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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)
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Active Listening
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Most people do not
listen with the intent
to understand.
Most people listen
with the intent to
reply.

~ Stephen R. Covey




SPEAK IN SUCH A WAY
THAT OTHERS LOVE TO
LISTEN TO YOU.

LISTEN IN SUCH A WAY
THAT OTHERS LOVE
TO SPEAK TO YOU.
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Active Listening Skill =~ ©4tM
- EAT MORE
1) Minimal Encouragers PIES

2) Open-ended Questions
3) Reflecting / Mirroring
4) Emotion Labelling

5) Paraphrasing

6) “I” Messages

/) Effective Pauses
8) Summarize
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Behavioral Change
Staircase Model

Influence

Active Empathy

Skill

Gregory M. Vecchi, CNU,
Federal Bureau of Investigation
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