
Being an effective negotiator demands a positive attitude, one steeped in the 
belief that no matter what your wants, needs, issues, or concerns, the person 
with whom you are negotiating also has wants, needs, issues, or concerns.  
Approaching any negotiation with a positive outlook ensures collaboration, not 
confrontation.

At Mohawk College Enterprise (MCE), we are Stephen Covey advocates.  We 
use Habit #1 in our leadership courses, encouraging leaders to apply the Circles 
of Concern and Influence whenever they face a challenge, seek to implement 
a change, or work to develop their skills. Whether professional or personal, 
Covey’s Habit encourages positivity and proactivity - a tool for successful 
negotiations.

In fact, negotiations should create positive, not antagonistic, relationships.
So why are negotiations so difficult? Because they involve emotions, how we 
feel will influence whether we are combative or collaborative, when and how 
we reach agreement (if we do), and value that is created when dealing with 
someone else.

As Alison Wood Brooks states,

“Many people believe that anger can be a productive emotion—one that will 
help them win a larger share of the pie. This view stems from a tendency to 
view negotiations in competitive terms rather than collaborative ones.  Anger, 
the thinking goes, makes one seem stronger, more powerful, and better able to 
succeed in this grab for value.”

Research shows anger often harms negotiations by escalating conflict, making 
it more difficult to see the situation from the other party’s point of view.
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So where do we start? With being aware of how we approach situations where 
we are seeking to exchange ideas to effect a change in our relationships.    
Negative emotions create obstacles by diverting our attention and are often 
used to exploit and manipulate. These can easily damage the relationship we 
are attempting to develop.  

George Raine’s Principle-Based Labour Relations course, offered as part of 
MCE’s Union Management Relations program, states,

“You don’t have to play power politics with the other party.  Resolving a 
complaint or concern becomes about getting it right rather than getting it my 
way. Mutual trust increases.  If you explain the principles you use as you go, 
the other party will learn that you are truly focused on being fair.”

Positive emotions encourage us to find common ground, enhancing the 
relationship over the long term.

To negotiate positively and proactively,

1. Be aware of your emotions. What can I do to be positive?
2. Prepare by keeping in mind the other party’s wants and needs.  Do I have all 

the information to fully appreciate them?
3. Assess your circles of concern and influence. What am I not able to control?  

How do I expand my circle of influence?
4. Be empathetic. Am I able to see the situation as they see it?
5. Apply principles of fairness and mutual trust. How do I ensure collaboration?

Being proactive is not about being pushy or aggressive but rather appreciating 
the other side, being positive, and negotiating for collaborative results.
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