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Negotiation Skills  
QUESTIONNAIRE  

(Please note: This is only a sample provided by the author based on personal opinion, experience & research) 
 

Read each statement carefully and place a tick (√) in the appropriate column according to your level 

of agreement. 

S.No Statements Strongly 
Disagree 

Disagree Neutral Agree Strongly 
Agree 

1.  I gather all relevant 
information about the issue 
before trying to solve it 

     

2.  I try to understand the issue 
from different perspectives 

     

3.  I take time to find out the 
cause of the problem before 
dealing with it 

     

4.  I discuss a lot with people for 
getting more clarity about the 
problem 

     

5.  I seek the opinions of 
everyone involved before I 
take any decision 

     

6.  I look for solutions that 
benefit all the people involved 
in the conflict 

     

7.  I like to listen to other people 
and understand their emotions 

     

8.  Whenever I am in a conflicting 
situation, I think of all possible 
solutions and choose the best 
alternative 

     

9.  I do not put pressure on 
people to accept my decisions 

     

10.  I speak in a cordial manner to 
people when dealing with 
issues 

     

11.  I try to be diplomatic and 
empathetic while negotiating 
with people 

     

12.  I do not get emotional when 
people do not agree with my 
ideas 

     

13.  It is important for me that all 
people involved are happy with 
the solution 
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14.  I respect and value the 
opinions and sentiments of 
people 

     

15.  I look for solutions that are 
ethical and acceptable by all 
those involved 

     

16.  I make decisions such that they 
allow both parties to be 
comfortable with the 
outcomes 

     

17.  I compromise if I feel that the 
other party is right in their 
arguments 

     

18.  I try to look at the problem 
from the other person’s 
perspective  

     

19.  I only look at the issue when 
dealing with conflicts and not 
influenced by people’s status 

     

20.  I am good at persuading 
people by providing relevant 
information 

     

21.  I am conscious of my body 
language while I am 
negotiating such that I do not 
hurt others in the process 

     

22.  I am careful of my tone and 
modulation while negotiating 

     

23.  I am transparent and provide 
all facts during negotiation 

     

24.  I do not engage in false 
promises and persuasions 

     

 
   

 

Scoring 
 

Strongly Disagree 
1 

Disagree 
2 

Neutral 
3 

Agree 
4 

Strongly Agree 
5 


