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World Is a stage of Negotiation




Our ability to negotiate
has been embeded

Since we were born



remember when you want to buy toys

But your mom said NO
- "

what did you do
next?



CRY TILL YOU GET YOUR TOY







WITH YOUR




WITH YOUR WORKN]
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Alternative Decision-
Making Methods:

* Refuse

« Persuasion

* Problem-Solving
» Postpone

« Chance

* Negotiate

* Arbitrate

» Threatening

e Instruct / Delegate
* Give In

* Voting

» Mediation

» Others?
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What is negotiation

A give & take decision making process involving 2 or wmore persons
with different preference



tisa lection of behavuours thaf:;.

- involve communication, marketing,
| psychological, asscrﬂvenm 6




To Buy or sell
products

To reach an
agreement

To Solve a
problem
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Questions & Answers
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