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Shift your mindset when

TRUST IN
SMARTNERSHIP.

The world’s most awarded negotiation
strategy

www.smartnership.org .



How we create trust?

88% 55% 49%

Believe Trust is needed  Sharing information Manipulating
In negotiations




Are Lithuanians good negotiators?

70% 20% 10%

Never had professional Had negotiation Had negotiation
negotiation training training more than 2 training in the last 2
years ago years




NEGOTIATION

STRATEGY

What is your company negotiation
strategy?
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Negotiate & CONFIDENCE CREATIVITY
EMOTIONS Anxiety OR Excitement
CURRENCY Power Trust
COMMUNICATION:  Manipulation Openness




Making a

Strategy Choice

Partnership
Limited disclosure

minimal trust.
v

SMARTnership ™

~— Find the true potential.
Creating added value up
to 42%.

Zero-sum game
Fighting to win at
the expense of
your counterpart.

THE GREAT 103
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DEFINITION OF TRUST

29

A Psychological State Comprising The
Intention To Accept Vulnerability
Based On Positive Expectations Of
The Intentions Or Behavior Of
Another

0o

“Not So Different After All: A Cross-Discipline View of Trust” (1998)
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Increased
Probability of Win-
Win Solutions by
36%

Time to Reach an Agreement

Doctoral research

Transactional
Cost: 35% less in
High Trust
Negotiations
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Profit increase in

High Trust
_ LOW TRUST Negotiations:
34.65%

10

31.28 Days

44.54
Days
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Facilitation of Long-Term
Relationships
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\
Reduced Time to
Reach an
Agreement:
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HOW TO BUILD TRUST IN _
NEGOTIATIONS
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BUILDING TRUST IN
NEGOTIATIONS

Open Communication Works Best

Establishing open communication with
the other party can help build trust in
negotiations.

Demonstrate Consistency and
Reliability
Be dependable and consistent with

your actions and messages to gain the
trust of the other party.

7
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Be Transparent with Information

Sharing information about your
intentions and expectations can help
build trust with the other party.

Understand the Other Person's

Perspective

Consider their needs and concerns
throughout the negotiation process to
build a relationship of trust.

www.smartnership.org



BUILDING TRUST IN -
NEGOTIATIONS

Building Rapport Active Listening
Establish a connection beyond just the 5 6 Demonstrate genuine interest in the
business terms. other party's needs and concerns.

SMARTnership™

Focus on creating solutions that 7 8 Verbalize Trust
benefit all parties, not just one-sided Put trust on the agenda.

gains. / \
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TRUST

Negotiation

Commissions

ENLARGED MISTRUST
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THE REAL
DEAL .

TIME CONSUMPTION VS. R — —
AGREEMENT 60 — — —
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17 ©2024 KELD JENSEN www.smartnership.org



&

THE REAL
DEAL

OPENNESS, TRANSPARENCY,

COLLABORATIVE

C

World Commerce
&Contracting
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Agreements in the new Era

TrusTelligence™
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Body Emotional Spiritual Artificial
Intelligence Intelligence Intelligence Intelligence

l 6\ l 6\ l 6 l
Intelligence Social Creativity
quatient Intelligence Intelligence
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Negotiate & Co-Create
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@ FOR EVERYONE TO WIN
\ IN EACH DEAL
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SIOJE KNYGOJE:

e |Spléstas Deryby suvokimas

e Paaiskintos Deryby strategijos
e TRUSTELLIGENCE konceptas
¢ 8 Zingsniy metodas, kaip i$ derybininko
tapti derybininku PRO
e Asmenineés jzvalgos ir praktinés deryby istorijos
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https://nnhub.org/It/knygos/




MORE ABOUT POTENTIAL DEVELOPMENT

www.nnhub.org
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