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Instructor materials (1/3) 
 

1. Objective of the game 
 

This is an excellent game that teaches students the 
key principles of negotiation. Specifically, it 

teaches conditional negotiating ('if you give me 

this, I’ll give you that') and taking a holistic view 

of negotiation outcomes. Students can also learn an 

important rule in negotiations: until everything is 

settled, you have the right to revisit any part of 

the negotiation, even if it was previously agreed 

upon. Sellers and buyers often think that once they 
have agreed to something, they have no moral right 

to change it. Negotiations are dynamic, and parties 

introduce new demands they hadn't signaled before. That is why you must constantly 

monitor your overall results to maximize final outcomes. This game helps students 

understand this mechanism and can be a true breakthrough in developing their sales 

and purchasing skills. 

 
Negotiation is a game. A serious one, with real consequences, but a game nonetheless. 

A good negotiator should hone their acting skills. Role-playing these scenarios 

helps accustom students to strategic gameplay during actual negotiations. During 

this game, students will have the opportunity to improve their skills. To that end, 
they should make every effort to apply the following rules: 

 

1. Do not give in too quickly. Make sure the other party feels resistance from your 
side. If the other party receives concessions too easily, they will start raising 

their demands and, fueled by dissatisfaction, may walk away from the negotiating 

table. You should never accept the first offer. However, there is no hard and 

fast rule on how many times you should refuse. Negotiation is an art, so you 

must observe the reactions of the opposing party and act accordingly. 
2. Never give anything away for free, even if it has no value for you. Act as though 

everything the other party wants from you is important to you. Therefore, always 

expect something in return. 

3. Never show excitement or satisfaction over any partial or final outcomes. When 

negotiators see that the other side is happy with how things are going, they 

might assume they are being too soft. Consequently, giving off these signals can 

make the rest of the negotiation much harder. 

4. Continuously evaluate your situation as a whole. If, during the negotiation, you 
conclude that the overall outcome is not favorable, you have the right to return 

to previous agreements and seek to improve them. Until the agreement is signed, 

you may revisit and change any prior understanding, even if you have already 

reached partial agreements. 
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2. Game rules 
 

2.1. Team setup 
Students should be divided into pairs. One person will play the role 

of the seller, and the other will play the buyer. If there is an odd 

number of students, you can have two people play as either the seller 

or the buyer, wh ile the opposing side plays alone. In this case, the 

two people will support each other while playing against one opponent. 

Because of this, the game will always be easy to implement. 
 

2.2. Preparation 
Students should thoroughly read the game description. They must be warned to keep 

their role sheets confidential from the other party. They should not show their 

priorities to the opposing side. It is essential to learn to keep the level of 

importance of individual negotiation issues confidential. 

Next, students should plan which topics they want to start with and how they want 

to conclude the negotiation. 

 

2.3. The negotiation process 
Once both parties are ready, the negotiations should begin. This game is designed 

to last 30 to 45 minutes. It is highly recommended that students do not rush the 
negotiations or shorten the game time. Good results are most often achieved by 

putting the appropriate amount of pressure on the other side. This game also teaches 

participants not to rush while negotiating. 

 
2.4. Scoring and evaluation 
After completing the game, students should be asked to write their names on the 

sheets and calculate their total points. Please keep in mind that some options 

include negative points, which must be subtracted. 
Once you know the scores of all the teams, you can compare the sellers' results 

with those of other sellers, and the buyers' results with those of other buyers. 

You should not compare the seller's score with the buyer's score, as their individual 

scoring systems are different. 

You may offer grade incentives (partial grades) for the best-performing sellers and 

buyers. However, students should be informed about this competition beforehand. 

This will increase the dynamics of the game and motivate students to compete. 

 

2.5. Alternative scenario (extended time) 
 

If the instructor has more time available, the game can be repeated. However, in 
this case, new role sheets should be distributed and the team compositions should 

be changed. This allows students to gain new experiences and observe the behaviors 

of different participants. 
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3. Post game debrief 
After the game has ended, ask the students a few 

questions and encourage them to draw conclusions 

about negotiation, persuasion techniques, and 

sales. Below are some sample discussion 

questions: 

A. What impact did it have on the final 

outcome of the negotiation that you 

constantly assessed the value of all 

agreements (looking at the overall result)? 

B. What impact did conditional negotiating ("If you give me this, I’ll give you 

that") have on the final outcome? 

C. What impact did it have on the negotiation outcome that you resisted and 

didn't agree the first time around? 

D. What negotiation techniques could be used during this game? 

E. What persuasion techniques can be applied in this game? 

F. What lessons can be learned from this game? 

 

4. Terms of use (free academic license) 

This material is free to use for educational purposes, on the condition that an 

active backlink to the source website https://www.cepolska.pl is published on the 

course, department, faculty, or university website. Redistribution of this material 

is permitted only if this copyright notice and these terms of use remain unchanged. 

Commercial use requires prior written permission. 

Please place the link on your institution's website, an online syllabus, or any 

other webpage regularly accessed by your students. Copy the ready-to-use HTML code 

for your website: 

<a href="https://www.cepolska.pl" target="_blank">www.cepolska.pl</a>  
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Confidential material for the seller (1/2) 
 

Background & context  

You have been representing MedTech Corp. for years.  

MedTech Corp. is an established European manufacturer of high-end diagnostic imaging 
equipment. The company aims to expand its footprint in in new markets, where its 

distribution and maintenance infrastructure is 

currently limited, though an expansion strategy 

is already underway. As part of this market push, 

a sales representative from MedTech Corp. has 

scheduled a meeting with a potential high-value 

client: CareFirst Clinic, a prominent network of 

private medical centers. Prior to this face-to-
face appointment, a formal proposal for the 

purchase of ten advanced MRI scanners was 

submitted to the client. 

 

Negotiation strategy & objectives 

Due to intense local competition, MedTech Corp. has already priced the proposal as 

aggressively as possible. Consequently, management has explicitly instructed the 

representative to protect the current profit margin and avoid further price cuts 
if possible. However, CareFirst Clinic has a reputation for driving a hard bargain, 

and management anticipates intense pressure to adjust the terms. 

Both organizations genuinely want to close the deal, meaning the upcoming session 

is an opportunity to structure an ideal, mutually beneficial agreement. Each 

negotiator operates with a distinct set of priorities regarding the value of the 

trade-offs listed in the matrix (see table). Naturally, your goal is to maximize 

your own score. Keep in mind that a successful outcome relies on finding concessions 
that offer high value to the other side at a low cost to you. Discovering these 

hidden preferences requires careful tactical questioning during the meeting. 

 

Your target: The sales representative must secure a final agreement worth at least 

60 points according to MedTech Corp.’s internal scoring system. 

 

During this game, follow these rules: 

5. Do not give in too quickly. Make sure the other party feels resistance from your 
side. 

6. Never give anything away for free, even if it has no value for you. Act as though 
everything the other party wants from you is important to you. Therefore, always 

expect something in return. 

7. Never show excitement or satisfaction over any partial or final outcomes. 
8. Continuously evaluate your situation as a whole. If, during the negotiation, you 

conclude that the overall outcome is not favorable, you have the right to return 

to previous agreements and seek to improve them. Until the agreement is signed, 
you may revisit and change any prior understanding, even if you have already 

reached partial agreements. 

 

Proceed to negotiate the contract terms with the buyer. 
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Various negotiation options and their value 

Options Value for seller 

MRI scanners: 

a) Latest Version (Not Yet Manufactured) 
b) Currently in stock 

 

a) 0 
b) 15 

Delivery destination: 
a) Headquarters of MedTech Corp.  
b) Halfway between MedTech Corp. and CareFirst Clinic  
c) Headquarters of CareFirst Clinic. 

 
a) 25 
b) 10 
c) 0 

Delivery time from the date of order: 

a) 90 days 
b) 60 days 
c) 30 days 

 

a) 25 
b) 15 
c) 4 

Discount applied to the quoted price: 

a) No price reduction 
b) 2% 
c) 5% 

 

a) 30 
b) 20 
c) 0 

Service terms: 

a) Free Service for the first 3 years 
b) Free Service for the first 2 years 
c) Free Service for the first 1 years 

 

a) -15 
b) -10 
c) 0 

Staff training: 

a) Paid staff training  
b) Partial staff training 
c) Free staff training 

 

a) 15 
b) -6 
c) -20 

Payment terms: 
a) Payment within 14 days of delivery 
b) Payment within 30 days of delivery 
c) Payment within 60 days of delivery  

 
a) 25 
b) 15 
c) 5 

Software version included in the price: 

a) Full software integrated with the database  
b) Full software without database integration  
c) Software with basic features 

 

a) 0 
b) 10 
c) 25 

 

Number of points scored: 

 
 

Student:  
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Confidential material for the buyer (1/2) 
 

Background & context  

You have been representing CareFirst Clinic for years. 

MedTech Corp. is an established European manufacturer of high-end diagnostic imaging 
equipment. The company aims to expand its footprint in in new markets, where its 

distribution and maintenance infrastructure is 

currently limited, though an expansion strategy is 

already underway. As part of this market push, a 

sales representative from MedTech Corp. has 

scheduled a meeting with a potential high-value 

client: CareFirst Clinic, a prominent network of 

private medical centers. Prior to this face-to-
face appointment, a formal proposal for the 

purchase of ten advanced MRI scanners was 

submitted to the clinic. 

 

Negotiation strategy & objectives 

CareFirst Clinic is widely known for its uncompromising stance in commercial 

discussions, and MedTech Corp. is fully prepared for a demanding counter-offer. 

 
Both organizations genuinely want to close the deal, meaning the upcoming session 

is an opportunity to structure an ideal, mutually beneficial agreement. Each 

negotiator operates with a distinct set of priorities regarding the value of the 

trade-offs listed in the matrix (see table). Naturally, your goal is to maximize 

your own score. Keep in mind that a successful outcome relies on finding concessions 

that offer high value to the other side at a low cost to you. Discovering these 

hidden preferences requires careful tactical questioning during the meeting. 
 

Your target: The procurement manager has strict directives from the board. CareFirst 

Clinic will only sign the contract if the final package yields a minimum of 60 

points based on the clinic's internal evaluation criteria. 

 

During this game, follow these rules: 

1. Do not give in too quickly. Make sure the other party feels resistance from 
your side. 

2. Never give anything away for free, even if it has no value for you. Act as 
though everything the other party wants from you is important to you. 

Therefore, always expect something in return.  

3. Never show excitement or satisfaction over any partial or final outcomes. 
4. Continuously evaluate your situation as a whole. If, during the negotiation, 

you conclude that the overall outcome is not favorable, you have the right to 

return to previous agreements and seek to improve them. Until the agreement 

is signed, you may revisit and change any prior understanding, even if you 
have already reached partial agreements. 

 

Proceed to negotiate the contract terms with the seller. 
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Various negotiation options and their value 

Options Value for buyer 

MRI scanners: 

a) Latest Version (Not Yet Manufactured) 
b) Currently in stock 

 

a) 10 
b) 0 

Delivery destination: 
a) Headquarters of MedTech Corp.  
b) Halfway between MedTech Corp. and CareFirst Clinic 
c) Headquarters of CareFirst Clinic. 

 
a) 0 
b) 8 
c) 15 

Delivery time from the date of order: 

a) 90 days 
b) 60 days 
c) 30 days 

 

a) 4 
b) 15 
c) 25 

Discount applied to the quoted price: 

a) No price reduction 
b) 2% 
c) 5% 

 

a) 0 
b) 8 
c) 25 

Service terms: 

a) Free Service for the first 3 years 
b) Free Service for the first 2 years 
c) Free Service for the first 1 years 

 

a) 15 
b) 10 
c) 0 

Staff training: 

a) Paid staff training  
b) Partial staff training 
c) Free staff training 

 

a) 0 
b) 8 
c) 25 

Payment terms: 
a) Payment within 14 days of delivery 
b) Payment within 30 days of delivery 
c) Payment within 60 days of delivery  

 
a) 5 
b) 15 
c) 25 

Software version included in the price: 

a) Full software integrated with the database 
b) Full software without database integration  
c) Software with basic features 

 

a) 25 
b) 10 
c) 0 

 

 

Number of points scored: 
 

 
Student: 


