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	How likely are you to do each of the following when NEGOTIATING?
	
Very Unlikely
	

Unlikely
	Neither Likely nor Unlikely
	

Likely
	
Very Likely

	1. I’ll come up with a plan so that I can steer the negotiation to go my way.
	
	
	
	
	

	2. I’ll do things expressly to make sure that the negotiation stays friendly and comfortable.
	
	
	
	
	

	3. I’ll go out of my way to make sure that the outcome for the other person is fair.
	
	
	
	
	

	4. I’ll do things so that both of us can get what we want from the negotiation.
	
	
	
	
	

	5. If something needs to be negotiated, I’ll immediately step forward to do it.
	
	
	
	
	

	6. I’ll give some in order to get some from the person I’m negotiating with.
	
	
	
	
	

	7. If the negotiation is not going my way, I’ll bail out of the negotiation.
	
	
	
	
	

	8. I’ll suggest creative solutions that allow both of us to get what we want from the negotiation.
	
	
	
	
	

	9. If it seems important for the other person to come out on top, I’ll give in to them.
	
	
	
	
	

	10. I’ll avoid difficult issues to keep the negotiation from getting nasty.
	
	
	
	
	

	11. If the other person compromises their position, I’ll compromise my position in return.
	
	
	
	
	

	12. I’ll make sure that both of our needs are understood so that both of us can come out on top.
	
	
	
	
	

	13. I’ll present information, when negotiating, even if it doesn’t necessarily always support my position. 
	
	
	
	
	

	14. I’ll propose a place in the middle where we both can meet.
	
	
	
	
	

	15. I’ll try to see things from the other person’s viewpoint and be considerate of their needs.
	
	
	
	
	







	Rate your level of agreement with each of these statements.
	
Strongly Agree
	

Agree
	Neither Agree nor Disagree
	

Disagree
	
Strongly Disagree

	16. In every negotiation, both sides have to give something up to get something in return.
	
	
	
	
	

	17. What’s good for me is really all that matters when negotiating.
	
	
	
	
	

	18. I’ll do almost anything to keep from having to engage in negotiation.
	
	
	
	
	

	19. In negotiating, someone wins and someone has to lose.
	
	
	
	
	

	20. The feelings of the other person that I’m negotiating with are important to me.
	
	
	
	
	

	21. Negotiation works better when the focus is on common agreement rather than differences.
	
	
	
	
	

	22. I can be aggressive when it comes to getting my way from a negotiation.
	
	
	
	
	

	23. When you compromise in a negotiation, you really just lose.
	
	
	
	
	

	24. If the other person gets a “raw deal” from our negotiation, that really doesn’t matter to me.
	
	
	
	
	

	25. Keeping the comfort level high is very important to me when I’m negotiating.
	
	
	
	
	





	STYLE
	ADD 
	SCORE

	Competing
	

	

	Avoiding
	

	

	Collaborating
	

	

	Accommodating
	

	

	Compromising
	

	



 

