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THE 7 PRINCIPLES OF
E M O T I O N A L L Y  I N T E L L I G E N T  N E G O T I A T I O N

Negotiation is not merely about tactics or strategies—it's about
understanding people, managing emotions, and finding common ground.
After analysing hundreds of negotiations across various industries and
cultural contexts, certain fundamental truths and behaviours consistently
surfaced. These recurring patterns revealed that successful negotiations are
underpinned by a set of key principles that apply universally, regardless of
the parties involved or the stakes at play.

From these findings, the 7 Principles of Emotionally Intelligent Negotiation
(EIN) were distilled. These principles are not theoretical—they are based on
real-world observations and experiences of what truly works in negotiations.
They serve as essential guidelines, helping you navigate the complexities of
negotiation with a focus on empathy, trust, and sustainable outcomes. By
following these principles, you will be better equipped to engage in
negotiations that not only achieve results but also foster long-term, positive
relationships.
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Why These Principles Matter

Unlike conventional approaches that often centre around winning or
outmanoeuvring the other party, the EIN principles focus on creating
meaningful dialogue and collaborative problem-solving. They are critical
because:

They Build Trust and Foster Cooperation: Effective negotiations rely on more
than just logic and facts; they require trust. These principles emphasise
empathy, genuine listening, and respect, which are crucial for building trust
and fostering a cooperative environment.

They Minimise Conflict and Misunderstanding: Many negotiations break
down due to miscommunications and unaddressed emotions. These
principles help you read the room better, understand underlying emotions,
and address them constructively to keep the negotiation on track.

They Encourage Durable, creative Outcomes: Negotiations should aim for
agreements that stand the test of time. These principles guide you to think
beyond immediate gains and consider long-term value, ensuring that all
parties feel satisfied and committed to the outcome.



A  F O U N D A T I O N  F O R  E V E R Y  N E G O T I A T I O N

The 7 EIN principles are foundational to becoming a truly effective negotiator.
Each principle is like a building block—individually powerful, but collectively
transformative. Before diving into any negotiation where collaboration and
long-term success are the goals, take a moment to reflect and internalise
these principles. 

They are a mindset that shapes how you approach every interaction, every
challenge, and every opportunity at the negotiation table.

So, before you engage in any meaningful dialogue where collaborative
agreements are required, STOP! Take the time to fully understand these non-
negotiable tenets of emotionally intelligent negotiation and make them an
integral part of your approach.
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01 Your counterpart is not your enemy

T H E  7  P R I N C I P L E S

02 Seek to understand not to convince

03 Create value before capturing value

04 Review the emotional state of the negotiators

05 Never become over invested in a specific outcome                                   

06 Leave your counterpart better than you found them

07 Negotiation opportunities exist everywhere 



YOUR COUNTERPART
IS NOT THE ENEMY

Negotiations often come with tension, conflicting goals, and
high stakes. It’s easy to fall into the trap of viewing your
counterpart as an adversary—someone to outwit, defeat, or
overcome. However, this adversarial mindset is
counterproductive and can limit the potential of the
negotiation. The most successful negotiators approach
discussions with the belief that their counterpart is a
collaborator in solving a shared problem, not an enemy to be
conquered.

This does not mean your counterpart is your friend—they may
not be, and in many cases, they won’t be. Negotiations often
occur between parties with conflicting interests or even
longstanding rivalries. The key is to maintain a neutral
perspective. Seeing your counterpart as neither an enemy nor
a friend, but as someone whose goals you need to
understand, allows you to remain objective and strategic. 

This neutral approach creates access to a broader set of
resources and opportunities than the rigidity of an adversarial
stance.

Hypothesis: Viewing your counterpart as an enemy leads to
defensiveness and unnecessary conflict, reducing the
likelihood of a successful outcome. When you approach
negotiation from a position of collaboration, even with those
you may not trust or agree with, you unlock new
opportunities for value creation. This shift in perspective
fosters better communication, innovative solutions, and
outcomes that benefit both parties.

Approaching negotiations this way doesn’t make you weak. In
fact, it requires strength and strategic thinking. Collaboration
is not about conceding to demands or avoiding conflict—it’s
about shifting the focus away from personalities and onto
solving the problem at hand. This mindset allows you to be
firm on the issues while building trust and goodwill, even
when the stakes are high or the relationship is strained.

Negotiating from this perspective ensures you focus on
shared interests, manage emotions effectively, and remain
adaptable. It doesn’t guarantee friendship or even agreement,
but it increases the likelihood of productive discussions and
outcomes that are durable, fair, and mutually beneficial.
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“Emotions are not reactions to the world; 
they are your constructions of the world.”

Lisa Feldman Barret
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An excerpt from the Sony press release captures this
shift in mindset:

Over the past several decades, Samsung and Sony have
each built strong patent portfolios through vigorous R&D
efforts on a wide range of electronic technologies,
especially those related to digitalization and broadband
network capability. Today's announcement is the
culmination of negotiations that have occurred between
the two companies since December 2003. It is
noteworthy that the two leading companies in the
electronics industry will share patents across major
product lines through a cross-license agreement. The
goal was to construct a mutually beneficial relationship
whereby Samsung and Sony could use each other's
patent portfolios to effectively keep pace with the fast
and sophisticated advancement of digital technologies.
This indicates a new patent relationship appropriate for
the broadband/network era."

In 2014, two of the fiercest competitors in the electronics industry,
Samsung and Sony, made headlines by coming together in a
landmark cross-licensing agreement. For decades, these
companies had invested heavily in research and development,
building robust patent portfolios across a wide range of electronic
technologies, particularly in digitalization and broadband network
capabilities. While many would assume that such rivals would
focus on outcompeting each other, they instead chose to
collaborate strategically.

Principle in Practice: Your counterpart is not the enemy

Real-World Example:
SAMSUNG + SONY

Instead of seeing each other as mere competitors, Samsung and
Sony recognised that they shared a common challenge: keeping
pace with the fast-evolving digital technology landscape. By
choosing to be tough on the situation rather than tough on each
other, they were able to pool their resources, reduce legal disputes
over patents, and accelerate innovation in the flat-screen market.
This collaboration was a clear win-win, allowing both companies to
leverage each other's strengths and maintain their leadership in
the market.

This example perfectly illustrates Principle 1: Your counterpart is
not the enemy. Even in competitive environments, there is often a
shared interest or a common goal that can bring parties together.
Approaching negotiations with this mindset can transform
potential conflicts into opportunities for collaboration, innovation,
and mutual success.



PRINCIPLE REVIEW EXERCISE

 H o w  w o u l d  y o u  a p p l y  t h e  i d e a  t h a t  " y o u r
c o u n t e r p a r t  i s  n o t  t h e  e n e m y "  i n  a  n e g o t i a t i o n

w h e r e  t h e  o t h e r  p a r t y  i s  h i g h l y  c o m p e t i t i v e  a n d
s e e m s  u n i n t e r e s t e d  i n  c o l l a b o r a t i o n ?
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Reflection Prompt: Think about a situation where you faced a challenging
counterpart. How could you reframe the negotiation to focus on the shared

problem rather than the adversarial dynamics?



SEEK TO UNDERSTAND,
NOT TO CONVINCE

Negotiation is not about overpowering your counterpart with
facts or arguments; it’s about understanding their needs,
motivations, and perspectives. However, many people fall into
the trap of trying to convince rather than understand—a
mistake that can lead to two cognitive biases that can derail the
negotiation process: the Boomerang Effect and Naive Realism.

The Boomerang Effect occurs when a person is presented with
a persuasive message but responds by adopting the opposite
stance. The harder you push to convince someone of your
position, the more resistant they become. In negotiations, this
effect is particularly counterproductive. The more you attempt
to sway your counterpart with your perspective, the more likely
they are to dig in their heels and oppose you. This leads to a
standoff where both parties become entrenched in their
positions, making collaboration and finding common ground
nearly impossible.

Naive Realism is another bias that can sabotage negotiations. It
is the tendency to believe that we see the world exactly as it is—
objectively, without any biases. We assume that our view is the
"correct" one and that anyone who disagrees must be
misinformed, unreasonable, or biased. This mindset is
dangerous in negotiations because it blinds us to the fact that
our counterpart’s experiences, emotions, and values shape their
perspective. When we fail to recognise this, we dismiss their
concerns and miss opportunities to address the underlying
issues that matter to them.

Understanding" Is More Powerful Than "Convincing"

Instead of trying to "win" by changing your counterpart's mind,
focus on listening, asking open-ended questions, and genuinely
seeking to understand their perspective. This approach reduces
resistance and opens the door to finding common ground.
When both parties feel heard and understood, they are more
likely to move away from rigid positions and explore options
that satisfy both sides.

Rather than preparing arguments to convince the other party,
prepare questions that help you explore their underlying
interests and concerns. Show empathy by acknowledging their
viewpoint, even if it differs from yours. By focusing on
understanding, you create a more collaborative atmosphere
where both parties feel respected and are more willing to work
together to solve the problem at hand.
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In 1945, the United Nations (UN) was established, and the United
States agreed to cover 50% of its annual budget. However, as
more nations developed economically and sought greater
influence within the UN, the financial contributions of member
states were recalibrated. By 1972, the U.S. share was reduced to
25% to reflect this changing global landscape.

Fast forward to October 2000, when a significant conflict arose
over a $1-billion debt the United States owed to the UN. The U.S.
was unwilling to pay this amount unless the UN agreed to a
series of reforms, including a further reduction of the U.S.
contribution to 22%. Such a change required a consensus from
all UN member states. However, many members deemed this
demand unfair, as it would require them to shoulder the
financial burden of the shortfall, which they were not prepared
to do.

At first, the U.S. approach focused on convincing UN members
to accept the proposed changes. This strategy, however, proved
ineffective. Member states were resistant, and the negotiation
reached a stalemate.
Recognising that a different approach was needed, U.S.
Ambassador to the UN, Richard Holbrooke, decided to shift his
strategy. Instead of trying to force agreement through
persuasion, Holbrooke set out to understand each member's
perspective. He systematically engaged with representatives
from each country, not to convince them of the U.S. position,
but to genuinely listen to their concerns and understand the
constraints they faced.

Through this process, Holbrooke discovered a crucial insight:
most nations were not opposed to adjusting the U.S.
contribution, but they were constrained by their own budget
cycles. With the fiscal year 2000 coming to an end and budgets
for 2001 already set, it was financially unfeasible for them to
increase their contributions immediately.

Armed with this understanding, Holbrooke crafted a
compromise: the U.S. contribution would be reduced to 22%, but
other nations would not be asked to increase their financial
support until 2002, allowing them time to adjust their budgets.
This proposal, grounded in a deep understanding of the needs
and limitations of all parties, was accepted by the UN members,
and the conflict was resolved.

Principle in Practice: Seek to understand, not to convince

Real World Example: 
THE UNITED NATIONS

Holbrooke started from
scratch, listing out each
member of the UN and

speaking to their
representative not to

convince, but to understand
their perspective.



PRINCIPLE REVIEW EXERCISE

 I d e n t i f y  a  s i t u a t i o n  i n  y o u r  f i e l d  w h e r e  t r y i n g  t o
c o n v i n c e  y o u r  c o u n t e r p a r t  c o u l d  l e a d  t o  r e s i s t a n c e .
H o w  c o u l d  u n d e r s t a n d i n g  t h e i r  p e r s p e c t i v e  o p e n  u p

n e w  p o s s i b i l i t i e s  f o r  a g r e e m e n t ?
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Reflection Prompt: Consider a scenario where your counterpart is deeply
entrenched in their position. What steps would you take to shift from convincing
them to adopting a deeper understanding of their motivations? How would this

improve your negotiation outcomes?



CREATE VALUE
BEFORE CAPTURING
VALUE

In negotiations, the instinct to focus solely on our own
interests can be strong. We often zero in on what we want,
preparing to defend our position and capture as much value
as possible. However, this approach can lead to a narrow
focus that overlooks opportunities for collaboration and
leaves potential value untapped. By concentrating only on
"winning" or maximising our share of the pie, we limit
ourselves and our counterpart from achieving truly optimal
outcomes.

Negotiation is not a battle to be won at the expense of the
other party. The mindset of seeking to capture value first
creates an adversarial dynamic, where both parties become
entrenched in their positions. This often leads to a breakdown
in communication and creativity. Instead of thinking solely
about your gain, it's important to ask: How can we work
together to create more value for both sides?
The true power of negotiation lies in creating value before
trying to claim it. This means taking the time to understand
your counterpart’s priorities, motivations, and challenges. It
requires a shift in mindset—from trying to "beat" the other
party to working collaboratively to expand the available
resources, or "expand the pie." By doing so, you open up
possibilities for creative solutions that benefit everyone
involved.

Focusing on Collaboration Instead of Competition
A common mistake in negotiations is to see perceived
weaknesses in the other party as an opportunity to "go for the
kill." This often leads to shortsighted tactics that sacrifice
long-term value for immediate gain. Instead, great
negotiators focus on understanding both sides' needs and
using that understanding to generate more value. A good
question to ask yourself during this process is: “How do I
make my counterpart better off without making myself
worse off?”

By taking a step back and looking at the bigger picture, you
can identify areas where mutual gains can be achieved. For
example, you might offer something that’s relatively easy for
you to give up but highly valuable to your counterpart, while
securing something critical in return. These win-win
outcomes not only enhance the current deal but build trust
for future negotiations.

1 3
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"In a negotiation, emotions convey to you 
the relative importance of your concerns."

Daniel Shapiro
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IIn 1984, Nike wasn’t the powerhouse in basketball shoes that it
is today. At the time, Converse and Adidas dominated the
basketball shoe market, and Nike was seen primarily as a
running shoe company. Meanwhile, Michael Jordan was a
rising star, but he had no interest in signing with Nike; he
preferred Converse or Adidas, the more established brands in
the sport.
However, Nike took a different approach and focused on
creating value for Michael Jordan before trying to capture any
immediate gains. They didn’t just offer him a standard
endorsement deal, but instead proposed something
groundbreaking: the Air Jordan brand, built entirely around
him.

How did Nike create value before capturing it?

Personal Brand: Nike didn’t just make Jordan the face of their
product; they made him the product itself. The Air Jordan shoe
line would be Jordan’s own signature brand, something that
hadn’t been done before on this scale. This allowed Jordan to
build his own legacy, creating enormous value for his personal
brand, far beyond what a typical endorsement could offer.

Principle in Practice: Create value before capturing value

Real World Example: 
THE AIR JORDAN DEAL

Risk-Free Partnership: Rather than just paying him an endorsement fee, Nike offered Jordan a share
of the revenue from the Air Jordan line, meaning the more successful the shoes became, the more he
would earn. This aligned their interests—Nike would only profit if they helped grow Jordan’s brand,
and Jordan would profit as Nike’s market share in basketball grew.

Design and Innovation: Nike didn’t just offer Michael Jordan a deal to wear their existing shoes; they
invested in developing the Air Jordan I specifically for him, incorporating his input in the design. The
bold, innovative design stood out from other basketball shoes, making it immediately iconic and
creating massive appeal among fans.

Nike’s strategy of creating value first by focusing on building Jordan’s personal brand paid off in a huge
way. The Air Jordan line quickly became a massive success, generating over $100 million in its first year
alone. Over time, it turned Nike into the dominant brand in basketball shoes, capturing a massive share of
the market that they continue to hold today. For Michael Jordan, it created a global brand and a revenue
stream that has made him a billionaire, even after his playing career ended.



PRINCIPLE REVIEW EXERCISE

 I d e n t i f y  p o t e n t i a l  f l a w s  o r  r i s k s  i n  N i k e ’ s  a p p r o a c h
t o  c r e a t i n g  v a l u e  b e f o r e  c a p t u r i n g  i t .  W e r e  t h e r e

a n y  a s p e c t s  o f  t h e  d e a l  t h a t  c o u l d  h a v e  b a c k f i r e d ?
C o n v e r s e l y ,  w h a t  m a d e  t h e i r  s t r a t e g y  p a r t i c u l a r l y

e f f e c t i v e  i n  s e c u r i n g  l o n g - t e r m  s u c c e s s ?
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Reflection Prompt: Consider how you might apply a similar strategy in your own
negotiations. What creative risks could you take to offer greater value, and what

potential pitfalls should you prepare for? How might balancing these risks lead to
even stronger outcomes in your field?



Emotions have a direct and often underestimated effect on the
outcomes of a negotiation. When left unchecked, emotions can
cloud judgment and derail even the most carefully prepared
discussions. 

Two cognitive biases that highlight the emotional component
of negotiation are Reactive Devaluation and Anxiety Overlay.

Reactive Devaluation occurs when one party evaluates an offer
based on their feelings toward the person making it, rather
than the merits of the offer itself. If a negotiator distrusts or
dislikes the person across the table, they might automatically
devalue the proposal, even if it aligns with their interests. This
bias can sabotage potential agreements because emotions
distort the evaluation process, leading to irrational decision-
making.

Anxiety Overlay refers to the negative emotional response that
some people have when entering a negotiation. This can be
caused by previous bad experiences, a lack of confidence, or
simply a fear of conflict. When someone feels anxious, their
mindset becomes defensive, and they might undervalue their
own position, make unnecessary concessions, or avoid
negotiating altogether. Anxiety not only affects their
performance but also the overall tone of the negotiation, which
can influence the counterpart’s approach as well.

The impact of emotions on negotiations is far-reaching and
often subtle. Unmanaged emotions can lead to impulsive
decisions, unproductive conflict, or the complete breakdown of
communication. By regularly checking in on your own
emotional state, you can ensure that you remain centred,
focused, and fully engaged in the facts of the situation rather
than being sidetracked by emotional responses. Recognising
emotional shifts, like frustration or defensiveness, can help you
pause and recalibrate before a negative emotional spiral
disrupts the negotiation.

Equally important is assessing the emotional state of your
counterpart. If you notice signs of discomfort, distrust, or
anxiety, addressing these emotions directly can help build
rapport and create a more constructive dialogue. Ignoring the
emotional undercurrents in a negotiation can lead to an
imbalanced conversation where neither party feels fully heard
or respected. By acknowledging and managing emotions—
both yours and your counterpart’s—you lay the groundwork for
a more rational, balanced, and ultimately successful
negotiation.
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04 REVIEW THE
EMOTIONAL STATE 
OF THE NEGOTIATORS
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In 2021, Amazon faced a major unionisation effort
at its Bessemer, Alabama warehouse. The union
push, led by the Retail, Wholesale and Department
Store Union (RWDSU), sought to address worker
concerns about wages, working conditions, and
treatment. On the other side, Amazon strongly
opposed the union, arguing that it already
provided competitive pay and benefits.
This negotiation became a prime example of how
emotions can shape the course of discussions.
Reactive Devaluation was evident as both sides
viewed each other’s proposals with suspicion and
distrust. Amazon, perceiving the unionisation as a
direct threat to its business model, was quick to
downplay or dismiss the union's demands.
Similarly, workers, feeling undervalued, were
distrustful of Amazon’s messaging that
unionisation would not improve their conditions.
Anxiety Overlay also played a significant role,
particularly among Amazon workers. Many were
concerned about possible retaliation or job
insecurity if they supported the union, while
Amazon leadership feared the long-term
implications of unionisation spreading to other
warehouses across the country. This anxiety
coloured the entire negotiation process,
influencing how both sides engaged.
The lead-up to the vote saw an escalation in
emotions. Amazon’s aggressive anti-union tactics
—mandatory meetings, text messages warning of
potential downsides of unionisation, and even
lobbying for changes to the postal box location for
ballots—created an environment of heightened
tension. These tactics likely intensified feelings of
distrust and defensiveness on both sides, further
complicating an already fraught negotiation.
The result of the vote saw the majority of workers
choosing against unionisation, but the emotional
aftermath left lingering resentment. The
emotionally charged atmosphere, marked by
deep-seated distrust and anxiety, underscored
how both sides allowed emotions to dominate the
discourse.
While the negotiation process ultimately led to a
result, it illustrates how unaddressed emotional
biases—such as fear, distrust, and anxiety—can
heavily influence outcomes and leave unresolved
tensions, regardless of the vote’s result.

Principle in Practice: Review the emotional state of the negotiators

Real World Example: 
Amazon Vs RWDSU

"Emotions are the unseen architects of
our decisions. To negotiate effectively,
we must first manage the tides within

ourselves and recognise the currents in
others."

Tony Anagor

While the negotiation process ultimately led to a
result, it illustrates how unaddressed emotional
biases—such as fear, distrust, and anxiety—can
heavily influence outcomes and leave unresolved
tensions, regardless of the vote’s result.



NEVER BECOME 
OVER-INVESTED IN A
SPECIFIC OUTCOME

We often become overly fixated on specific outcomes, a
behaviour driven by cognitive biases such as anchoring bias
and focalism. Anchoring bias arises when an initial idea or
desired outcome becomes the reference point for an entire
discussion. This fixation can distort our decision-making,
making it difficult to move beyond that anchor, even when
better alternatives emerge.

Focalism, on the other hand, happens when we place too
much attention on one issue—such as securing a specific
term or result—while neglecting other, equally important
aspects of the situation. Both biases create a narrow, rigid
focus that limits creativity and flexibility, often preventing us
from recognising opportunities for mutual benefit.

This tendency to become over-attached to a specific
outcome stems from our brain’s instinct to simplify complex
situations. By focusing on what feels immediate or
important, we attempt to reduce cognitive overload.
However, this narrowing of focus can lead to inflexible
thinking, missed opportunities, and unnecessary conflict.

Principle 5: Never Become Over-Invested in a Specific
Outcome reminds us to remain adaptable. Emotional or
mental over-investment in one outcome creates tunnel
vision, making it harder to explore alternative solutions that
might achieve a better result. To avoid this, we can ask
ourselves:

Am I clinging to this outcome because it truly aligns with
my goals, or because it feels familiar or “safe”?

What other possibilities might create more value for
everyone involved?

What part is my ego playing here?

Adopting a mindset of non-attachment—where we remain
fully engaged in the process but not rigidly tied to a specific
result—allows for greater flexibility. By stepping back,
reassessing priorities, and focusing on the broader picture,
we can avoid limiting our options and instead foster creative
solutions that lead to better outcomes for all.
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"Sometimes we don’t actually know
what we want, just more than is on tha

table

Lee Smallwood



IIn the early 2000s, Blockbuster, a leading force in home
entertainment, entered preliminary discussions with Netflix.
At the time, Netflix was a relatively small DVD-by-mail
company and proposed a deal for Blockbuster to acquire it
for $50 million. Netflix’s founders believed their innovative
approach could complement Blockbuster’s extensive
physical store network, creating a mutually beneficial
partnership.

This situation became a classic example of how cognitive
biases can limit strategic thinking. Anchoring Bias was
evident as Blockbuster’s leadership remained fixated on its
existing brick-and-mortar model, which heavily relied on late
fees as a primary revenue stream. Netflix’s proposal was
viewed through the lens of their traditional business
operations, and as a result, Blockbuster dismissed the
opportunity, deeming it irrelevant to their goals.

Focalism also played a critical role. Blockbuster concentrated
narrowly on preserving short-term profitability and neglected
to consider the broader industry trends toward digital
transformation. By focusing too much on defending its
existing market position, Blockbuster overlooked the long-
term potential of Netflix’s innovative subscription-based
model.

The emotional landscape of the negotiation also shaped the
outcome. Blockbuster’s leadership likely felt threatened by
Netflix’s rising popularity and underestimated the speed at
which consumer preferences were shifting toward
convenience and online accessibility. Conversely, Netflix,
eager to scale quickly, may not have effectively
communicated the collaborative potential of their model in a
way that resonated with Blockbuster’s leadership.

Over time, Netflix pivoted to online streaming,
revolutionising the entertainment industry. Meanwhile,
Blockbuster, unwilling to adapt its approach, lost relevance
and filed for bankruptcy in 2010.

This case demonstrates how cognitive biases and emotional
rigidity can prevent effective decision-making. Had
Blockbuster’s leadership recognised the value of maintaining
flexibility and explored alternative perspectives, they could
have positioned themselves as pioneers in both physical and
digital entertainment. Instead, their over-investment in
traditional outcomes ultimately led to their decline.
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Principle in Practice: Never become over invested in a specific outcome

Real World Example:
Blockbuster and Netflix



In negotiations, your reputation is often your most powerful
asset, especially when dealing with people you’ve never met. A
strong reputation acts as a form of social proof—a
psychological phenomenon where people rely on the opinions
or behaviours of others to determine credibility, a poor
reputation can lead to resistance or distrust before the
conversation even begins.

Hypothesis: A negotiation cannot be truly successful if your
counterpart leaves feeling dissatisfied or regretful. Research
on emotional contagion shows that positive emotions are
highly influential; when your counterpart feels good about the
interaction, they are more likely to view you as trustworthy
and competent, setting the stage for ongoing collaboration.

It is essential to focus on the experience of the negotiation
itself, not just the outcome. Make your counterpart an active
contributor by engaging them throughout the process.
Regularly check their emotional state and involvement,
ensuring the final agreement reflects their priorities as well as
your own. By doing so, you not only avoid buyer’s remorse—a
common psychological phenomenon where people regret
decisions made under pressure—but also foster goodwill and
trust.

This approach not only enhances your reputation but also
reinforces the reciprocity principle: people are more likely to
offer cooperation and goodwill in return when they feel
respected and valued.

Ultimately, a good reputation isn’t just a bonus—it’s a
negotiation tool in itself. It influences how people approach
you, how willing they are to collaborate, and how they
perceive the outcomes you propose. Building this reputation
requires consistent effort, but the rewards—a legacy of trust,
stronger relationships, and smoother negotiations—are
invaluable.
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06 LEAVE YOUR
COUNTERPART BETTER
THAN YOU FOUND
THEM 

“We don’t see things as they are, we see them as
we are..”

Anaïs Nin
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Nelson Mandela’s leadership in negotiating the end of
apartheid in South Africa is a powerful example of how
reputation, emotional intelligence, and social proof can
shape the outcome of high-stakes discussions. Released
from prison in 1990 after 27 years, Mandela entered
negotiations with South Africa’s apartheid government to
transition the country to a multiracial democracy.

Mandela’s reputation as a principled and fair leader played
a crucial role in these discussions. Throughout his
imprisonment, he maintained a commitment to
reconciliation rather than revenge, which established him
as a trustworthy figure. This reputation not only reassured
his supporters but also convinced the apartheid
government leaders that he could engage in constructive
dialogue. His standing became a form of social proof,
signaling to all parties that he was the right leader to
navigate the transition.

Recognising the importance of emotional satisfaction,
Mandela approached his counterparts not as enemies, but
as partners in shaping a shared future. This respect
encouraged collaboration, fostering trust and mutual
engagement. He also directly addressed the fears of the
white minority population, ensuring they felt secure in the
new South Africa. 

Guarantees around property rights and minority
protections were critical in diffusing tensions and
preventing backlash—critical steps in ensuring lasting
peace. Mandela’s ability to manage emotions and maintain
his reputation for fairness transformed the negotiation
process. His respectful yet firm approach prevented
feelings of regret or resentment on either side, smoothing
the path for a peaceful transition. 

The negotiations not only ended apartheid but also
solidified Mandela’s legacy as a global symbol of justice
and reconciliation, proving the power of reputation and
emotional intelligence in resolving even the most
intractable conflicts.
.

Principle in Practice: Leave your counterpart better than you found them

REAL WORLD EXAMPLE: 
ENDING OF APARTHEID
REGIME



PRINCIPLE REVIEW EXERCISE

R e f l e c t  o n  h o w  a  n e g o t i a t i o n ’ s  o u t c o m e  i n f l u e n c e s
l o n g - t e r m  r e s u l t s  a n d  r e l a t i o n s h i p s .  C o n s i d e r  h o w

e m o t i o n a l  d i s s a t i s f a c t i o n ,  e s p e c i a l l y  w h e n  o n e
p a r t y  f e e l s  p r e s s u r e d  o r  b u l l i e d ,  c a n  l e a d  t o
u n d e r p e r f o r m a n c e ,  r e s e n t m e n t ,  o r  e v e n  t h e

b r e a k d o w n  o f  a n  a g r e e m e n t .
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Reflection Prompt:  How can you assess whether your counterpart is truly
aligned with the agreement?



NEGOTIATION
OPPORTUNITIES 
EXIST EVERYWHERE

Hypothesis: Mastering these EIN skills will transform how
you approach conversations and negotiations,
empowering you to navigate even the most challenging
situations with clarity and confidence. While Principle 7
reminds us that negotiation opportunities exist
everywhere, it’s equally important to recognise that not
every negotiation will lead to a favourable outcome. The
key lies in knowing when to stay, when to walk away, and
how to use your skills effectively when you choose to
engage.

Negotiation is not about being a pushover or conceding at
every turn. Nor is it about forcing an outcome at any cost.
True skill lies in striking the balance between empathy and
assertiveness—knowing when to be flexible and when to
stand firm. Principle 7 challenges us to approach every
interaction with the mindset of creating value, but it also
reminds us to assess whether the negotiation is worth
continuing. Walking away is not a failure; it’s often the most
strategic choice when your goals and values cannot align
with the situation at hand.

When you decide to stay in a negotiation, Principle 7
encourages you to see the full potential of the
conversation. Armed with the seven principles of
Emotionally Intelligent Negotiation, you can approach each
discussion with purpose and precision. By focusing on
creating mutual benefit, staying emotionally grounded,
and maintaining your integrity, you can transform ordinary
conversations into opportunities for meaningful
collaboration.

Ultimately, Principle 7 is about seeing the world as full of
possibilities, but not every possibility needs to lead to a
deal. The real power lies in your ability to discern when to
engage and when to walk away—and to make the most of
every negotiation you pursue.
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Integrative Reflection Exercise: Applying the 7
Principles

Use this prompts to synthesis what you have learned. We suggest this exercise is best done in
groups or with a partner. Challenge each other´s learning and perceptions.

Spot the Principles in Action:
Reflect on a recent negotiation or conversation—personal or
professional.

Which of the 7 principles did you naturally use?
Where did you miss opportunities to apply them?

Challenge Your Perspective:
Choose one principle you find difficult to practice.

Why do you think this principle is challenging for you?
What specific steps can you take to integrate it more
effectively into your future negotiations?

Create Your Negotiation Playbook:
Think about your next negotiation.

How will you incorporate the principles to prepare, engage,
and follow through?
Which principle do you think will be the most critical to your
success in that scenario, and why?

Evaluate Growth:
Imagine how your approach to negotiation will evolve as you
continue applying these principles.

How will they help you balance empathy with
assertiveness?
What long-term benefits do you expect to see in your
relationships, reputation, and outcomes?


