Listen Br. Ruchi Sinha talk abeut 3
things yeu can de te ¢et what yeu want
in @ neqetidtien. As yeu listén, cemplete
the surimary (yeu can fill the qaps with

one, twe or thré® \verds).

Negotiation is an essential part of our (1) e livES, a5 We negotiate for higher pay, promotions,
vacations, and even greater (2) . . HOWEVEr, negotiation does not have to be & (3) e With
(4) and (5) eeesmen - Instead, it should be approached like a (6) eeeeer. where both parties

M acc il
To be (9) e i @ NEGOtiation, it's essential to (10) .o @0 figure out whether what you're

asking for is (1) e . YOU $hould build @ 50lid (12) e fOF YOUF request and study your company's

(13) oo to understand how your (14) might affect them and others in 98]
Asking for things can get (16) s aNd it's essential to have (17) s In place to manage those
feelings. One strategy is to adopt a mindset of (18) e, Where you (19) e thatt

(20) ereemrsressees QA (Z1) e AF@ COMMON N @ negotiation and f22) o waysito

(23) i . those obstacles. Another strategy is (24) e, where you're less (25) . to
any specific outcome,

You should (26) e thinking of negotiations as a i i ) R & your (28).- . - 1Inthese
conversations, your request could (29) e UL it cOUI @50 (30) s AN that doesn’t change
IRE LI i DT O U icsisiiniiuiion . Also know that if you feel yourself getting £ 1 P . OF
(34) s 1S OK 10 (35) sevmssscsinnns . YOU €N 5aY things like, "Let me think about this a little more.” or
“Could we press pause and continue this tomorrow?", to buy yourself time to (36) «eeee. and refocus.

It's also important t0 (37) s iN the 0ther person's (38) e AN (39) e their nEEdS
and challenges. When negotiating, it's important to (40) ey a5k (41). e ,and try to

(42) sssssssssnen the Other person's (43) s . YOU should look to balance (44) .. abOUt your
) [N || {1 L7 DN | g ., (11T g ¢ N— | | | [— | .
using phrases like "I'm asking for this becauvse I know it's good for my team.’, you can show that you're

(49) e

By following these tips, you may avoid (51) s the 0ther person, which is a common cause of

, 4ou know what you want, but you (50) e

(52) e . A i1 doing so, you may find (53) s fOF Win-win solutions. That's what negotiation is

all about.
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