
 

 

 

 

 

 
 

1 
 

 

The Art of the Ask:  Negotiating Win-Win Agreements 
Discussion Guide 

Lisa Rykert, Kula Coaching 

 
General Discussion Guidelines 

Actively engaging with the video’s content is central to an effective watch party.  Good discussion 
questions are a major tool.  They get people started talking with each other in a way that adds value to their 
experience of the video.   Ask “open-ended” questions. These are questions that don’t have “one right answer,” 
and they can’t be answered in one or two words like “yes” or “no.”  

Acknowledge your role at the outset. You likely want to participate in the discussion like everyone else.   
To reduce the risk of being seen as the “expert,” acknowledge your role as a participant, in addition to posing 
discussion questions.  Consider how to address information requests or action items that may arise. (For example:  
Will you ask for volunteers to research and report back?). Otherwise, people may assume that you’ll take 
responsibility.  

Plan an intentional sequence of questions to offer for discussion. The following sequence follows the 
natural path the mind takes with new information. It’s a good idea to start with an “objective” question. Each level 
of question (1-4) builds on the preceding discussion.  It’s rare to have time for more than a few questions, so be 
selective about which questions you plan for your group.  
1. Objective Questions give participants a chance to focus in on the content. These give everyone a chance to 

quickly participate from the start. One quick objective question is often enough. 
2. Reflective Questions call up listeners’ impressions, reactions, and thoughts. 
3. Interpretive Questions get people thinking about the meaning the content holds for them. Making 

connections between the content itself, and their broader world. 
4. Decisional/Action Questions stimulate participants to commit to doing something differently or something 

new (big or small). 
 
See 6 Steps to Hosting a Watch Party for sample questions that apply across many topics using this 

sequence.  You can also engage participants through a relevant exercise or skills practice.  (Active engagement is 
key to people’s consolidating what they’ve learned.)  Consider a short discussion first. 

 
The Art of the Ask:  Negotiating Win-Win Agreements 

Suggested Discussion Questions 

 
Objective Questions: 

 What struck you when Lisa described a “Winning Mindset?” 

 What struck you about strategically planning for a negotiation? 
 
  

https://hr.berkeley.edu/sites/default/files/wp-now_toolkit_9.27_fillable.pdf
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Reflective Questions: 

 How do you understand the idea of a “BATNA” (Best Alternative to a Negotiated 
Agreement)? 

 What came up for you about having a winning mindset? 

 What surprised you in Lisa’s data about how the ways our communication gets 
conveyed? 
 

Interpretive Questions: 

 Lisa talked about preparing your business case when planning for a negotiation.  How do 
you see that being helpful?  If you’re thinking about a particular negotiation, what could 
your business case include? 

 The participants in Lisa’s workshop asked lots of questions.  Why do you this topic raised 
so many questions from the audience?  (This question is not recommended unless your 
viewers watched some of the Q&A segments.) 

 Lisa described several aspects of communicating your “Ask” effectively.  Among them 
was [one of the following].  What insight or questions does this idea raise for you? 

o Request rather than demand 
o Listen to understand 
o Explore options 
o Offer win-win solutions 
o End with agreements 
o Follow up 

 How can you see this idea being helpful going forward? 
 
Action Questions 

 What would you like to try out after seeing and discussing Lisa’s talk? 

 What information do you want to collect to prepare for your negotiation (if you have 
one)? 
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