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Before diving into this PDF, learn the “why” behind this 
exercise in one of two ways. Either:

Read the blog post 
Click here to start reading1

2 Listen to the podcast episode  
Episode #26

http://buildingastorybrand.com/episode-26/
https://itunes.apple.com/podcast/id1092751338?mt=2&ls=1
https://itunes.apple.com/podcast/id1092751338?mt=2&ls=1
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1. We are all negotiators
Negotiation can be defined as:

A strategic communication process to get a deal or resolve a problem.

Based on this definition, what percentage of your week (at work) do you spend 
negotiating?    

*If you wrote in 50% or more, cross out the title on your business card and write Professional Negotiator, 

because that’s likely a better description of what you actually do.

2. Learn to recognize the two styles of negotiators
What kind of negotiator are you? (circle one)

Cooperative        or        Competitive

How does this understanding of you being either cooperative or competitive affect 
how you’ll approach your next negotiation?
             
             
             
             
             

3. The opening offer anchors the entire negotiation
The three “zones” of an opening offer:

Zone #1: The Agreement Zone, where you’re fairly certain the deal will land
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Zone #2: The Credible Zone, where you don’t expect the person to say yes, but it gets 
the process started

Zone #3: The Insult Zone, where you risk not starting the process and the other party 
walking away

What is one negotiation you have coming up where you need to reevaluate your 
opening offer? What’s the offer you are going to make? 
             
             
             

4. Go beyond rationale and look for the emotions
“Below the line” speaks to the intangible things that drive people to take positions 
(things like egos, fears, morales, principles, values, circumstances, and relationships).

Think ahead to an upcoming negotiation. List some things that could be considered 
“below the line.”

                   
                  
                   
  
             

                   
                  
                   
  
             

“I recommend that people, as best they can, be as aggressive in the credible zone as 
possible. To where they can get a process started but they can give themselves room 
to make some concessions and still strike a very favorable deal.” - John Lowry
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Good phrases to help you get to know what’s “below the line” for the other party…

“Help me understand…”
“Tell me about…”

“Once we get below the line and begin to understand what we’re trying achieve 
and the other side is trying to achieve, it’s amazing how much alignment there 
is there. The opportunity is to construct a deal based upon what aligns us as 
opposed to just arguing about what divides us. There’s tremendous opportunity 
that too many people miss because they don’t have that skill set or they aren’t 
aware of this whole other conversation that can take place.”  -John Lowry

5. Master the satisfaction triangle
In your next negotiation, describe how you will deliver satisfaction in these three 
elements:

Process:             
People:             
Product:             

Learn more about The Lowry Group — LowryGroup.net

https://lowrygroup.net/
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Most business leaders struggle to talk about what they 
do. At StoryBrand, we’ve created a communication 
framework that helps people clarify their message so 
their business starts growing again. We can help you 
clarify your message at StoryBrand.com

https://storybrand.com/workshop/

