shown that one of the major implementation obstacles in the claims of different organizations with each other is these cultural differences. It is natural that these differences are intensified among different occupations. For example, elsewhere in this book we mentioned that nurses (compared to other groups such as athletes) show a much greater spirit of cooperation in negotiations. Before continuing the discussion on culture, it is necessary to emphasize another point, which is that the world is full of opposing cultures. Although Eastern culture, Western culture, Asian culture, etc. are sometimes mentioned in conversations, each of these groups of people has dozens of other cultures within them.
The influence of culture on the negotiation process
Culture can affect the negotiation process in various ways. The simplest form of the influence of culture can be found in the semantic load of words and proverbs in each language. The word Mediator, in the sense of mediator, has a very similar semantic load in English. While there is no completely neutral view of this word and this position in Persian, there are proverbs in Persian that emphasize competitive groups in social interactions. For example, compare the proverb "No one eats my back except my fingernail" with the English proverb "You wrath my back, your wrath". Cultural conflicts do not appear simply in the use of words and proverbs, but also take on various forms in the dialects. In Arabic cultures, the answer to questions (if the relevant information is available) is expressed directly and explicitly. This is while in some cultures, notably in the Arabic culture, silence after a question is a common phenomenon and is considered very natural. Representatives of Western culture who do not have sufficient knowledge of this culture may, when faced with prolonged silences in a meeting, consider it disturbing and a sign of disrespect. It has even been observed that the Arab side changes this type of approach as a great readiness for the use of negotiation tricks by the other side. On the other hand, a representative of Japanese culture, upon observing the quick and explicit answers of the other person, may be taken aback and reject his answers without sufficient reflection. In the culture that dominates our country, quick and explicit answers are usually interpreted as hasty answers.
Components of Culture: The Four-Layer Model
One of the most common approaches to culture is to examine culture in the form of four interconnected layers of behaviors, attitudes, norms, and values
In the first encounter with a person from another culture, this is what is observed first of all. The other person is the one who is most likely to be the one who is the most.
1. Pay attention to the role of the mediator in international negotiations. In news and newspapers, this idiom is usually used with a negative connotation. While in English, this word mainly has a positive form and role.
2. Proverb: You scratch my back. I will scratch your back. Of course, there are proverbs based on mutual cooperation in Persian as well. But it seems that the influence of a competitive culture in current everyday, political, and social behaviors is too much to deny.
Compare this behavior with the common behavior among us Iranians, who usually try to create an intimate atmosphere in the meeting by describing our family circumstances, describing our child's behaviors, and providing other personal information. Attitudes are encountered in the underlying layer of behaviors. Attitudes toward environmental events and incidents as well as attitudes toward the behavior of others. For example, attitudes toward the importance of starting a meeting on time may differ from culture to culture. Attitudes toward the method of establishing and maintaining friendly relationships also differ from culture to culture. At the lower level are norms and social customs. Each culture has different customs, such as the coverage of gift-giving and the amount of material value, gifts, changes in appearance or disappearance in many social behaviors. All of this is formed in this layer of culture. Values ​​form the innermost layer of culture. The other three layers are formed and expressed based on values. Therefore, the reason why a European is upset with an American when he asks about his family status in a formal setting can perhaps be found in individualistic values ​​and respect for human privacy. The fact is that understanding values ​​and how they affect other components of culture is an attack of unintended consequences in the analysis of social and cross-cultural behaviors. Differences in cultural values ​​are constantly observed in business negotiations and often lead to conflicts. Of course, conflicts often arise for reasons other than cultural reasons. But usually cultural feelings cause them to intensify. Do not consider American and Japanese culture as two examples of individualistic and collectivist cultures. In American culture, the rights and freedom of individuals are highly valued, and there is a belief that a group will grow if each of its members can maintain their individual freedom and defend their individual rights. In contrast, Japanese culture is a collectivist culture that believes that the interests of the group take precedence over the interests of the individual, and that the only way for an individual to progress is through the progress and growth of his or her group. Now imagine these two groups confronting each other. When the Japanese group talks about keeping a highly efficient employee (just because he has been their colleague for fifteen years), the American group accuses them of underestimating the hard-working employee and creating ineffective teams. On the other hand, when the Americans express their opinion about that employee, they are likely to be accused by the Japanese of selfishness, disloyalty, and inhumane behavior. Culture from Hofstede's Perspective Hofstede implemented extensive study programs in the 1980s to the mid-1990s to understand various aspects of culture in the field of international business. As the director of human resources at IBM, he administered questionnaires to 100,000 employees of this organization in more than 50 different countries. Based on these studies, he was able to distinguish cultural systems from each other. In discussing cultural behaviors in different societies, Hofstede uses the term "collective mental programming." In describing this collective conceptualization, he proposes a well-known concept that is implemented as follows:
You must have come across pictures that have been arranged and drawn in such a way that two images can be seen in them. An example of these images is shown in the figure opposite. Figure on page 246
In his experiment, Hofstede divided a class of students into two groups and gave each of them two different sets of pictures. The difference between the two sets of pictures was that each of them was slightly modified and the texture was changed so that each of the two groups recognized one of the two faces more clearly than the other in the picture. For example, group (A) saw the picture of a man much more easily and quickly, and group (C) did not see the picture of a young girl in the same picture any more easily. He simply put the two groups together and gave all the members of the group the same picture in its original form. The result of this experiment is that the people of each group become conditioned to the picture they initially recognized. In other words, each of the two groups recognizes only the picture in the original picture that they have learned to see; Even when students are asked to explain to the other group how to draw the second picture in the same picture. After spending a considerable amount of time, the work usually does not lead to a specific result and each individual complains and protests about the weakness of the other group. Hanend goes on to explain that when it is possible to program the mouths of two different groups with different manipulations within a few minutes, even establishing communication between them can easily solve the problem of difference in perception, it can be seen that the cultural role that has been observed in society every day for years in the form of lessons taught and covered in stories and anecdotes and various tests has established certain perceptions of the world of life and humans in the minds of the people of every country and every society.
1. While emphasizing Hofstede's valuable and great work, this criticism is made of his research that is limited to one occupational group
A specific industry has been implemented. However, the four dimensions extracted by Hofstede seem to provide very powerful tools for understanding and explaining cultural differences.
2. This image is not the one Hofstede used in his studies and is shown only as an example.

Hofstadter's studies showed that cultures can be examined and analyzed in terms of four different components: Individualism versus collectivism Feminine versus masculine behavior Attention to quality of life versus attention to earning a living Avoidance versus non-avoidance of ambiguity Acceptance or non-acceptance of unequal distribution of power In this section, I will briefly examine these four factors and at the end, I will examine the situation of our country in each of the four areas of difference Individualism / Collectivism This cultural component shows that the structure of society is formed more on the individual or on individualistic issues. China encourages its young people to be independent and asks them to make their own lives. China is a society where the rights of the individual, privacy, and individuality of humans are recognized and are recognized. Conversely, in cultures where collectivism prevails, each individual sees himself as a member of a group and believes that securing the interests of the group also secures the interests of each member of that group. In such societies, home and family are highly valued and respected, and compared to individualistic societies, words such as social responsibility have more meaning and significance for people. It can be said that in collectivist cultures, relationships between people as the foundation of social life are highly valued. The document believes that in collectivist cultures, people in the negotiation process are concerned with their relationship with the other party. Negotiations between two groups may continue for years, but when the negotiator of one of the groups changes, the atmosphere governing the negotiation also changes and new relationships are formed, relationships whose formation may require a lot of time. While in individualistic societies, a negotiator may simply change in the middle of the negotiation, without any vital change in the negotiation process. Usually, when the discussion of negotiation and negotiator arises in an individualistic culture, more emphasis is placed on the choice of negotiator than on the relationship with the other party. While in collectivist cultures, in selecting a negotiator, the first thing to consider is whether he can establish a good relationship with the other party or not. Negotiators in collectivist cultures try to establish human and emotional relationships with the other party at the beginning of the negotiation and view the negotiation with a long-term perspective. Negotiators in this culture usually consider their relationship with the other party to be one of the important assets in the negotiation process, while in individualistic cultures the negotiator is a tool for advancing the negotiation and at any stage of the negotiation, according to short-term structures and existing conditions, the negotiator may easily change.
Power Distance Acceptance
The power distance acceptance index shows the extent to which the weaker members of a group, an organization or a social group such as a family accept that power is distributed unequally among the group members. According to Hofstede's interpretation, in societies in which "power distance is accepted, decision-making is concentrated in the upper layers of the group/organization, and any decision within the group must be approved by the group leader. Group members also easily accept this division of power. In these societies, it is usually not easy to grow and reach higher social levels. While in cultures where unequal distribution of power is not accepted, the decision-making task is distributed among different layers of the group/organization, and everyone participates in decision-making. In these types of cultures, members who are at lower levels in the group or organization have the right to question the decisions and behavior of higher-level individuals.
The effect of this factor on the negotiation process can be expressed as follows: in societies that have managed the power distance, negotiations with higher organizational levels usually reach a conclusion faster. In addition, it often happens in negotiations that a negotiator stops the negotiation process and says that he must obtain permission and approval from a senior official. Negotiations with cultures where the acceptance of the power distance is high usually take longer due to the need to obtain multiple approvals from senior managers.
Quality/quantity of life
[bookmark: _GoBack]This dimension of culture was mentioned in Hofstede's first research under the title of masculine-feminine culture. The most important difference between these two types of cultures can be expressed as follows: men are more interested in quantity of life and career success, while women are interested in quality of life. In a masculine culture, people are interested in accumulating wealth and assets, career advancement, and other quantitative successes, and pay less attention to other people. A feminine culture is interested in quality of life and striving for the growth of other people. According to Hofstede's views, negotiation in masculine cultures takes a more competitive form, while negotiation in feminine cultures leads to more interaction and cooperation and the creation of solutions to advance the interests of both parties.
Ambiguity avoidance
The ambiguity avoidance component expresses the degree of comfort and discomfort of people in a society when they are in an unstructured situation. An unstructured situation is a situation in which many changes occur and people are faced with a new phenomenon at any moment. In contrast, a structured situation is a situation in which everything is stable and secure, and there is less change in environmental conditions. The speakers who are in the same period.
Table page 249
	Cultures with high ambiguity aversion

	Cultures with low ambiguity avoidance

	The ambiguity that exists in life as a Threat is considered and efforts are made to address it. It can be
	Ambiguity as part of the nature of life Accepted  

	
More anxiety and tension are experienced.

	Stress is experienced in small amounts in life .

	Hard work is valued.
	Hard work is not a virtue .

	
Conflict and competition usually take extreme forms and should be avoided.

	Conflict and competition can exist at a reasonable level and can be used constructively. To be used

	There is a strong need for consensus and "consensus" is a value. It is counted.
	Opposition, contradictions, and conflicting opinions are more easily accepted. It will be

	Deviant ideas and dissenters are dangerous. There is little patience and tolerance.
	Deviation from the path is not considered a threat. Tolerance is greater.

	
Expressions of nationalism are visible everywhere.
	There is not much sign of nationalism.

	
He looked at young people with suspicion. It can be
	More attention is paid to young people.

	There is more attention to security in life.

	There is a greater willingness to take risks in life.

	Emphasis on the search for ultimate and absolute truths and values is
	Emphasis is on relativism and empiricism.

	
There is a need for written rules and regulations.

	There should be as few rules as possible.

	If the law is not enforceable, humans are wrongdoers.
	If a law cannot be enforced, it must be changed.


Hofstede's study results
The following table shows the countries that scored higher in each of the four cultural components.
Table on page 250
	Avoiding ambiguity

	Life quality
	Accepting power distance

	Individualism

	Greece
	Sweden
	Malaysia
	USA

	Portugal
	Norway
	Guatemala
	Australia

	Guatemala
	Netherlands
	Panama
	UK

	Uruguay
	Denmark
	Philippines
	Canada

	Belgium
	Costa rica
	Mexico
	Netherlands

	Elsalvadore
	Yugoslavia
	Venezuela
	New zelend

	Japan
	Finland
	Arabic countries
	Belgium

	Yugoslavia
	Chile
	Ecuador
	Denmark

	Peru
	Portugal
	Indonesia
	France

	Argentina
	Thailand
	India
	Sweden


According to Hofstede's studies, acceptance of power distance and avoidance of doing are somewhat evident in Iranian culture. Iran's score in the calculation of doing was 59 out of 100 and in accepting power was 51 out of 100. Of course, it should be noted that compared to other Islamic countries, but the calculation of the ambiguity of the power distance is 8 out of 180, Iran has a more balanced situation. In terms of individualism, we are at the bottom of the scale, 1911, which is still slightly higher than the average for Islamic countries (39), but in any case, with this score, Iranian culture is considered a collectivist culture. Hofstede's research in the field of masculinity has assigned a score of (29).
How do we negotiate?
At this stage, wait and try to consider the characteristics that the cultural and linguistic components of Iranian culture mentioned above influence the general behavior of Iranians in negotiations. Then try to measure your behaviors and, by referring to your past experiences, to what extent do you agree with the average examples of Iranian society? In what ways do you agree with the general culture of society?
Salakoz's studies and ten effective cultural factors in negotiation
Salakoz has noted in his writings that the number of cultures in the world is so great that a negotiator cannot be familiar with all of these cultures and create appropriate behavior when facing each of them.
For this reason, Balakur, by collecting a large part of the studies conducted in the field of culture, has tried to identify and analyze various cultural components. Therefore, his studies, like Hafend's studies, have led to the introduction of several cultural slurs. Although Balakor has not considered culture as a general fear of others, but specifically as a means of negotiation, the working version, Salakoz introduces ten cultural factors that we will briefly review in this section.
Component One - The goal of negotiating a contract by creating a relationship?
Different cultures set cultural goals in the negotiation process. For example, a French manager with a Brazilian thinks first and foremost about achieving success and concluding a contract when negotiating. While in India and Japan and many Asian and Middle Eastern countries, creating a reciprocal relationship is prioritized. In these types of cultures, where the ultimate goal of negotiation is to create a relationship. Even a written and signed contract is seen more as a tool for starting work and mutual cooperation. It is considered and referred to as a document confirming the relationship established. In other words, in such cultures, the contract between you and me is more than an indication of our cooperation on a specific project. The title is considered to be a category that proves the friendship and connection between you and me. With this component, it is easier to understand why in some cultures, including our own, the pre-negotiation stages are of great importance. Establishing a relationship, friendly greetings, and trying to establish an intimate atmosphere all indicate a relationship-oriented attitude compared to a contract-oriented attitude.
In cultures where the initial stages of familiarization and general greetings are over and the negotiation process for concluding a contract is underway, it is usually preferred that the percentage of respondents in each country who considered the contract to be more important than establishing a relationship is given in the table below.
	Germany
	Usa
	Japan
	Brazil
	France
	Spain
	Country

	54.5
	53.7
	54.5
	66.7
	70
	73.7
	percent

	India
	Mexico
	China
	Argentina
	Nigeria
	UK
	Country

	33.3
	41.7
	45.5
	46.2
	46.7
	47.1
	percent


Table 1-252 on page 252
Component 2 - Attitude to the contract: Win/win or win/lose?
The win-win and win-lose attitudes that govern the negotiation process are rooted in the culture and personality of the negotiator. The role of personality in the attitude that governs the negotiation process has been sufficiently explained in previous chapters. In this section, we will discuss the influence of culture on prevailing attitudes towards negotiation. The win-win perspective sees negotiation as an interaction in search of a mutually beneficial solution, while the win-lose perspective sees negotiation as a competition and confrontation that will ultimately result in a winner and a loser. Developing countries usually view negotiations with large companies as a cut-and-lose negotiation. In investment contracts, the profits generated by large companies are usually interpreted as language that has been imposed on them. For this reason, developing countries usually focus more on limiting the other party's profits, rather than trying to enlarge the negotiation pie and increase the interests of both parties. It is important to note that the same managers who follow a win-lose perspective in an international negotiation may pursue a win-win perspective in domestic negotiations with their own compatriots. The following table shows the negotiators' willingness to negotiate a win-win.
	USA
	India
	France
	Argentina
	China
	Japan
	Country

	70.7
	77.8
	80
	80.8
	81.8
	100
	percent

	Spain
	Brazil
	Nigeria
	Germany
	Mexico
	UK
	Country

	36.8
	44.4
	46.7
	54.5
	50
	58.8
	percent


Table 252, page 2
- The third component of the style of behavior is formal or informal?
The way negotiators behave, the way they speak, the use or non-use of titles and titles, the way they dress and interact with others, varies from culture to culture. For example, if you have participated in international negotiations, you have probably experienced that Germans behave more formally than Americans. Negotiators who have been raised in a culture of formal behavior always address the other party by the title of "Mr.... Engineer" and feel that they are dealing with the other party informally. Negotiating in this type of culture is considered to be a form of informality, as opposed to negotiators who have been raised in a culture of informal behavior.
In the very first encounters, he may call the other party by his first name and try to establish friendly and intimate relations with the other party. When faced with these negotiators, he may quickly put on a show, raise his sleeves, and prepare to passionately negotiate. The following table shows the formality of different cultures, which was extracted based on questionnaires filled out by negotiators from each country.
The degree of reliance on formal behavior in negotiation
	Argentina
	UK
	Mexico
	China
	Spain
	Nigeria
	Country

	34.6
	35.3
	41.7
	45.5
	47.4
	53
	percent

	USA
	France
	Brazil
	India
	Japan
	germany
	Country

	17.1
	20
	22.2
	22.2
	27.3
	27.3
	percent



Table on page 253
An interesting point to note in this case is that negotiators from most countries, such as Nigeria, where 53 percent of respondents believed that they use formal behavior in negotiations? They believe that their behavior in negotiations is more formal than formal. Even the Germans, who are usually called the epitome of formal behavior, believe that they display informal behavior in 73 percent of cases. The instructive point in these results is that formality and informality have their own meanings and definitions in each culture, and behavior that seems informal in one culture may be considered formal behavior in another culture.
In any case, as a general recommendation, it should be said that in international negotiations, as long as you are familiar with the culture and behaviors of the other party, it is logical to have formal behavior, and if the other party shows his readiness to create a friendly and informal atmosphere. You should be friendly to the other party, in other words, let the other party determine the boundaries of friendship and sincerity and informal behavior.
The fourth component - direct / indirect communication
The communication methods in different cultures are completely different. Some cultures use direct and simple methods in their communication. In these cultures, messages are less direct, two-way attacks are usually not used, and the messages are very simple and easy for the other party to understand. As examples of direct communication cultures, we can mention the American culture and the German culture. In contrast, there are cultures that use complex and indirect methods in their communication. We can take the French rabbis and the culture of our country Iran as examples of cultures based on indirect communication. In these cultures, people usually assume that the other party has some of the information and they are not aware of the complete data and information. On the other hand, direct attacks are used. In cultures based on direct communication, ambiguity, gestures, gestures, and facial expressions are all used in sending messages to the other party. The encounter between two groups of negotiators from these two types of cultures can bring many accidents and misunderstandings. Usually, those who have been raised in a culture of indirect communication consider the behavior of the other party to be aggressive and sometimes offensive. In contrast, negotiators with a culture of direct communication may lose their strength when faced with the complexity and indirect speech of the other party and lead the other party to complex, hypocritical and dishonest behavior. The following table shows the use of indirect behavior in different cultures, as observed Most negotiators believe that they display direct communication behaviors. However, experience has shown that in France, Japan, and the Middle East, countries where indirect communication behaviors clearly dominate over direct communication behaviors in their negotiation processes are also attacked.
The extent of use of indirect communication behaviors
Table on page 254
	India
	Brazil
	UK
	China
	France
	Japan
	Country

	11.1
	11.1
	11.8
	18.2
	20
	27.3
	percent

	Nigeria
	Mexico
	Spain
	Argentina
	USA
	Germany 
	Country

	0
	0
	0
	3.8
	4.9
	9.1
	percent


The fifth component - high or low sensitivity to time?
We have always heard that
Western Europeans are sensitive to time
Latin American people usually arrive late to meetings.
We know that Americans try to reach agreements and contracts quickly.
Negotiations with Japanese people take a long time
We also probably agree that in our country, serious attention is paid to time and scheduling, and the man himself always has several reasons in mind for arriving late to meetings: traffic, accidents, etc.
In a simple way, it can be said that some cultures value time more than others.
But perhaps a better interpretation is that each culture, considering the different goals they pursue, Spends more time on their goals American culture is about making a deal and getting it done It is natural for an American to try to spend most of their time focusing on the terms of the deal and pursuing a deal Asians and Middle Easterners are looking to build relationships and spend a lot of their negotiation time deepening connections. Deal making is a sensory activity that is done in a part of the negotiation session with minimal discussion and then the steps of getting to know each other and building rapport begin again When an Asian sits down to negotiate with an American, the American negotiator is likely to accuse the other party of wasting time, not focusing on the issue, evading the issue, etc. The Asian negotiator is also likely to consider the other party aggressive and say that to the negotiator, American, I am not important as a person at all. He has stated that the sooner he closes his deal, the better. As a general rule, which of course is not without its drawbacks, Asians spend more time on the familiarization phase before negotiating, compared to Western Europeans and Americans, while European and American negotiators prefer to skip the minutiae and focus on the main point as quickly as possible. This is why an American may find it difficult to negotiate with an Asian from the Middle East.
It is thought that the initial stages are over and the main subject of the negotiation can be started. While the other party may not have even decided to start or not to start the negotiation by that point? Using a draft agenda and preparing a report at each stage of the negotiation can minimize the occurrence of these problems. The following table shows the general opinion of different countries about the inattention to time. Apparently, people in fewer countries are willing to admit that they do not value time very much, so perhaps more can be said about the information from countries that have admitted that time is of little importance. It should be noted that sensitivity to time should be considered in two different areas: one is the timely start and end of meetings and the other is the time spent in the negotiation session. For example, experience has shown that although the Germans attach great importance to the timely start of meetings, they do not insist on haste and hurry in the negotiation process during the negotiation.
The degree of inattention to time
	Argentina
	Spain
	Mexico
	Germany
	France
	India
	Country

	15.4
	21.1
	33.3
	36.4
	40
	44.4
	percent

	Brazil
	UK
	Nigeria
	China
	Japan
	USA
	Country

	0
	5.9
	6.7
	9.1
	9.1
	14.6
	percent



Table on page 255
Component Six - The expression of emotions is high or low?
One of the important cultural issues is the attention or lack of attention to emotions and how they are expressed in negotiations. It is generally believed that Latin Americans express their emotions easily and, in contrast to the Japanese and many Asians, hide their true feelings. However, it should not be forgotten that personality traits also play a role in this regard. A Latin American negotiator may be found who hides his emotions very much, while a Japanese negotiator may be found who expresses his emotions very strongly. However, it must be admitted that every nation and every culture has customs and traditions for revealing or hiding emotions, and usually brings these customs and traditions to the negotiating table. In studies published by Salacor in 1991, Spaniards and Latin Americans believed that they express their emotions easily in negotiation sessions. Among Europeans, the English and Germans expressed their emotions less than others. In Asia, the Japanese seem to hide their emotions more than other countries
Extent of hiding and not expressing emotions
	Nigeria
	France
	India
	Japan
	UK
	Germany
	Country

	40
	40
	44.4
	45.5
	52.9
	63.6
	percent

	Brazil
	Argentina
	Mexico
	Spain
	China
	USA
	Country

	11.1
	15.4
	16.7
	21.1
	27.3
	36.6
	percent


Component 7 - Form: General or partial agreement?
Cultural factors even influence the form and content of the contract and agreement reached between the parties. For example, Americans prefer contracts to be very detailed and include all possible situations (even situations that are close to zero probability of occurrence) because Americans put everything in the contract and the contract must contain enough details so that it cannot be referred to in different situations. In contrast, some cultures, such as the Chinese, prefer to promise generalities in their contracts because the Chinese (like us Iranians and other complex countries) believe that the basis of the contract is a two-way communication and whenever a problem arises, it is not necessarily the text of the contract that is at issue, but the parties will definitely reach new agreements with the aim of maintaining and developing relations. Now imagine that an American makes a suffocating contract with a Middle Eastern country. The American party will feel that the Middle Eastern party is escaping from freedom and abusing the freedom points that are not mentioned in the contract. On the other hand, the Middle Eastern party may feel that the American man is too insistent on observing the details. The American side does not trust him and prefers to include the obvious in the contract.
Of course, some studies have shown that the willingness to sign a contract and pay attention to the details is not just a cultural factor, but also depends on the difference in the power level of the parties. Usually, the stronger party tries to sign the contract with maximum attention to the details. In this way, while using previous experiences, it becomes a way for the weaker party to take possible abuses. On the other hand, the weaker party prefers general contracts because he is familiar with the obstacles and prefers not to face obstacles that he is not aware of in negotiations.
The level of willingness to sign a general contract
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	Argentina
	China
	France
	India
	Germany
	Japan
	Country

	26.9
	27.3
	30
	44.4
	45.4
	45.5
	percent

	UK
	Spain
	Mexico
	Nigeria
	USA
	Brazil
	Country

	11.8
	15.8
	16.7
	20
	22
	22.2
	percent



Eighth component - Reaching an agreement from the whole to the details and from the details to the whole?
There are two illustrated methods for reaching any agreement. The negotiator may first reach an agreement and then gradually discuss and examine more details, and they may negotiate on each of the issues (price, delivery time, warranty conditions, etc.), and in this way a general agreement is formed. In the latter case, the agreement is said to be a whole. In many articles and studies, it has been mentioned that the French prefer to first agree on the book and then move on to the details. While Americans usually prefer to reach an agreement piece by piece, for Americans, negotiation is a kind of discussion and exchange of successive opinions on several important issues. But for the French, a general initial agreement forms the framework and skeleton of the negotiation, on which any type of arrangement can be mounted, depending on the type and space of the negotiation. Other than that, the above discussion can be summarized as follows: negotiators in some countries first present all their confessions, observing all the details, and expect the other party to respond in a general manner. In contrast, the culture of some countries is such that their negotiators start with a general offer and gradually place more demands and options in front of the other party. Apparently, Americans use the general offer method. While the Japanese start with a general offer and gradually add other supplementary items to it.
Scenario 36: Cultural differences exist even within a country
Ali wants to buy a computer from a computer store. When he enters the store and asks his question, the storekeeper explains that he has a suitable computer in mind for him.
This computer has a CPU of type .... hard drive of type .... memory .... etc. and its price is six hundred thousand tomans.
Ali also visits a neighboring store and explains that he wants to buy a computer. The storekeeper asks him to choose the type of main board he wants based on some technical specifications.
He then explains that the price of this main board is, let's say, one hundred thousand tomans. Then he explains to the customer that memory is also an important point anyway and announces the price of the types of memory. And in the same way he extracts the price of a computer.
Which method do you use in your negotiations? In your opinion, which of these two stores will be more successful in attracting the attention of Ali and other customers?
Achieving agreement from the whole to the part
	Germany
	China
	UK
	France
	Argentina
	India
	Country

	54.5
	54.5
	58.8
	60
	61.5
	66.7
	percent

	Mexico
	Brazil
	Japan
	Spain
	Nigeria
	USA
	country

	33.3
	33.3
	36.4
	52.6
	53.3
	53.7
	Percent
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Based on the above table, it is not possible to express a specific opinion about the countries of the United States, the United Kingdom, Spain and Germany. Because half of the people reported agreement from the whole to the whole and the other half from the part to the whole. What can be reported with more certainty is that Mexicans, Brazilians and Japanese preferred agreement from the part to the whole, and the French, Argentines and Indians did not agree from the whole to the whole.
The ninth component - Team structure Decision-making by a leader or collective agreement? In any international negotiation, the other party's way of distributing power and authority, as well as how they make decisions, is of great importance. The formal structure and decision-making mechanism in groups are rooted in the culture of each country and nation. In cultural components, we mentioned the acceptance of power distance from the perspective of Haft. In cultures where power distance is easily accepted, it is most likely that there is a main decision-maker as the team leader in the negotiating teams, and other team members can, in the most optimistic case, convey their perceptions and ideas to him. In contrast, in cultures where power gaps are not easily accepted, all members are likely to participate in the decision-making process and negotiation can proceed under collective agreement.

What extent is negotiation dependent on the decisions of a specific individual?
Table2 on page 258
	Spain
	USA
	Uk
	Mexico
	China
	Brazil
	Country

	57.7
	63.4
	64.7
	90.9
	90.9
	100
	percent

	France
	Nigeria
	India
	Japan
	Germany
	argentina
	country

	40
	40
	44.4
	54.5
	54.5
	57.7
	Percent



As can be seen, the French prefer decision-making over collective agreement more than in the other countries studied. Perhaps, given the high score of the French in individualism, it can be concluded that in France collective agreement is the best way to recognize the individual identity of the negotiators.
On the other hand, contrary to the general assumption that the Japanese usually act on the principle of collective agreement. In fact, more than 54% of respondents prefer decisions made by a responsible person to collective agreement. The countries of China, Brazil and Mexico are significantly different from other countries, and apparently in these countries, the decision-making of a specific individual is highly acceptable to the public.
Component Ten - Low or high risk taking? His research has since confirmed that people in some countries are more risk averse than others. It is clear that this culture affects the behavior of negotiators in a negotiation session. If they are informed that the other party is more risk averse than you are. You should try to increase the transparency of the negotiation in various ways and create the impression that the negotiation process and its results are relatively low risk for him.
Risk-taking willingness
	Nigeria
	USA
	China
	UK
	India
	France
	Country

	73.3
	78
	81.8
	88.2
	88.9
	90
	percent

	Japan
	Spain
	Mexico
	Brazil
	Germany
	Argentina
	country

	18.2
	47.4
	50
	55.6
	72
	73.1
	Percent
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Based on the information in the table above, the Japanese are more risk-averse than the other countries studied. Perhaps the Japanese's high tendency to gather information during a negotiation session and their decision-making is rooted in their risk aversion. The French, Indians, and English were noticeably more risk-averse than the other countries studied.
Some general advice on culture and its role in negotiation
According to what I have gathered, I will review some general explanations about culture and cultural differences and these differences together
Recommendation 1 - Try to get to know the other party's culture. In any type of international negotiation, the cultural characteristics of the other party have a great impact on the negotiation process. Naturally, the more important and longer the negotiation, the more important it becomes to pay attention to cultural differences. Perhaps a case negotiation with a seller and a buyer in another country can be managed with some information about the other party's culture. But an important method for concluding strategic and long-term political and economic contracts will not be successful without considering cultural aspects. There are several obstacles to gaining knowledge about the other party's culture, including: Negotiators who have experience negotiating with the target country Important consultants and lawyers in the target country The economic and social size of the country, which largely reveals the cultural characteristics of the society Psychological and anthropological studies conducted in the target country A deep understanding of the other party's culture can also be an important aid in choosing: used in negotiations. Since in today's economy, short-term business relationships are gradually fading away and international negotiations are mainly aimed at shaping relations between countries, the role of culture and cultural differences is becoming more prominent than ever, and acquiring knowledge and learning the other party's culture should be considered the first and inevitable step in negotiations. Second advice - do not generalize too easily!
If we say that the first piece of advice in international negotiations is to try to understand the other party's culture, the second piece of advice is not to rely too much on your own knowledge in this field. Not all Germans negotiate in the same way, not all Americans behave and have the same mentality, just as not all Iranians think and behave in the same way. Stereotypes and generalizations are not always true. Sometimes negotiators, if they realize that they are not treated as an independent individual and that the dominant cultural characteristics of their country (especially professional characteristics) are attributed to them without sufficient reason and evidence, feel very bad about the other party. Let us remember that the logic of the negotiators' feelings and personality are other factors that, along with culture, shape the process and outcome of international negotiations.
Tip 3 - Try to fill cultural gaps in some way
Cultural gaps and differences rarely appear as a single phenomenon in negotiations. These gaps and differences are usually an obstacle to negotiation and make the process of reaching an agreement more difficult. The role of cultural gaps is not always limited to creating obstacles to better communication, and sometimes some negotiators use the customs and culture of their country as a weapon against the other party, just as many Americans everywhere in the world expect everything to be done in the way they think is best. In contrast, some cultures imprison themselves in the fence of their own beliefs and views and The Japanese are often cited as an example of this view. The French’s attempt to limit the use of English in beer advertising is another example of actions that lead to a deepening of cultural gaps. Cultural differences create a distance between people and organizations. Usually, when faced with cultural differences, people exhibit behaviors that only lead to a deepening of the cultural gap (for example, when one party criticizes the behavioral culture of the other party). Negotiators should try to recognize cultural differences with every step they take. Reduce the distance between themselves and the other party.
Final Words
In this chapter, we discussed and examined the topic of culture. Culture and cultural differences are one of the most important topics in international negotiations. In this chapter, we first tried to define culture using the four-layer model. We learned that culture is understood at the outermost layers through observing human behavior. However, we saw that the layers There are also more internal ones that shape these behaviors. These layers include values, habits, and attitudes. After that, we met Hamstand and learned that he considers culture to be a kind of programming in the minds of humans that is shaped and strengthened by experience and learning. Hamstand defined four components to understand different cultures, and in this chapter, we will discuss each of these components in detail. Then, we will get acquainted with the studies of Salakoz. He has specifically studied cultural aspects and their impact on the negotiation process. His studies are considered the most valuable and authoritative study in the field of the impact of culture on negotiation.
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Chapter 12
Personal Characteristics of Negotiators
At the end of this chapter, the reader is expected to be able to:
. Analyze the role of Rick Badieri's self-confidence and locus of control factors in the behavior of negotiators
. Describe the different styles of people in dealing with conflict and explain the effect of each of these styles on the negotiation process.
Identify trust in others and focusing on one's own behavior as two personality traits that affect the negotiation process and explain their role
. Describe Machiavelli and describe its impact on the negotiation process
. Distinguish between Type A and Type B personality groups and predict their behavior in the negotiation process
. Define gender and sexuality and explain the impact of these factors on negotiation.
. For more than six decades, there has been research on the impact of personality traits on the negotiation process.
and their impact on negotiation are studied. Tolerance, risk tolerance, and the ability to gain trust are only part of the range of factors that have been considered by researchers. Unfortunately, most of these results have weak statistical support and have reported conflicting results. In this chapter, we will mention a corner of this research that has stronger statistical support and has fewer indicators.
Introduction
Omid Hessam and Maral work in the sales department of a tourism services company. They are all colleagues and have the same responsibilities and news, but the results of these colleagues' performance are not similar to each other.
Omid is an extroverted and energetic young man. He has achieved good success in previous years and for this reason has high self-confidence. He believes that every person can achieve his desires if he tries hard enough. He should treat customers very well. And many customers prefer to share their wishes with him to get information and register for tours.
Example 2
Hossam is usually silent. A topic break makes Hossam move from his place. He believes that every person should only think about his own interests and he himself completely follows this advice. However, he does not simply back down in front of customers' houses. He believes that most customers are ignorant of the rules and regulations in the tourism industry and there is no reason to pay attention to their words and wishes.
Example 3
Maral has worked in the tourism services office for more than Omid and Hossam in terms of work experience. She is convinced that she should move to a higher position. She has raised this issue with her manager several times, but the manager believes that she is still not ready for this job. Once Maral politely explained that if she does not get out of the way by the end of the year, she will leave the company. This had a very negative impact on the manager, Mazal. The manager explained that he never expected Maran to use the threat of death. Maral believes that her colleagues and have had more severe encounters. She thinks. She is treated this way because she is a woman.
Some people are better negotiators than others. What personality traits make someone a better negotiator than another? How do the behavior, thinking, and feelings of a professional negotiator differ from ordinary people? Researchers have conducted numerous studies on the personal characteristics of negotiators and how these characteristics affect the negotiation process and outcomes. We will devote this chapter to reviewing these studies and their practical results. It is necessary to emphasize at the outset that this area of ​​​​negotiation knowledge has not yet developed sufficiently, and due to the great difficulties in conducting accurate and reliable research, many studies still report different and sometimes contradictory results. In this chapter, we have also tried to review the scientific literature in this area and use the experiences we have conducted to the extent possible to develop our negotiation skills.
In the area of ​​individual differences, the most important metric that has received the attention of researchers so far is the negotiator's emotions. The final part of the chapter is dedicated to this important topic. As we will see, our perspective in all parts of this chapter, especially the last chapter, is purely descriptive and far from any value judgment.
Self-confidence and locus of control
Self-confidence plays a very important role in the success of complex human communication processes, including negotiation. Much research has been conducted on the effect of self-confidence on the outcome of negotiations. For example, various studies have shown that people with high self-confidence usually achieve better results in negotiations related to rights. One of the reasons for this is that these people usually set higher goals for themselves before starting the negotiation. Evidence also shows that people with high self-confidence more easily enter the process of interaction and search for solutions to common problems.
Locus of control is another concept that is somehow related to the concept of self-confidence. Different people have different views on their ability to influence their environment and the events that happen to them. People who think that what happens in their environment is beyond their control and that they cannot have much influence over those events believe in an external locus of control, while people who find most external events within their control have an internal locus of control.
Internal or external?
Choose one of the two answers (A) and (B).
A: What people are physically. The dawn of the world is the beginning of mistakes. B: Many bad things that happen to us are due to bad luck. A: One of the reasons for the occurrence of various wars in the world is people's awareness of politics and economics. B: War will always be there, nothing will make the situation better. 1. In English, two words are used for self-confidence, one is Self-confidence and the other is Self-efficacy. The word Self-confidence is a general word and is used in the same general meaning as Self-efficacy in Persian. It is used when a person believes that he can handle anything appropriately, but the word Sell-efficacy is the belief in having skills in a specific field. A person may have great confidence in his verbal skills but consider himself weak in negotiation skills. Such a person has high Self-efficacy in verbal skills. Wherever we mention self-confidence in this book, we mean the second meaning (Self-efficacy) unless otherwise stated.
This is a matter of course.
• A: People with high self-confidence usually achieve better results in negotiations related to rights.
• B: In the long run, people get the respect they deserve. Many people come and go and die without knowing the value of their efforts.
• A: If a student is truly prepared, the phenomenon called unfair testing rarely occurs.
• B: It often happens that students are asked questions in tests that have not been covered in class.
If you agree with the answers to (a), you believe in an internal locus of control, and if you agree with the answers to (b), you believe in an external locus of control.

Various studies have been conducted on the locus of control and its effect on the negotiation process, some of which are summarized as follows:
In the negotiation process, people with an internal locus of control reach the point of leaving the negotiation sooner.
Teams where everyone has an internal locus of control are more likely to abandon negotiations without a solution.
Those with a service locus of control prefer to temporarily halt negotiations rather than reach a truly satisfactory outcome.
Social Value Orientation
Humans exhibit different behaviors in their interactions with other humans in their social environment. Some humans exhibit more selfish behaviors and pursue their own interests in social relationships. On the other hand, some humans exhibit pro-social behaviors and consider the interests and desires of others. Given this definition, it is obvious that when negotiating, people with selfish personalities exhibit different behaviors compared to other people.
As would be logically expected. Studies have shown that selfish people adopt aggressive attitudes in negotiations and usually take stubborn stances. Also, during negotiations, they usually focus more on positions than on interests. In contrast, people with other personality traits are more considerate of others and use conflict resolution strategies. Although personality differences can lead to completely different behaviors in the same situation, many studies have shown that in certain situations, both types of negotiators may exhibit the same behavior. For example, when the choices of the negotiator are in the news. Usually, altruistic negotiators use the threat behavior of withholding information and not sharing as much as selfish negotiators. Therefore, it can be concluded that if there are options outside the negotiation space, people with selfish and altruistic personalities exhibit almost the same type of behavior.
Conflict Management Style
In the second chapter, we discussed conflict and how to manage it, and we said that how to manage conflict is one of the most important parameters that shape the process and outcome of the negotiation. What we did not mention was the relationship between the personality of the individual and the conflict management style used by them. A professional negotiator is expected to understand the needs and demands that he expects from the negotiation. The appropriate style for managing conflict. But the reality is that the personality of many people is such that they always tend to use a specific stone to resolve conflict. You must have seen among your acquaintances and friends someone who always avoids facing conflict or who considers every (even a simple argument) argument a struggle and tries to win this struggle. In order to better interpret personality and its role in choosing a conflict, consider the following two components: Assertiveness: One of the only personality traits is the willingness or unwillingness to openly admit your feelings. Assertiveness and assertiveness should be combined with harsh behavior, as discussed in detail in Chapter 9. If you consider silence and unquestioning ignorance of others' feelings and harsh treatment and tolerance of your own feelings towards others as two ends of a behavioral spectrum, assertiveness and assertiveness will be in the middle of these two ways. Cooperativeness: The willingness or unwillingness to cooperate. With others, one of the behavioral characteristics of humans that influences the formation of the process and the outcome of negotiations is this tendency to be a personal characteristic. It is usually considered a strategic choice. In other words, negotiators decide on cooperation or non-cooperation with the other party based on the negotiation conditions and other environmental parameters. Therefore, unlike the degree of openness in expressing intentions, which is usually a fixed behavior and humans do not change it in different situations, the tendency to cooperate is a decision that may be made in different situations.
As shown in the radar diagram, a connection can be made between these two components and the method of resolving conflict.
Figure on page 268
People who are more risk-averse have a greater need for power and are less likely to seek emotional relationships with others. And they tend to use competitive strategies more.
The advantage of using this diagram is that it better interprets human behavior when resolving conflict and also separates the two variables of personal characteristics and the negotiator's decision-making from each other. According to the strenghts of For example, a dancer based on the superhuman diagram who refuses to explicitly state his desires. Based on the installation of cooperation with non-cooperation with the other party, he will usually consider them in conflicts with them or, if faced with a conflict, will surrender to their demands. The lower part of the human diagram will usually not resort to competitive strategies with methods of solving the problem of cooperation. The same can be said about other personality traits in the presentation. Many authors have considered this type of division to be important and have shown it to be important.
Of course, other personal characteristics have an impact on choosing a suitable one for negotiation, such as people who are more risk-averse, have a greater need for power, and are less likely to seek emotional relationships with others. And they tend to use competitive strategies.
Or people who are creative, task-oriented, and have a willingness and readiness to deal with complexity. They tend to use collaborative problem-solving methods.
L
Trust in others
Trust in the other party is one of the main foundations of the negotiation process. Any negotiator During the negotiation, different information is received from the other party, different numbers are exchanged, and in the end, different verbal and written expectations are achieved. Obviously, trust in the other party is not a fixed level. There may not be much trust at the beginning of the negotiation.
It may be low, but gradually a trust is formed or one of the parties initially has a lot of trust in the other party. But the negotiation process and its results cause this trust to decrease.
Although the level of trust in another is variable and cannot be defined as a fixed level. But the fact is that we have all experienced a personality trait called interpersonal trust. Some people develop it more easily than others. This trust changes for all of these people over time.

Trust in others
A person's general perception of others and the extent to which they act on their words, promises, and oral and written agreements.
Individuals who trust others a lot. They also expect to be trusted. Usually, these people try to observe ethics as much as possible in negotiations and other social processes. In contrast, people who believe that others cannot be trusted much are less morally committed and feel less pressure to be truthful in negotiations. Trusting others, whether a little or a lot, usually leads to a conclusion that confirms the person's initial assumption. In other words, someone who thinks that he can trust others will exhibit behaviors that make others less considerate of morality in their behavior, and ultimately the person will come to believe that his assumption that he can trust people was correct. On the other hand, someone who trusts others also forces others to display trusting and moral behaviors, and ultimately comes to the conclusion that people are trustworthy. This is why people usually change their minds after living one of these two beliefs about the trustworthiness of others and the impossibility of trusting others. Studies by Thomas (1976) and other available statistics are contrary to the general perception of people. People who trust others more do not necessarily suffer more than those who trust others more, and do not necessarily suffer more than those who do not trust others.

Focus on your own behavior and others and pay attention to the reactions of the environment
Before reading the rest of this section, answer the questions below.
A few short questions...
Read the following questions. Give each statement a score between zero and five. The more the attack describes your personality, the higher the score. Give it a score of zero. If the attack does not reflect your personality in any way, and the ice score means that it exactly matches your behavior. I try to gain the friendship of others instead of what I really like. I do what others expect of me...
I usually entertain others well in public.
I could probably be a good actor
I can't defend something I don't believe in in public
My behavior usually reflects my inner feelings, attitudes, and beliefs
Even when I'm not enjoying life, I try and pretend to be having a good time
Add up the scores for questions (1), (2), (3), and (6) and subtract the scores for (4) and (5). The closer your score is to 20, the more you focus on behavior and environmental cues, and the closer your score is to 10, the less you focus on behavior and environmental cues. Read more about this in the following section.
How sensitive are you to the cues that others show in their behavior? A group of people are characterized by a personality that always pays attention to the behaviors and reactions of others. It is important for them how others view them. When they speak, they speak in a way that is pleasing to others. Since they always pay attention to the behavior and reactions of others, they can easily display behaviors that are more popular with the environment. In contrast, there are other people who pay less attention to the external environment. They usually decide to speak with a certain behavior within themselves and immediately display the same speech and behavior.
Focus on behavior
The extent to which a person pays attention to events and environmental conditions and uses it to identify appropriate behavior in those conditions
People who focus more on their behavior display drastically different behaviors in different environmental conditions. Usually, the behavior that these people observe in a group is different from the behavior that they display in solitude, so that these two types of behavior are sometimes referred to as "Private Self and Public Self".
The study of this personality trait has received considerable attention in psychology and management. For this reason, the analysis of this characteristic should be done with caution. But in general, it can be said that focusing on behavior can have positive effects in negotiations. Research has shown that people who focus more on their behavior (with respect to the reactions of others), even in the stage of a clever plan for negotiation, perform better than others. These people can usually implement a greater part of their goals in a negotiation. Machiavellianism In the 16th century, Niccolò Machiavelli, in his classic book On the City, gave advice to the ruler of his time on how to govern better and became the founder of the school that we call Machiavelli today. It can be said that Machiavelli is more despised in speech than anyone else and his statements are condemned as a symbol of immoral behavior, but in practice he is more of a role model for behavior than anyone else and his attack on the action of his words is the guidance of many people who resemble power.
The famous attack on the end justifies the means is one of his sayings. Take a few minutes and answer the following questions:
To what extent do I think like Machiavelli?
Read the following questions. Give each attack a score between zero and zero. The better the attack expresses your opinion, the higher the number (a score of zero means you do not believe the attack at all, and a score of five means you believe it completely).
The best way to get people to listen and control you is to tell them what they want to hear.
If you want someone to do something for you, it is better to give them the real reason than to create complex and important reasons.
Anyone who trusts everyone is looking for a dessert.
Only do what is morally right.
There is no reason to lie to others.
Most provinces find it easier to forget the death of your father than to lose your property.
People are generally not hardworking unless they are forced to work hard.
Add the scores for questions (1), (3), (6), and (7) together and subtract the scores for (2), (4), and (5). The closer your score is to 20, the closer you are to Machiavellian thinking. The closer your score is to -15, the further away you are from this perspective.
People who are highly inclined to Machiavellianism are suspicious of the behavior and motives of others. They usually do not display altruistic behaviors and are less likely to show genuine empathy with others. Such people usually do not change their behavior under the influence of social pressures. People with Indian Machiavellian thinking usually tolerate unconventional behaviors in society more easily and usually prescribe and defend the use of deception in social interactions. Machiavellians are pragmatic and usually maintain an emotional distance from the other person. Some of the characteristics observed in Machiavellian people are as follows:
In normal circumstances, it cannot be said that Machiavellians lie more than ordinary people, but Machiavellians, unlike ordinary people, can continue to lie seriously even after they are convinced of lying, to the extent that the other party may believe their lie. Machiavellians can even maintain eye contact during this time and stare into the other party's eyes while lying.
These people exhibit more opportunistic behaviors and are usually very good at recognizing suitable opportunities.
Exploitative behaviors are committed by us as Machiavellians. The simplest type of behavior may be lying and deception, and its more serious forms can be threats of emotional abuse, etc.
Machiavellians simply create various wastes as soon as their interests require them, and just as easily treat them as a prevention? They stop the wastes and pursue their previous goals individually with another coalition.
Considering the explanations provided, it is not difficult to identify possible Machiavellian behaviors in negotiation sessions. Are negotiators who have a stronger Machiavellian behavioral trait more successful than other negotiators? The answer to this question is not exactly clear, but the following characteristics can create an environment in which people with a Machiavellian personality act more successfully than other negotiators:
Conditions in which the negotiation is carried out openly and face-to-face
Conditions in which at least the rules and regulations govern the process of dialogue and negotiation.
When different emotional levels, both relevant and irrelevant, dominate the negotiation space, because people who are low in Machiavellianism are more affected by these conditions
It is also clear that Machiavellianism can be more effective in competitive negotiations than in interaction-based negotiations. Of course, Machiavellian behavior seems to have negative effects on negotiations and long-term relationships.
It should be emphasized that until a clear definition of the limits and boundaries of ethics in negotiation is provided, we cannot talk about the success and effectiveness of this personality trait.
Personality Groups A and B 2
You may have encountered people who seem to always be in a hurry and who seem to always suffer from a lack of time. These people usually... Slow, competitive, India uses every opportunity for success and further progress, and for this reason, they feel that they do not have enough time at all times. People with this characteristic are sometimes encouraged by their friends and acquaintances for the successes they achieve, which in turn reinforces this type of behavior. In psychological literature, this group of people is known as "Personality Group 18". Some of the characteristics of this group can be summarized as follows.
They are always on the move (and usually in a hurry).
They even eat fast.
. They try to do and follow more than one thing at a time.
They are not comfortable in their free time and feel guilty when spending their free time. Their minds are preoccupied with numbers and figures. They always try to measure success quantitatively. They are constantly counting, measuring, and controlling the things they have achieved or lost.
Opposite is a group that we call personality group B. A group that is less likely to be seen in a hurry, less likely to feel a lack of time, and less likely to feel competitive with others. Some of the characteristics of this group are as follows:
, They usually do not feel that they are under time pressure, and they are also less likely to be seen as impatient and bored
They feel less likely to feel the need to talk about their successes. Unless a situation arises where something is necessary.
If they play a game, their goal is more to have fun and enjoy the game itself than to feel like winning
They can relax without feeling guilty and enjoy their free time.
People in group A are usually under tension and stress. Since they constantly put themselves under time pressure, it can be said that every moment of their lives is threatened by a number of deadlines and activities whose due dates are important. Usually, such people pay more attention to quantity than quality. Due to their quick decision-making and excessive politeness, they usually cannot make the best decisions. Also, less creativity is observed among this personality group. Personality group B also usually does not pay attention to the details of the problems because they try to solve problems in the shortest possible time and do not take enough time to solve them, but try to use their past experiences and choose their future path based on what they have experienced in the past.
In my research, I came across a study that evaluated the effect of personality group AB on competitive negotiation. However, when it comes to negotiations based on winning interaction, the authors unanimously agree that people belonging to personality group B can be much more successful.
Research has shown that people of group B are more successful in various organizational activities and have a better basis for promotion in the organization. It does not seem that the ability to negotiate is an exception to this.
Gender and its role in negotiation
Definition of Sex and Gender
In everyday conversations, the words sex and gender are used in the same sense, but psychologists, sociologists, and scientists use these two words differently. Perhaps this book will provide a better opportunity to separate these two concepts from each other. Sex, which is defined in English as sex, indicates the physiological differences between humans. Humans are born with a girl or a boy, so their sex is determined at the moment of birth. But when we talk about sexuality (the equivalent of the English word Gender), the topic of discussion is the cultural and psychological differences between the two sexes. You have probably come across women whose behavior and movements are like men's bladders or men who exhibit behaviors that can usually be classified as feminine behaviors. Such people are different from their senses. There are many reasons that may be involved in the formation of sexuality that are worth discussing and discussing.
Their research is beyond the scope of this book. What is discussed in this chapter is more about good negotiation skills and their sensitivity.
Are women really more emotional than men? If you asked a hundred people, "Are women more emotional than men?" What answer would you get? Their research showed that if you took a suitable sample of the population, most people would answer yes to this question and would emphasize that women are more emotional than men, talk about their feelings more, and pay attention to their feelings. The study showed that most people think that men are less emotional, have more emotional reactions, and talk about their feelings less. Studies by Kolb and Koller have shown that most people believe that men are less aware of the feelings of others and even of themselves. Self-reports by both women and men show that women, on average, experience emotions more intensely than men.
1. Research conducted by Fnama in 1974
2. For example, a boy who has been with several girls throughout his childhood is likely to adopt a feminine gender identity

Women are also two to three times more likely than men to suffer from depression during their lifetime. Studies have also shown that there are differences in how men and women experience and express emotions. Women are more likely than men to display behaviors that indicate affection, happiness, embarrassment, fear, and anxiety. Men are more likely than women to display behaviors that indicate pride, arrogance, and insult. For the past two decades, numerous studies by different researchers have shown that women are better than men at reading the emotions of others from their facial expressions and behavior.

To summarize, it can be said that the general belief that women are (on average) more emotional than men is not far from the truth. Evolutionary psychologists point to the historical division of labor between women and men to explain this difference. The main task of raising and raising children has been the responsibility of language. Therefore, women have acquired significant abilities in establishing emotional communication, displaying supportive behavior, and understanding the emotional conditions of the other party. This is while men have mainly sought to provide economic resources for the family. Providing food, water, and shelter has required superior behaviors. This is because men have been bred to be tough, reduce vulnerability, hide emotional signs (especially fear and anxiety, etc.), and show integrity and pride.
Therefore, we can conclude that the idea that women are on average more emotional than men is not so stereotypical. However, we must remember that any such idea speaks about the majority and not the exceptions.
Research on the role of gender in negotiation
A review of the numerous studies conducted on the role of Sensitivity in negotiation shows that language is more important than women. Men display cooperative behaviors during negotiations. In contrast, men pay more attention to the outcome of the negotiation than language. Several characteristics have caused the negotiation methods of language-based behaviors to differ from men. In this section, we will discuss some of these characteristics:
. Relational view of others Language is more important than men in the type of relationship. Language is more important than men in the type of relationship that is created and the impact of behaviors on the mutual relationship. For this reason, language is generally not considered independently of the negotiation, but rather as part of the relationship established with the other party. For this reason, in negotiations, language may focus on communication anger and efforts to establish appropriate relationships with the other party rather than achieving a specific goal of a negotiation. Female and male negotiators (both male and female) pay more attention to the behavioral pattern of the other party in the negotiation and the analysis and interactions related to the negotiation when they are present at the negotiation table.
1. This section is mostly based on the studies of Keh and Coolidge in 1991.

The view of negotiation fmheaded view of agency Studies have shown that women do not separate the language of negotiation from other parts of their social relationships and do not view it as a single entity, but rather consider negotiation as a more general good that they have established with the other party and are trying to maintain and develop this relationship. This view is contrary to the general view of men, who consider negotiation to be different from other types of relationships and see it as a specific type of interaction that has a specific start and end time. Considering that the language of negotiation is part of the social context and a phenomenon of time, men do not realize that a negotiation has begun unless a negotiation session has been explicitly and specifically established. Meanwhile, men consider some everyday interactions to be in the form of negotiation. To the extent that in the extreme, they interpret and analyze emotional relationships in the form of negotiation, giving and receiving privileges.
Type well to win a prize!
In an interesting experiment, to compare the willingness of women and men to negotiate, a competition was held in which participants were asked to type a certain text in a certain time and without mistakes. It was announced that the person who succeeded would be awarded a prize of between $3 and $10. After the competition, the winners were awarded $3. Many thanked the time and left satisfied, while the men turned to Ratti and said why they were given $3 if the prize was between $3 and $10.
This experiment was repeated again and this time after giving the winners $3, they were asked: Is this amount enough? In this situation Men and women showed the same reaction (so language generally does not enter the negotiation process until it is openly invited to negotiate).
. Attitude to power (Attitude to power and perver) Men and women have different views and perceptions of power and use it in different ways when they are in a position of power. Compared to men, they make more effort to ensure that power is distributed appropriately among all parties present in the negotiation and the necessary consent for win-win negotiation is formed. But the characteristic feature of men is that as soon as they have access to the sources of power, they try to use it to force the other party to accept their demands. They feel better when the power of the negotiators is distributed in this way.
Prothem any theiruth dialogue Problem solving through conversation and negotiation Men and women use conversation in different ways. They prefer to gradually approach an issue in a conversation and go through the process of discovery and analysis with the other party. This is why sometimes after talking about the subject they are interested in, they eventually take a different position from the original position. To complete this understanding, the speaker sometimes remains silent during the negotiation and is willing to listen to the other party's comments in the hope that these comments will provide a better basis for their point of view. Men generally engage in conversation with one of two goals: (a) to convince the other party of their position and (b) to support and improve the tricks and boxing used.

Stereotypical Thoughts About Women and Their Impact on the Negotiation Process
Apart from the different behaviors that women and men display in negotiations, some of which have been discussed in recent pages, one of the interesting aspects of negotiation is the difference in how the other party perceives the behavior of different men. We will see below that, based on studies, if the same behavior is displayed by the same man or woman in a negotiation, the other party may perceive this behavior differently. In this section, we will only discuss two cases of research that have been conducted In this context, we mention:
Using exchange tactics in negotiation - A study conducted by Mr. Dreher has shown that men reach different levels of success in negotiating for rights under the same circumstances. Among the interesting points in his research is that the same tactic leads to the same results if used by women and men. The use of exchange tactics is usually associated with a positive effect for men, but it has a negative effect on language. In other words, when using the same tactic, men have achieved a similar result, unlike men. Mr. Dreher has concluded in each study that perhaps because the use of this tactic by language conflicts with the stereotypical image of them as sacrificing without expectation, the negotiation does not lead to the desired result. The use of aggressive behaviors Bowler and his colleagues have investigated the results of using aggressive behaviors in negotiations. To examine the effect of aggressive behavior on the outcome of a negotiation, a set of fake job interview reports were given to different people and they were asked to give their opinion on whether or not to hire the interviewee. As expected, interviewers who were observed to have aggressive behavior and tone in the interview report had a lower chance of being hired. However, it is interesting to note that the occurrence of aggressive behavior by linguistics reduces their hiring by three and a half times more than men. In short, when aggressive behavior (icon) is displayed by men and women, on average, women experience more negative attitudes about this behavior than men. Gender and Gender in Negotiation Summary A large and growing body of studies shows that women and men behave in a confrontational manner before and during negotiations. A superficial look and without careful examination may suggest that women are simply enjoying the time of the press in Korea, but the reality is that in negotiations where interaction plays an important role and in seeking solutions to political issues, women can be more effective than men in terms of technique.

This chapter, with the difference between Hussein and Shah, it is necessary to emphasize again that the studies conducted have always been based on the personality of the negotiators, while there are many examples where each of the two strengths and weaknesses of Hussein manifest themselves. A complete and comprehensive study in this field and technically it would be possible to consider the role of both sex and gender in the studies, according to the author's arguments, so far no comprehensive study has been conducted in this field. It seems that this area can be a pristine and interesting field for further study.
Concluding remarks
In the early chapters of the book, we discussed the characteristics of the negotiation process. We said that negotiations, depending on the topic of the negotiation, may be conducted in a competitive manner with a context of interaction. In this chapter, we discussed other factors that affect the negotiation process.
We gathered these factors, which were related to different areas, under the title of personality traits. We talked about self-confidence, the center of control of selfish and altruistic tendencies, and also about the stones of conflict management.
We talked about the ability to trust others and its consequences in negotiation. We said that we learned that the ability to focus on behavior can contribute significantly to the success of a negotiation. We talked about personality groups A and B and saw that although people in group 8 are more diligent, people in group B achieve better results.
We talked about beauty and gender. We saw that the behavior of women and men in the face of the same conditions in negotiation is different. We talked about tricks and their effects and learned, many women hope that one day these thoughts will color the feelings of social life in the field of negotiation, they are still victims of some stereotypical thoughts of men. What I discussed in this chapter was mainly rooted in psychology. Readers who are interested in further studies in this field can refer to psychology books that refer to this.
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Chapter 13 The Behavior of Successful Negotiators

At the end of this chapter, the reader is expected to be able to:
Explain the behavior of successful negotiators in the planning process and its difference from the behavior of ordinary negotiators
Compare the face-to-face behavior of successful and ordinary negotiators
Be able to compare and analyze the behaviors of successful negotiators and ordinary negotiators from the perspective of communication science.

This chapter of the book is independent of the other chapters of the book and looks at negotiation from a different perspective, unlike other chapters that dealt with recommendations on issues of study and research. In this chapter, the behavior of a number of successful negotiators is studied and compared with ordinary negotiators. Although the subject of such a study is a statistical study and its results cannot be used as certain principles. However, the results of this study can be an effective guide for less experienced negotiators.

Introduction
In the trade negotiations between the United States and China, the intellectual property issue had reached the top. The Chinese side had put forward a proposal and insisted on it in various ways. Barhefsky, the representative of the American delegation, tried to change the discussion in various ways and put other proposals on the negotiating table.

The Chinese side also moved a little closer to the table. Aram said in a monotonous and confident tone: "Let me be more explicit. Is this our last proposal or is it nothing more?" He was silent for about 30 to 40 seconds. All the negotiators present at the table were silent. A dry and formal atmosphere prevailed. Marshefsky slowly leaned over the table and said, "If you mean that this should be done with "Let's accept the reshuffle and abandon the negotiation altogether. Of course, we will abandon the negotiation, but I don't think that's what you mean. I think you mean that I need to think more about your last offer, and I think we can continue the discussion tomorrow."
Most books or articles published on negotiation can be classified into one of the following three formats:
Some negotiators have published their personal stories and experiences about negotiation as books and articles. The main advantage of such writings is that they are practical. Moreover, they have been used in practice and the effectiveness of their advice has been proven. However, the drawback of this group of writings is that they are very personal and the effectiveness of their advice for each negotiator depends on the negotiation conditions as well as the personality and cultural characteristics of that negotiator. Using these recommendations in different negotiations is always risky.
There are also articles and books that deal with the theoretical and theoretical aspects of the negotiation process. These writings are full of unfamiliar words and terms, and in a word, one can understand and imagine the connection between them and the real conditions in the negotiation.
Other writings related to the field of negotiation have discussed statistical and laboratory studies that are somewhat artificial and their recommendations should be used with caution.
There is little research that has studied the real conditions of negotiation and the practical methods used in face-to-face negotiations. In this chapter, we will discuss one of the few studies that has been conducted in this field and try to model the effective behaviors of successful negotiators. In these studies, a successful negotiator is considered to be a negotiator who has the following three characteristics: He has experience in conducting multiple successful negotiations in his history.
1. This chapter is based on the studies of Neil Rachtam published in part of the fifth edition of the book Lewiki published in 2007.

. Both parties to the negotiation must be aware of the other party and must have shown that he is a strong and professional negotiator
. There should be no failures in his record, but there should be few.
Considering these characteristics, 48 ​​timely and professional negotiators were selected and their behaviors were examined. In the following, we will examine the report prepared for each of these behaviors.
How does a successful negotiator plan?
Usually, in training programs and books on negotiation, the importance of planning is emphasized. In this article, we will see how much successful negotiators pay attention to planning
Spending time on planning
Successful negotiators do not do different things, but rather do things in different ways. Christian studies and opinions of negotiators have shown that successful negotiators do things in comparison to non-negotiators. The average person spends the same amount of time planning. Unlike the other points emphasized in this chapter, which are all based on observing the behavior of negotiators, this result should be considered with some caution because it is based on the opinion of the negotiators and not on observing their behavior. However, at least based on the claims and statements, it can be said that all negotiators, regardless of their success, spend approximately the same amount of time planning. Based on this assumption, it can be concluded that what is important is the way of planning, not the amount of time spent on planning.
Examining the different options ahead
As shown in the table below, professional negotiators can brainstorm and put more options on the negotiating table than ordinary negotiators. According to the study, a professional negotiator, in the same situation, puts twice as many solutions on the negotiating table as an ordinary negotiator. Therefore, it can be said with certainty that the one who comes to the negotiating table with more solutions will have a better chance of leaving the negotiation successfully.
Figure 281
Observation has also confirmed that the average negotiator does not have the ability to imagine all the possible paths that the other party will take before coming to the negotiating table.

Search for Common Ground
Does negotiation in which there is conflict focus on common ground? This is not so easy. For this reason, a study conducted based on the opinions expressed by negotiators during negotiations concluded that average negotiators spend most of their time anticipating and analyzing areas of disagreement, but successful negotiators pay three times more attention to common ground than average negotiators when planning for negotiations. Percentage of comments and statements related to common ground: Professional negotiator: 38 percent Average negotiator: 11 percent Therefore, if you want to be a professional and successful negotiator, pay attention to points where there is likely to be conflict and disagreement. Also consider discussing and reviewing areas of agreement between the parties in your planning. Long-term versus short-term perspective? Can you guess the result of the research in this field? When planning a negotiation, successful negotiators spend more than twice as much time as the average negotiator thinking about the long-term effects of decisions and grievances and how they shape long-term relationships. But one important thing you shouldn't miss is that both groups of negotiators spend very little time talking about the outcome of the negotiations. They allocate attention and focus on the long-term perspective.
Percentage of attention to the long-term perspective in negotiations based on conversations
Professional negotiator: 8.5 percent
Average negotiator: 4 percent
The figure of 4 percent in the above range means that an average negotiator, on average, devotes only one sentence out of every 25 points and attacks he raises in a negotiation to the long-term benefits and effects of the agreement. This situation is one sentence out of every 12 sentences for a successful negotiator. In general, it can be concluded that although there is a lot of attention and emphasis on the long-term perspective in negotiation skills training, in practice negotiators (both average and successful negotiators) apply very little of this learning.
Setting the limits of goals during planning
In the same study, negotiators were asked about their goal setting during planning. Two different behaviors are conceivable for goal setting. Some negotiators set rigid and positional goals
for themselves that are unchangeable. For example, they may say to themselves, "I will never sell a product for less than one hundred thousand tomans under any circumstances." But some negotiators consider goal setting as a single attribute. For example, they may say to themselves, "I will announce this price as one hundred and five thousand tomans, and I hope I can get it to the seller's one hundred thousand tomans." Studies have shown that successful negotiators usually set goals as a range. But typical negotiators mostly define specific values ​​as fixed goals for themselves.
Planning for the Priority and Delay of Discussion of Topics
One of the important models when planning for a negotiation is the specific topics to be discussed during the negotiation. The question that arises in this section is how a professional and successful negotiator chooses the priority and delay of topics? Studies have shown that determining the order and priority and delay of topics to be discussed in a negotiation is one of the behaviors of non-professional negotiators. Professional negotiators simply list the topics they want to discuss when planning for a negotiation, but in practice, they choose the order in which they want to discuss the topics according to the circumstances that arise and the general atmosphere prevailing in the negotiation space.
However, ordinary negotiators mainly define specific values ​​as fixed goals for themselves.
Face-to-face behavior
The behaviors of professional and successful negotiators have obvious differences compared to ordinary negotiators. Certain patterns of behavior can be observed frequently in professional negotiation. While some of the other behaviors that are common to average negotiators are rarely seen in professional negotiators, in this section I will examine the behavioral differences between successful negotiators and average negotiators.
Using words that make the other party angry and upset, that the other party's offer in a negotiation is illogical, unfair, and unreasonable, I have learned from experience that using these words will not help us progress in the negotiation process. What is your opinion on using the aforementioned words to describe the proposal at the negotiating table? Using positive words such as generous offer, reasonable offer, and fairest solution to describe and emphasize the negotiator's position is common in negotiations. Some negotiators believe that using these words can convince and persuade the other party. Using these words usually makes the other party feel more at ease and may even make them feel more at ease. Based on the estimates made, professional negotiators use only one-fifth of these types of words and phrases in negotiations than an average negotiator.

Frequency of use of sensitive words per hour
Professional negotiator: 2.3
Average negotiator: 10.8

Positive evaluation of the proposed offer
Note that stating your positive evaluation of the offer you have put on the negotiating table usually makes the other party feel bad. Try not to directly mention the value of your offer. Let the other party, in their subjective analysis, conclude that your offer is valuable.
Counter-proposal

It often happens in negotiations that one party makes a proposal and the other party immediately makes a counter-proposal that he thinks can replace the previous one. Research has shown that professional negotiators use this type of behavior less often.

Number of counter-proposals made per hour

Professional negotiator: 1.7

Average negotiator: 3.1

In short, it can be concluded that if you are not satisfied with the proposal made by the other party, making a counter-proposal before discussing and considering the other party's proposal is usually a strategy for success. Some of the problems with this strategy are as follows:

Offering a counter-proposal before the previous issues have been resolved and their tasks have been determined puts new issues on the negotiating table, so the discussion space becomes cluttered and practically no effective version is achieved.

When the other party has made an offer, his whole mind is ready to receive the other party's opinions and possibly uses the least prepared to listen, understand and relate to that offer. In such a situation, the other party is the least prepared to hear, understand and accept the offer.

A counter-offer is usually interpreted by the other party as a clear opposition to the previous offer and as an obstacle to the progress of the negotiation based on interaction.

Given these explanations, it seems logical for professional negotiators not to use the strategy of presenting a counter-offer.

Entering the Defend / Attack spiral
The formation of conflict in the negotiation process is not far-fetched and rises in the discussion and negotiation. Negotiators usually display emotional and emotional behaviors. When one negotiator attacks the other party with emotional behavior and his ideas, the other party tries to defend himself and his position. This defense is usually considered good by the first negotiator, and this process continues and forms a flow of attacks and counter-defenses. Usually when this process is formed. It is difficult to separate the attacker and the defender from each other. Behavior that one negotiator may change into a legitimate defense of his obvious rights is interpreted by the other party as an unreasonable and irrational attack. Studies have shown that average negotiators, upon hearing the first offensive attack and feeling the onset of an attack from the other party, enter into a flow of attack and defense, effectively diverting the negotiation from its original path. While in the case of professional and successful negotiators, the probability of entering into this flow is less than one-third of that of ordinary negotiators.
Rate of entering the attack and defense flow times per hour
Professional negotiator: 1.9
Average negotiator: 6.3
For example, an average negotiator cannot make us important by saying phrases like "You" and by this mistake we are saying "I" When a problem arises, the negotiator is likely to engage in an attack-defense process and cannot return the negotiation to its original path. This is while a professional negotiator, when faced with multiple explanations and attacks, controls his emotions and avoids expressing attacks and insults that intensify the emotional and aggressive process of the discussion.
Introduction to Chinese and Introducing Behaviors (Behavior Labeling)
A study of the behavior of professional negotiators has shown that this type of negotiator, usually before making a specific move or launching specific attacks, tries to introduce and describe his next behavior (with attacks). For example, instead of saying, "How much do you think you will buy next year?", they say, "I want to ask a question. How much do you think you will buy next year?" or instead of suddenly starting to make a proposal, they say, "If you agree, I will make a proposal and that is..."
In contrast, ordinary negotiators, without any introduction or initial attacks, suddenly get to the point.
Naming Behaviors and Preludes to Attacks (per hour)
Professional Negotiator: 6.4
Productive Negotiator: 1.2
Of course, there is another factor that should be considered in the above statistics, and that is the behavior of the opponent and the announcement of disagreement. Although it seems that ordinary negotiators are skilled at naming and preluding their attacks, there is one case where they should use this behavior and that is when disagreeing.
When the ordinary negotiator disagrees with the other party, he usually begins his sentence by saying, "Let me explain why your behavior is unreasonable" or "Let me not say that we cannot act on your feelings because in this case, ordinary negotiators use preludes four times more than professional negotiators. Saying these preliminary attacks not only prepares the audience, but also causes them to be on the defensive and not judge the next attack impartially and fairly.
- I disagree. Because.......
When in a negotiation situation, there are two ways to express this disagreement:
(a) I disagree with you. Because...
(b) Because.... I disagree with you
Experience has shown that professional negotiators often use the second method of expressing disagreement.
Testing for mutual understanding and summarizing statements at each stage
Professional negotiators, much more than ordinary negotiators, try to ensure complete and mutual understanding in the negotiation process. This is possible in various ways. The negotiator sometimes presents his negotiators' sentences in different expressions. In other words, I should say that.... Also, sometimes after the other party has finished speaking, he tries to repeat his words in a different way. So if I understand correctly, your idea is that... ordinary negotiators are generally afraid of making the negotiation transparent. This group of negotiators feels that it is easier to reach an agreement in the shadow of opaque talks and discussions. The reality must also have the same impression. But we must not forget that a good negotiation does not end in reaching an agreement, but rather a good negotiation in which the agreements reached can be implemented appropriately. Negotiations that are usually delayed due to the seal face very serious problems during implementation.
Asking different questions
One of the very important points in any negotiation is asking appropriate questions. In this study, it has been observed in a way that professional negotiators use questions significantly more than ordinary negotiators during negotiations.
Percentage of time spent on questions
Professional negotiator: 21.3
Average negotiator: 9.6
Therefore, it can be said with sufficient certainty that asking the right questions can increase the likelihood of a successful negotiation. Some of the positive functions of questioning and questioning are as follows. Asking questions provides the questioner with more information about the other party's thinking and attitudes.
By asking appropriate questions, you can guide the negotiation in the desired direction.
When you disagree with the other party's opinion, reaching out is better than directly disagreeing. Asking questions forces the other party to act and respond, and takes away the opportunity to think and analyze the situation.
Reaching out provides the questioner with a chance to rest their mind. They can organize their thoughts while listening to the answer.
Explaining thoughts and feelings
What do you think about this? Do you think a professional negotiator talks more about their feelings and inner states than an ordinary negotiator or less than an ordinary negotiator?
Percentage of time spent expressing inner feelings
Professional negotiator: 12.1
Average negotiator: 7.8
According to Rashham's studies, professional negotiators talk more about their inner feelings and emotions than the average negotiator, but remember that expressing inner feelings is different from sharing information.
1. Studies by Neil Rashham in 2007

In most negotiations (especially those that are dominated by a dance-like nature), the negotiator should not rush into sharing information. Instead of presenting objective information about the issues, the negotiator occupies the empty time with these inner feelings and emotions.
A case study of the negotiator's genius clearly shows the difference in behavior between professional negotiators and average negotiators. Consider a situation where information is presented by the other party and the negotiator doubts. The average negotiator is usually silent when hearing this information and looks at the other party with a polite expression. But the professional negotiator breaks this silence and fills it with his inner feelings: "The fact is, I don't know exactly how I should react to what you are saying. If the information you are providing is correct, I am ready to accept your offer, but the truth is that I am a little skeptical about the accuracy of this information. Psychologists such as Carl Rogers show that direct expression of feelings plays an important role in building mutual trust in communication. Do you think that negotiation should be independent of this?
Strategy of Using Multiple Reasons
Many people believe that they would accept a proposal or idea that has five reasons in its favor. What do you think about a proposal that has only one or two reasons in its favor? A study of the behavior of professional negotiators shows an interesting difference in the way they use the available arguments (compared to the average negotiator). The average negotiator presents his arguments one after the other, while the professional negotiator presents one of his arguments and puts it up for discussion. He moves on to the next argument only if the previous argument and explanation do not convince the other party.
It is not difficult to understand why presenting all the arguments at once does not lead to a decisive result. The fact is that if you give five reasons for a proposal and the third reason is weaker than the rest, the other party's mind will notice the third reason and the discussion will focus on this reason. The studies can be summarized as follows: your proposal is only as valid as your weakest reason. When presenting reasons in succession, even if a new reason is stronger than the previous ones, the negative effects of the weak reason previously presented will not be easily erased from the mind of the other party.
I have several reasons for what I say...
If you have several reasons for what you say, start with the strongest reason. Don't try in vain. Provide a long list of reasons and explanations to support your point. Move on to the second reason only when the first reason has been well discussed. If your strong reason has convinced the other party enough, do not question the general validity of your arguments by presenting a weak reason
Reflecting on the negotiation and reviewing the negotiation process Professional negotiators were asked whether they take the time after a negotiation to review the negotiation, the opportunities used or missed, the right or wrong behaviors, etc.? More than two-thirds of professional negotiators answered yes. This is while fewer than a team of ordinary negotiators claimed to take such time to review the negotiation.
Therefore, as a successful negotiator, you are expected to always take the time at the end of each negotiation to review what has happened. These moments will be the best learning opportunities.
Conclusion
In this chapter, we looked at negotiation from a different perspective. We studied the behavior of successful negotiators and tried to We should not learn from their behavior. We learned that successful negotiators try to create and consider more solutions for each problem than ordinary negotiators.
They pay more attention to common ground.
They examine issues more from a long-term perspective.
By definition, they consider a range of goals for each parameter.
They do not plan topics in advance for priority and delay, and they choose the order of raising the issues according to the circumstances.
They do not anger the other party with inappropriate words. They do not evaluate their words and statements positively and leave the judgment to the other party. When dissatisfied with the other party's proposal, they do not put a counter-proposal on the table and try to discuss and examine the issues related to that proposal.
They do not enter into the flow of attack and defense and do not allow such a path to be formed in the negotiation. They prepare introductions for their behaviors and movements and introduce them.
At each stage of the negotiation, they summarize the previous statements to ensure that there is mutual understanding and comprehension.
• Those who do not remember the past are forced to repeat it
• There are much better opportunities to learn after a negotiation than during it
They use questions as an important tool in negotiation
When presenting their reasons, they gradually raise them and discuss each one. And most importantly, after the negotiation, they spend time reviewing what has happened and learning from what happened. The most important way to learn is to analyze the negotiations that have been held. If you dedicate time to this at the end of each negotiation, your ability to negotiate will improve rapidly. Otherwise, past mistakes may be repeated again.
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Chapter 14
At the end of this chapter, the reader is expected to be able to:
Explain renegotiation and the reasons for the need for this type of negotiation.
Describe post-contract negotiations (contract extension) and give examples of them
Describe negotiations during the contract and negotiations outside the framework of the contract and give practical examples of them
Renegotiation
Sometimes it is necessary to sit down at the negotiating table to negotiate a contract that has already been agreed upon. In this chapter, we will examine the reasons for the need for renegotiation and some important points when renegotiating contracts. We will see that there are different types of renegotiation, and each of these types has its own strategies and tricks.
• Making a contract is an attempt to contain life within a framework, and the reality is that life will fight any fence that tries to limit it.
Despite long discussions and discussions, despite great efforts to formulate the text of the contract as accurately as possible, and despite the lawyers' claims that they have carefully studied and examined all aspects of the agreement, it often happens that negotiators come to renegotiate the contract. The negotiation process does not end with reaching an agreement, but rather, maintaining the agreement is the true meaning of successful negotiation.
In all areas of life, We face renegotiation. Economic recession, inflation, changes in the prices of production factors and dozens of other factors cause companies (contractors, employer companies, etc.) to negotiate to amend contracts that they have previously agreed upon. Factories facing financial crises may be forced to renegotiate contracts concluded with workers. Numerous examples of renegotiation are also observed on national and global scales. Iran renegotiated oil contracts after the nationalization of the oil industry. After the terrorist attacks of September 11, many companies in different countries restricted their various contracts (especially safety and security contracts). Many other examples of renegotiation can be mentioned at various levels, family, intra-organizational, inter-organizational, national and international. A prominent American lawyer (Karl Llewellyn) describes this constant need for renegotiation as follows: making a contract is an attempt to contain life within a framework, and the reality is that life will fight against any fence that tries to limit it.

Three Different Types of Renegotiation
It seems that it is not possible to examine and analyze all types of renegotiation from the same perspective. For this reason, in this section we try to separate and explain three types of negotiations after the Poacea contract, during the arata contract and outside the framework of the contract (Extraleal). The negotiation of the contract is carried out when the contract that has been concluded between the parties has become a contract, and in other words, the parties Legally, they can terminate the cooperation and each of them can continue their technical path. The parties are willing to extend the previous cooperation for various reasons. Suppose a transport company has signed a contract with a government agency that will take responsibility for all transport services related to that government agency for a period of one year. Given the recent privatization of a company, it has agreed to build a railway station and sell electricity to regional electricity departments. The duration of this contract is (supposedly) fifteen years. However, it is likely that the parties to such contracts, after the end of the contract period, will want to re-enter new cooperation contracts and continue to work with the previous partners. At first glance, this negotiation may not seem to differ significantly from the initial negotiation. However, we will see that various aspects of this type of contract distinguish them from contracts concluded for the first time. Negotiations during the contract occur when it is agreed in the contract that the parties will renegotiate part of the contract under certain conditions. For example, a company that has concluded a transport contract may The transport company has entered into a contract with an employer and has included a clause in the contract stating that if the general government policies in the field of fuel subsidies and pricing change unexpectedly, the parties can proceed to renegotiate the transport tariffs. In this type of situation, renegotiation is actually recognized as one of the rights of the parties in the contract and the initial agreement. We call this type of negotiation “negotiation during the contract. Why is it considered that during the negotiation of parts of the contract, the original contract is still recognized and valid. The most difficult and tense type of renegotiation is when one of the parties has violated some of the articles of the contract or, in the best case, one of the parties has shown behavior that, although the text of the contract does not provide for a remedy for it, but that behavior contradicts the spirit of the contract with the other party’s understanding of the contract. We call this type of negotiation “additional negotiations to the contract”. Because in the text of the contract and in the initial agreements, these negotiations were It has not been foreseen.
Renegotiation is part of our daily lives, whether in the form of additional negotiations to the contract or in one of the formats during and after the contract. In renegotiation, there is a main factor that distinguishes it from the initial negotiation.
Increased knowledge of the parties about the contract
Better understanding of the mutual relations of the parties within the framework governing the contract
Increased mutual communication compared to the first days of the relationship formation
In addition to the points above, there is another difference. In the initial negotiation, it is easier to determine the point of leaving the negotiation. However, usually in renegotiation, complex conditions prevail in which leaving the negotiation cannot be easily chosen as an option. In the following, we will examine each of the three types of renegotiation independently:
Post-contract negotiations
Although usually at the end of the contract period, the parties can terminate their cooperation immediately and sometimes within a certain period with certain conditions, but in practice, the parties are usually obliged and committed due to the cries that were not foreseen in the contract and sometimes based on commercial custom or legal compulsion To sit at the negotiating table about the possibility of continuing cooperation. Among private companies, sometimes a clause is foreseen in the concluded contracts that the parties do not have the right to negotiate with a third party until the negotiation and interaction after the end of the contract and with the aim of extending the contract fail, as mentioned. Even in situations where no law or agreement dictates the negotiation for the extension of the contract, due to the increase in the knowledge of the parties about each other and the subject of the contract, the cost of changing the contracting party and negotiating with a third party usually increases for each party. In any negotiation, the choice of the alternative negotiation (BATNA) has a great impact on the negotiation process. It is natural that in negotiations after the Tir contract, the parties can usually exchange Make a more realistic BATNA and compare it with the existing contract with more knowledge. In addition to choosing a negotiation alternative, the established relationships between the parties also play a very important role in the outcome of the renegotiation. If a strong relationship based on mutual trust has been formed between the parties during the implementation of the agreement and contract, renegotiation will be much easier than the initial negotiation.
Considering the above factors, the following general justification can be put forward for renegotiation for the purpose of contract extension:
Always foresee the relevant clause and the necessary basis for renegotiation (with the aim of contract extension) in the initial contract.
For example, the contract should specify when extension negotiations can begin. It may be foreseen in a one-year cooperation contract that negotiations related to contract extension should be held one month before the end of the current contract term. The contract can also specify the duration of the negotiations and mention that if renegotiation is not held during the period. (Intentionally, one month or - depending on the type of contract, if the negotiation for the extension is not concluded, it is considered a failure. Sometimes it is precisely specified which articles of the contract can be changed and which articles of the contract will remain unchanged. Given that extension contracts are sometimes accompanied by local complications and misunderstandings, it will also be useful to foresee a third party for arbitration in the event of a dispute.
Study and examine the process of implementing the contract up to this point, both separately and together.
Reviewing the past of the contract is one of the important steps in preparing for the negotiation, to which each party must physically devote sufficient time. Familiarity with the problems that occurred in the previous period of contract implementation can be a very good basis for anticipating appropriate solutions when extending the contract. If the parties review the problems and positive and negative points of the past in a joint meeting, a very good basis will be created for resolving the problems and preventing their recurrence.
Review carefully other options that can replace signing and extending the contract.
Of course, just to inform and evaluate other options that are It is not enough to renew the contract you are about to sign. It is important to also recognize and evaluate the other party's grievances. Usually, in real negotiation situations, these options are not so simple. Each party usually acts in a way that limits its own and the other party's possible solutions. Among the important skills in implementing cooperation agreements is to pamper the other party's cats and prevent the other party from limiting its own grievances.
Negotiation during the contract
Contractual compliance and party loyalty to each of the principles of the contract. While both parties are willing, each party seeks different enforcement protections to ensure the correct and accurate implementation of the contract. Despite this desire, each party knows that in practice many expenses may lead to breach of contract. Therefore, the attack on the contract related to the contract is to provide sufficient guarantees for compliance and loyalty to the contract while maintaining the necessary flexibility to deal with the anticipated aspects. One of the traditional methods of solving this problem is to anticipate all possible situations and include the provisions related to each of them in the contract. In such circumstances, there will be no need to negotiate during the final term of the contract and all scenarios have been anticipated in advance.
Another method that is available to the negotiators. It is that they foresee in the contract the conditions for renegotiation of the details of the contract. Cultural studies have shown that Western cultures usually prefer to include various terms in the contract rather than foreseeing the conditions for negotiation during the contract. Many lawyers are against the use of negotiation during the contract and include a clause related to it in the original Indian contract and believe that such a document forces the parties to negotiate and reach a definitive agreement. And such conditions cannot be considered as a proper negotiation. Otherwise, including negotiation during the contract execution process is a kind of agreement to agree in which the outcome is already dictated to the parties. However, many lawyers do not consider renegotiation of various clauses during the contract execution period to be advisable due to the implications it contains. But there are circumstances that justify the use of renegotiation during the execution of the contract. For example, in situations where the parties are facing severe economic and political fluctuations and changes, the anticipation of renegotiating parts of the contract is done to help the parties adhere to the agreement, because otherwise, severe economic and executive pressures may cause one of the parties to breach the contract. Studies have also shown that the culture of many Asian countries is such that who prioritize relationships and tend to have opportunities instead of multiple preemptions of the parties to modify and adjust the existing relationships and contracts based on new conditions in the event of a change in environmental conditions. Usually, given the general tendency of Western culture to "very precise and detailed" deliveries, on the one hand, and the tendency of Asian and Middle Eastern cultures to leave everything to mutual relations, on the other hand, in long-term contracts between the Asian party and European and American countries, renegotiation clauses can be a middle ground that meets the demands of both parties to an acceptable extent. Studies show that in recent years, the use of "renegotiation clauses" has been promoted throughout contracts. There are various ways to include renegotiation in a contract, some of which we will discuss in this section:

Implicit agreement on journey negotiations during the contract period:
Contrary to what lawyers and lawyers usually think, contracts are a comprehensive guide to resolving all problems and implementing all bad practices. Rather, at best, it can be said that a contract defines a framework for the interaction of the parties. An interaction that is based on the mutual relations of the parties rather than being formed on the basis of the contract. This point is more tangible in the case of long-term contracts. The fact is that after signing long-term cooperation contracts, these contracts are usually placed in the corner of the files or in the drawers of the managers' desks, and what remains on the table is the mutual relations of the parties. For this reason, it often happens that the parties to a contract negotiate some details of the contract during the contract period, even in situations where a clause has been provided for it in the contract. Usually, these types of changes are not so critical that a special section is allocated to them in the contract
Review clauses in the contract
In long-term contracts, especially contracts concluded in the fields of oil, petrochemicals, mining, etc., it is usually foreseen that the parties will meet once a year and once a season to follow up on the implementation of the contract. It may be mentioned in a 30-year copper mining contract that the parties will hold meetings with each other after each year and try to discuss and review the stability of the contract's terms with a positive and good-faith perspective and review the parts of the contract that have been difficult to implement in practice. As you can see, a contract may not have the intention of negotiating with renegotiation, but the spirit of the text provides a basis for renegotiating various parts of the contract.
Automatic adjustment clauses.
Usually, in contracts, clauses are included for automatic adjustment without the need to re-coordinate the agreed terms. This adjustment is generally made based on the inflation rate, price indices or other parameters announced by reliable sources. For example, in many international contracts, the interest rate is defined as a combination of two parameters, with i representing the interbank interest rate and m representing the profit margin. Margin is the profit margin specified in the contract text and the interbank interest rate during the contract period. It is taken into account in the calculations based on the rate announced in London.
Although at first glance it seems that the use of the figures of the Navar eliminates the need for Muhammad's negotiation, usually when choosing the appropriate rate for adjustment and in situations where it seems that the selected index is not efficient enough for any reason, renegotiation sessions must be held again.
Opening some issues for future negotiation (Open-term provision)
Due to various problems and risks of good or bad that occur during the implementation of contracts. Sometimes negotiations related to certain aspects of the contract are postponed to better times when the conditions are clearer and more predictable. If we want to judge carefully and delicately, open clauses in negotiations are not considered to be effective negotiations because the tricks have been done to form Muhammad's negotiation. This type of negotiation is usually viewed with suspicion because it is possible that one party may use the premise that they have been given to negotiate and, in order to obtain new terms, renegotiate parts of the contract that were previously agreed upon and should be agreed upon.
Formal renegotiation clauses
In order to achieve both the certainty of the contract and the flexibility that is essential to a timely agreement, contracts sometimes specifically state that they will be renegotiated at some point in the future and that certain matters must be considered at that time. For example, a government seeking to encourage foreign investment may amend its contract with a foreign company to allow the foreign party the right to renegotiate certain parts of the contract if the country's investment laws change.
Formation of a commission consisting of representatives of relevant organizations in order to coordinate and resolve current problems
In many large and long-term executive projects, it is agreed from the beginning that a commission will be formed to negotiate on the differences that have arisen during the implementation of the contract. In Shawwal of the year, it was agreed at the North Tehran Freeway that a problem committee will be formed from representatives of the Ministry of Environment, the Ministry of Roads, and the relevant contractors to negotiate and resolve various issues that have arisen that are not included in the contract.

It should be noted that the renegotiation clauses focus the parties on negotiation and the failure to reach an agreement usually does not impose a specific legal burden on either party. In international contracts, sometimes a document called the Contract Adaptation Clause is considered, in which the method of resolving the agreement is determined, such as the example below. The parties must negotiate with each other regarding the contract clauses if new conditions are met in ... and if a definitive agreement is not reached within the specified period. They can refer to our individual as a ruling. After the judge has expressed his opinion on the subject under negotiation, the parties can act on the agreed decision and with the decision of the judge.
Negotiation outside the framework of the contract
In negotiation outside the framework. One of the parties tries to negotiate his rights based on a contract that usually does not have enough respect, unlike the initial negotiations where the parties enthusiastically and try to bring it to a final agreement as quickly as possible. In negotiation outside the framework of the contract, the parties come to the negotiating table upset and disappointed with the rights they have been deprived of or anxious about obtaining the goods they feel are their right. Usually, one of the parties has not achieved the expectations he had from the contract and the other party sees the benefits he has gained through words and long negotiations in the form of a contract at risk, unlike normal negotiations where the parties mostly come to the negotiation with joy and interest. In extra-contract negotiations, one of the parties who sees their secured money at risk usually comes to the negotiating table reluctantly.
Due to the nature of this type of negotiation, there is a high probability of mistrust because one party feels that the other party is demanding credit that is not theirs, and even though the method of dividing the benefits has already been agreed upon. Now the other party is demanding a larger share. Extra-contract negotiations are usually viewed as win-lose negotiations, and it is hard to expect that the parties will not view this type of negotiation from a better perspective. Let us put it this way: in a normal negotiation, the general view is about dividing the profits and benefits and deciding what share of the profits should be allocated to each party, but in “extra-contract negotiations” it is usually about dividing the language.
Something has happened and for whatever reason one party has suffered a loss, and now both parties are at the negotiating table to decide how this language should be divided. This type of negotiation is also more difficult because of the business and legal relationship that has been established between the parties, and the parties cannot easily leave the negotiating table and go to other solutions. Despite the great importance and variety of additional negotiations to the contract, we cannot analyze them all in this book, but experience has shown that the following two reasons are among the most important roots of the need for renegotiation. Incomplete contracts The main purpose of any contract. Putting the parties' perceptions of the agreement on paper is done despite the long and complicated legal sentences that are seen from the beginning to the end of the contract text. The fact is that when contracts are implemented, it becomes clear that the main purpose of the contract (recording the details of the parties' agreement in writing) The full value has not been fully met. This problem is especially evident in long-term contracts due to the possibility of changes in environmental conditions. Usually, the contract is difficult to execute for one of three reasons:
The conditions have changed and require new requirements in the contract.
The cost of reviewing the details at the time of signing the contract is high, and the parties have explicitly or implicitly decided to keep some issues quiet.
The text of the contract is written in such a way that the parties and possibly the court have different interpretations of its terms.
Changes in the environment:
Changes in price indices, a terrorist sentence, excessive inflation in the country, the emergence of a new neologism, the entry of a third party into the execution of the contract are all reasons that bring the parties to the negotiating table for renegotiation. Given that every contract is subject to the risk of additional negotiation to the contract, always try to find ways when writing the contract that reduce the likelihood of unforeseen circumstances. Also consider ways to manage negotiations outside the scope of the contract properly if they occur. Below are some things to consider before and after a conflict occurs. When negotiating a contract, keep the following in mind:
Remember that a signed contract does not define a long-term, friendly relationship between the parties:
A contract, at its best, is an approximate representation of the initial form that the parties see in their short-term and long-term relationship. Therefore, before signing a contract and during the negotiation process, try to establish strong relationships with the other party and provide the necessary basis for good faith in the implementation of the contract. The reality is that even when there is a misunderstanding in analyzing some clauses of the contract, the parties generally prefer to maintain a long-term relationship to gain short-term and momentary benefits. Due to the importance of the relationship between the parties, try to find answers to the following questions while negotiating the contract.
Have the parties gotten to know each other well enough?
What other factors can help improve understanding? Is the other party aware of your work history with other business partners?
Is the contract balanced and balanced? Or does it lean towards one party?
Although it is possible to subjugate the negotiation to a one-sided contract by resorting to various tricks, you should be aware that in this case (especially in long-term contracts), the other party will try to compensate for what it has lost during the contract implementation at every opportunity and may lose more during the contract implementation than you gained when signing the contract.
What mechanisms are considered for establishing communication between the parties during the contract implementation?
The fact is that many renegotiations are formed simply because the parties were able to communicate with each other fully and effectively during the negotiation.
Given that the formation of a relationship takes time, never rush to start negotiations. The formation of a relationship and reaching an agreement are the two main goals in any negotiation, which facilitates the achievement of the first goal of reaching an agreement to a great extent. However, it should be remembered that the opposite relationship is not formed in a short period of time, so always allocate enough time to establish a relationship and continue the negotiation within the context of the formed relationship. A slow negotiation simply creates the need for renegotiation. When Enron completed the negotiation of a 20-year $2 billion contract with an Indian state in three days in the 90s, few people thought that after a short period of time, the parties would have to spend a long time negotiating outside the framework of the contract and change many of the main barriers of the agreement.
Try to prepare the ground for negotiation during the contract so that you do not have to negotiate additional to the contract.
In the previous sections, we explained that if there is a possibility that the economic conditions of the project and the relationship with customers/suppliers will be problematic, it is appropriate to include barriers in the contract with the aim of paving the way for additional negotiations during the contract. Otherwise, they will be afraid to come to the negotiating table for additional negotiations on the contract without any framework and in a competitive atmosphere.
Always choose a real person with a legal right as an arbitrator in negotiations to resolve possible disputes.
Always choose a real person with a legal right as an arbitrator during negotiations when the parties' behaviors are strongly tied to emotions and one party can hardly make fair judgments. The presence of a third party can bring more Iranians with you than you expect. Failure to consider the crucial role of the negotiator in negotiations may force the parties to appear in court and resort to difficult and time-consuming legal methods. However, whether you have considered the above points or not, sometimes a situation will arise where you will be forced to appear at the negotiating table for additional agreements to the contract. In China, consider the following recommendations:

Resist the temptation to respond with a hostile and harsh response.

But do not agree to every unfounded complaint. Many people, when faced with a request to negotiate outside the scope of the contract, display aggressive and violent behavior, thinking that a firm rejection of the other party's request will solve the problem. The reality is that your blunt and assertive response will rarely get the other party to agree to your request. Returning to common interests and negotiating them is the only logical way to deal with requests for renegotiation, because aggressive behavior will cause the other party to describe the contract as one-sided and profiteering in your presence and when talking to other friends and colleagues, and will probably make you feel exploited and actually undermine your initiative. Humans' reactions to changing situations and the need for renegotiation can be described on a spectrum. One end of the spectrum is assertive behavior, which is usually resorted to by the other party, who says the contract is a contract and we cannot violate it. On the other end of the spectrum is very flexible behavior, which is usually resorted to by the intended party, who explains that the circumstances have completely changed, the contract was signed with different prerequisites and under different conditions. Try to give one of these two issues when requesting negotiations outside the contract and when facing this type of defect and observe moderation in your behavior and analysis.
Compare the benefits and loyalty to the contract and the rejection of the renegotiation with the benefits of maintaining a long-term relationship and only then decide on the article about rejection or accepting the other party's request.
If we return to the Enron example on the previous page, the reason why Enron accepted negotiations with the Indian side on very different terms was the very high value of the relationship with India due to the presence of numerous potential projects in other parts of that country.
Try to prevent the prevailing competitive atmosphere in negotiations outside the contract framework and create a sense of value creation and solutions that are satisfactory to the parties.
As mentioned earlier, the atmosphere of negotiations is generally over the contract. It is such that the parties feel that there will be a physical winner and a loser. One of the tasks of the parties involved in these negotiations is to try to break this prevailing atmosphere.
Before you go to the negotiating table, weigh the costs of other options.
Usually, if you negotiate outside of the contract, the parties will meet in legal forums and courts. Legal processes are often time-consuming and expensive. In many situations, it may be worth granting some concessions in the negotiation session. But don't get bogged down in complicated legal processes.
Try to bring as many parties involved, directly and indirectly, to the negotiating table as possible.
The people involved in a contract are not necessarily limited to those who signed the contract. Many real and legal individuals may have an interest in a contract, and the presence of these stakeholders can reduce tensions in the solution and present a wider range of solutions to the parties involved in the contract.
Be careful about the words you use.
Sometimes using phrases such as acting, studying and reviewing, defining the communication structure, and - can be more effective than the word renegotiation.
Use the presence of a neutral third party.
In any negotiation, the process is as important as the outcome. Choosing the right process for the negotiation can To the extent that it facilitates the achievement of a suitable and acceptable outcome for the parties, the parties involved in the negotiation are generally less able to decide on the appropriate process for the negotiation due to the prevailing psychological climate. Just remember that experience, knowledge, trust in Yemen and acceptance by the parties are essential for a good third party and mediator. Otherwise, an inexperienced mediator may make the existing situation worse.
Final words
Many people usually do not look at renegotiation in a positive light. From their perspective, renegotiation is something unusual, unwanted and usually unfortunate. This type of negotiation usually brings to mind unfulfilled commitments, changes in agreements, unfulfilled demands and one-sided contracts. For someone for whom environmental conditions or the other party's ignorance have created a satisfactory situation in a contract, renegotiation has only a negative connotation. But it must be admitted that the recurrence of negotiations of any kind (negotiation of the contract extension, negotiation during the contract and even negotiation outside the framework of the contract) is constructive for society and creates conditions for a more equitable redistribution of resources. Let us end this discussion with the same attack with which we began the chapter: "By entering into contracts, humans try to capture relationships and life within the framework of agreements, and life with its diversity and constant changes shows that the framework is not acceptable.







Page 302
Page 303
Chapter 15
When not to negotiate?

At the end of this chapter, the reader is expected to be able to:
List and explain the conditions for deciding whether to enter or not to enter the negotiation process.
Describe the alternative choices of negotiation in justifying or not justifying negotiation.
It is mentioned in ancient texts. "Not speaking" is an art much more difficult than speaking. Knowing when to shut up is a skill that professional orators strive for. Not negotiating is an art. After discussing the different aspects of negotiation knowledge, your knowledge and skills are now at a level where I will read together about when not to negotiate and try to put them into practice.
Introduction
This is a real conversation between Mr. Bazerman, a professor of negotiation at Harvard University, and one of the students we will call Alex:
. Alex: I found a great job opportunity. Great company, great location, great boss, and interesting, educational, and valuable activities
. Bazerman: That's great. So why are you here? Go ahead and start your job
. Alex: That's a great offer. There's just one area where we have a little misunderstanding, and that's rights.
. Bazerman: You've taken a negotiation course. What's your BATNA? What better option do you have?
. Alex: If I had a few good offers I wouldn't have come to you because I only have this one offer and I'm not happy with the salary. I have friends who are getting better salaries at other companies.
Bazerman: And the company probably knows or will soon find out that you don't have any other job offers. If you did, you would have shared that with them. Remember that the higher salary your friends are getting is not an alternative for you. You don't have any other offers and that should be your concern.
Alex: Yes, that's right.
Bazerman: I think you should call them and tell them that you're interested in the job and accept it. After you get the job, ask your manager there to do you a favor and listen to some of your friends who graduated from the same university and are getting better salaries elsewhere. And don't say at the end that you think a small salary increase would be both possible and fairer for the company.
Alex: Accepting the other person's offer reduces my negotiating power.
Bazerman: What power?! You have no other choice. You have no power to lose from the beginning of this negotiation. When you have no power, don't enter the game. There are other games that work better. The "fairness game" or the "ask for help" game works much better. Now that you have no better choice, don't enter the negotiation game. Accept the other person's offer and start another game.
This book is written with the goal of improving your negotiation skills in the hope that it will make you more capable of getting what you want for yourself, your loved ones, and your organization. The title of this chapter may seem a bit contradictory to this goal, but the truth is that one of the most important skills of a negotiator is to recognize when it is better not to negotiate. We are always faced with limitations, and without considering these limitations, we may enter into a negotiation process that ends in our own words.
After reading this book and participating in the training sessions, we will have a wealth of negotiation tricks and tactics at our disposal, and it is likely that we will be tempted to use one or more of the tricks we have learned when we meet a new person or encounter a new situation. Our suggestion is that at the beginning of each negotiation, take a moment to think about whether it is worth negotiating in that context. It is necessary to talk about two areas in this book: communication and negotiation techniques. Always use your communication skills before resorting to negotiation techniques. Develop empathy, try to understand the other party's thinking. Let's not forget that many negotiation tricks, if used in the wrong time, can only make the situation worse. In this chapter, we will examine some areas in which negotiation is not right.
When our time is more valuable
It often happens that negotiators are so focused on winning and getting the best result They are so focused that they sometimes forget the value of the time spent negotiating. The result of the negotiation or research they have achieved has been far greater. Sometimes the time spent on one negotiation with the futile continuation of one negotiation can be spent on another negotiation, a different activity, or even resting. Unfortunately, although we all agree that time is limited and valuable, we use it less in our daily lives and negotiations. Many events throughout life have caused us to become conditioned to certain behaviors and forget the valuable time we spend doing certain things. In many cultures, it has become the most degrading of a culture. Everyone can describe with a hadith what a successful result they achieved in a negotiation or even determining the fare of a taxi, but they do not explain how much time they spent achieving this result

When we do not have a suitable alternative choice
We must not forget that one of the most important determining parameters in the negotiation of the provinces of Jangris or BATA is the lack of a suitable option. We emphasized this point that before negotiating, you must definitely identify other cries that can be used instead of negotiating for you. When you do not have a suitable option. It may be a weapon that will bring about an agreement without being present at the negotiating table because negotiation may force you to members of the Ambarani who would otherwise have been their members. Once again, read the example of the lion in the chapter Conversation. Barez and his student Alex can be summarized as follows: Sometimes your analysis of the situation may lead you to the version that you are the one who is negotiating, but you can win in other games. This especially happens when you do not have a strong BATNA, but the other party has a good BATNA, but both parties do not know this. In such a situation, a suitable solution may be to avoid negotiating and respond unconditionally to the other party. After accepting the other party's conditions, there will be enough time for other games other than negotiating.
When Negotiations May Be Misinterpreted by the Other Party
Scenario 13: I Have a Better Position for You
Behrouz is a middle manager in a large private company. One morning, his phone rings. The CEO calls him unexpectedly and tells him that he is going to appoint him to the position of manager of one of the company's largest projects. Behrouz has had few opportunities to meet and talk to the CEO so far. He is happy and excited that such an opportunity has come his way. The CEO explains that he is confident that choosing Behrouz as someone who, on the one hand, is in the company's structure and knows the company, and on the other hand, is not involved in the project and does not have the biases and mental conflicts of the current project managers, can pave the way for progress for the project. The CEO tells Behrouz that Behrouz's record shows that he has always worked in the company's best interests and asks him to come to his office the next day to discuss the details of the new job.
Most company managers, upon hearing of the possibility of being in such a situation, Behrouz was also excited, but one thing bothered him: Is the project manager's salary higher than his current salary? He thought to himself that it definitely is. If it wasn't, most company managers wouldn't aspire to be in that position. Behrouz thought about this all day. Behrouz finally decided to accept the new position without discussing salary. Behrouz accepted the new position without any negotiation about salary. Although many of his friends believed that he had missed a good opportunity to negotiate. Behrouz decided not to negotiate. Perhaps the reason for this decision was that he knew that the initial salary he would receive in the new position was not very decisive. He felt that even if his initial salary was not very satisfactory, once he had settled in the new position and proven his efficiency, he would have enough power to negotiate. There were other reasons as well, and that was that Behrouz didn't want the CEO to think that he made all decisions based on money and material benefits. In response, the CEO said: Although I am not sure about some aspects of the new job position, I am confident that you will support me and help me make this transition easier and help me achieve the company's goals more than before, Behrouz said in response to friends who simply criticized him. He said that I may lose some money, but I am sure that the CEO understood the message behind my decision. I did not want him to know that helping the company and trying to advance its goals was more important to me than a few rials, and he would know that he could count on me for long-term plans.
Behrouz’s story reminds us that negotiating sends messages to the other party that we may not want. Behrouz doesn’t want his CEO to think that for him, everything is about money, so he decides to negotiate on salary and wages. When you start any negotiation, you are telling the other party that the subject of the negotiation is of great importance to you. There are several circumstances in which you might be interested in telling the other party. If you conclude that your negotiation is sending a constructive signal to the other party, you have three solutions:
Negotiate anyway:
You may conclude that, given the benefits of the negotiation, it is advisable to negotiate even if the other party’s master is offended by your behavior.
Try to send the right message to the other party:
Sometimes, by choosing the right tone in the conversation, you can even make the negotiation seem like you are drunk. In the case of Behrouz, he can start the negotiation about salary and benefits as follows: I am very happy that such a position has been offered to me. I hope I can perform the role you are assigning to me well. I also thank you for the trust you have shown me. I would be happy to be explained to me about the role, duties and payment system in the new position. Regarding the income, I hope you do not think that I will pay everything in rials and tomans. But everyone with three children at home still gives a lot of thought to socio-economic calculations in the corner of their mind. Can we talk about this issue? By talking like this, the possibility of gaining profit from the negotiation about salary is reduced.

Do not negotiate:
If you feel that the cost of negotiating and the benefits that are obtained from it. is greater than the benefits of the negotiation. Not negotiating may be a good option, the solution that Behrouz chose last year

When your alternative to negotiation is better than the other party's best offer

Usually, there is an internal desire in us humans to bring negotiations to a conclusion. A negotiation that is abandoned halfway does us no good, but the reality is that there are cases where we should not negotiate, and if we are negotiating, we should abandon it. One of these cases is when we have other good options if we leave, options that the other party in the negotiation cannot provide us with. Some of the signs of this situation are as follows:

When you present other options and offers that are available to the other party, but the other party cannot provide you with equivalent or better options

When the other party, instead of trying to satisfy your needs, Your partner will try to convince you that what you consider to be your desire is not your real desire and that you will not be satisfied with getting it.
It seems that the negotiation is only going on, but there is no result or exchange of specific information or even an attempt to establish a mutual relationship.
Despite your efforts, the other party does not answer any of your questions, and no questions are asked about your desires and interests.
In such a situation, the BATNA is more valuable than the results of your current negotiation, and continuing the negotiation will only increase your time costs.

Final word
Ordinary people who are not familiar with the knowledge of negotiation sometimes do not enter the negotiation process in situations where negotiation is an effective and appropriate solution. Also, sometimes they know that negotiation is the best option. However, due to lack of mastery of the skill, they consider negotiation as a task, but those who are equipped with the knowledge of negotiation are at a different risk. Such people easily enter the negotiation process and also have the feeling that everything can be negotiated. This idea is usually strengthened gradually and with increasing experience of successful negotiations.
In this chapter, we have tried to emphasize that negotiation is not always the best solution. Sometimes the value of our time and money is too high to be worth spending on negotiating. Sometimes we have other options that are better than the best possible outcome in negotiation. Sometimes the other party may interpret our attempt to negotiate negatively. Also, sometimes we are in such a weak position that it is better to accept the other party's request without negotiating. Because negotiation may lead to weakening of the mutual relationship.
The metals that were mentioned. were presented only as examples. There are many other reasons why we might prefer to avoid negotiation. The summary of this chapter can be summarized in one attack: Before you begin planning a negotiation, the first question you should ask yourself is, is it really worth it for me to enter into such a negotiation?
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Chapter 16
Summary of what we learned:
Negotiation is part of our daily activities. Every moment we are faced with the opportunity for a new negotiation. Although it may seem that some people have the seed of professional negotiation ability, experience and studies have shown that negotiation is an analytical communication skill that anyone can develop with practice and effort. In this book, we tried to take a brief look at the main areas of negotiation and to bring together different aspects of the knowledge and art of negotiation. Let us once again study and review some of the key points raised in the book.
Be prepared
In this book, we emphasized the importance of being prepared for negotiation and said that preparation is not necessarily a difficult and time-consuming task, and sometimes the outcome of the negotiation can be significantly improved by spending a little time. Someone who prepares himself in advance for negotiation. Benefits from many advantages, the following can be mentioned from the price attack.

Ability to analyze the other party's positions efficiently and effectively

Ability to use the Salat process in granting concessions and analyzing the negotiation process

Increase the likelihood of achieving the negotiation goals because he has already spent the appropriate time to determine them and knows exactly what is going on

Preparation should be done before the negotiation begins, not during the negotiation. Some negotiators say, "We don't have enough information at the moment. We will be able to plan for the negotiation as soon as it starts. There will be no time to prepare after the negotiation begins." Proper preparation occurs when the parties identify their demands, goals, and resources before the negotiation begins and seek the right time to express and convey them to the other party. The other party's demands, goals, and resources must also be prepared so that we can ultimately reach an agreement that satisfies both parties. It is rare for a negotiation to be declared successful if each party has at least partially agreed to their demands. One of the important steps in the preparation process is to set ambitious but realistic goals for the negotiation. Negotiators who do not choose big goals for their negotiation increase the likelihood of achieving their goals. But it is natural that these achievements do not provide their maximum benefits. On the other hand, setting ambitious and unattainable goals causes the negotiator to leave the negotiation with frustration and discomfort. In addition to goal setting, negotiators should also decide on the starting point of the negotiation and their initial offer before entering the meeting. Despite all the emphasis we have placed on preparation, it is important to remember that waiting until the last minute to negotiate is irrational, time-consuming, and ineffective, and may have negative consequences, as it traps the person in their own mental frameworks and deprives them of the free thinking necessary to find a new solution in a negotiation. Time spent on preparation should be spent on determining the positions of demands, interests, initial offers, and negotiation strategies. We have emphasized that it is also necessary to pay attention to the negotiation environment when preparing. Some of the most important factors to consider are: The type of relationship with the other party The presence or absence of witnesses during the negotiation process The possibility of forming a coalition for each party The consequences of having a team instead of an individual or vice versa Cross-cultural differences Without taking these factors into account, negotiations can still be successful Even if it seems successful, it will not necessarily lead to the best possible outcome.

Review the general structure of the negotiation.

Before negotiating, the negotiator should determine whether he is facing a win-win negotiation or a lose-lose negotiation. Then, based on Sakhar, the negotiator decides on the strategy and tactics to use. Inaccuracy in choosing a strategy can reduce the effectiveness of the negotiation. For example, if competitive negotiation tactics are used in a negotiation that can be a win-win situation, the negotiation will most likely end in a compromise that is satisfactory to both parties. In such a situation, the negotiator will leave the negotiating table with some of the options and opportunities still on the table. Conversely, a negotiator who uses win-win negotiation techniques in a negotiation with a competitive nature will most likely be dismissed by the loser, who will assume that the other party is naive.

I would like to remind you again that many negotiations are not on the two ends of this spectrum, but rather a combination of a winning and losing negotiation. In some phases of the negotiation, we can move forward with win-win strategies (usually at the end of the negotiation). By competing for the division of the upcoming tears, each party will try to get more of the negotiation cake. Let's not forget that conducting negotiations, competitively and by trying to achieve a version that is acceptable to the parties with the options before the negotiator, there are other options that can be appropriate and effective in some negotiations. A professional negotiator can choose the appropriate strategy from among the options before him, according to his own desires and with knowledge of the desires and interests of the other party.
Know and improve your best alternative negotiation option (BATNA)
• Your best alternative negotiation option determines your minimum outcome in the negotiation

One of the most important sources of power in a negotiation is having suitable alternatives for negotiation. Having these alternatives will allow you to refer to them if the negotiation does not reach the desired result. Your best alternative negotiation option determines your minimum outcome in the negotiation. Because if you are sure that the negotiation will reach a value lower than the BATNA, it is natural to leave the negotiation and choose another option. Spend all the time before the negotiation to improve your other options. A negotiation for which you do not have an alternative option is unlikely to lead to a satisfactory outcome for you. Especially when the other party is aware of your situation and limitations. Consider a buyer who wants to buy a proprietary product from a manufacturer. The fact is that he does not have another option to which he can turn if the negotiation does not reach a result. Obviously, such a buyer will have very low bargaining power in a negotiation. In such situations, negotiators usually adopt policies that create alternative choices for them in the long run

The negotiator should also know the other party's alternative negotiation choices and compare their value with the value of his offer. If the negotiator has access to and is aware of important alternative choices, he is responsible

For the other party's negotiation, pay attention to the details of the other party's other choices and try to include various relative advantages in his offer.
Mention and point out the advantages and features of his offer compared to the other party's other option.
Implicitly and in a way that does not create bad feelings in the other party, explain to him the weaknesses of his other options and make him understand that the best solution will only be achieved through negotiation.

Be prepared to walk away from a negotiation. The goal of a negotiator is not to negotiate and to bring a negotiation to a close, but rather to achieve goals that are valuable to the individual and the organization. Negotiators always remember this point and know that sometimes reaching a compromise in a negotiation is better than achieving a poor result. Sometimes the negotiation process becomes so difficult and insulting that not negotiating is more valuable than negotiating. Although this advice may seem simple on the surface, in practice negotiators get so immersed in the negotiation process that they sometimes forget that negotiation is merely a means, and if this means can certainly provide the desired goal, there is no reason to negotiate. If the negotiator focuses his attention throughout the negotiation on the goals set in the preparation phase and on the point of leaving the negotiation and the cries of the negotiation, he will risk getting caught in the trap of useless negotiations. Even when you have no other choice but to negotiate and there is no other way out for you, still consider a point to leave the negotiation. In team negotiations with very complex and long negotiations, negotiators write down the point to leave the negotiation in full detail on a piece of paper and take it with them or inform others on their team if the negotiation fever rises and the discussion of the point to leave the negotiation is patient. Inform them.

Manage the contradictions and paradoxes of negotiation well. Powerful negotiators know that in the nature of negotiation there are concrete elements and concrete factors that must be considered simultaneously. In this section, we will mention five of these aspects. The main challenge that a negotiator faces is to create a balance in these five areas. Each person may be drawn to one side of these contradictions, depending on their personality traits, environmental conditions, and negotiation mood, but the reality is that successful negotiation can only be achieved by maintaining a balance in each area.
Creating Value and Claiming a Share of the Value Created
In all negotiations, there is a claim-making stage, a stage in which each party tries to take more of the negotiation pie on the table. But many negotiations also have another stage that can be called the value-creation stage, a stage in which each party tries to make the pie on the table bigger. The skills and strategies related to each of these two stages are different from the other. In general, it can be said that in the first ideal stage, which is to make the negotiation pie bigger, the winning negotiation skills are useful, and in the second stage (where each party aims to get a larger share of the negotiation pie), the competitive negotiation skills are useful.
A professional negotiator must be able to distinguish between these two situations and recognize when to move from the bad phase to the second phase of the negotiation, as well as to choose the appropriate strategies for each stage. Some negotiators officially announce these two stages and so-called face many. This group of negotiators directly tells the other party what they have on the table, rather than arguing about the division of benefits, and also directly announces the end of this phase to the other party. Studies have shown that most negotiators are more focused on demanding a share of the negotiation pie and less on creating value at the table. In other words, they focus on positions rather than explaining benefits.
Committed to principles or flexible to change?
From beginning to end of negotiations
The process of negotiation undergoes many changes. Sometimes all the professional talk and chatter must be focused on monetary and financial issues, and sometimes all the efforts of the parties are spent on proving right and wrong and determining the limits of the basic principles of "fairness." These discussions form the basis for the second most important phase in negotiation. On the one hand, the negotiator must be flexible and be ready to adapt his thoughts, words, and statements to various conditions that cannot be retreated from and principles that can be compromised and even surrendered to the other party. On the other hand, there are principles that every negotiator adheres to and is not willing to deviate from under any circumstances. A professional negotiator must distinguish well between the basic principles that cannot be retreated from and the principles that can be compromised and even surrendered to the other party. At any moment in a negotiation, the negotiator may be faced with a combination of these two types of principles. During the negotiation process, the nature of these principles must be made clear to the other party so that he does not change his commitment to the principles as a stubbornness and a historical granting of concessions that have no special value to us. Such interpretations contribute to the lack of unity.
Using the same strategy while searching for new opportunities
As the negotiation progresses, more and more information is gradually put on the negotiating table, and this information confronts the negotiator with a new contradiction. Should he stick to the strategy he has considered from the beginning and based on which he has advanced the discussion, or is it time to change his course of action? The difficulty of this choice is that opportunities and new information are always real enough to be combined with the other party's desire for a compromise, which means letting the enemy into his own territory. On the other hand, sometimes the other party sincerely tries to show that his position is tree-like (Strategy Versus Opportunism) by changing his tone and granting concessions. Negotiators who are well prepared for the other party, such as negotiation, and who also have the ability to analyze the environmental conditions can handle this difficult contradiction. Intuition can also come to the aid of the negotiator at this stage. The Trojan Horse is a negotiator. If it seems that the algebra is having trouble and the negotiation seems too successful to accept, it may actually have been done in analyzing the familiar conditions. If you are being granted incredible concessions, it may be time to stop the negotiation and consult with friends, colleagues, or those who have the appropriate knowledge and ability to judge. What was said is not to be overly suspicious. The reality is that in a business negotiation, the other party may offer and grant you good concessions for a number of reasons, such as changing strategy, trying to acquire new opportunities in the market, excess inventory in inventory, or liquidity problems. What is important is to distinguish between real and artificial advantages and to choose the appropriate behavior to face each of them.
Honest and transparent versus closed and dumb?
How honest and transparent should one be? A key question that faces every negotiator is a negotiator who speaks honestly and transparently to everyone. This creates the possibility that the other party will take advantage of him. Although no negotiator recommends complete transparency and disclosure of all information about the organization and with an individual, it should be remembered that a closed approach and the prevention of disclosure of any information also cause a heavy atmosphere of the negotiation and the effects of its results. So the next dilemma that a negotiator faces is the choice of a flat and appropriate amount of information that should be provided to the other party.
Naturally, facing this dilemma and deciding on the amount of information that should be provided to the other party is also influenced by personality traits and his position in the negotiation.
It may be necessary to emphasize again that there is a category of information that is independent of the party Negotiation, strategy, and negotiation skills should never be made available to the other party. For example, a negotiation point should not be revealed to the other party. The negotiator should not reveal his or her negotiation point to the other party under any circumstances.
Trust versus distrust?
How much should one trust the other party and what he or she says? Those who trust everything the other party says make themselves vulnerable to their negotiation tactics and may be exploited. On the other hand, negotiators who do not trust anything the other party says create a sense of shame for themselves and the other party during the negotiation and have difficulty reaching a simple understanding.
To deal with this discrepancy, remember that negotiation is a process that becomes more nuanced over time. Let us remember that trust is a necessary condition when the parties have revealed the electricity reforms to each other and have tried to establish clearer positions again, which is why we have remembered that the level of trust in the other party is so high that Some people are completely trusting of the other party at the beginning of a negotiation and maintain a high level of trust until they find a reason to violate this view and establish the basis of their communication. On the other hand, some people start a negotiation with very little trust in the other party (even a normal conversation) and gradually increase their level of trust in the other party by being confident in their good intentions.
It is impossible to say which of these methods is better and more appropriate. But what is important is that the capable negotiator takes this discrepancy into account and consciously pays attention to the level of trust established between himself and the other party during the negotiation. Don't forget about intangible values. The negotiator must pay attention to intangible values ​​and their impact on the negotiation process during the negotiation. Intangible factors usually affect the negotiation and its results without the parties paying attention to them. Being self-interested, being firm and strict, not appearing weak and fair, being seen as a scapegoat are examples of intangible factors that are taken into account by negotiators. It is not so difficult to identify intangible factors and values. Look for factors that are not visible. If your negotiation method takes a position that is not possible for you to understand based on the main factors of the negotiation, look for intangible factors. Many behaviors seem irrational simply because we are unaware of the intangible factors influencing them. We usually cannot discern during a negotiation what factors are clearly influencing the negotiation unless the other party decides to reveal them. Of course, although we cannot know the exact nature of the factors, we can understand that such factors have overshadowed the negotiation process. One way to discover these intangible factors is to ask the other party. But the reality is that it is not easy to encourage the other party to express their intangible feelings in a negotiation. In addition, intangible factors are usually rooted in the feelings and values ​​of every human being and their expression is accompanied by fear, anxiety and tension. Be calm, firm and informal. Asking explicit questions can: encourage the other party to take a defensive position and make the other party's invisible trouble into an observer with a companion whose only task is to observe and analyze the other party's behavior. It may be able to significantly help you understand the intangible forces that govern the negotiation process.
Another very important point that must always be considered is that invisible factors influence our own behavior. We must remember many moments when we were a stick. You have been upset and have taken a stand without knowing the real reason. Sometimes we feel for no reason that we do not feel well and sometimes there is no reason at all to the person who has appeared in front of us. We believe that in each of these events, we can see the traces of invisible factors. Perhaps simply because the other party did not behave respectfully when entering the room, we do not feel well towards him. Perhaps we want to win this negotiation at all costs so that we can swear that another manager who is our equal is more capable in our company. Perhaps we want to personally invite our manager to this negotiation so that he will believe that our analysis of the other party was correct. Here, we will not discuss whether these feelings are positive or negative. What is important is that the negotiator must pay attention to these feelings and the impact they have on the outcome of the negotiation during the negotiation process. Perhaps, talking to a friend or colleague who knows the listening skill before the negotiation can help us understand these factors significantly.
Be careful of coalitions and manage them properly
Coalitions can have a significant impact on the process and results of negotiations. There are types of coalitions that you should pay attention to in negotiations and not try to manage them as a lesson:
•
Coalitions that have formed in your favor.
Coalitions that have formed against you.
Groups of like-minded people who have formed a weak coalition but do not yet have a clear position
Be sure to find out about the existence or absence of various types of differences before starting negotiations and try to use their existence to your advantage. If you cannot bring a coalition with you, at least try to create a basis for the other party to benefit from it. Sometimes a good negotiator may represent a revolution. In this case, the task of the negotiator is to ensure that the coalition's forces are aligned with their common demands. The success of a negotiation and the failure to achieve a compromise are not easy. For many years, the literature on politics and management has referred to the method of expressive division and the rule of law as a solution. Any method that can halve the conflict and reduce the stability of the relationship can be used as a more effective strategy. The formation of a conflict may be very formal and superficial (the opinion of environmental coalitions, groups for or against globalization, etc.) or very hidden and informal. The formation of different fronts among relatives and acquaintances after a personal hostility is very complicated, but coordination and cooperation with a single hero is also very complicated. It is possible to conclude a negotiation despite the existence of a revolution, but this type of negotiation usually faces a certain amount of difficulty in the process of implementation. Never lose the power of waste and the effects of its easy miracles. Although it is very time-consuming and difficult to coordinate with a coalition and bring its members together. But it is usually worth it.
Don't waste your reputation.
There is a proverb in many cultures with this theme.
Reputation and credibility are like eggs. It is not easy to produce. It is easily broken and destroyed. And if it fails, it cannot be easily restored to its original form.
The fact is that human reputation moves much faster than human beings themselves and is seen by others, usually when you are in a negotiation session with another group. They know a lot more about you than you think. Starting a negotiation with a reputation for being unreasonable or greedy is a huge advantage for you. Negotiators who are not well-known and are known to be unreasonable or greedy will have a hard time negotiating. Don't think of two negotiators, one known for being fair but reasonable and the other for being harsh and abusive. Those who are going to negotiate with these two people will prepare themselves in different ways. Negotiating with a harsh but fair person will certainly not be an easy negotiation. A negotiator will certainly push hard to get what they want, but at least the other party will be sure that they are being fair. To negotiate with a harsh and abusive person, the other party will be equipped with all kinds of tricks and surveillance, and will probably be lying to him from the beginning and will try to hide information from him.
How are you perceived as a negotiator? What are you known for? What do you like? What kind of behavior are you known for? Think of negotiators you like and respect. What personality traits have made them respected? Think of negotiators you don't like. Maybe they hate them. What has caused such a feeling of unity? Instead of letting coincidences and pleasantries shape your reputation, try and behave in a way that creates a positive image of you in the minds of others. If you are known for being fair, you will be more successful in negotiating with others. Professional negotiators will occasionally ask others about their reputation and characteristics and try to improve their behavior and reputation based on the information they receive.
We have improved the ability to avoid lying, which is one of the important factors in gaining the trust of the other party and gaining a good reputation. In the chapter entitled "Confronting Lies and Deception," we explained that there are methods that can save you from lying and deceiving the other party.
Remember that rationality and fairness are relative
Many studies have been conducted on people's perceptions of rationality and fairness. You can probably guess the results of these studies. Most people define fairness and rationality in a way that ultimately reflects the customer's own perception of them. Remember that in the negotiation process, there is no absolute truth or standard for evaluating rationality and fairness. As a negotiator, pay attention to the following three points:•
There is no single definition of fairness, and there is no fair result, and each person defines a fair version in a different way, according to their own tastes and desires.
Try to use objective and external criteria for talking about fairness and justice. Criteria that are acceptable for a container.
Try to be mindful of the criteria that the other party uses to assess rationality and fairness, and do not say that within the framework of a conversation, logic will guide them in a direction that is agreed upon by both parties.
There are usually circumstances in which it is possible to define, as part of the negotiation process, the criteria of fairness and truth. In most cases, neither party has absolute access to these frameworks, and only on the basis of agreement can acceptable results be achieved. Always be as prepared to discuss the criteria of fairness, truth, and performance as you are to negotiate on each of your desired issues.
Don't forget culture and cultural differences
Culture is the foundation of our behavior as humans. There is no way to understand the motivations of people for their behavior without paying attention to culture. One of the biggest mistakes a negotiator can make is to assume that the other party's culture is the same as their own. In such circumstances, the behaviors, statements, and demands of the other party will be misinterpreted and the negotiators will not be able to reach a proper agreement.
Do not neglect the role of communication in negotiation
Negotiation, in any form and purpose, is based on human interaction. In exchanging messages, people use complex mental processes that rely on their knowledge, experience, and emotions. Without sufficient knowledge of this process, it is difficult to effectively complete a negotiation. As a negotiator, you must pay attention to how you send your messages. You should also try to receive and understand the other party's message correctly and with maximum accuracy. We also emphasized the questioning and answering skills and said that developing abilities in this area can play an effective role in the success of a negotiator.

Negotiation is not always the best solution
A negotiator should know when and how to negotiate. He should pay attention to when to negotiate. Sometimes negotiators come to the negotiating table in a situation where there are no concessions or concessions ahead, and sometimes they spend so much time and energy on negotiation that ultimately the negotiation ends in their own way, regardless of its outcome. Other than that, the first step in negotiation, even before preparation, is to answer the question, "Would it be in my and my organization's best interest to participate in this negotiation?"

What we did not say.....
In the last few pages, we have tried to give a brief overview of what this book says. It is natural that a small book in this volume is not expected to cover all the topics related to the field of negotiation. In this section, I will mention some of the most important topics that are not covered in this book. We have said that "Knowledge is half of the knowledge." We have seen from experience that this statement is correct and correct. If we know that there is knowledge in a particular field, even if everything is good, at least in the meantime we can go to books and articles related to that field of knowledge. We will introduce some of the topics raised in this book in advance so that the author cannot write another book and make it available to the esteemed readers of the book.

1
In this book, we have focused more on business negotiations, while the most important negotiations in human life are business negotiations. Emotional negotiations are the most crucial negotiations in our lives. Negotiations with those we love are an independent process that requires different methods and tools. Negotiations with those we love are much more complicated than negotiations with Arab negotiators. Sometimes the desire to maintain a long-term relationship and excessive resort to crying and avoiding negotiations lead to results that are not pleasant for either party.
 2
In all chapters of the book, it was assumed that negotiations are taking place between two individuals or in a group. But there are many negotiations in which more than two individuals or two groups participate. Political negotiations in the United Nations, complex and difficult negotiations in the Security Council, peace negotiations between countries, are all examples of negotiations in the Indian fort. In these negotiations, the distribution of power becomes very important. Such coalitions between different groups have a decisive effect on the outcome of the negotiation. "Multi-party Negotiation and Coalition are such an important subset of negotiation knowledge that their treatment would require a separate book."
3
In Negotiation
It is possible that the two parties are not at the same level in terms of power and strength. Negotiation in unequal conditions is very complex and sometimes chaotic. Some of the tricks and strategies used in negotiations in which there is a difference in power are different from the ones discussed in this book and should be addressed independently.
4
This book does not address the psychological aspects of negotiation. Negotiation in any field and with anyone is ultimately an interaction between humans, and only by better understanding humans can such interaction be improved. Although some psychological errors in negotiation were mentioned in the section on mental errors, it is hoped that an opportunity will be provided to address this issue in more detail in another book, along with other topics.
5
Negotiation is not always between two people. In many negotiations, especially business negotiations, two negotiating groups face each other. Negotiation is a special form of negotiation in which participation in addition to the need for general knowledge, negotiation requires mastery of group management methods. In the meantime, the manager of a group has a serious task. He selects negotiators, how to organize the team and divide tasks, how to communicate with members during the negotiation, and dozens of other challenges and points that must be considered by the negotiator who leads the team.
6
Trust and its importance in negotiation were discussed. However, building trust and, even more difficult, rebuilding lost trust is a difficult and complex process that the negotiator must master. This book did not have the opportunity to address this issue as much as it should.
These are just a few examples of topics that were not covered in this book. In fact, the author intended this book as an introductory book on negotiation, and the discussion of the above topics is beyond the scope of this book. However, as mentioned earlier, it is hoped that another supplementary book on this subject will be published in the near future and made available to the esteemed readers.

Final Words....
Negotiation is a skill that takes a lifetime to learn. Experienced negotiators know that negotiations and their results are the best learning tools. Experience shows that there are so many different areas and options in negotiations that no two negotiations can be considered exactly the same. Therefore, every negotiator should always be ready to learn and develop their skills in applying knowledge and every negotiation. Always take a moment to analyze the negotiation after the end of a negotiation. Review with yourself what happened and what there is to learn. In addition to learning from the stimuli, take advantage of opportunities to study and use training courses. Always make a list of your weaknesses and strengths, as well as a list of the skills needed as a negotiator, and try to improve your skills in this area with specific planning.
Negotiation skills are the skills of living in a social environment, and it is worth continuing to learn such skills until the last moments of life.
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