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Tools & Scripts You Can Use Immediately
Summary of Tools & Scripts
This summary provides a quick overview of the tools and scripts you can use immediately during negotiations.
Negotiation Checklist: Helps you prepare thoroughly before negotiations.
10 Power Questions: Builds rapport and uncovers needs.
Language Swaps: Keeps conversations positive and open.
Emotion Management Techniques: Maintains calm and composure                                 
Detailed Tools & Scripts
✔️ Negotiation Checklist
A step-by-step guide to ensure you are fully prepared before starting any negotiation.
Examples:
Define your goal clearly.
Know your BATNA (Best Alternative to a Negotiated Agreement).
List your priorities and fallback options.
Prepare supporting data and facts.
Identify potential objections and responses.
❓  Power Questions
Strategic questions are designed to uncover needs, build rapport, and keep discussions productive.
Examples:
What is most important to you in this agreement?
How can we create value for both sides?
What would success look like for you?
What challenges do you foresee?
How can we make this work for everyone?






💬 Language Swaps
Replace negative or closed responses with positive, open-ended language.
Examples:
Instead of saying “No”, say “What would make that possible?”
Replace “That’s impossible” with “Let’s explore alternatives.”
Swap “We can’t do that” for “Here’s what we can offer.”
😊 Emotion Management Techniques
Practical tips to stay calm and maintain composure during challenging conversations.
Examples:
Take deep breaths before responding.
Pause and count to five when feeling stressed.
Use positive self-talk to stay calm.
Practice active listening.
Take short breaks if needed.

                                       Remember
“You don’t get what you deserve, you get what you negotiate”
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