Why are people bad negotiators?

1.   Confirmation bias:  “A tendency for people to seek support for their belief that many lead them to overlook or discount relevant information that contradicts or challenges their beliefs.”
2.  Egocentrism.  Face issues.

3.  Satisficing

4.  Self-reinforcing incompetency (learned incapacities).

5.  Single Loop learning

6.  Fixed-Pie perception


Negotiators take one of three actions:  resignation, attack, 
compromise.

