
How to 

CAPTURE VALUE
IN NEGOTIATIONS

Set an effective 
anchor

Frame your offer 
and provide 
justification

Manage your 
patterns of 

concessions

If a gap
exists, seek 

agreement on the 
process to close 

the deal 

KEY POINTS

1. INFORMATION IS KING
Ask questions. What you learn depends on what you are willing to learn.

Identify 
assumptions

How to elicit 
information?

Give away some 
information 

first

Negotiate on 
multiple issues 
simultaneously

Ask questions 
and triangulate 

on the truth

Make multiple 
offers 

simultaneously

2. CONTROL
THE FRAME

Be prepared to answer difficult 
questions yourself. Think ahead 

what they could ask you and 
what are you willing to share 
(helps you to avoid lying, not 

giving up too much information, 
and to reclaim control of the 
conversation and framing).

3. ANCHORING

7. USE CONTINGENCIES CONTRACTS

NEXT STEPS FOR YOUR ORGANISATION

4. MIDPOINT RULE

5. NEGOTIATE
MULTIPLE ISSUES
SIMULTANEOUSLY

It’s proven that first offers heavily influence the final outcome
(first offers account for more than 50% of variance in final outcomes)

The final result is often in the middle of the two anchors

Anchoring is more effective 
when the first offer is 
precise, rather than a round 
or whole number. Precise 
numbers prime us to think 
about pennies rather than 
pounds and precise 
numbers may signal that 
the negotiator put more 
thought into the offer

Anchoring is also more 
effective if it is justified 
based on comparable or 
arguments 

What to do if the other side 
opens aggressively?

Separate information 
from influence

Ignore the anchor

Re-frame and re-anchor

Remember the midpoint 
rule, i.e. make a low ball 
o�er in return

What if you like the first offer? 
Anytime you are surprised in a negotiation

you should begin to investigate 

6. TRADE
ACROSS
ISSUES

Logrolling; add issues that create value
for either side.

Signals flexibility and willingness to 
accommodate the other party’s needs and 

helps you to gain information 

Contingent contracts usually occur when both negotiating parties fail 
to reach an agreement. The contract is characterised as "contingent" 

because the terms are not final and are based on certain events or 
conditions occurring.

Leverage 
di�erences: do 
not argue over 
the future, bet 

jointly on it

Hedge by 
sharing potential 

upside (or 
downside)

Align incentives 
and motivate 
appropriate 
behaviour
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Run an Effective Negotiation Skills workshop

Call Matthew Solon
 at +44 (0)20 3319 5726 

Email us at 
eecc-enquiries@
fticonsulting.com


