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10 Points about Negotiation
(“Joining together”, Johnson and Johnson)
1. It takes at least two to negotiate.

2. Within any negotiations there are cooperative and competitive elements.

3. Because both members must commit themselves to an agreement each is dependent upon the other for the outcome – Outcome Dependence.
4. Both primary and secondary gains must be attended to.

5. Dilemmas faced by all.

6. Information dependence.

7. Contractual norms.

8. Time dimensions.

9. Negotiation going on all the time – both formal and informal. Part of the human condition.

10. Negotiation skills are one of the keys to success in life!

Steps in Negotiating Resolutions of Conflicts of Interest
1. Jointly defining the conflict

2. Exchanging proposals and feelings

3. Reversing perspectives

4. Inventing options for mutual benefit

5. Reaching a wise agreement

6. Try, try again!

Components of Effective Negotiation
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Cognitive

Analysis
· Is it negotiable

· Am I the best person

· Is this the best time

· Exploration of options

· Convergent / divergent thinking

· Your needs their needs

· Common ground

Objective Setting
· Long term and short term

· Setting limits, ideal, realistic, fallback, tradeables

· Self and other, planning for behaviour – what if…?

Perception
· Different views of the situation

· Power, who has it?

Behaviour
Research Findings: Rackham and Carlisle

· Active listening, clarifying understanding, summarizing

Can be used to reflect back a statement to encourage further response i.e. “so do I understand that you don’t see any merit at all in this proposal”?

· Irritators


- generous offer

- fair

- reasonable

· Counter proposals

- clouds negotiation

- other party least receptive 

- seen as blocking or disagreeing
· Defending / attacking
- “you can’t blame me for that”

- “its not out fault that…”

· Argument dilution

- balance model of argument

· Behaviour labeling

- “can I ask you a question…”

- “if I could make a suggestion…”

1. Slows the negotiation down.

2. Keeps it rational / formal

3. Reduces ambiguity and leads to clearer communication.

Do not label disagreement…






- “I disagree with that because...”

Begin with reasons / explanation and lead up to disagreement.

· Implementation concern

· Seeking information

· obtaining necessary information with which to bargain

· using questions as a deliberate strategy

· Feelings commentary

“I’m uncertain how to react to what you’ve said. On the one hand I feel unsure that what you are offering will work for us… and on the other hand I would really like it to… Can you help me resolve this”?

“I’m very worried that we seem so far apart on this particular point…”
Affective
· Separate people from problem

· Is it congruent with your beliefs

· How do you feel / what messages are you giving yourself
Skills
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- Analysis


- Planning


- Perception





- Communication


- Assertiveness





- Feelings


- Confidence
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