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Negotiation Mindset

Based on the Brain Science Research of 

Dr. Carol Dweck, Stanford University



What Is Your Mindset?

1. Making a difference

2. Being happy

3. Being Healthy

4. Being Wealthy 

My experience, people speak like 1,2 or 3, but live like #4





Control Your Own Destiny:   Choose!



MINDSET HABITS
Habits, routines & patterns of thinking

which influence behavior positively or negatively

Å Strengths can become weaknesses

ÅWeaknesses can be turned around

Å Learn from everything & everyone

Å Observe the behavior of others

Å Assume nothing
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1. Beingcluelessaboutyourmindset*

* Hint, seeslide#3

NegotiationMindset: 13 Problems



2. TalkingTOO MUCH 
and listening

too Little

Whenyoulisten, youclaimpower



3. Failingto recognize
yourown strengths



4. Getting
stuckon
oneissue



5. Failingto seemore than one
negotiatedoutcomeor option



Explore all possible outcomes:

ÅAsk Why? & Why Not

Å Invent solutions for mutual gain

ÅCraft simple agreements

ÅAvoid ñsplitting the differenceò

ÅHave a passion for adding value 

to all parties



6. Startingwith a win-lose mentality

Ask yourselfΣ άwhatsthe worst that can happenέ ŀƴŘ Ǉƭŀƴ for it



A champion is afraid of  losing,
everyone else is afraid of  

WINNING 
PanchoSegura



7. Short term
thinking


