
Ready, Set, Negotiate! 



PURPOSE:

To gain an understanding of the components of a negotiation to enhance preparation 
and service to your client. 

EXPECTATIONS:

Upon completing this class, you should have:

1. An understanding of the basic concepts of a negotiation

2. A deeper awareness of the objectives and how to successfully navigate each stage 
of a negotiation

3. A framework for navigating buy-side and sell-side negotiations

4. A grasp of various basic tactics employed to maximize value during a negotiation

Course Overview



RESULT: 

Increased comfort and success in maximizing value for your clients in the closing stages 
of a transaction.

PLAN:

1. Negotiation Theory – an understanding of the building blocks of a negotiation

2. Buyer Negotiation – how to navigate a negotiation from the buy-side

3. Seller Negotiation – how to navigate a negotiation from the sell-side

4. Negotiation Tactics – identifying commonly used tactics and how to overcome 
them

Course Overview



Negotiation Theory



Key Concepts

• Positions

• Interests

• Bottom Line

• Zone of Agreement



Key Concepts – Positions 

Positions are the what in a negotiation.

Positions consist of the interests of the client.

Essentially, positions are a series of stances 
working to maximize the client’s interests.



Key Concepts – Interests 

Interests are the basic needs to be met.

Interests are the underlying reasons, values, 
or motivations.

Interests are typically not expressed, but will 
be the primary influencers for a client’s 
position.



Key Concepts – Bottom Line

The bottom line is the minimum agreement 
the client is willing to accept.

Beyond the bottom line, a client will walk 
away from a negotiation.



Key Concepts – Zone of Agreement

The Zone of Agreement is the overlap 
between the Buyer’s and Seller’s bottom lines.

It is where any successful deal will fall.



Key Concepts – Zone of Agreement

A Deal That Will Happen

Zone of Agreement

Buyer’s Starting Position

Seller’s Bottom Line Seller’s Starting Position

Buyer’s Bottom Line



Key Concepts – Zone of Agreement

A Deal That Will Not Happen

No 
Zone of Agreement

Buyer’s Starting Position

Seller’s Bottom Line Seller’s Starting Position

Buyer’s Bottom Line



Stages Of A Negotiation

• Preparation

• Discovery

• Bargaining

• Closing



Stages Of A Negotiation - Preparation

The Preparation Stage focuses on: 
1. Information Gathering 
2. Developing Strategies



Stages Of A Negotiation - Preparation

Information Gathering identifies the client’s 
interests, resources, alternatives, and targets.



Stages Of A Negotiation - Preparation

Developing Strategies helps you better 
understand the negotiating points. These are 
prioritized as must-haves, nice-to-haves, and 
tradeoffs. 

Your initial strategy should include refining 
starting and secondary positions, as well as 
walkaway terms.



Stages Of A Negotiation - Discovery

The Discovery Stage shifts the focus to the 
counterparty’s interests and what they value.

The more facts you can learn about the 
counterparty’s motivations the stronger your 
offer will be.



Stages Of A Negotiation - Bargaining

The Bargaining Stage provides the biggest 
opportunity to influence the outcome of the 
negotiation.

The process typically consists of an offer, 
counteroffers, concessions, and 
contingencies.



Stages Of A Negotiation - Bargaining

Your attention should go towards your client’s 
objectives and interests. 

Where appropriate, a concession plan can 
help bridge the gap towards a mutually 
agreed-upon outcome.



Stages Of A Negotiation - Closing

The Closing Stage has a higher psychological
impact on the result of the negotiation. 

Develop a plan to close the remaining gap 
together, either by exchanging concessions or 
by exploring alternative tradeoffs. 



Stages Of A Negotiation - Closing

Identify cues that can weaken your client’s 
position in this final stage, such as eagerness 
to close, threats or warnings, or guilting 
about previous concessions.

The agreement will be completed once a 
middle ground in the Zone of Agreement is 
reached.



Stages Of A Negotiation

Preparation

• Information 
Gathering

• Develop 
Strategies

Discovery

• Identify 
Counterparty's 
Interests

Bargaining

• Offer

• Counteroffer

• Concessions

• Contingencies

Closing

• Maximizing and 
Solidifying Value



Buyer Negotiation



Buyer Negotiation – Preparation Stage

• Gathering Information

• Prioritizing Interests

• Refining Positions

• Clarifying Bottom Line



Buyer Negotiation – Preparation Stage

 



Buyer Negotiation – Preparation Stage

 



Buyer Negotiation – Preparation Stage

 

 

Buyer’s Starting Position Buyer’s Bottom Line
Buyer’s Secondary Positions



Buyer Negotiation – Discovery Stage

Determine seller interests by:
• Asking questions
• Commenting on previous sales of 

comparable properties
• Inquire or suggest negotiating points to 

improve your client’s offer



Buyer Negotiation – Bargaining Stage

Now Is When The Rubber Meets The Road!

Things to consider when agreeing on the right 
offer:
• CMAs
• Range of starting and secondary positions
• Timing



Buyer Negotiation – Bargaining Stage

Concessions are a key ingredient to improving 
your client’s offer:
• Price
• Terms
• Dates/Timeline
• Inclusions/Exclusions
• Contingencies



Buyer Negotiation – Closing Stage

The focus now becomes maximizing value for 
your client.

Always have a concession plan prepared to 
help push the negotiation across the line. 



Seller Negotiation



Seller Negotiation – Preparation Stage

• Gathering Information

• Prioritizing Interests

• Refining Positions

• Clarifying Bottom Line



Seller Negotiation – Preparation Stage

 



Seller Negotiation – Preparation Stage

 



Seller Negotiation – Preparation Stage

Seller’s Starting PositionSeller’s Bottom Line
Seller’s Secondary Positions



Seller Negotiation – Discovery Stage

Determine buyer motivations and interests by:
• Asking questions
• Identifying potential selling points that 

improve the value of the home



Seller Negotiation – Bargaining Stage

If your client is not satisfied with an offer, your 
job will be to move them in the direction of 
the Zone of Agreement

Suggested discussion topics include:
• Interests and priorities
• Secondary positions



Seller Negotiation – Bargaining Stage

Concessions are a key ingredient to improving 
your client’s offer:
• Price
• Terms
• Dates/Timeline
• Inclusions/Exclusions
• Contingencies



Seller Negotiation – Closing Stage

When discussing concessions, look for win-win 
opportunities.

Focus on conceding interests of minor 
importance to your seller.



Negotiation Tactics



Concession Guilt

Issue:
Designed to force unwanted compromise from the 
counterparty. 

How to Handle:
Preparation. Stick to the positions you’ve agreed 
upon with your client to not derail the negotiation. 



Extreme Anchors

Issue:
Employed to slant the relative starting point of a 
negotiation.

How to Handle:
Acknowledge that the offer is unacceptable. Do not 
immediately engage with a counteroffer.



Misdirections and Bluffs

Issue:
Concealing or exaggerating facts in order to skew 
the narrative of what is deemed “fair.”

How to Handle:
Disengage and take a time out until your client can 
look at the situation more objectively. Investigate 
claims closely and clarify all available information.



Threats and Warnings

Issue:
Employed to heighten the counterparty’s emotional 
state and cloud decision-making.

How to Handle:
Labeling and ignoring a threat can defuse this tactic.



Unreciprocated Offers

Issue:
Counterparty requests concessions before making a 
counteroffer.

How to Handle:
Request that the counterparty submit a 
counteroffer that you can bring back to your client.



Urgency

Issue:
Designed to create scarcity and elicit concessions 
from your client.

How to Handle:
Focus your client’s attention on the content of the 
offer rather than the deadline.



Dealing With Irrational Decision-Makers

When confronted with an irrational decision-maker, 
there are likely other factors at play. Check to see 
whether the counterparty is:
1. Ill-Informed
2. Constrained
3. Has Other Interests



Negotiation Boot Camp

Remember, offers are rarely nonnegotiable. 

Always aim to level the playing field by making sure 
all information is known by both parties.



Negotiation Boot Camp

Challenge:
Consider your current negotiation strategy and think 
about how you can use the things you’ve learned in 

this bootcamp to improve your approach.




