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Where does this come from?

- The basic problem: giving them ideas wasn't changing behavior.

e Negotiation is complicated. Requires a mix of skills. Need to practice one at a time.
e Negotiation is a performance skill.
o Needs coaching as much as teaching. Endless drill and repetition.
e Some students keep these skills in the classroom. Need to move them out of class into

the real world. Starting with low stakes.

- Especially salient during COVID — we were desperate to get students

interacting with people.
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Our design.

e Break negotiation down into micro-skills

e Practice onreal people. Again and again.
— Like going to the gym.
e Write up your results as graded work.

— Because we're sick of hearing about Sally Soprano.
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ELEMENT - RELATIONSHIP

Reciprocity.

- Like a lot of you, we start off with Oil Pricing.

- What do we have them do to implement in their life?

— Ex 1. Give them a sandwich

— Ex 2. Do the dishes
— Ex 3. "While I'm doing this..."
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ELEMENT - INTERESTS (YOURS)

My Interests.

- Like a lot of you, we go through Fisher, Ury & Patton’s seven elements.

- Most students aren't too good at describing their own interests.

— Ex 1. List your interests (solo work — should AQ move to TC?)
— Ex 2. Add emotions to the list.

— Ex 3. Get expert advice.
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ELEMENT - INTERESTS (THEIRS)

Their Interests.

- Of course, that's the silver bullet.

- Can we even know their interests?

— Ex 1. Cut My Hair (we had a brilliant TA, as many of you do .. Natasha)

- Harder in a real conflict with someone important.

— Ex 2. Get to "That's right.”
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ELEMENT - OBJECTIVE CRITERIA

Objective Criteria.

- Take it out of opinion. Put it into facts.

- What do we have them do?

— Ex 1. Search for criteria — three independent sources for the going rate before any real
negotiation.
— Ex 2. John's bathtub-and-boiler (twenty-eight, first condo — | asked one question, the

criteria did the arguing).

- Criteria as a shield, not a weapon.
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ELEMENT - OPTIONS

Options.

- More than two. Generate before you evaluate.

- What do we have them do?

— Ex 1. Make a Joint List (set the rules out loud first — "the list belongs to both of us")

— Ex 2. Generate ten before picking one (placeholder beats commitment)
- Behavior change lives in the five-second ground-rules script — not in the

brainstorm itself.
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ELEMENT - ALTERNATIVES

Alternatives.

- Just Say No.

— Some of the exercises aren't about doing it right — they're about overdoing it so the real skill

feels easier.
- What do we have them do?

— Ex 1. Practice flat "'no, thank you" for one week, low-stakes.

— Ex 2. List five candidate alternatives — make one concrete phone call this week to make one

real.
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This 1s just a start

e We don't imagine this book is the last word

o We hope this is the start of a category
e 37 exercises in the book, the ones we tried that worked really well
e You can come up with exercises at least as good as these

o You may already have done so
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WRAP-UP

What we'd want you to take away.

PRACTICE, NOT THEORY EXERCISES, NOT JUST CASES SKILLS THAT COMPOUND
Negotiation is a performance skill. The active ingredient that changes Negotiation skills change how students
Students don't learn it from the behavior between sessions. show up at work, at home, and with
framework — they learn it from reps in themselves. The book is built around
the real world. that.

If you are interested, you can request a digital exam copy
here: https://www.simonandschuster.net/exam-copy, or request a physical copy
by emailing education.library@simonandschuster.com. Please include the title (Never
Settle) and ISBN (9781668070376) in your request (also in handout).
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ABOUT US

About Attia & John

ATTIA QURESHI JOHN RICHARDSON
Negotiation and influence expert, former MIT faculty Negotiation scholar and practitioner. Formerly of Harvard Law
member, and adjunct professor at the University of School and the Harvard Negotiation Project. Currently
Michigan. Founder of AQ Consulting. Over a decade training teaching at MIT Sloan. He has trained negotiators across
Fortune 500 leaders and on-behalf-of work for the U.S. government, the private sector, and international institutions
State Department in conflict zones around the world. for decades.
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