
the secrets of power negotiating

The Secrets of Power Negotiating: Mastering the Art of Influence and
Agreement

the secrets of power negotiating are not reserved for a select few or high-
stakes boardroom battles. In fact, anyone can learn how to negotiate
effectively, turning everyday situations into opportunities for better
outcomes. Whether you’re closing a business deal, discussing a salary raise,
or even haggling over a purchase, understanding the dynamics of power
negotiating can fundamentally shift your interactions and results.

Negotiation is more than just a back-and-forth exchange; it’s a strategic
dance that involves psychology, communication skills, and emotional
intelligence. By uncovering these secrets, you’ll gain a toolkit that
empowers you to influence others while preserving relationships. Let’s dive
into what makes power negotiating truly effective and how you can harness
these techniques in your own life.

Understanding the Foundations of Power
Negotiating

Before you can master the art of negotiation, it’s crucial to understand what
gives negotiators their power. Power in negotiation doesn’t necessarily mean
dominance or intimidation. Instead, it often stems from preparation,
confidence, and the ability to create value that benefits all parties
involved.

The Role of Preparation and Information

One of the most well-kept secrets of power negotiating is the emphasis on
thorough preparation. Knowing as much as possible about the subject, the
other party, and the context of the negotiation gives you an undeniable
advantage. This includes:

Researching the market or industry standards relevant to the deal

Understanding the interests, goals, and constraints of the other party

Identifying your own priorities and acceptable concessions ahead of time

When you walk into a negotiation armed with data and clarity, your confidence
grows, and you’re less likely to be caught off guard. This preparation also
helps you avoid common pitfalls like agreeing to unfavorable terms or making
unnecessary compromises.



Building Rapport and Trust

While data and preparation are critical, the human element of negotiation
can’t be underestimated. Establishing rapport fosters trust, which is a
secret ingredient in power negotiating. People are more inclined to make
concessions and collaborate when they feel respected and understood.

Simple gestures such as active listening, maintaining eye contact, and
showing empathy can create a more cooperative atmosphere. Remember,
negotiation is not about winning at the expense of the other party but
finding a mutually beneficial solution.

Psychological Tactics That Enhance Your
Negotiating Power

Understanding psychological principles can elevate your negotiating skills
significantly. The secrets of power negotiating often lie in subtle
psychological tactics that influence decision-making and perception.

Anchoring: Setting the Tone Early

Anchoring is a technique where the first number or offer presented sets a
reference point for the entire negotiation. For example, if you’re
negotiating the price of a car, starting with a low but reasonable offer can
anchor the conversation around that figure, making subsequent offers seem
more favorable to you.

However, anchoring must be used thoughtfully. An unrealistic initial offer
might alienate the other party, while a well-reasoned anchor can shape
expectations and create room for advantageous concessions.

Framing Your Proposals

How you present your offer can significantly impact its reception. Framing
involves highlighting the benefits and value your proposal provides rather
than focusing solely on costs or demands.

For instance, instead of saying, “I need a higher salary,” you might say,
“Based on my contributions and market standards, this compensation aligns
with the value I bring.” This subtle shift makes your request sound more
reasonable and grounded in facts.

The Power of Silence

One of the most underrated secrets of power negotiating is knowing when to
stay silent. After making an offer or responding to a proposal, resist the
urge to fill the silence. Pausing creates pressure for the other party to
respond and often leads them to reveal more information or make concessions.



Silence signals confidence and control, making it a powerful tool in your
negotiating arsenal.

Strategies for Navigating Difficult
Negotiations

Not all negotiations are smooth sailing. High-pressure situations,
conflicting interests, or emotional stakes can complicate the process.
Knowing how to handle these challenges is key to maintaining power.

Separating People from the Problem

One of the core principles from negotiation experts is to focus on issues,
not personalities. When emotions run high, it’s easy to get sidetracked by
personal conflicts. By consciously separating the relationship from the
substantive issues, you keep the dialogue constructive and solution-oriented.

This approach helps prevent defensive reactions and keeps negotiations on
track toward productive outcomes.

Using “What If” Scenarios to Explore Options

When stuck, proposing hypothetical scenarios can open new avenues for
agreement. Asking questions like, “What if we tried this approach?” or “How
would you feel about this alternative?” invites collaboration and signals
flexibility.

This technique encourages creative problem-solving without committing anyone
prematurely and can reveal interests or constraints that weren’t initially
obvious.

Recognizing and Responding to Negotiation Tactics

Being aware of common tactics used by others can protect you from
manipulation. Tactics such as bluffing, lowball offers, or deadline pressures
are designed to unsettle or coerce.

The secret here is to remain calm, verify information where possible, and
reframe the discussion toward objective criteria rather than emotional
triggers. Sometimes, calling out a tactic politely can neutralize its effect
and shift the power back to you.

Leveraging Emotional Intelligence in
Negotiations

Emotional intelligence (EI) is often overlooked in discussions about
negotiation power, but it plays a pivotal role. Being attuned to your own



emotions and those of others allows you to navigate conversations more
skillfully.

Reading Non-Verbal Cues

Much of what is communicated during negotiations is non-verbal. Observing
body language, tone of voice, and facial expressions provides insight into
the other party’s true feelings or hesitations.

For example, crossed arms might indicate defensiveness, while nodding
suggests agreement. Recognizing these signs lets you adjust your approach in
real-time, making your responses more effective.

Managing Your Emotional Responses

Keeping your emotions in check is essential for maintaining negotiating
power. Frustration, anger, or anxiety can cloud judgment and lead to poor
decisions.

Techniques such as deep breathing, pausing before responding, or mentally
reframing the situation can help you stay composed. A calm demeanor often
commands respect and encourages more cooperative behavior from counterparts.

Creating Win-Win Outcomes Through Value
Creation

True power in negotiation comes not just from getting what you want but from
crafting deals that benefit everyone involved. This approach, often called
integrative negotiation, focuses on expanding the pie rather than fighting
over slices.

Identifying Shared Interests

Digging deeper to find common goals or mutual benefits can transform
negotiations. For example, in a supplier contract, both parties may value
long-term partnership and reliability more than just price. Highlighting such
shared interests fosters collaboration.

Offering Multiple Options

Presenting different proposals or packages encourages flexibility. When the
other party sees alternatives, they feel empowered to choose, which can lead
to better acceptance and satisfaction.

Option A: Lower price with longer contract term

Option B: Higher price with added services



Option C: Standard price with performance incentives

By framing choices this way, you demonstrate understanding of the other
party’s needs while steering the conversation toward a positive resolution.

Building Long-Term Relationships

Power negotiating is not just about winning a single deal. It’s about
creating trust and goodwill that pay dividends in future interactions. When
both sides feel respected and fairly treated, they are more likely to
collaborate again.

Investing in relationships, therefore, can be one of the most strategic
secrets of power negotiating.

The art of negotiation is a blend of science and subtlety, strategy and
empathy. By mastering these secrets of power negotiating, you can approach
any discussion with greater confidence, clarity, and control. Whether in
business or daily life, these techniques open the door to agreements that
satisfy all parties and lay the foundation for ongoing success.

Frequently Asked Questions

What is power negotiating?

Power negotiating is a strategic approach to negotiation that emphasizes
leveraging influence, understanding psychology, and utilizing tactics to
achieve favorable outcomes.

What are the key secrets to successful power
negotiating?

Key secrets include thorough preparation, understanding the other party’s
needs and weaknesses, controlling the negotiation pace, using silence
effectively, and creating win-win scenarios.

How does preparation impact power negotiating?

Preparation allows you to anticipate objections, understand your BATNA (Best
Alternative to a Negotiated Agreement), set clear goals, and build
confidence, all of which strengthen your negotiating position.

Why is understanding the other party important in
power negotiating?

Knowing the other party’s motivations, constraints, and goals helps tailor
your approach, identify leverage points, and craft proposals that appeal to
their interests, increasing your chances of success.



How can silence be used as a power negotiating
tactic?

Silence can put psychological pressure on the other party, encourage them to
reveal more information, and signal confidence, making it a powerful tool to
influence the negotiation dynamics.

What role does emotional intelligence play in power
negotiating?

Emotional intelligence helps in reading the other party’s emotions, managing
your own reactions, building rapport, and navigating conflicts effectively
during negotiation.

How can setting deadlines influence power negotiating
outcomes?

Deadlines create urgency, motivate decision-making, and can prevent
protracted negotiations, giving an advantage to the party who manages timing
strategically.

What is the importance of knowing your BATNA in power
negotiating?

Knowing your BATNA provides a benchmark for acceptable outcomes, strengthens
your confidence, and prevents you from accepting unfavorable deals.

How can power negotiating be ethical and still
effective?

By focusing on transparency, fairness, and mutual benefit, power negotiating
can maintain ethical standards while achieving effective and sustainable
agreements.

Can power negotiating skills be learned and improved?

Yes, power negotiating skills can be developed through practice, studying
negotiation techniques, role-playing scenarios, and learning from real-world
experiences.

Additional Resources
The Secrets of Power Negotiating: Mastering the Art of Influence and Strategy

the secrets of power negotiating reveal a complex interplay of psychology,
strategy, and communication skills that distinguish successful negotiators
from the rest. In business, diplomacy, or everyday transactions, negotiation
is a critical skill that can determine outcomes ranging from multi-million
dollar deals to simple agreements between colleagues. Understanding these
secrets is not merely about pushing for the best price or terms but about
cultivating influence, anticipating counterpart moves, and building
sustainable relationships. This article delves into the core principles
behind power negotiating, backed by research and real-world examples, to



provide a comprehensive overview for professionals seeking to refine their
negotiation prowess.

The Foundations of Power Negotiating

At its core, power negotiating hinges on preparation, psychological insight,
and adaptability. Unlike haggling or mere bargaining, power negotiation
involves a strategic approach where each move is calculated to maximize value
without burning bridges.

One critical secret is the power of information. Negotiators who arrive well-
informed about the subject matter, the interests of the other party, and the
broader context hold a significant advantage. According to a 2022 study by
the Harvard Negotiation Project, negotiators who invested time in
understanding their counterpart’s needs and constraints increased their
success rate by over 35%.

Another fundamental aspect is emotional intelligence. The ability to read
subtle cues, manage one’s own emotions, and respond appropriately often
separates effective negotiators from those who falter under pressure. This
aligns with the broader concept of social intelligence, where influence is
not asserted through dominance but through empathy and rapport-building.

Strategic Anchoring and Framing

One of the most well-documented tactics in power negotiating is anchoring—the
practice of setting a reference point around which negotiations revolve.
Setting a high but reasonable anchor can sway discussions favorably by
psychologically influencing the other party’s perception of value.

However, anchoring must be combined with framing—the way information is
presented. For instance, framing a proposal as a gain rather than a loss can
significantly impact acceptance rates. Behavioral economics research
underscores this phenomenon, showing that people are more motivated to avoid
losses than to achieve equivalent gains, a principle negotiators can leverage
to craft compelling offers.

Advanced Techniques in Power Negotiating

Successful negotiators employ a blend of tactics tailored to the context and
personalities involved. The secrets of power negotiating are often found in
subtle strategies rather than overt pressure.

Building and Leveraging BATNA

The concept of BATNA—Best Alternative To a Negotiated Agreement—is pivotal.
Knowing one’s alternatives provides leverage and confidence. A strong BATNA
empowers a negotiator to walk away if the terms are unfavorable, shifting the
power dynamic.



In corporate negotiations, companies with a robust BATNA often secure more
favorable contracts. For example, during supplier negotiations, a company
aware of multiple credible suppliers can demand better pricing or terms,
knowing it has viable alternatives.

Listening as a Power Move

Contrary to the misconception that negotiating is about talking more, the
secrets of power negotiating emphasize active listening. By attentively
absorbing information, negotiators can uncover underlying interests and unmet
needs that formal proposals may not reveal.

Listening also fosters trust, which is a valuable currency in negotiation.
Research by the Program on Negotiation at Harvard indicates that negotiators
who practice reflective listening are more likely to reach integrative
agreements—solutions that benefit all parties.

Timing and Patience

Timing often plays an underestimated role in negotiation outcomes. Strategic
pauses, deliberate pacing, and patience can unsettle opponents or create
space for reconsideration. Power negotiators understand when to push and when
to hold back, often using silence as a tool to prompt concessions.

Negotiation experts argue that impatience leads to suboptimal deals. Waiting
for the right moment to present proposals or respond to offers can yield
better results, as circumstances and leverage may evolve during the process.

Common Pitfalls and How to Avoid Them

Even skilled negotiators can fall prey to common mistakes that undermine
their power.

Overemphasis on Price: Focusing solely on price or immediate gain can
ignore long-term relationship value and ancillary benefits.

Neglecting Preparation: Entering discussions without adequate research
reduces credibility and leverage.

Emotional Reactivity: Allowing frustration or anger to dominate can
derail negotiations and damage rapport.

Failure to Identify BATNA: Without knowing alternatives, negotiators
risk accepting unfavorable terms out of desperation.

Awareness and proactive management of these pitfalls constitute part of the
secrets of power negotiating, enabling professionals to maintain control and
achieve optimal outcomes.



Integrating Technology and Data Analytics

In today’s digital age, negotiation is increasingly supported by advanced
tools. Data analytics can provide insights into market trends, counterpart
behavior, and risk assessment, enhancing strategic decision-making.

Artificial intelligence and negotiation software platforms are emerging to
assist negotiators by modeling scenarios and suggesting optimal moves. While
technology cannot replace human intuition and emotional intelligence, it
serves as a powerful complement, especially in complex, multi-party
negotiations.

The Role of Cultural Awareness

Globalization has brought negotiation across diverse cultural contexts,
adding layers of complexity. Understanding cultural norms, communication
styles, and decision-making processes is essential for power negotiating on
an international scale.

For example, negotiators dealing with East Asian counterparts often find that
indirect communication and relationship-building precede substantive
discussions, whereas Western cultures may prioritize directness and
efficiency. Recognizing these nuances prevents misunderstandings and fosters
mutual respect.

Ethics and Power Negotiating

While power negotiating involves strategic maneuvers, ethical considerations
remain paramount. Manipulative or deceptive tactics might yield short-term
gains but risk damaging reputations and long-term partnerships.

Transparency, fairness, and respect form the ethical backbone of sustainable
negotiation practices. Professionals who integrate these principles tend to
build trust and repeat business, which are invaluable assets in any
negotiation.

The secrets of power negotiating extend far beyond tactics and techniques.
They encompass a holistic understanding of human behavior, strategic
foresight, and ethical grounding. Mastery in this arena requires continuous
learning, adaptability, and the humility to listen and learn from every
negotiation experience. Those who invest in these dimensions position
themselves not just as negotiators, but as influential leaders capable of
shaping outcomes with skill and integrity.
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  the secrets of power negotiating: Power Negotiating for Salespeople Roger Dawson,
2019-01-01 Master negotiator Roger Dawson turns his attention to the person on the other side of
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leave the other person feeling like he or she has won too? This book teaches you how to be the
power sales negotiator who can do exactly that. You will always come away from the negotiating
table knowing that you have won and that you have improved your relationship with your buyer.
Roger Dawson gives salespeople an arsenal of tools that can be implemented easily and immediately.
In addition, he shows salespeople how to: Master the nine elements of power that control
negotiating situations Ask for more than you expect to get Negotiate with individuals from other
cultures Analyze personality styles and adapt to them Master the 24 power closes Power Negotiating
for Salespeople is not a dull, dry treatise full theory. Nor is it a handbook of tricks and scams meant
to manipulate others. It is the most complete book ever written specifically for salespeople about the
process of negotiation and will enable any salesperson to take a quantum leap in sales. Praise for
Dawson's Books: I can't believe it! Here's a book that is packed with wisdom that will help anyone
improve their life and yet it is easy and fun to read! Amazing! --Og Mandino, author of The Greatest
Salesman in the World A fast, entertaining read that should be required reading for anyone who
deals with people. Highly recommended. --Ken Blanchard, coauthor of The One Minute Manager
Roger Dawson's great book will help you create and expand one of the most critical skills to life-long
success. --Anthony Robbins, author of Unlimited Power and Awaken the Giant Within
  the secrets of power negotiating: Roger Dawson's Secrets of Power Negotiating Roger
Dawson, 1995
  the secrets of power negotiating: Secrets of Power Negotiating for Salespeople Roger
Dawson, 2010-10-15 In this revised and updated paperback edition, master negotiator Roger
Dawson gives salespeople an arsenal of tools that can be implemented easily and immediately to
enable a quantum leap in sales.
  the secrets of power negotiating: Secrets of Power Negotiating Roger Dawson, 1995
  the secrets of power negotiating: Secrets of Power Negotiating for Salespeople Roger
Dawson, 2012
  the secrets of power negotiating: Secrets of Power Salary Negotiating Roger Dawson,
2006-06-15 Are you earning what you’re worth? Master negotiator Roger Dawson, author of the best
selling Secrets of Power Negotiating, shows you how to get a better deal from your current employer
and how to negotiate the best deal from a new employer. And you won’t come off as greedy, overly
aggressive, or selfish. In fact, you’ll learn how to win salary negotiations and still leave your boss
feeling like he or she has actually won! Secrets of Power Salary Negotiating covers every aspect of
the salary negotiating process with practical, proven advice: — From beginning steps to critical final
moves — How to recognize unethical tactics — Key principles of the Power Negotiating strategy —
Negotiating pressure points — Understanding the other party — Gaining the upper hand — Analyses
of a wide variety of negotiating styles In addition to learning how to win in tough salary negotiations,
Roger Dawson also teaches you how to become more valuable to your employer or prospective
employer. You’ll learn how to develop power by developing options and limiting the perceptions of
options that your boss has. You’ll learn that your value to an employer is in direct relationship to the
difficulty they would have replacing you. And you will learn how to develop power and control over
your career and gain an amazing ability to get what you want.
  the secrets of power negotiating: Secrets of Power Negotiating, 25th Anniversary Edition
Roger Dawson, 2021-10-01 “This is perhaps the best book on negotiating ever written. Roger’s
powerful, practical principles will save or make you a fortune in the months and years ahead.”
—Brian Tracy, author, Eat That Frog! and Million Dollar Habits “This is the one negotiating book
that really opened my eyes and gave me practical tools I could use immediately.” —Timothy Ferriss,
bestselling author of The 4-Hour Work Week “A fast, entertaining read that should be required
reading for anyone who deals with people. Highly recommended.” —Ken Blanchard, coauthor of The
One Minute Manager “I can’t believe it! Here’s a book that is packed with wisdom that will help
anyone improve their life and yet it is easy and fun to read! Amazing!” —Og Mandino, author of The
Greatest Salesman in the World Roger Dawson changed the way business thinks about negotiating.
Secrets of Power Negotiating covers every aspect of the negotiating process with practical, proven



advice, from beginning steps to critical final moves: how to recognize unethical tactics, key
principles of the Power Negotiating strategy, why money is not as important as everyone thinks,
negotiating pressure points, understanding the other party and gaining the upper hand, and
analyses of different negotiating styles. Discover all of Roger’s best tactics, including: 20 surefire
negotiating gambits Listening to hidden meanings in conversation What “powers” you have, such as
situational, expertise, information, or charismatic How to handle the different personalities you’ll
encounter in negotiating
  the secrets of power negotiating: Secrets of Power Negotiating Roger Dawson, 2011 Rev. ed.
of: Secrets of power negotiating: inside secrets from a master negotiator. 2nd ed. 2001.
  the secrets of power negotiating: The Secrets of Power Negotiating Roger Dawson,
1988-01-01
  the secrets of power negotiating: Secrets of Power Negotiating Roger Dawson, 2001
Roger Dawson explains every aspect of the negotiating process in this updated edition of Secrets of
Power Negotiating. His technique allows the negotiator to win and leave the other party feeling that
they have won too.
  the secrets of power negotiating: Secrets of Power Negotiating Roger Dawson, 2012
Roger Dawson's Secrets of Power Negotiating has changed the way American business thinks about
negotiating. Thinking win-win--Looking for that magical third solution in which everyone wins but
nobody loses--can be a naive and ultimately unsuccessful approach in today's tough business
environment. Power Negotiating teaches that the way you negotiate can get you everything you
want and still convince the other side that they won also. This third edition has been completely
revised and updated to reflect the changing dynamics of business today. New and expanded sections
include: Twenty sure-fire negotiating gambits. How to negotiate over the telephone, by e-mail, and
via instant messaging. How to read body language. Listening to hidden meanings in conversation.
Dealing with people from other cultures. How to become an expert mediator. Secrets of Power
Negotiating covers every aspect of the negotiating process with practical, proven advice, from
beginning steps to critical final moves: how to recognize unethical tactics, key principles of the
Power Negotiating strategy, why money is not as important as everyone thinks, negotiating pressure
points, understanding the other party and gaining the upper hand, and analyses of different
negotiating styles. Roger Dawson knows negotiating. These tips will provide even the most timid
negotiator with the tools to get the salary he or she deserves.--Ron Fry, author of 101 Great Answers
to the Toughest Interview Questions . Roger Dawson (La Habra Heights, CA) is one of the country's
top experts on the art of negotiating. As a full-time speaker since 1982, he has trained executives,
managers, and salespeople throughout the U.S., Canada, Asia and Australia. He is one of only a few
professionals in the world to have been awarded both the CSP and CPAE by the National Speakers
Association, their two highest awards. He was inducted into the Speakers Hall of Fame in 1991. He
is the author of Secrets of Power Negotiating, Secrets of Power Negotiating for Salespeople, and
Secrets of Power Persuasion.
  the secrets of power negotiating: Summary of Secrets of Power Negotiating: Inside Secrets
from a Master Negotiator by Roger Dawson Thorough Thorough Summaries, 2021-06-15 Secrets of
Power Negotiating (1987) reveals the trісkѕ оf thе mаѕtеr nеgоtіаtоr'ѕ trаdе. Based on tіmе-tеѕtеd
рrіnсірlеѕ thаt аrе aimed аt finding wіn-wіn ѕоlutіоnѕ fоr bоth раrtіеѕ of any given negotiation, іt
teaches the tасtісѕ аnd strategies for еffесtіvеlу nеgоtіаtіng dеаlѕ in a wide range оf industries and
ѕіtuаtіоnѕ. Whеthеr you're buying a рrоduсt, ѕеllіng a ѕеrvісе or juѕt trуіng tо reach аn agreement
wіth уоur partner, уоu'll bе able to uѕе роwеr nеgоtіаtоr Rоgеr Dаwѕоn'ѕ secrets to nеgоtіаtе wіth
соnfіdеnсе аnd ѕuссеѕѕ. DISCLAIMER: This book is a SUMMARY. It is meant to be a companion, not
a replacement, to the original book.
  the secrets of power negotiating: Secrets of Power Problem Solving Roger Dawson,
2011-05-15 Let’s face it: very few people have studied how to solve problems. Problems knock us
down like a tsunami and we don’t know what to do about it. We lie awake at night worrying about it
and spend our days stressing out over a situation that only seems to get worse. It doesn’t have to be



that way. Roger Dawson has taught hundreds of thousands of people has to negotiate, persuade, and
make decisions, with his lectures, audio programs and books, and now he has turned his attention to
something that everyone needs: a way to solve life’s problems. Secrets of Power Problem Solving
provides proven techniques and sure-fire strategies for solving eveything the world throws at you.
You’ll enjoy greater success as you learn how to: Treat every problem as a golden opportunity. Make
your intuition work for you. Evaluate your available choices. Create options when you see no
solution. Avoid problems in the first place. And much, much more!
  the secrets of power negotiating: Secrets of Power Negotiating , 2012
  the secrets of power negotiating: Summary of Secrets of Power Negotiating by Roger
Dawson:25th Anniversary Edition thomas francis, 2024-07-25 Secrets of Power Negotiating In the
intricate dance of human interaction, negotiation is the invisible thread that binds us. Whether we
are aware of it or not, negotiation permeates every facet of our lives, from the mundane to the
monumental. This 25th Anniversary Edition of Secrets of Power Negotiating by Roger Dawson delves
into the art and science of negotiation, offering insights that are as relevant today as they were a
quarter of a century ago. As we embark on this journey, we will uncover the subtle nuances and
powerful techniques that transform negotiations into opportunities for success.
  the secrets of power negotiating: Secrets of Power Negotiating, 25th Anniversary
Edition Roger Dawson, 2021 This is perhaps the best book on negotiating ever written. Roger's
powerful, practical principles will save or make you a fortune in the months and years ahead. -Brian
Tracy, author, Eat That Frog! and Million Dollar Habits This is the one negotiating book that really
opened my eyes and gave me practical tools I could use immediately. -Timothy Ferriss, bestselling
author of The 4-Hour Work Week A fast, entertaining read that should be required reading for
anyone who deals with people. Highly recommended. -Ken Blanchard, coauthor of The One Minute
Manager I can't believe it! Here's a book that is packed with wisdom that will help anyone improve
their life and yet it is easy and fun to read! Amazing! -Og Mandino, author of The Greatest Salesman
in the World Roger Dawson changed the way business thinks about negotiating. Secrets of Power
Negotiating covers every aspect of the negotiating process with practical, proven advice, from
beginning steps to critical final moves: how to recognize unethical tactics, key principles of the
Power Negotiating strategy, why money is not as important as everyone thinks, negotiating pressure
points, understanding the other party and gaining the upper hand, and analyses of different
negotiating styles. Discover all of Roger's best tactics, including:- 20 surefire negotiating gambits-
Listening to hidden meanings in conversation- What powers you have, such as situational, expertise,
information, or charismatic- How to handle the different personalities you'll encounter in negotiating
  the secrets of power negotiating: Ultimate Power Negotiating for Salespeople Master
Course Roger Dawson, 2023-09-12 Negotiating is a fact of life for everyone. But it’s crucial for
anyone in sales. Here Roger Dawson explains the ins and outs of power negotiation—a process with
its own secret rules and procedures. Knowing these rules will enable you to negotiate intelligently
and honestly—in sales and in any other area of life. Power negotiating is not what you think. It’s an
art and a science for reaching an outcome where both parties feel that they’ve won. This densely
packed and easy to understand book will give you a wealth of information, including: What makes a
power negotiator. Why you should always turn down the first offer. The single most important
expression you can use in negotiation. How to nibble for added advantages, and how to keep
someone from nibbling at you. How to adapt your negotiation to different personality styles. Using
powerful techniques such as invoking higher authority and good guy/bad guy. Turning pressure
points to your advantage. Resolving obstacles to successful outcomes. Adapting your negotiating
style to people of other cultures. The real secret to a win-win solution. And much, much more. If
you’ll learn and apply the secrets in this book, you’ll never again feel that you’ve lost in a
negotiation.
  the secrets of power negotiating: The Secrets of Power Negotiating , 1987
  the secrets of power negotiating: Secrets of Power Negotiating for the 21st Century (15th
Anniversary Edition) Roger Dawson, 2011



  the secrets of power negotiating: Secrets of Power Persuasion for Salespeople (Volume
1 of 2) (EasyRead Super Large 20pt Edition) , 2018
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