
Why Prepare?

6 Steps to Prepare Your Client

The Honest Broker

Post Negotiation

PREPARING 
YOUR CLIENT FOR

DIFFICULT NEGOTIATIONS
DAVID GOULD MEDIATION 

&
CONFLICT COACHING

PRESENTED BY:

Contents
Page 1

Page 2

Page 5

Page 6



Your clients see you as a trusted advisor and that means, they may bring their

difficult negotiations or potential conflicts to you for advice and guidance. 

This guide will provide you with 6 concrete steps to work through with your clients

to enhance their success and satisfaction in their negotiations. 

These steps will prepare them for an interest-based dialogue rather than a

positional debate. They will explore what’s really most important for them and

make their best guess as to what the other side needs as well.

If you complete all these steps with your client and still haven't gotten the result

you seek, consider me your 911 emergency call. 

If you would like to talk to me about managing your conflict, or my mediation

services, give me a call at: 403-801-0234 or send me an email:

david@davidgouldmediation.com for a free consultation.
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WHY PREPARATION IS WORTH IT



Facts Meanings

At the same time on the right side of the page capture the meanings from your client’s story.
These are the judgements, interpretations and assumptions that drive your client's emotions and
are the foundation of most of the conflict. 

Discuss with your client the status of proof for the facts and challenge the meanings that are not
fact-based. Help your clients to establish what information is necessary to bring forward and how it
will be shared.

Work with your client to acknowledge their emotions. Have them try to step back from those
emotions and look at their story as objectively as possible. 

STEP 1
UNPACK YOUR CLIENT'S STORY
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It is no surprise that people become attached to their story of what
happened and are then caught up in what they made it mean. Your
client's focus has likely been on showing why they are right and the
other side is wrong—but for the sake of negotiating a timely
resolution a different approach is helpful.

Meet with your client and work together through their story from
beginning to end. Take a blank page and on the left side capture
the facts. Support them to be clear about what really happened. 

STEP 2
UNPACK THEIR CLIENT'S STORY

It is important to try and understand who you will be negotiating with. You want to get your client to
put themselves in the other side’s shoes. Get them to make their best guess as to how the other side
sees the facts and capture it on the left side of another blank page. 

On the right side of the page have your client make their best guess as to the other side’s meanings,
their judgements, interpretations and assumptions.

This is a challenging task but critical to effective negotiations. When approaching any conflict there will
always be some major points of resistance. It’s hard to shake the mentalities of “I’m right and I know it”
and “they’re wrong and impossible to work with”. This requires getting your client to accept that "being
right" and "getting what they want" can be two separate things.  

You want to help your client be as honest with themselves as possible in both these steps. 
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6 STEPS TO PREPARE YOUR
CLIENT FOR NEGOTIATION



With your client, compare the facts on both pages and
identify what are likely to be areas of agreement and
disagreement. For those areas of disagreement, explore
how you will deal with establishing proof on your part and
consider what facts will be difficult or impossible to prove.
 
Brainstorm ways in which you might collaborate on
establishing proof. For example, you might agree to a
neutral appraisal or expert report when dealing with a
disputed fact. You might also consider if objective criteria
such as building codes could help. 

You should get clear on the best strategies for both
presenting and dealing with the facts in the negotiation.
This is critical for reaching a resolution that meets both
sides' interests and needs. 

STEP 3
GET STRAIGHT ON THE FACTS
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STEP 4
UNDERSTAND THE MEANINGS

Compare the lists of judgements, interpretations and
assumptions that are often the source of much of the
conflict. Consider strategies for dealing with the
meanings and the negotiating positions that feed
the conflict. 

A position is a statement of what a person wants not
why they want it. The ‘Why’ is the underlying needs
and interests that are behind the position. 

You want your client to unpack the meanings for
insight into their own interests and needs and make
the best guess as to what the interests and needs of
the other side are. 

These are the building blocks of your options for
resolution.
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Positions

Interests Needs



This is a brainstorming exercise with you and your client that
explores everyone’s interests and needs. It will create a new set
potential options for consideration in the negotiation. Test the
options by considering how well they meet the interests of both
sides and how well they meet the objective criteria. 

BATNA – This is your Best Alternative To a Negotiated Agreement. In
addition to generating options for resolution, you want to make a
realistic assessment of what you can do if you don't get an
agreement.

This must of course include litigation risks, and is one of the most
important roles of counsel in preparing for negotiation.

This is you're measuring stick for success in a negotiation. Any of
the options for resolutions that beat your BATNA are worth
considering. 

STEP 5
GENERATE OPTIONS FOR RESOLUTION
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STEP 6
GET THE OTHER SIDE TO THE TABLE

Your client is now ready to reach out to the
other side with an invitation to negotiate. 

Share with them the steps you have taken to
prepare, and express your desire to reach an
agreement that works for both sides. Be clear
that this in your client's best interest and is not 
 a sign of weakness or capitulation. 

This can be as simple as stating that you are
exploring all options for a resolution. 

Your preparation will arm you with the 
 reasoning that you need to get the other side to
the table.

P R E P A R I N G  F O R  N E G O T I A T I O N



For over 30 years I have mediated a broad range of conflicts, from public
policy hearings to family disputes. In my experience earlier is better and
taking the time to prepare is key to negotiating a favourable settlement  .

You are certainly not neutral in your client's conflict, but you can still be
an Honest Broker of Good Conversation.

Conflicts are always born in our stories of the past about what happened
to us and what we made it mean. If the focus of your client is on past
faults and blame they will likely be less successful in a negotiation.

When you have prepared your client effectively and they begin to
understand the underlying interests and needs of both parties, you can
enable them to shift the focus of the negotiation to options for the future
and resolution.
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The Honest Broker

You as the honest broker

An Honest Broker focuses on good process and effective dialogue

Not a compromise between 2 positions on opposite ends, but a
higher, middle way that reaches a new plane of possible solutions

where each sides' unique interests and needs are met.

My Story Their Story



Post Negotiation

If you would like to hire me as a mediator, conflict coach, or to learn more about
my process, contact me at: 

 
david@davidgouldmediation.com 

403-801-0234 
 

FOR A FREE 30 MINUTE CONSULTATION 
 

If you would like to read more from me, visit my website: 
 

davidgouldmediation.com
or find me on LinkedIn 

If your negotiation planning or process breaks down at ay point and
you need help, consider me your 911 call.

Mediation succeeds when the mediator shifts the parties’ focus from
past faults and blame to the future and its possibilities. 
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David Gould and Bruce Churchill Smith are pleased to
announce their association for providing mediation
services. To to access availability calendars and book a
session follow the links below:

https://davidgouldmediation.com/book/

https://www.churchillsmithmediators.com/ 

David

Bruce

https://www.davidgouldmediation.com/
https://www.linkedin.com/company/david-gould-mediation-conflict-coaching
https://davidgouldmediation.com/book/
https://www.churchillsmithmediators.com/

