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Unlock the secrets to dominating any deal with 'Bare Knuckle Negotiating Second Edition," a definitive
guide to knockout negotiation tactics you won't find in any traditional business school. This book equips
you with unconventional, powerful strategies to secure favorable outcomes and become a master
negotiator in the real world.
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The Best Way to Win a Negotiation, According to a Harvard Business Professor | Inc. - The Best Way
to Win a Negotiation, According to a Harvard Business Professor | Inc. by Inc. 556,973 views 5 years
ago 46 minutes - Deepak Malhotra, Harvard professor and author of ‘Negotiation, Genius,' shows
you, exactly how to, approach and win, any ...
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How to Negotiate Your Job Offer - Prof. Deepak Malhotra (Harvard Business School) - How to
Negotiate Your Job Offer - Prof. Deepak Malhotra (Harvard Business School) by Deepak Malhotra
1,525,003 views 11 years ago 1 hour, 4 minutes - Good luck with your negotiations,!

It's a Lot of the Stuff That Happens before or After and some of the Points I'M Going To Touch On
Are Going To Are Going To Hit those but There May Be Additional Questions That Are Relevant to
You in that Domain if You'Re Standing Uncomfortably Feel Free To Just Filter into the Sides There's
More Service Sitting Area At Least on the Steps if You'Re Comfortable Standing That's Great if Not
Then Please Move Around There's a Couple Seats in the Middle Here As Well if Somebody Wants
To Sneak In All Right So I'M Going To Go through a Few Things That | Think May Be Relevant to You
Feel Free To Take Whatever Notes

If You'Re Comfortable Standing That's Great if Not Then Please Move Around There's a Couple Seats
in the Middle Here As Well if Somebody Wants To Sneak In All Right So I'M Going To Go through a
Few Things That | Think May Be Relevant to You Feel Free To Take Whatever Notes Feel Free To Ask
Questions during if Something Is Unclear I'LI Try To Go through this Relatively Quick So 15 Pieces
of Advice the First Thing I'M Going To Tell You Is Here's the Equation for Getting What You Want this
Is You Know Just Cutting to the Chase You Want To Get More You Want More Money a Better Offer
a Better Deal Here Are the Components of What You Need To Do First They Need To Like You

You Want To Get More You Want More Money a Better Offer a Better Deal Here Are the Components
of What You Need To Do First They Need To Like You Alright so that's the First Component so the
Things That You Do that Make Them Like You Less Make It Less Likely that You'Re Going To Get
What You Want Alright that's Not Enough They Have To Believe that You Deserve It It's Not Enough
that You Believe You Deserve It It Has To Be Believable Justifiable to Them another Version of this Is
Don't Ever Ask for Something without Giving the Explanation for Why You Think You Deserve It Why
Is Justifiable

They Need To Be Able To Justify and Act on It Internally They May Like You They May Think You
Deserve It but if They Have Constraints That You Haven't Fully Acknowledged or Understood You'Re
Still Not Going To Get What You Want and Different Organizations Different People Have Different
Constraints so You Want To Spend a Lot of Time Figuring Out Where They'Re Flexible Where They'Re
Not Flexible some of You Will Run into this When You'Re Going towards a Non-Traditional Job versus
a More Traditional Job for Hbs Graduates on the One Hand Many Non-Traditional Jobs Are Likely To
Offer Lower Salaries

And They'Re Not Used to these Levels on the One Hand They May Start Out Offering Less and May
End Up Offering Less on the Other Hand They May Have Much More Flexibility on Structuring a
More Creative Deal a More Interesting Deal a More Valuable Deal for You than the Standard Folks
That Hire at Hbs So Understand Where They Can Give Alright and How They'Re Going To Justify It
Internally the Person at the Table Needs To Like You and Think You Deserve It They Need To Be Able
To Go Back and Be Able To Sell It Internally if They'Re Hiring Twenty Other People from Your School
or from Similar Schools They Maybe Can't Just Give One of You a Certain Kind of a Sweetheart Deal
No Matter How Much They Like You

Most Important Thing for Negotiations as You Start Out

Nothing Is Fundamentally More Important than Understanding the Person on the Other Side of the
Table from You Who Are They What Do They Like What Are Their Interests Were Their Constraints
Learn As Much as You Can Not Just at the Table before You Get There and after You Leave You
Shouldn't Be Negotiating with a Company or Even Interviewing with a Company without Exhausting
all Sources of Information That You Can Before Even Walking in Talking to Folks in the Career and
Professional Development Department Talking to Friends Who Have either Interviewed There or Have
Worked There or Are Planning on Working There Talking to Folks That Are in that Organization Who
You May Be Able To Have Access To Learn As Much as You Can Not Just in Order To Have a Good
Interview

Understand What They'Re Looking for You in Terms of the Value You'Ll Bring to the Table in Order To
Understand Where They May or May Not Be Flexible in Order To Understand Why They'Re Interested
in You Specifically the More You Get the Better You'Re Going To Be as You Start Negotiating Down
the Line Okay Next | Negotiate Multiple Issues or Interests Simultaneously Here's What that Means
You Get an Offer and There's Two or Three or Four or Five Things You Don't Like about It so You
Decide To Let Them Know that You Want a Different Offer

You Get an Offer and There's Two or Three or Four or Five Things You Don't Like about It so You




Decide To Let Them Know that You Want a Different Offer What's Not a Good Idea Is To Send an
Email That Says You Know the Salary Is Kind Of Low Could You Do Something about It and Then
They Work at It and They Come Back to You and Then You Say Okay and There's these Two Other
Things That I'D Like You To Work On and Then They Do those and Then You Come Back Okay Just
One More Thing All Right You Can Imagine Why that's Really Annoying All Right It's Also Not Very
Productive

We Can Get You if all You Do Is Send Them a Request for a Salary or a Change in City and that's
the Only Thing You Mentioned and They Start Working Hard towards It They'Re Not Going To Be
Particularly in a Giving Mood When You Go to the Next Stage the Other Reason To Do this or the
Other Way To Do this When You Mentioned the Two Three or Four or Five Things That You Think Need
Addressing and Hopefully It's Not As Many as Five or Six Things but the Few Things That You Need
It's Also Important To Signal to Them What Is Most Important and What Is Less Important and the
Reason Is this if You Talk about Salary

It's Not As Many as Five or Six Things but the Few Things That You Need It's Also Important To Signal
to Them What Is Most Important and What Is Less Important and the Reason Is this if You Talk about
Salary and Start Date and and You Know Your Bonus and and Your Stock Options or Your the City
You'Re Going To Be In and You Mentioned Four or Five Things You Don't Tell Them What's Most
Important They May Pick Two Things That Are Pretty Easy To Give You and They Give those to You
and Now They Feel that They'Ve Met You Halfway and You Feel like They Gave You Something Not
Very Important

It May Be Possible To Negotiate those Same Issues Six Months down the Line or a Year down the
Line once a Number of Things Have Changed Maybe You'Ve Had the Opportunity To Convince Them
that You Are Different Better More Unique or Maybe Simply They'Re in a Different Phase in the
Employment so They Just Happen To Have More Flexibility They Can Do a Lot More Things once
You'Re One of Them Then They Can Do When You'Re Just Shopping Around

What They Couldn't Share after They Gave You the Offer They May Below To Share with You once
You'Ve Accepted the Offer Maybe Their What They Can't Share with You after You Accepted the Offer
They Can Share with You once You'Ve Been Working with Them Six Months or a Year So Stay at the
Table Don't Just Negotiate When It's Time To Negotiate because Hey We Need To Reach a Deal on
Something Stay at the Table with Them Learn As Much as You Can As Important as It Is To Come
Up with a Good List of Questions That You Can Ask Them and Learn As Much as You Can About
Where They'Re Coming from There's Going To Be Times When the Other Side Throws Something
at You that You'Re Kind Of Hoping

Wouldn't Be Brought Up All Right and the Only Real Solution Is To Be Prepared for those Tough
Questions and It Is Frankly Quite Surprising How Often People Walk into Negotiations Hoping They
Don't Bring that Up Rather than Spending a Good Amount of Time Thinking about When They Bring
that Up What's the Best Way To Respond All Right this Could Be Them Asking You Do You Have any
Other Job Offers or the Company You Worked with over the Summer Did They Make You an Offer and
if the Answer Is no You'Re Kind Of Hoping They Don't Ask but that's Not Good Enough Well What Are
You Going To Say and if You'Re Unprepared the Most Likely Thing That's Going To Happen Is You'Re
Going To Come Up with Something That either Sounds like a Lie or Is a Lie or Is Too Defensive
Right It's Possible that at some Point They or Someone Else Will Discover that the Position They Took
Is Going To End Up in no Deal and Really They Could Move if It Came Down to It the Last Thing |
Want Them To Feel at that Point Is | Made this Big Deal about this Ultimatum and Now I'M Going To
Lose Face by Changing My Mind All Right It's Easy To Get People in Negotiations To Understand that
They'Ve Said Something They Shouldn't Have Said or Two They Asked for Something That You Can't
Possibly Give Them They'Ve Over Reached the Hard Part Is Getting Them To Admit It and Change
Their Behavior They'LI Only Admit It and Change Their Behavior if They Can Do So without Looking
Stupid or Silly or Losing Phase

All Right It's Easy To Get People in Negotiations To Understand that They'Ve Said Something They
Shouldn't Have Said or Two They Asked for Something That You Can't Possibly Give Them They'Ve
Over Reached the Hard Part Is Getting Them To Admit It and Change Their Behavior They'LI Only
Admit It and Change Their Behavior if They Can Do So without Looking Stupid or Silly or Losing
Phase if They Make an Ultimatum We'LlI Never Do this We Can't Do this | Don't Make Them Repeat
I'M Sorry Did You Say Never under no Circumstances Are You Sure no That's Irrelevant the Most |
Might Say Is | Can See How that Might Be a Difficult Thing for You To Do Now Let's Talk about Xy &
Z

The Good Part Is the Part that They'Re Not Out To Get You You Know They Probably Don't Have any
Bad Intent They Have Their Own Issues and Concerns and so You Can Work with Them in Most Cases




so if They'Re Not Being Responsive if They'Re Not Being Sensitive to Your Deadlines if They'Re Not
Exactly Moving in the Direction You Want Them To Move Don't Assume It's because They Don't Want
To

If They'Re Not Exactly Moving in the Direction You Want Them To Move Don't Assume It's because
They Don't Want To or They Don't Like You It Could Be any of those Other Things It Could Just Be
that They'Re Busy It Could Be that They'Re Having a Hard Time with Their Kids at Home You Don't
Know What It Is but Usually It's Not that They'Re Out To Get You and Especially if You'Re Dealing
with Your Future Boss

Think about the Portfolio of Negotiations

Stay Engaged

Influence and Persuasion Does Matter

Conducting Effective Negotiations - Conducting Effective Negotiations by Stanford Graduate School
of Business 910,048 views 14 years ago 1 hour, 8 minutes - Negotiation, is an inevitable aspect of
starting a business,. Joel Peterson talks about how to, conduct a successful negotiation,.
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Negotiation Simon Hazeldine Negotiation Power Tactics - Negotiation Simon Hazeldine Negotiation
Power Tactics by Simon Hazeldine 488 views 12 years ago 2 minutes - Negotiation, and selling expert
Simon Hazeldine http://www.simonhazeldine.com bestselling author of "Bare Knuckle, Selling", ...
The art of negotiation: Six must-have strategies | LBS - The art of negotiation: Six must-have
strategies | LBS by London Business School 4,922,596 views 5 years ago 56 minutes - Strengthen
your management capabilities to, lead your business, into the future”- loannis loannou Find out
more about our ...
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Summary

The Harvard Principles of Negotiation - The Harvard Principles of Negotiation by Erich Pommer
Institut 2,031,229 views 5 years ago 8 minutes, 47 seconds - Getting a Yes — but how? Dr. Thomas
Henschel (Academy, of Mediation in Berlin) explains 'The Harvard Approach' and how to, get ...
Intro

4 principles

Why principles? Why not rules?

separate the person from the issue

develop criteria that a solution must fulfill

you should have different options to choose from

How to win a negotiation, with former FBI hostage chief Chris Voss - How to win a negotiation, with
former FBI hostage chief Chris Voss by Big Think 1,018,977 views 11 months ago 7 minutes, 29
seconds - Negotiation, isn't, about logic & reason. It's, about emotional intelligence, explains former
FBI hostage negotiator Chris Voss.

What drives people?

Negotiation is NOT about logic

1. Emotionally intelligent decisions

2. Mitigate loss aversion

3. Try “listener’s judo”

Practice your negotiating skills

Negotiation Simon Hazeldine Negotiation Tactics Good Cop Bad Cop - Negotiation Simon Hazeldine
Negotiation Tactics Good Cop Bad Cop by Simon Hazeldine 6,890 views 12 years ago 2 minutes,
30 seconds - Negotiation, and selling expert Simon Hazeldine http://www.simonhazeldine.com
bestselling author of "Bare Knuckle, Selling", ...
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Bad Cop
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Former FBI Agent Explains How to Negotiate | WIRED - Former FBI Agent Explains How to Negotiate
| WIRED by WIRED 1,678,297 views 2 years ago 12 minutes, 24 seconds - Former FBI agent and
body language expert Joe Navarro breaks down how to, approach high-pressure negotiations,
using ...
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INSTANT Way to Create a Bond with ANYONE | Chris Voss - INSTANT Way to Create a Bond with
ANYONE | Chris Voss by NegotiationMastery 55,274 views 2 years ago 6 minutes, 21 seconds - Stop
losing and start WINNING,. Negotiations, can feel intimidating, but our methods make it, easy. We
rely on emotional ...

Hostage Negotiator Reveals Psychological Tricks To Win Any Deal | Chris Voss - Hostage Negotiator
Reveals Psychological Tricks To Win Any Deal | Chris Voss by The Jordan Harbinger Show 396,843
views 5 years ago 1 hour, 17 minutes - Like networking, the thought of negotiating, can give even
the most socially robust among us, cold sweats. The stakes can be as ...
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How Do | Negotiate Salary? - How Do | Negotiate Salary? by The Ramsey Show Highlights 81,288
views 1 year ago 7 minutes, 26 seconds - Did you, miss the latest Ramsey Show, episode? Don't,
worry—we've got you, covered! Get all the highlights you, missed plus some ...

Chris Voss Negotiation Drill — 60 Seconds or She Dies - Chris Voss Negotiation Drill — 60 Seconds or
She Dies by Steven Pesavento 143,539 views 3 years ago 12 minutes, 45 seconds - CHRIS VOSS
LIVE NEGOTIATION, What is it, like negotiating, against one of the worlds lead ...

14 Common Negotiation Mistakes - 14 Common Negotiation Mistakes by Valuetainment 340,382
views 6 years ago 12 minutes, 55 seconds - Valuetainment Posting Schedule: Monday- Motivation
for Entrepreneurs Tuesday- How to, Video with Patrick Bet-David ...

WHY SUCCESS Comes From Mastering Negotiation In BUSINESS & LIFE | Chris Voss & Lewis
Howes - WHY SUCCESS Comes From Mastering Negotiation In BUSINESS & LIFE | Chris Voss
& Lewis Howes by Lewis Howes 700,068 views 7 years ago 1 hour, 17 minutes - Chris Voss is
the Founder and CEO of the Black Swan Group Ltd and author of Never Split The Difference:
Negotiating, As If Your ...
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How To Talk ANYONE Into Doing ANYTHING (Seriously!) With Chris Voss | Salesman Podcast -
How To Talk ANYONE Into Doing ANYTHING (Seriously!) With Chris Voss | Salesman Podcast by
Salesman$com 840,009 views 7 years ago 40 minutes - Chris Voss is an ex FBI hostage negotiator
that knows how to, get people to, do what he, says. In this episode Chris shares some ...

Intro

How to talk anyone into anything

If youve got other skills

The Yes Trap

Know Their Religion

Emotional Intelligence

The Trap of Yes

The Power of No

What Happens When You Give Up

Open The Talk

The Perfect Question

Trigger The Know

International Negotiations

How To Talk To sociopaths

Building Trust In An Instant

Why Not

Scientific Experiment

Las Vegas Odds

Do Something Positive

One Step Back

Research

Good at cold reads

Go deeper

Effective pause

They talk to you all the time

How do you judge that




Pivot to how

| appreciate your time

Quickfire questions

Book recommendations

Morning meditations

Gratitude

One piece of advice

Chris always tells two things

The books easy to absorb

The newsletter

Outro

Salary Negotiation - What Career Coaches WON'T Tell You ( EXACTLY what to say ) - Salary
Negotiation - What Career Coaches WON'T Tell You ( EXACTLY what to say ) by Joshua Fluke
178,150 views 11 months ago 8 minutes, 13 seconds - Email me directly!: grindreel@gmail.com
Business, inquiries: Joshuafluke@thoughtleaders.io My Gear ...
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How To Negotiate Salary After Job Offer - Everything You Need To Know About Salary Negotiation -
How To Negotiate Salary After Job Offer - Everything You Need To Know About Salary Negotiation
by Steph & Den 87,342 views 1 year ago 11 minutes, 1 second - You,'re probably leaving money on
the table at your job, and you,'re definitely missing out on thousands of dollars over the course ...
You need to negotiate your salary

Your salary now impacts your future pay

Why you should give a salary range

Here's how to actually negotiate

How do you know what salary to ask for?

What salary range to ask for

Remember negotiation = collaboration

Margaret Neale: Negotiation: Getting What You Want - Margaret Neale: Negotiation: Getting What
You Want by Stanford Graduate School of Business 1,717,959 views 11 years ago 24 minutes -
Negotiation, is problem solving. The goal is not to, get a deal; the goal is to, get a good deal. Four
steps to, achieving a successful ...
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Business Negotiation Strategies | International Management | From A Business Professor - Business
Negotiation Strategies | International Management | From A Business Professor by Business School
101 15,377 views 2 years ago 9 minutes, 3 seconds - Did you, know that on a daily basis, business,
managers normally spend 50 percent or more of their working hours on meeting ...
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Five Basic Negotiating Strategies - Key Concepts in Negotiation - Five Basic Negotiating Strategies
- Key Concepts in Negotiation by Management Courses - Mike Clayton 40,081 views 3 years ago 6
minutes, 7 seconds - What is your strategy, when you, go into a negotiation,? There are five basic
negotiating strategies,. In this video, I,'ll describe them, ...
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"Negotiating with Emotion" with HBS Online Professor Mike Wheeler - "Negotiating with Emotion"
with HBS Online Professor Mike Wheeler by HBS Online 15,788 views 3 years ago 44 minutes - In
this recorded lecture, Harvard Business School, Online Professor Michael Wheeler discusses how
to, understand, channel, and ...
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3 steps to getting what you want in a negotiation | The Way We Work, a TED series - 3 steps to getting
what you want in a negotiation | The Way We Work, a TED series by TED 373,485 views 2 years ago
5 minutes, 1 second - We negotiate, all the time at work -- for raises, promotions, time off -- and we
usually go into it, like it's, a battle. But it's, not about ...
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Top 10 MOST Powerful Negotiation Tips | Black Swan Method | Chris Voss - Top 10 MOST Powerful
Negotiation Tips | Black Swan Method | Chris Voss by NegotiationMastery 386,293 views 2 years ago
18 minutes - Stop losing and start WINNING,. Negotiations, can feel intimidating, but our methods
make it, easy. We rely on emotional ...
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Tactics for Negotiating - Tactics for Negotiating by Duke University - The Fuqua School of Business
2,702 views 3 years ago 4 minutes, 4 seconds - In this video, part two of our 3-part negotiation,
series, we go into more detail on having a negotiation, conversation. Whether you, ...

Caitlin Hunter Career Management Center
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Simon Hazeldine's Advanced Underground Bareknuckle Property Negotiation Blueprint - Part 2

- Simon Hazeldine's Advanced Underground Bareknuckle Property Negotiation Blueprint - Part

2 by Progressive Property 1,387 views 12 years ago 22 minutes - Register for the Webinar ---
http://bit.ly/okeJnN www.progressiveproperty.co.uk.
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Harvard negotiator explains how to argue | Dan Shapiro - Harvard negotiator explains how to argue |
Dan Shapiro by Big Think 5,518,513 views 1 year ago 4 minutes, 36 seconds - Dan Shapiro, the head
of Harvard's International Negotiation, program, shares 3 keys to, a better argument. Subscribe to,
Big Think ...

Negotiation Strategies - 5 Styles To Negotiate and Get What You Want - Negotiation Strategies - 5
Styles To Negotiate and Get What You Want by Psychology Tricks 5,969 views 1 year ago 1 minute,
13 seconds - Choose your negotiation strategy,, how to, behave and act towards the other party
and get the outcome that you, consider the most ...
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Chris Voss Teaches the Art of Negotiation | Official Trailer | MasterClass - Chris Voss Teaches the Art
of Negotiation | Official Trailer | MasterClass by MasterClass 25,881,931 views 3 years ago 2 minutes,
33 seconds - During his 24-year tenure at the FBI, Chris Voss developed a set of negotiation skills,
that apply as aptly to, everyday life as they, did ...

How to Negotiate in English - Business English Lesson - How to Negotiate in English - Business
English Lesson by Oxford Online English 795,083 views 5 years ago 18 minutes - In this lesson,
you, can learn, useful language to negotiate, in business, situations. Do you, have any tips, for
business negotiations,?

1. Establishing Your Position

2. Setting Conditions

3. Disagreements and Setting Boundaries

4. Reaching an Agreement

5. Summarising and Restating
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