
Business Idioms in Action- 3

Follow along as Alex shares his best negotiation tactics.

Alex- Hello, everyone, and welcome to another episode of Business Idioms in Action. Today, we're 
diving into the art of negotiation and exploring some effective tactics that can help you seal the deal. 
So, let's not waste any time and play hardball right from the start.

In negotiations, it's essential to assert your position firmly. Don't be afraid to stick to your guns on key 
points. This doesn't mean being inflexible, but it's about maintaining a strong stance on matters that 
are crucial to your objectives.

Now, when the stakes are high, it's time to sweeten the deal. Offering additional incentives or benefits 
can tip the scales in your favor. It's like adding that extra touch to make your proposal irresistible.

But remember, negotiation is a two-way street—it's all about give and take. Both parties need to make 
concessions for a mutually beneficial outcome. It's not just about winning; it's about finding a middle 
ground that satisfies everyone.

Being in the world of negotiation often means being in the driver's seat. This position of control 
allows you to guide the conversation and influence the direction of the negotiation. It's about 
leveraging your strengths to drive the process forward.

Now, when you've made your moves and laid out your terms, it's time to acknowledge that the ball is 
in your court. The other party is waiting for your response. This is a crucial moment where you need 
to assess the situation and decide on your next move.

Effective negotiation is a delicate dance, and knowing when to play hardball or sweeten the deal is an 
art. So, as you navigate through negotiations, keep these idioms in mind and adapt your strategy 
accordingly.

Thank you for joining us on Business Idioms in Action. Remember, negotiation is not just about 
winning but creating lasting partnerships. Until next time, happy negotiating!

Idioms:



Seal the deal

Play hardball

Stick to your guns

Sweeten the deal

A two-way street

Give and take

Find a middle ground

Definition: To finalize or complete an agreement or transaction.
Example sentences:

"After months of negotiations, they finally sealed the deal with a handshake."
"The addition of extra perks helped seal the deal and secure the contract."

Definition: To be aggressive or uncompromising in negotiations or dealings.
Example sentences:

"The company decided to play hardball and refused to lower their price any further."
"When it comes to salary negotiations, it's essential to be prepared to play hardball."

Definition: To maintain one's position or opinion firmly, especially in the face of opposition or 
criticism.
Example sentences:

"Despite the criticism, she stuck to her guns and defended her decision."
"The team decided to stick to their guns and proceed with their original plan."

Definition: To make an offer more attractive or appealing by adding extra benefits or 
incentives.
Example sentences:

"To sweeten the deal, they included a complimentary service for the first year."
"The seller sweetened the deal by offering a significant discount for early buyers."

Definition: A situation or relationship involving mutual cooperation or interaction.
Example sentences:

"Communication is a two-way street; both parties need to listen and share their thoughts."
"In a healthy partnership, trust is a two-way street, with each party relying on the other."

Definition: A balanced exchange or compromise where both parties make concessions or 
compromises.
Example sentences:

"In any relationship, there needs to be a give and take to maintain harmony."
"Negotiations require give and take; both sides must be willing to compromise."

Definition: To reach a compromise or agreement that satisfies both parties to some extent.
Example sentences:



Be in the driver's seat

The ball is in your court

Fill in the blanks with the correct idiom:

Conversation Questions:

"Despite their differences, they were able to find a middle ground that allowed them to 
move forward."
"In negotiations, the key is to find a middle ground where both parties feel their interests 
are respected."

Definition: To be in control or have the dominant position in a situation.
Example sentences:

"With strong sales numbers, the company is in the driver's seat when negotiating with 
suppliers."
"By securing multiple job offers, she's in the driver's seat and can choose the best 
opportunity for her."

Definition: It's your turn to make a decision or take action.
Example sentences:

"We've made our offer; now the ball is in their court to respond."
"I've presented all the options to you; now the ball is in your court to choose the best 
course of action."

1.  After much discussion, they were able to _____________ that satisfied both parties' interests.
2.  Effective communication is a ______________ where both parties actively listen and contribute.
3.  The company's CEO flew to the client's headquarters to personally _____________.
4.  Despite pressure from competitors, the team _____________ and refused to compromise on 

quality.
5.  We've presented our proposal, so now ______________ to make a decision.
6.  During the negotiation, they _____________ by threatening to walk away if their demands weren't 

met.
7.  With a strong market position, the company is ____________ when it comes to industry trends.
8.  To ____________, they offered a bonus incentive for early sign-ups.
9.  In any partnership, there's a constant ___________ as both sides work towards mutual success.

1.  Have you ever been involved in a negotiation where sealing the deal was challenging? What 
strategies did you use to overcome obstacles?



Listen to the audio and fill in the blanks with the correct idioms:

Alex- Hello, everyone, and welcome to another episode of Business Idioms in Action. Today, we're 
diving into the art of negotiation and exploring some effective tactics that can help you 
______________. So, let's not waste any time and ______________ right from the start.

In negotiations, it's essential to assert your position firmly. Don't be afraid to ______________ on key 
points. This doesn't mean being inflexible, but it's about maintaining a strong stance on matters that 
are crucial to your objectives.

Now, when the stakes are high, it's time to ______________. Offering additional incentives or benefits 
can tip the scales in your favor. It's like adding that extra touch to make your proposal irresistible.

But remember, negotiation is ______________—it's all about ______________. Both parties need to make 
concessions for a mutually beneficial outcome. It's not just about winning; it's about ______________ 
that satisfies everyone.

Being in the world of negotiation often means ______________. This position of control allows you to 
guide the conversation and influence the direction of the negotiation. It's about leveraging your 
strengths to drive the process forward.

Now, when you've made your moves and laid out your terms, it's time to acknowledge that the 
______________. The other party is waiting for your response. This is a crucial moment where you need 
to assess the situation and decide on your next move.

Effective negotiation is a delicate dance, and knowing when to ______________ or ______________ is an 
art. So, as you navigate through negotiations, keep these idioms in mind and adapt your strategy 
accordingly.

2.  In what situations do you think it's appropriate to play hardball, and when is it better to take a 
more cooperative approach?

3.  Describe a time when you had to stick to your guns despite facing opposition or criticism. How 
did you handle the situation?

4.  When negotiating, how do you decide what incentives or benefits to include to sweeten the deal 
without compromising your position?

5.  Why is effective communication often described as a two-way street? Can you provide examples 
of how one-sided communication can hinder progress or relationships?

6.  In your experience, what role does give and take play in successful collaborations or 
partnerships?

7.  What strategies do you use to encourage collaboration and compromise when trying to find a 
middle ground with others?

8.  Do you feel more comfortable being in the driver's seat or the passenger’s seat in business 
situations?

9.  How do you handle situations where the ball is in your court, and you're faced with making a 
critical decision or taking decisive action?



Thank you for joining us on Business Idioms in Action. Remember, negotiation is not just about 
winning but creating lasting partnerships. Until next time, happy negotiating!


