Negotiation Style: Collaborate In contrast, a collaborative negotiation style follows the “I win, you win”
model. Collaborative negotiators focus on making sure all parties have their needs met in an agreement.
They value strengthening, establishing, and building relationships without compromising their company’s

best interests. Collaborative negotiators often evolve into this negotiation style from another. As time
goes on and a negotiator gains confidence in reaching agreements, they become more comfortable
advocating for their needs. They also become skilled in finding a mutually beneficial balance between
their needs and the other party’s. Individuals with a collaborative negotiation style are willing to invest
time in finding innovative solutions and building business partnerships with other organizations. Other
negotiation styles are often too impatient to invest this time, but collaborative negotiators are confident
that they will benefit in the end. A collaborative negotiation style is effective in most business
negotiations. Collaborating with competitive negotiators is something to be wary of, however; since this
negotiation style focuses on winning the most for their company, they might not be interested in
developing a collaborative relationship. As a result, the more collaborative company can lose out — so be

.careful and always keep track of the agreement’s value
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