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What is  th is  ' th ing'  ca l led Negotiat ion?  How’s  i t  

real ly  d ifferent  from Bargaining?  I s  i t  necessary  

to Negotiate?  Won’t  I  look l ike  a  greedy person i f  

I  Negotiate?  What are the benefits for Negotiating?  

Are  there many complex sk i l ls  involved?  Why is  

so much made about  Negotiat ing?  Isn’t  i t  only  

about  very  b ig  mult ib i l l ion rupee deals?  Or  war  

and such things,  especia l ly  between countr ies?  

Or for  some hostage dramas?  Don’t  I  need to be 

cunning,  and ready to bluff,  l ie ,  and learn to keep 

a  poker  face,  to  Negotiate?  Are  there some 

c lear ly  recommended mindsets,  processes,  and 

methods that  wi l l  help  me to Negotiate  better?  

Can I  learn to Negotiate,  and become a  

Twenty Quest ions
about  Negotiat ing



profess ional  Negotiator?  Can I  learn to become a  

good-to-great  ‘personal ’  Negot iator?  Wi l l  I  be 

out-persuaded,  out-pr iced,  and out-negot iated 

by other  super ior ,  more exper ienced,  ‘hardened’  

Negotiators?  Who wi l l  negot iate  for  us  when our  

Mr.  Negotiator  leaves th is  organisat ion?  How do 

I  posit ion myself  when the other  s ide is  a  large 

conglomerate’s  team,  l ike  that  of ,  say,  

Rel iance’s ,  with their  procurement head,  and 

supply  chain  team,  et  a l ?   I  need to negot iate,  and 

I  want  to be taken ser iously  as  a  Negotiator :  

what  image may I  create about  the s i tuat ion and 

about  me before I  come to the Negotiat ing table?  

Am not  too good in  communicat ion,  storytel l ing,  

etc. ,  nor  am I  any good at  motivat ing,  who can do 

this  job wel l  ~  so,  should I  s imply  refuse to 

Negotiate,  and instead,  offer  them an inflexible,  

‘ fu l l  and final ’ ,  ‘ take i t  or  leave i t ’  deal?  How 

much t ime and cost ,  and what  a l l  wi l l  I  need to do

to become a  good Negotiator?



The M I  N T  Negotiat ion Programs offer  
memorable  answers  to a l l  of  these re levant  and 
burning quest ions in  detai l ,  exper ient ia l ly ,  
careful ly ,  and interact ively .  

The program/s  wi l l  g ive you what  you need:  a  
strong rat ional  understanding,  and immediately  
act ionable  ideas  that  wi l l  t ransform you as  a  
Negotiator .  B lended with re latable  stor ies,  
day-to-day examples  and anecdotes,  and 
excel lent  sc ient ific  r igour,  the M I  N T  
Negotiat ion programs wi l l  c lear ly  herald  the new 
You:  one who can Navigate the rough whi le  
Negotiat ing tough.  Your  own exper ience,  
observat ions,  learning,  and reflect ing wi l l  a lso 
help great ly .  

In  addit ion to pract ic ing Specia l  Conversat ions,  
we cover  the essent ia l  aspects  of  ‘Mindfulness’ ,  
and ‘Systems Thinking’  a lso in  our  Programs.  

Depending on the complexity  of  your  s i tuat ion,  
M I  N T  can support  you and your  team with 
longer  sess ions,  actual  Negotiat ion support ,  
one-on-one or  group coaching,  Retr iums,  audio 
and video assistance, reading material,  and so on.

So,  would you love to learn more about  how you 
can start  Negotiat ing with confidence?  

Decide r ight  away,  g ive us  a  ca l l .  And let  us  begin 
Negotiat ing.



  Understand,  prepare and plan 
negotiat ions from an a l l -party  
perspect ive

  Design negot iat ion strategies  and 
execute them, us ing a  res i l ient  
framework

  Expand the value pie  when 
poss ible;  and s imply  c la im an 
honourable  share

  Develop and susta in  human and 
strategic  re lat ionships

  Develop strength in  the 
Organisat ion i tself ,  to  rough i t  out  

in  tough Negotiating environments, 
rather  than in  one or  two ‘heroic ’  
indiv iduals  who are the 
‘des ignated’  Negotiat ing Process  
Champs

  Overcome poss ible  deadlocks,  
barr iers ,  res istance,  and
obstacles  far  more eas i ly ,  us ing 
easy-to-use-and-remember 
pract ica l  tools  and an effort less,  
car ing approach 

M I  N T  fac i l i tates  profess ionals  to:



The foundat ional  M I  N T  Negotiat ing Program is  a  
two-day exper ient ia l  journey to fac i l i tate  learning 
on the fol lowing sal ient  aspects  —  

  Decode the counter- intuit ive  
aspects  of  negot iat ion

  A playful  group act iv i ty  to  help 
part ic ipants  understand their  own 
sty le  of  negot iat ing

  Deep dive into — Connect  & 
Col laborat ion 

  Lett ing go of  our  own unconscious 
habits  and defaults  because that  
could h i jack a  ‘good’  negot iat ion  

  Understanding Them; and bui ld ing 
trust  in  the value chain;  specific  
methods to avoid conflict  
s ituat ions

  Understanding Ego States  at  work 
in  Negotiat ing scenar ios,  and how 
that  might  impact  the d ia logues

  Introduct ion to instruments  of  
negotiat ion and their  appl icat ion

  The M I  N T  Resi l ience Framework
  Design Negotiat ion Strategies  

us ing the framework
  Fun,  P lay,  and Learn:  A Team game 

to recap learning effect ively
  A  Hol ist ic  Negotiat ion case study
  Case Study Deep-br ief :  The finer  

Nuances of  Execut ion:  unfolding 
the Negotiat ion Elements  

  Learning;  stakeholders  at  
loggerheads due to conflict ing 
goals ;  there is  mess iness,  d ifficult  
trade-offs,  h idden problems,  
unclear  expectat ions,  interests ,  
faulty perceptions; vested interests,  
bargaining powers,  and such. . .

The M I  N T  Negotiat ing Programs 
Ninad A.  Pat i l  learnt  most  of  what  he knows as  a  
'Negotiator'  over  the past  24 years  of  h is  
work- l i fe ,  16  of  them with Tata Steel ,  and The 
Times Group,  in  var ious Leadership roles.  He then 
harvested his  wisdom with h is  on-going st int  as  a  
Fac i l i tator  in  the Enhanskool  community,  a  
community  of  learning designers  and fac i l i tators.  
Reasons-why his  M I  N T  Negotiat ion Programs 
combine the l ight  and strength of  exper ience and 
the heat  and fragrance of  wisdom.

 70214 37213
ninadpatil@mintnegotiating.com

www.mintnegotiating.com




