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They teach negotiation like it’s a game of fairness. Like both sides should leave satisfied. Like compromise is the highest goal. This is the greatest lie in business. The only reason anyone sits at a negotiating table is to get more than they give. Every deal, every handshake, every so-called win-win solution is a calculated move. You either control the terms, or you are controlled by them.

Most people are afraid to admit that self-interest drives every negotiation. They feel guilty about wanting more, as if ambition is a crime. They lower their demands before the conversation even starts, already expecting resistance. This is the mistake that keeps them stuck, always accepting less than they should, always making others comfortable while they sacrifice what they actually want.
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A NARCISSIST DOESN’T think like that. A narcissist knows that self-interest isn’t a weakness—it’s a strategy. It’s the only strategy that guarantees success. They walk into a negotiation knowing exactly what they want, and they take it. They don’t ask for permission, they don’t second-guess their worth, and they definitely don’t dilute their position to make others feel better. They dominate, they control, and they walk away with the best deal.

Negotiation is about psychology, not fairness. The person who dictates the emotional tone dictates the outcome. People make decisions emotionally first, then justify them logically. A narcissist exploits this reality. They don’t waste time on small talk unless it serves a purpose. They don’t entertain pointless back-and-forth debates. They create an environment where the other party feels they must comply, where saying no feels like a risk. This is not manipulation—it’s strategy. If you feel bad for winning, you’ve already lost.

People respect power. They follow confidence. They yield to pressure. A weak negotiator waits for permission. A strong negotiator takes what’s theirs. That’s why self-interest is not just an advantage—it’s the only way to win. The moment you realize that negotiation is not about fairness but about control, you become unstoppable.

The ones who win in negotiation are the ones who set the terms. If you’re responding, you’re losing. If you’re waiting, you’re losing. If you’re hoping for fairness, you’re losing. The only way to control the outcome is to control the process. That means walking into every negotiation knowing exactly what you will accept and what you won’t. That means never revealing too much, never allowing the other party to feel like they have the upper hand, and never conceding without extracting value in return.
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LEVERAGE IS EVERYTHING. The person with the most leverage dictates the terms, and leverage isn’t about money or position—it’s about mindset. A narcissist walks into a room assuming control, assuming dominance, assuming they are in the position of strength even when they aren’t. That mindset shifts the dynamic before a single word is spoken. Most people negotiate from a place of fear—fear of rejection, fear of failure, fear of losing the deal. A narcissist negotiates from a place of certainty. They assume they will win, and because they assume it, they create the conditions that make it true.

Silence is a weapon. The more you talk, the weaker you become. Most people talk themselves out of power. They explain too much. They justify. They try to prove their worth. A narcissist doesn’t do that. They say what needs to be said, then they wait. They make the other party uncomfortable. They let silence force the other person into concessions. They create tension, and in negotiation, tension is power.

People want what they can’t have. They chase what is scarce. They respect what seems unattainable. A narcissist understands this and uses it to their advantage. They make themselves the prize. They make the deal seem like an opportunity that might slip away. They don’t beg, they don’t plead, they don’t overexploit. They make the other party feel like they need to work to close the deal, like they need to prove their worth. This shifts the entire balance of power in a negotiation.

A narcissist is never reactive. They dictate the flow of the conversation. They guide it, shape it, and lead it exactly where they want it to go. If the other party tries to steer the conversation in a different direction, they redirect it. If the other party tries to change the terms, they reframe them. 
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THEY NEVER ACCEPT TERMS that do not serve their interests, and they never let negotiations drag on. Time kills deals. The longer a negotiation goes, the weaker a position becomes. A narcissist moves fast. They create urgency. They press for decisions. They understand that hesitation creates doubt, and doubt kills momentum.

Emotions are tools, not obstacles. Most people negotiate emotionally without realizing it. They get frustrated, they get defensive, and they take things personally. A narcissist doesn’t waste energy on emotion. They use it strategically. They know when to appear indifferent, when to apply pressure, when to back off to make the other party chase. They stay in control of themselves, which means they stay in control of the negotiation.
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THERE IS NO MORALITY in negotiation. There is only outcome. The moment you stop viewing negotiation as a moral issue and start viewing it as a game of leverage, you begin to win. Business deals, salaries, contracts, acquisitions—every negotiation is a test of who wants it more and who is willing to do what it takes to win.

If you’ve ever walked away from a deal feeling like you gave too much, you lost. If you’ve ever accepted terms you weren’t completely satisfied with, you lost. If you’ve ever let someone talk you into a compromise that didn’t serve your best interests, you lost. Winning negotiators don’t tolerate losses. They don’t justify them, they don’t rationalize them, and they definitely don’t accept them.

Winning in negotiation is not about being the smartest person in the room. It’s not about having the best argument or the most logical points. It’s about creating the perception of control. It’s about making the other party feel like they have no choice but to agree to your terms. It’s about removing their options while increasing your own.

A narcissist walks into every negotiation expecting to win. They don’t hope. They don’t wish. They assume. And because they assume, they set the tone. They take what they want, and they make no apologies for it. If you want to negotiate like a narcissist, you have to think like one. You have to stop seeking fairness and start seeking victory. You have to stop assuming the other party will act in good faith and start assuming they are playing the same game you are.
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THE QUESTION IS NOT whether you can win more in negotiation. The question is whether you’re willing to abandon the outdated, weak-minded principles that have kept you from winning all along. The moment you do, everything changes. You stop waiting. You stop hoping. You start winning. And that is the only thing that matters.
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The Power of Self-Interest in Negotiation
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The most effective negotiators understand that self-interest is not an obstacle; it is the driving force behind every successful deal. The moment you acknowledge that negotiation is not about making everyone happy but about securing the best possible outcome for yourself, you begin to see the game clearly.

Self-interest dictates every decision made at the table. Every person involved wants to walk away feeling like they have won, but the reality is, there is only one real winner in a negotiation—the person who has maximized their own benefit. 

Those who approach negotiation with hesitation, worrying about being perceived as too aggressive or too demanding, immediately put themselves in a weaker position. Strength comes from clarity. Clarity comes from self-interest.

Knowing what you want is not enough; you must be willing to demand it. Weak negotiators soften their demands because they assume the other party will resist. They leave room for unnecessary compromise. They downplay their position to avoid appearing difficult. This is exactly why they walk away with less. A strong negotiator starts with high demands and does not waver. The more conviction you have in what you ask for, the harder it becomes for the other side to deny you.

People respect those who act in their own best interest. Nobody respects a negotiator who pleads for fairness. Negotiation is not about being liked. It is about being respected, and respect is earned through decisiveness. When you prioritize your own needs without apology, you send a clear message: you are not here to accommodate; you are here to win. This shift in mindset immediately changes the balance of power.

The fear of appearing selfish weakens most negotiators. The ones who win are the ones who embrace the fact that negotiation is an inherently selfish act. You are not sitting at the table to help the other party—you are there to secure the best possible deal for yourself. This does not mean being dishonest or unethical. It means understanding that the only person responsible for your success is you. Those who prioritize the interests of others above their own leave with less.

Control in negotiation comes from controlling perception. When you make your self-interest clear, you create predictability. The other party knows that you are not here to compromise for the sake of politeness. They know that any concession they extract from you will not come easily. This forces them to reconsider their own approach. They will hesitate before making demands. They will tread carefully before trying to pressure you. That hesitation gives you an advantage.

Scarcity is a powerful tool. When you make it clear that you are willing to walk away from a deal that does not serve your interests, you create urgency. The other party begins to fear losing the opportunity. Most people operate from a fear of loss rather than a desire for gain. If they sense that your participation in the negotiation is not guaranteed, they will rush to secure an agreement before it slips away. This puts you in control of the timeline.

Indifference is a weapon. The moment the other party senses desperation, you have lost. The stronger your attachment to a deal, the weaker your position becomes. You must project the ability to walk away without hesitation. When they believe you are indifferent to the outcome, they will start making the concessions you would have otherwise had to fight for. This is why the best negotiators appear calm, unaffected, and in control.

Silence makes people uncomfortable. Most negotiators talk too much, believing that explanations and justifications will strengthen their position. In reality, the more you talk, the more leverage you give away. A well-timed pause forces the other party to fill the space. They start making assumptions. They start negotiating against themselves. They offer information they didn’t intend to share. Use silence to create pressure. Let them feel the weight of your confidence.

A negotiator driven by self-interest does not accept the first offer. They understand that the first number put on the table is rarely the best one. The person who throws out the first number sets the anchor, but that does not mean you must accept it as the foundation of the negotiation. Counter aggressively. Make them justify their position. Every time they explain their reasoning, they reveal their own weaknesses. A strong negotiator exploits these weaknesses.

Pressure is part of negotiation. The person who applies pressure effectively forces the other side to react rather than dictate
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