Energize Your Negotiation Performanc
With a Growth Mindset

Dr. Michael E. Gibbs
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Negotiation Mindset

Based on the Brain Science Research of
Dr. Carol Dweck, Stanford University



What Is Your Mindset?

Making a difference
Being happy

Being Healthy
Being Wealthy
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My experience, people speak like 1,2 or 3, but live like #4
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Control Your Own Destiny:

“Failure is an “Failure is the
opportunity to grow” limit of my abilities”

GROWTH FIXED
MINDSET MINDSET

“l can learn to do anything | want” “I'm either good at it or I'm not”
"My abilities are unchanging”

“Challenges help me to grow”
“My effort and attitude to be challenged”

po It “I can either do it,
| don't like Sherdo Mt

debernvine my sbiftise: “My potential is predetermined”

Feedback is constructive “When I'm frustrated,
"l am inspired by the success of others” | give up”

ul Iike tO *Feedback and criticism

new thin S” are personal
= "] stick to what | know”




MINDSET HABITS

Habits, routines & patterns of thinking
which influence behavior positively or negatively

A Strengths can become weaknesses
A Weaknesses can be turned around
A Learn from everything & everyone
A Observe the behavior of others

A Assume nothing



| was going to quit all _
P a

my bad habits but vy
then it occured to me-ﬁ’\
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no one likes a quitter.
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NegotiationMindset 13Problems

1. Beingcluelessaboutyour mindset

* Hint, seeslide#3



2. TalkingTOO MUC
andlistening

too Little

Whenyoullisten,youclaimpower



Discover
YOUR

3. Fallingto recognize Strengths
your own strengths




4. Getting
stuckon
oneissue




5. Fallingto seemorethanone
negotiatedoutcomeor option



Explore all possible outcomes:

A Ask Why? & Why Not
A Invent solutions for mutual gain
A Craft simple agreements
AAvoid Asplitting th
A Have a passion for adding value
to all parties



6. Startingwith awin-losementality

AskyourselE whatsthe worstthat canhapperé | y RoritJ | Vv
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/. Shortterm
thinking



