Negotiation and Persuasion Skills

From time-to-time, whenever people are together, conflict and disagreement are bound to arise. People have different needs, wants, aims and beliefs and sometimes they clash. Negotiation is a process that can be used to address and resolve disagreements between people, and find common ground (spoločný záujem). Without negotiation, such conflicts may lead to argument and resentment (zlosť, hnev, zatrpknutosť) resulting in one or all of the parties feeling dissatisfied. The point of negotiation is to try to reach agreements without causing future barriers to communications.

A key part of being able to negotiate successfully is to be able to persuade and influence others. Developing a win-win solution involves far more than simply putting an offer on the table and waiting for the other side to respond. Being able to advocate successfully for your suggestion, and persuade others of its merits (prednosti), are key. Good interpersonal skills are essential for effective negotiations, both in formal situations and in less formal or one-to-one negotiations. 

These skills include:

Effective verbal communication. 
Listening. 
Reducing misunderstandings 
Rapport Building. 
Problem Solving. 
Decision Making. 
Assertiveness. 
Dealing with Difficult Situations. 


There are two ways how we may negotiate including the 'Win-Lose' approach, also known as bargaining or haggling (handrkovanie, dohadovanie sa), and the 'Win-Win' approach to negotiation, which is preferable when you want to build a meaningful and strong interpersonal relationship.

Win-Lose approach means that while one side wins the other loses and this outcome may well damage future relationships between the parties.  It also increases the likelihood of relationships breaking down, of people walking out (odísť z rokovania, opustiť niekoho) or refusing to deal with the ‘winners’ again and the process ending in a bitter dispute.

Many professional negotiators prefer to aim towards what is known as a Win-Win solution. This involves looking for resolutions that allow both sides to gain. This involves not allowing the disagreement to damage the interpersonal relationship, not blaming the others for the problem and aiming to confront the problem not the people. This can involve actively supporting the other individuals while confronting the problem. It is quite possible to hold people in deep regard (rešpektovať), to like them, to respect their worth, their feelings, values and beliefs, and yet  (predsa) to disagree with the particular point they are making. The following are examples of statements that might be used by a good negotiator:

“You’ve expressed your points very clearly and I can now appreciate your position.  However...”

“It’s clear that you are very concerned about this issue, as I am myself. Yet from my viewpoint...” 
Rather than looking for one single way to resolve differences, it is worthwhile considering a number of options that could provide a resolution and then to work together to decide which is most suitable for both sides. Techniques such as brainstorming could be used to generate (generovať, vytvárať) different potential solutions. 

If no resolution can be reached, it may be possible to find some other, independent party whom both sides will trust to make a fair decision.Good negotiation involves offering your viewpoint in an assertive manner, rather than taking an aggressive stance (postoj), or passively listening to different views. By being assertive you will help to ensure that the needs of all concerned are met.
