How to Practice
Negotiation Skills:
A Practical Workflow .

Negotiation is a
repeatable workflow,
not abstract tactics.

Core stages:
Prepare, Open, Bargain,
Close, Reflect.

Build outcomes:
stronger renewals, better
advocacy, higher confidence.

Practice through
role-plays, micro-negotiations,
and debrief loops.
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Why Most Professionals
Under-Practice Negotiation

¢ Negotiation is a learnable skill,
not a fixed personality trait.

¢ Discomfort, time pressure, and
unclear feedback discourage practice. B oG |
CONCEPTS | |
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A gap exists between knowing
concepts and applying them
under pressure.

® Under-practicing costs deals
and weakens team advocacy.

® Deliberate, reviewed practice is
the fastest path to improvement.
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The Negotiation
Practice Loop

- Repeatable loop: Prepare,
Perform, Review, Adjust

- Each loop creates measurable
improvement and personal insight
- 20-30 minutes weekly is
enough for busy professionals
000 \ - Applies to salary, client, vendor,
fep and resource discussions
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a
lon Plan

ONE-PAGE NEGOTIATION PLAN

TARGET
- Set target, walkaway point, @

and concrete BATNA.
WALKAWAY

- Map their interests,
constraints, and likely BATNA.

@ - Anticipate objections and
write calibrated questions. OBJECTION RESPONSES

= Chogse one concrete . SRAETICEC AL
practice goal before entering.




Prepare: Map the Other Side, Not Just Your Ask "

COUNTERPARTY
DOSSIER

. @ INCENTIVES
0 CONSTRAINTS

@ ALTERNATIVES
DECISION CRITERIA

Build a counterparty dossier:
incentives, constraints, alternatives,
decision criteria

Reframe negotiation as collaborative
problem-solving, not combat

Use open questions and silence
to uncover real interests

» Align internal stakeholders before

external conversations



Practice Low-Stakes Every Day

e Use everyday negotiations
as your training ground

e Run structured role-plays
before high-stakes
conversations

Phone Call

e Practice micro-moments:
calls, markets, workplace
favors

® Track one skill at a time,
not everything at once

Desk Conversation Desk Conversation Desk Conversation




Core Skills: Ask. Listen, and Anchor

Listen

Ask open-ended, diagnostic questions before stating demands.

Listen actively and summarize to uncover real interests.

Anchor deliberately with strong, defensible, precise first offers.

Resist the other side's anchor; stay focused on your goal.

Separate tone from substance when rehearsing difficult lines.




Bargain: Trade, Don't Split the Difference

* Avoid single-issue
haggling; trade across
price, timing, scope,
and terms.

Use conditional
proposals: 'If you can X, | (
thenwecan.'

® Make concessions
strategically and
sequentially, not all
at once.

* Prepare a concession
ladder and know your
walk-away point.
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Close and Confirm T ADMBRY
_ AGREEMENT SUMMARY

AGREEMENTS
- Summarize agreements, 5

AR owners, and timelines
' OWNERS
E - Send a written record of E'
what was agreed |
TIMELINES
O
T8 - Use follow-up check-ins g
caa for uncertain terms

FOLLOW-UP CHECK-INS

@ \ - Confirm the other side
feels heard

SIGNATURE




Debriet: Turn Every
Attempt Into a Lesson

@ | E‘?t‘;ﬁ“;rg‘e’egfor;ﬁggt'iﬂg WHAT WENT WELL |  WHAT STALLED | WHAT T0 TRY NEXT
| worked, what stalled, what
to try next.
6 Ask counterparts or Built rapport Prepare sharper
A A observers for specifi early and | Talked past questions fo |
pecific o | e
feedback when actively Za':h ofher on | e’ ;
: gk ey priorities.
: appropriate. . |
o) : '_ :
(;/ - Log outcomes and adjust ~S—— ,
R i larified ' ' Offer options
your next practice round. ,Cn:ereSfS e achrit] | ot address
o Found common | on decision both sides’
r » Track trends across ground. - criteria. - priorities
| |/\7I attempts rather than gl R -'

judging a single
negotiation.
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Build a Repeatable Practice Routine

e Schedule short weekly practice
sessions focused on one skill

* Blend solo prep, peer role-plays,

and real-world attempts

¢ Log what you tried and learned
in a simple tracker

o Set a 30-day measurable target,

like sharper objection handling

* Treat practice blocks as
non-negotiable standing
calendar items

WEEKLY CALENDAR

MON TUE WED THU FRI SAT SUN
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Practice Practice Practice
25 min 25 min 25 min

=] i

Practice Practice
25 min 25 min

30-DAY PRACTICE TRACKER

WEEK 1 WEEK 2 WEEK 3 WEEK 4
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| I Reflect, capture lessons, and adjust for continuous improvement.




Apply the Workflow
to Real Business Scenarios

_/-b\/—-»

Bt

Salary Talk Client Renewal Resource Ask Investor Term

® Salary and role negotiation for career-development learners

® Client renewals, scope expansion, and pricing for client-facing professionals

® Resource allocation and cross-team negotiation for team leads

® Founder scenarios: investor terms, partnerships, and key hires



PREPARE

Your 30-Day Practice Plan s ’TI
T

DEBRIEF
WEEK 1 : WEEK 2 : WEEK 3 : WEEK 4 MONTH-END

© o !

o - Recap the loop: Prepare, Practice, Debrief, Adjust
o - Week 1: One-page plan for a real negotiation

) - Week 1: Run one low-stakes role-play
o - Weeks 2-4: Weekly micro-focus plus 10-minute debrief
o - Month-end: Review journal, set next 30-day goal



Key Takeaways Yy

%7 0 - Repeated, reviewed practice beats memorized lines

<

- Prepare: know target, walkaway, and BATNA first

- Practice daily in low-stakes moments; debrief after

- Track progress and set a 30-day improvement goal
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PersonWise.

PersonWise - Al digital-human course platform

Scan the code or click anywhere to watch this course live, with voice Q&A

personwise.ai/t/607aebce/public


https://personwise.ai/t/607aebce/public?entry_surface=public_courseware_pdf

