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PRIVATE SECTOR NEGOTIATION AREAS

I- Day to Day Negotiations

Human Resources Negotiations: hiring and retaining the best people
ï Salaries, promotions

ï Unions - Federations

ï Career development

Suppliers Negotiations: Developing a supply chain and regular services

Commercial Negotiations: Sale and distribution for your products or services

Credit Negotiations

II- Special Negotiations: 

Mergers and Acquisitions

Sale of a company

Strategic Alliances, franchise, representations

Private / Public sector negotiations
ï Regulations, special laws



OBJECTIVE OF NEGOCIATION IN THE PRIVATE 

SECTOR

CREATE VALUE



Successful Negotiation

Maximize the value generated 

for the parties. 



Women are perceived as bad 

negotiators
ñLeave money on the tableò

ñValue more relationships and time than moneyò

ñNegofobia: avoid confrontationò



Traditional Negotiation : 

Distributing bargain 

Negotiation perceived as a win & lose 

game:  

ïMy gain is your loss

ï0 Sum frame

Negotiation confrontational 

Negotiation focus on power

ïTake more from the other part

ïNegotiating is a combat



EFFECTIVE NEGOTIATOR

Able reach an agreement that maximizes the 
value generated for the parties 

Go beyond  0 sum frame

Work cooperatively to create value



NEGOTIATION IS A PROCESS 

OF COMMUNICATION

Effective Negotiator - Good Communicator  

ïAsk , listen and understand the wants and needs of the counterpart.

Research and ask as many questions as possible 

Read the underlying interest and goals of the counterpart

ïKnow and present your own wants and needs clearly

ïLook for options that can be developed for expanding the pie: 

Be creative. 

Make concessions. 

Look for solutions that meet the objectives of both sides 

ïConsider future relationships


