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NEGOTIATIONS

Module 3

This document can be conveniently completed electronically or by the traditional
pen and paper method depending on your preference

ANY QUESTIONS PLEASE EMAIL
ADMIN@SAFEGUARDINGTODAY.CO.UK
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Module 3 Tasks

Negotiation and Difficult Conversations

Task 1

Assess your negotiation style in a recent negotiation you have had to complete. Looking at the
context of the negotiation, thinking back about context in module 2.

How could you have improved the negotiation

What type of negotiation style did your counterpart use?

What could have worked better?
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Task 2

Assess your negotiation style and consider the content explored in this module. Is there anything
you could implement to improve your confidence in negations for the future?
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Module 3 Resources

Negotiation and Difficult Conversations

Integrative or Interest Based Negotiation

http://www.beyondintractability.org/essay/interest-based-bargaining

Tools and Theories to Help in Negotiation

https://www.pon.harvard.edu/daily/batna/translate-your-batna-to-the-current-deal/

https://hbr.org/2013/01/negotiating-with-emotion

https://online.hbs.edu/blog/post/emotion-in-business-negotiation?
utm_medium=social&utm_source=linkedin&utm campaign=blog&fbclid=IwAR2lomDhHoRK2BTiA
0cLYOQTQO7MyGEBFzlePFO kblLQlgdcaWoThgzra8

https://hms.harvard.edu/sites/default/files/assets/Sites/Ombuds/files/
NegotiationConflictStyles.pdf

https://www.negotiations.com/articles/negotiating-skills/

Kolb, D.M., & Williams, J. 2000. The shadow negotiation: how women can master the hidden
agendas that determine bargaining success. New York: Simon & Schuster

Women and Negotiation

https://www.themuse.com/advice/why-women-must-ask-the-right-way-negotiation-advice-from-
stanfords-margaret-a-neale

https://knowledge.wharton.upenn.edu/article/women-and-negotiation-are-there-really-gender-
differences/
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