


© 2020 – LDE International, LLC. All Rights Reserved. 
  www.FirstClassSpeaking.com │(973) 539-2831 

Top 10 Keys to Negotiate from Strength 

 

1.  Commitment 

Commitment is a critical concept that applies to everything we do. Commitment is 

deciding to do whatever necessary to be in the best position you can for a negotiation. 

It’s not being hopeful, wishful or wanting but rather it’s a mindset of absolute 

determination. It’s a burn the ships mentality and a decision you make. Commitment is a 

choice that leaves no wiggle room or convenient excuses for not preparing extensively, 

including doing preparation that takes you outside of your comfort zone. 

Commitment also applies to knowing exactly what you want out of the negotiation. You 

must have clarity in order to commit and stick to your guns. This is not to say that you 

are not prepared to compromise.  Negotiations often involve compromise, but you must 

be clear ahead of time on which compromises you are willing to make and which ones 

you are not. With clarity you can then stay the course despite emotional conflicting 

forces that can surface during negotiations, e.g. you may really want that promotion; or 

really love to have that new car; or need to resolve that dispute with your neighbor. If 

you are unable to commit to your position beforehand you will be tempted to concede 

issues when your emotions get in the way. If that occurs, you will likely walk away from 

the negotiations somewhat disappointed. Moreover, you will wonder if you could have 

gotten what you really wanted had you held strong to your position. And that’s never a 

good feeling. 

 

2.  Knowledge 

Knowledge is power. Without sufficient knowledge trying to negotiate effectively is like 

waking up in the middle of the night and trying to find the bathroom with the lights off.  

There is no excuse for not having ample knowledge when negotiating for something 

meaningful. You must have facts and reasons to justify your position. If you don’t have 

accurate facts and solid reasons then you are going to have a tough time convincing 

someone of your position. 

Some facts about the subject matter may not be within your capability of knowing, i.e. 

the salary for a particular position. Therefore, make sure the ones that are at your 

disposal you know inside and out. Then, for those you don’t have access to and can’t 

find out in advance, do everything you can to obtain approximations or best estimates. 

Talk to other people who may have such knowledge and/or spend time on the internet. 

These days, 10-15 minutes on the internet can return amazing knowledge on subject 

matters ordinarily not within our grasp. Lastly, it’s not always necessary to have 

knowledge about every fact. In the eyes of the 4th grader, the 5th grader is King. Some 

negotiations just require you to have a little bit more knowledge than the other party. 
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3.  Preparation 

Having knowledge is very important, however, being able to articulate that knowledge is 

critical. This is where preparation is vital before any important negotiation. To help 

prepare, write out your thoughts and reasons to support your position. This helps 

tremendously in gaining clarity on what you want and why you intend to ask for it. 

Second, you can practice speaking out loud your position. You may think you have the 

knowledge but when you hear yourself speaking your arguments out loud, you will hear 

whether you sound confident and actually know it cold.  If there’s nowhere at work or 

home “safe” to practice, get in your car and speak your position out loud or go for a walk 

at a park with headphones. People will just assume you’re talking on the phone if you’re 

concerned about appearances. 

Preparation is very easy to skimp on or skip over entirely because it’s not fun and often 

it is tedious and hard work. But not preparing adequately is setting yourself up for 

disappointment. Would you expect any professional athlete to just show up for the game 

without having practiced during the week and still get exceptional results? Everyone you 

see performing masterfully at anything has put in the time preparing. Preparation is an 

easy way to separate yourself from everyone else and get the results you desire. 

 

4.  Belief 

Knowledge and preparation are prerequisites to confidence, but belief is the glue that 

keeps it all together. Without belief, you will not be able to come across confidently, 

regardless of how much knowledge you have or preparation you’ve undertaken. 

Therefore, before you start to negotiate make sure you actually believe what you are 

seeking.  If you don’t believe it, then be honest and ask yourself ‘why not’? Is it 

something to do with the product or service you’re selling? Or is it you? Do you not 

believe you deserve what you’re asking for? Is it a fear of getting rejected? Excavate 

internally for the core reasons underlying your lack of belief and then do the necessary 

work to address those limiting beliefs. 

If you don’t believe in your negotiation position, your body language and tone of voice 

will be different than you like. Moreover, without belief you may not “risk” asserting 

yourself as much during the negotiation. Belief is so important that spending time on 

getting yourself to believe what you’re negotiating is not a step to be taken lightly. The 

cliché: “It’s not what you say, but how you say it” is a cliché for a reason. When your 

belief aligns with your knowledge and preparation, you will exude confidence. With 

confidence you are more likely to persuade the other side of your position. 
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5.  Courage 

Asking for what you really want may, at times, require courage. Courage often is 

defined as feeling fearful but taking action anyway. Courage also requires taking a leap 

of faith that you will be “OK” regardless of the outcome - easier said than done for sure - 

but a mindset worth having and a mindset fully within your power. With confidence, fear 

and doubt decrease in intensity allowing you to muster up the courage to take the action 

you need. For example, making that call you’re avoiding; sending that email; or standing 

firm in your demands.  Action cures fear, even if the action is imperfect. 

If you find yourself consistently repeating patterns that make you feel less than 

courageous when it comes to negotiating, courage also means having the courage to 

look inside yourself honestly to ascertain what is really going on deep down that’s 

preventing you from taking action. What are the real fears and doubts holding you 

back? For example, many negotiations do not turn out the way we want them to 

because we have a “fear” of what the other party may think or feel in how we are 

negotiating and/or what we’re asking for. Concern is one thing but being overly 

concerned or fearful is a different animal and needs to be addressed. You will not be 

able to negotiate effectively if you have a case of FOOPO (Fear Of Other People’s 

Opinions). Spend the extra time and energy needed to root out your fears or doubts. 

Working through these issues may be hard, even painful, but doing so will pay far 

greater dividends to you in the long run. 

 

6.  Compassion 

Compassionate communication is necessary sometimes in dealing with challenging 

personalities. There are going to be times when you will need to “weather the storm” of 

inappropriate attitudes and energy that comes your way; e.g., the customer who treats 

you disrespectfully; the client who is overly demanding; or the business partner who is 

acting obnoxious. Having compassion rather than being triggered by unsettling 

comments or attitudes keeps you grounded and able to stay focused on the desired end 

result. This is easier said than done but if you can demonstrate compassion rather than 

react negatively you will be in a stronger position to negotiate. Showing compassion in 

the face of someone else’s “storm” is powerful. It prevents you from being taken off your 

game.  Remember, we’ve all had our bad days.  Showing compassion is not blaming 

the other party but merely acknowledging that you’ve been there too. 

Equally important is having compassion for yourself. You may make a mistake at some 

point during negotiations.  If you do, don’t let it be a big deal. If it’s not a big deal to you 

it’s likely not going to be a big deal to the other person or party.  Often, they are not 

even aware of the mistake you made and only you know about it. And even if the 

mistake is known to both of you, just own it, apologize, and move on. Again, if you don’t 

make it a big deal it will less likely become a big deal to the other party. Negotiating 
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under pressure is hard enough. Don’t compound it by beating yourself up in the middle 

of it. 

 

7.  Calmness 

Being calm is a position of strength. It is a quality of leadership. When the heat is on 

and the pressure mounting, who would you rather want in control of the situation…the 

person who is stressful and anxious or the one who is calm? Clutch athletes are 

referred to as being calm under pressure for a reason. Calmness allows them to come 

through at the critical point of the game. Similarly, handling objections is the critical point 

of negotiations. If you are selling a product or service, you already should be familiar 

with most of the typical objections you encounter, e.g. price, terms, delivery dates, etc. 

You need to be well-prepared to address these objections in advance so that when you 

hear them, you can stay calm. 

Objections are your opportunity to demonstrate leadership. Clients and customers often 

need to be led to a solution that makes sense. If you perceive yourself as a leader in 

this regard, whenever an objection is encountered, your goal should be to demonstrate 

your leadership and expertise in calmly explaining why the strength of your position 

meets and outweighs that objection. Objections often arise due to the other party’s 

anxiety or fears about the situation.  Remaining calm will help settle that anxiety and 

fear. Clients and customers feel your vibe. If you are anxious or fearful trying to 

overcome their objection, it only compounds their fear and confirms their objection. 

 

8.  Accountability 

Many negotiations take more than one text, email, phone call, meeting, etc. When the 

negotiation involves multiple interactions with the other party, it is critical to be 

accountable each step of the way. It’s mind-boggling how many people do not even do 

basic fundamental follow-ups in line with what they say or promise; e.g. not sending the 

email “after we hang up”; not calling back “in a couple of days”; not sending a written 

estimate “within the week”, etc. 

Trust is earned.  Every time you fail to follow up as promised, you damage trust. On the 

other hand, each time you do the basics, you give the other party a little more evidence 

that you can be trusted.  If you can’t be trusted on doing the simple things, why would 

the person you’re negotiating with ultimately trust you on the things that really matter, 

i.e. like believing your position is credible.  Being accountable is not a guarantee that 

you will prevail in the negotiation; however, not being accountable, guarantees you will 

make it much harder on yourself. 
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9.  Validation 

Very few, if any, negotiations do not involve some “push back” or objections along the 

way. A very important step in overcoming objections is to validate the objection before 

trying to persuade the other party of your opposing view. Validating an objection is not 

agreeing with it. It merely is repeating it back to the opposing party using his own words 

or paraphrasing it using your words. Either way, the key is to make it clear you listened 

to the objection. 

People like to be heard. They also like to know that you understand where they are 

coming from. If you skip over their objection without validating it, you leave open the 

door for them to feel like you didn’t hear them, or, worse, you ignored or do not care 

about their concerns. That’s not the vibe you want to give off if you are trying to 

convince someone you have a better position. When you validate their objection first, 

you dispel the notion that you weren’t listening to them.  And if what you have to say in 

response is more persuasive, you want them to, at least, listen to what you have to say.  

It is common for people to “shut down” and not be open to alternative views if they feel 

like the other person has ignored their concerns.  By validating first, you increase your 

chances of having the other party listen to you and, ultimately, being able to persuade 

them with a more convincing argument.  

 

10.  Reasonableness 

If two parties are reasonable, the chances for a successful negotiation are usually 

100%. On the other hand, if one or both parties are being unreasonable, the chances 

are slim, at best, for a successful result. The key here is that often times both parties 

think they are being reasonable and, in their respective humble opinions, it’s the other 

party that is being unreasonable.  This begs the question how can you be sure you are 

not the unreasonable party? 

Consider whether other people similarly situated to you have negotiated successfully for 

the same things you are currently seeking; e.g. are you a junior level employee seeking 

a salary commensurate for an employee with 10 years’ experience? Bounce off what 

you are negotiating for with other people in your inner circle beforehand. Ask them to be 

honest about your demands. If possible, also ask others outside your inner circle to get 

a more unbiased opinion. After all, your mother or wife may feel like you deserve that 

raise and promotion but are they really objective? Do your research and see if you can 

find objective evidence to support your reasonableness. 

Lastly, try to take your emotional state of mind out of the equation. Many problems with 

negotiations stem from hurt feelings or where one party feels disrespected. Absent your 

emotional state, are the terms of what you are negotiating really fair and reasonable to 

both parties? Sometimes being honest with yourself is all it takes to conclude whether 

you are the reasonable party or not.  
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