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Negotiation Flowchart  
 



What is Negotiation? 

 

 

 

“All cases in which two or more parties are 

communicating, each for the purpose of 

influencing the other’s decision and        

reaching an agreement”                                                                               
(Fisher, Emertius Professor, 1981) 

 

 

 



What is Negotiation? 

 
 

 

 

 

“NEGOTIATION  is NE-GO-TI-ATION”  

 

(Gilbert WONG 2013) 





NE-GO-TI-ATION  

NEED 

GOAL 

TIME 

AcTION 



NEED of Yourself and Opponent  

GOAL of Yourself and Opponent  

TIME / Stress Management   

ACTION – Both Strategic and Tactical 

NEGOTIATION  

NEED of yourself/ your team and Subject 

GOAL of yourself/ your team and 
Subject 

TIME / Stress Management   

ACTION – Both Strategic and Tactical 



Crisis Negotiation 

The utilization of verbal strategies to buy time & 
intervene so that emotions can decrease & 
rationality can increase (Hatcher, Mohandie, 
Turner & Gelles, 1998) 

Negotiators strive to build a relationship with 

subjects in order to influence & change their 

behaviours & ultimately bring about a safe 

conclusion to an incident (Rogan & Hammer, 

1993) 



 

 



 Crisis Negotiation Involves  
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Active Listening 

Human - You and I 

The King 
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Active Listening Skill  
 1) Minimal Encouragers                            

2) Open-ended Questions                          
3) Reflecting / Mirroring                           
4) Emotion Labelling                                     
5) Paraphrasing                                          
6) “I” Messages                                         
7) Effective Pauses                                    
8) Summarize     

      



Negotiation Flowchart  
 



 

 

Negotiation Roadmap 



Behavioral Change 
Staircase Model 

Active 

Listening 

Skill 

Empathy 

Rapport 

Trust 

Influence 

Behavioral 

Change 

Gregory M. Vecchi, CNU,  

Federal Bureau of Investigation 



9 

7Cs Strategies 

Containment 
and Cordon  

Command  

Communication   

Control of 
Emotion  

Coordination of 
Intelligence  

Commitment 

Care 

Containment 
and Cordon  

Command  

Communication   

Control of 
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Coordination of 
Information 

Commitment 

Care 

(Gilbert WONG 2013) 
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3 Secret Weapons  
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