Negotiating (15%)
M/C – 6 marks (4 lectures, 2 lab readings)
Short answers – 6 marks 
What is Negotiation?
· Ongoing process through which two or more parties, whose positions are not necessarily consistent, work in an effort to reach an agreement
EASY Process 
· Engage: Recognize you are in a negotiation and quickly review the viable strategies 
· Assess: Evaluate your tendency to use each of the negotiation strategies, as well as the tendencies of the other side 
· Strategize: Select the proper strategy for this particular negotiation 
· Your One Minute Drill: Each time you begin a negotiation situation, take a minute to review the 3 steps 
Negotiation Strategy Matrix – 2 categories of collaborators
· What really matters is how the other side sees you because this affects how they negotiate with you, most importantly know yourself as others know you 
· Avoidance (non-cooperative, not reacting)
· Both sides will lose
· Want to get away without doing anything, want to avoid conflicts at any costs 
· You can avoid certain things, but beware if you avoid something it might snowball and become a huge issue later on
· If you avoid someone, but still need them, keep a good communication relationship with them
· When to use it:
· Minimal issue
· Recognize it may grow in importance
· Do it in way that demonstrates investment in relationship
· Superior option readily available elsewhere
· Objections are a sign of interest
· Accommodation (cooperative; not reacting)
· You will lose 
· You are not speaking up for yourself so you can end up being taken advantage of
· You are not benefiting 
· When you feel like the other has more knowledge than you, you don’t have leverage
· You can gain leverage with knowledge, if you know something useful that they don’t know it can help you 
· When to use it:
· When in weaker bargaining position – no leverage
· Can improve leverage with knowledge information
· If you make a mistake, do not make up excuses  

· Competition (non-cooperative, proactive) 
· You will win no matter what, both side will lose
· Self-interested person → think like if I have something, then you can’t have it 
· Don’t care about maintaining relationships 
· Don’t think you will have to see this person again so you don’t mind getting competitive, but if there is a potential where you will work together again, don’t risk being over competitve
· Zero sum method
· When to use it:
· Opponent not inclined or capable of collaborating
· Need senior players to get at true needs
· Not worth the effort to collaborate
· Be careful to look for true potential of negotiation
· Collaboration (cooperative, proactive)
· Both sides will win
· Work together to solve problem, instead of attacking one another, trying to reach a common goal
· Two categories:
· Sages: type of people who is wise enough to know when it makes sense to collaborate effectively
· Dreamers: type of people who is optimistic and always think it is good to collaborate
· When to use it:
· When situation presents a significant opportunity with capable and willing decision-makers on all sides
· win-win-win
· 80/20 rule → occurs 20% of the time, but = 80% success 
· Requires preparation, need identification, and candor – trust
· Internal collaboration is prerequisite for external collaboration
Compromise
· Thomas-Kilmann Conflict Mode Instrument
· Compromise: not seen as a very effective way to negotiate; not optimal solution; compromise is kind of like a last resort and you use it in 3 scenarios:
· Late in the negotiation process after legitimate strategies fully used 
· When only a small gap remains on one issue
· Always directly tried to an agreement 
Interaction Styles
· Most people are extremely predictable, so the key is to be observant enough to recognize it: behavioral style and company culture
· Pace of information exchange
· Focus on tasks or relationships 
· Driver (D) (task focus, fast pace)
· Want to make decisions and get things done, want their one big decision to be a success  
· Focused on agreement 
· Less attention span than analytical 
· Intimidating 
· Don’t focus of tiny details 
· Fear of failure
· Initiate discussion 
· Negotiation style: competition 
· Expressive (I) (people focus, fast pace)
· Enthusiastic, outgoing 
· Dislike being bored so they keep themselves distracted and busy, keep them entertained 
· Quick talkers
· Negotiation style: collaboration 
· Amiable (S) (people focus, slow pace)
· Like a mediator 
· Want to make sure people are satisfied so there is no conflict 
· Slow → bad for driver and expressive 
· Friendly
· Hardest to negotiate with because they are nice to you and your competitors; goal = make everyone happy
· Negotiation style: accommodation 
· Analytical (C) (task focus, slow pace)
· Think things through
· Don’t want to make hasty decisions
· Quiet
· Fear of making mistakes 
· Want hard data and time to study it
· Negotiation style: avoidance 
Principled / integrative bargaining vs. positional / distributive bargaining 
	Principled Negotiations
	Positional Negotiations

	· Use an integrative strategy: you are not just looking at a position, you are trying to come up with a better solution
· People collaborate
· Criteria used to judge a negotiation in principled negotiations
· Produce a wise agreement: expand the size of the pie
· Efficiently: focus on interest, not positions 
· And amicably: maintain the relationship
	· Typical negotiations are positional
· People state their positions – what they want 
· Soft position: tendency for certain people to accommodate, then they feel better after because they didn’t get what they want
· Hard position: competitive, don’t back down until they get what they want
· Use an distributive strategy: distributing a fixed amount
· People compete, compromise, and collaborate 



4 Basic Points
· Separate the people from the problem: separate emotions from the actual issue at hand; keep it amicable; fight the problem, not the people
· Focus on interest not positions: getting to the underlying ideas rather than listening to what people say they want; wise agreement
· Generate a variety of options before deciding what to do: so that you don’t get stuck
· Insist that the result be based on objective criteria: based on what outcomes you agree upon; both sides agree to 

