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Everyone negotiates. Negotiation is not 

just a skill for diplomats; it's for 
everyday life, both at work and in 

relationships. So what happens when 

negotiation skill is absent? Here are 

some of the classic mistakes: 
 

#1. Saying Yes too quickly. 

Being too eager is a classic pitfall. 

Whether this eagerness is born of 

enthusiasm, anxiety or need, 

eagerness does not enhance your 

credibility. On the contrary, it 

weakens your position. While it's 

good to be friendly, it's counter-

productive to be too eager. 

 

#2. Offering to do everything. 

In order to impress, many people 

strive to exceed expectations. To 

maintain credibility, however, it's 

best to balance this by equal 

emphasis on what the other 

person needs to contribute for 

the project to be successful. 

Paradoxically, this enhances the 

value that you bring. 

 

#3. Quoting numbers too 

soon, for example, your salary 

expectations. Why should you be 

obliged to name your 

expectations first? They know the 

value of the role; they know what 

they pay to others. There's a 

golden rule in negotiation: He 

who names a figure first loses. 

(Many of my coaching clients have 

gained thousands by learning how 

to stick to this maxim.) 

 

#4. Going straight into 

"solution mode" without 

exploring the problem fully. Like 

no. 2 above, this often stems from 

a desire to impress. But it 

bypasses two key steps in the 

negotiation process, depriving the 

provider of vital "ammunition" to 

establish value. (See "A structured 

approach to negotiation" below.) 

 

#5. Not understanding the 

Why: i.e. the key drivers and the 

agenda of the other person. Even 

experienced negotiators fall into 

the trap of discussing the What: 

e.g. what needs to be done, what 

you want from me, what is the 

desired result etc.  

 

 

 

 

 

But it's even more important to 

understand the Why, because this 

where their threats and 

opportunities lie. This is the vital 

context that drives the value of 

what you are doing. 

 

A structured approach to 

negotiation 
It's increasingly likely that those 

who are buying your services have 

received training in negotiation 

skills. Have you? Are you ready to 

deal with them? 

 

Many purchasers are trained in a 

technique called BATNA: ("Best 

alternative to a negotiated 

agreement"). Briefly, this means 

they will be letting you know they 

have alternatives - whether they 

have or not - in order to 

strengthen their position and 

weaken yours. Do you know how 

to counter that tactic? 

 

 

John Niland 

5 Classic mistakes in negotiation 
 

 

 

To reserve a place for John's masterclass "Getting 

Paid What You are Worth", in London on Sept 23rd, 

please click here. Limited to 20 participants. 
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Important Notice 
© Copyright 2016, Bizezia Limited, All 

Rights Reserved 
 

This article appeared in Better Business 

Focus, published by Bizezia Limited ("the 

publisher"). It is protected by copyright law 

and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss howsoever 

occurring as a consequence of any action 

which you take, or action which you 

choose not to take, as a result of this 

article or any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a substitute 

for obtaining specific professional advice 

and no representation or warranty, 

expressed or implied, is made as to its 

accuracy or completeness. Any hyperlinks 

in the article were correct at the time this 

article was published but may have changed 

since then. Likewise, later technology may 

supersede any which are specified in the 

article. 

  

The information is relevant primarily within 

the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 

with English Law. 
 

Publication issued on 1 July 2016 

  

  

 

Quotations about 

negotiation 
 Sometimes one pays most for 

the things one gets for 

nothing. ~ Albert Einstein 

 The one sure way to 

conciliate a tiger is to allow 

oneself to be devoured. ~ 

Konrad Adenauer 

 If you can't go around it, over 

it, or through it, you had 

better negotiate with it. ~ 

Ashleigh Brilliant 

 It's just as unpleasant to get 

more than you bargain for as 

to get less. ~ George Bernard 

Shaw 

 My father said: ''You must 

never try to make all the 

money that's in a deal. Let the 

other fellow make some 

money too, because if you 

have a reputation for always 

making all the money, you 

won't have many deals.'' ~ J. 

Paul Getty 

 Let us never negotiate out of 

fear. But let us never fear to 

negotiate.  ~ John Fitzgerald 

Kennedy 

 Never cut what you can untie. 

~ Joseph Joubert 

 Never forget the power of 

silence, that massively 

disconcerting pause which 

goes on and on and may at 

last induce an opponent to 

babble and backtrack 

nervously. ~ Lance Morrow 

 If you are planning on doing 

business with someone again, 

don't be too tough in the 

negotiations. If you're going to 

skin a cat, don't keep it as a 

house cat. ~ Marvin S. Levin 

 The fellow who says he'll 

meet you halfway usually 

thinks he's standing on the 

dividing line. ~ Orlando A. 

Battista 

 When a man says that he 

approves something in 

principal, it means he hasn't 

the slightest intention of 

putting it in practice. ~ Otto 

Von Bismarck 

 

 

 

 If you don't get what you 

want, it's a sign either that you 

did not seriously want it, or 

that you tried to bargain over 

the price. ~ Rudyard Kipling 

 My heart is a bargain today. 

Will you take it? ~ W. C. 

Fields 
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