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[0 O There are many different ways to segment negotiation to gain a greater understanding of theessential parts.
One view of negotiation involves three basic elements] processC] behavior andsubstance. The process refers to
how the parties negotiate[] the context of the negotiations] theparties to the negotiationsC] the tactics used by
the partiest] and the sequence and stages in which allof these play out. Behavior refers to the relationships among
these partiest] the communicationbetween them and the styles they adopt. The substance refers to what the parties
negotiate over] theagendall the issues (I positions and——-more helpfully——interests[] [0 the options] and
the agreement] s[J reached at the end.[] [0 Another view of negotiation comprises 4 elements(] strategy[]
process and tools[] and tactics.Strategy comprises the top level goals——typically including relationship and the
final outcome.Processes and tools include the steps that will be followed and the roles taken in both preparing
forand negotiating with the other parties. Tactics include more detailed statements and actions andresponses to
others statements and actions. Some add to this persuasion and influencell] assertingthat these have become
integral to modem day negotiation success] and so should not be omitted.[] [J Negotiating strategy[] [1 Skilled
negotiators may use a variety of tactics ranging from negotiation hypnosis(] to a straightforward presentation of
demands or setting of preconditions to more deceptive approaches such ascherry picking. Intimidation and salami
tactics may also play a part in swaying the outcome ofnegotiations.[] [1 Another negotiation tactic is bad guy/good
guy. Bad guy/good guy tactic is when onenegotiator acts as a bad guy by using anger and threats. The other
negotiator acts as a good guy bybeing considerate and understanding. The good guy blames the bad guy for all the
difficulties whiletrying to get concessions and agreement from the opponent.
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