
 

 

The following material has been reproduced, strictly for educational and illustrative purposes, 

related to the material´s subject.  The material is intended to be used in the University for 

International Cooperation´s (Universidad para la Cooperación Internacional:  “UCI”, for its 

acronym in Spanish) virtual campus, exclusively for the teaching role and for the students´ private 

studying, in the Management Skills course which is part of the academic program. 

 
UCI wishes to state its strict adherence to the laws related to intellectual property.  All digital 

materials that are made available for a course and for its students have educational and research 

purposes.  The use of these materials is not intended for profit.  It is understood as a special case 

of use for distance education purposes, in places where it does not conflict with the normal use of 

the document and where it does not affect the legitimate interests of any actor. 

UCI does a FAIR USE of the material, based on the exceptions to copyright laws set out in the 

following regulations: 

a- Costa Rican Legislation:  Ley sobre Derechos de Autor y Derechos Conexos (Law on Copyright 

and Related Rights), No.6683, dated October 14th, 1982, Article 73 and Ley Sobre Procedimientos 

de Observancia de los Derechos de Propiedad Intelectual (Law on Procedures for Enforcement of 

Intellectual Property Rights), No. 8039, Article 58, which allow for the partial copying of works for 

educational illustration. 

b- Mexican Legislation:  Ley Federal de Derechos de Autor (Federal Law on Copyright), Article 147. 

c- Law of the United States of America:  In reference to fair use, it is contained in Article 106 of the 

copyright law of the United States (U.S. Copyright - Act), and establishes a free use of documents 

for purposes such as criticism, comments and news, reports and teaching (which includes making 

copies for classroom use). 

d- Canadian Legislation:  Copyright Act C-11, makes reference to exceptions for distance 

education. 

e- WIPO:  Within the framework of international legislation, according to the World Intellectual 

Property Organization (WIPO), this matter is foreseen by international treaties.  Article 10(2) of the 

Berne Convention allows member countries to establish limitations or exceptions regarding the 



possibility for legal use of literary or artistic works, by way of illustration for teaching, through 

publications, radio broadcasts, or sound or visual recordings. 

In addition, and by UCI´s indication, virtual campus students have a duty to comply with what is 

stated by the relevant copyright legislation in their country of residence. 

Finally, at UCI we reaffirm that we do not profit from the works of third parties, we are strict about 

plagiarism, and we do not restrict in any way, neither our students, nor our academics and 

researchers, the commercial access to, or acquisition of, any documents available in the publishing 

market, may it be the document directly, or through scientific databases, paying themselves for 

the costs associated with such access or acquisition. 

 



The Four Common Negotiating Personalities 

- Adapted from SkillSoft Ireland Limited © (2017) for learning 

purposes 

Purpose: Use this job aid to help you to determine the common personality type of your 

negotiating counterpart. 

When conducting a negotiation, think about the character of your negotiation counterpart. If you 

know what type of person you are dealing with, you'll get to your goal of agreement much faster. 

There are the four common negotiating personality types. 

The General  

Generals are reserved and cool, maintaining eye-to‐eye contact. They may also engage in power 

play gestures, and you may find their presence a bit threatening. Their conversational tone is 

demanding and dominant, and they keep their requests short and to the point. They are motivated 

by results, performance, benefit, profit, and efficiency. When negotiating with Generals, avoid 

flowery or technical explanations and don't waste their time. Convey your respect and even self-

deprecate a bit, and speak to the concrete, direct benefit of what the person is interested in. If 

things aren't going well, appeal to the person's ego by asking if the person has the authority to 

make the decision. 

The Analyst 

Analysts are distant, well-dressed, often unanimated, with reduced facial expressions and 

controlled or monotone conversational style. They value facts and figures, logical thinking, 

precision, accuracy, proof, and evidence above all else. Approach Analysts accordingly: 

demonstrate using precise analysis, numbers, and facts. Be ready to explain how he or she is 

playing according to rules and law. In this way, you appeal to an external authority, and it is 

important to Analysts to be able to save face. If things aren't going well, try to expedite 

agreement by asking if the person has the authority to make the decision. 

The Helper 

Helper personalities want to do their best for you but are cautious at all times. Recognize them 

via their demeanor, which is reserved, warm-hearted, and cordial, with a calm, hesitant, and even 

hushed conversational tone. They are motivated by safety, security, and trust, and they like to 

take things step‐by‐step. Approach a Helper by using words like safety, security, and assurance. 

Do not bulldoze them but get them to follow you and make sure they feel safe and sure, giving 

them opportunities to ask more questions. 



The Sunshine 

These people are open, sunny, swinging, and enthusiastic. They are motivated by fun, 

excitement, trends, and having a good time. Business, for them, is a means to an end: financing 

the entertaining part of life. Approach Sunshine personalities by entertaining them. A chance for 

a new experience will get this personality on your side. But don't go overboard with intimacy − 

overfamiliarity can backfire. 
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