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CHAPTER 3 - Distributive Bargaining: A Strategy for Claiming Value
Distributive Bargaining: To determine how to allocate scarce resources. It's a strategy used to claim value for yourself but you are not very concerned about the relationship or the other party's outcome. 
4 factors to consider when choosing strategy:
1. Importance of issue: Most important issue
2. Importance of relationship: not important
3. Relative Power: pretty equal, usually, but measured by the BATNA (BATNA Bashing)
4. Time Urgency: usually high
Positions are the focus in this negotiation. Resistance point = limit; Target point = hope to achieve; both are defined by alternatives
TACTICS:
· 
· Estimate other party's resistance point
· Understand & improve BATNA
· Set high targets (be optimistic but not outrageous)
· Ask for more than you expect to get
· If prepared, make first offer
· Plan concessions
· Do not say yes to other party's first offer
· Use silence/time to your advantage
· Appeal to norms of fairness
· Be willing to walk away

When you are prepared, you are able to accurately estimate the other party's resistance point, so make first offer because the first offer will anchor the negotiation.
Concessions are important because:
· They reflect the expected "give & take" of bargaining
· Signals that you are willing to adjust in order to reach agreement
· Acknowledges the other party & legitimacy of their position
If someone responds by "you'll have to do better": "well what do you think is a better offer?" => Avoid making concessions without getting one in return. Boulwarism = First offer is final offer; highly resented! A pattern of concession says a lot... Decreasing many times is small increments is more believable.
Commitment/Threat: A position you take that has finality; something will happen in the future. 3 properties of threats: FINALITY, SPECIFICITY, CONSEQUENCES
Logrolling: mutually beneficial trade-offs between the issues on table
Multiple offers: offer variety/choices that are of equal value to you, but might seem more interesting for other
Contingency Agreement: if-then agreement that specify conditions to specific outcomes
Hardball tactics:
· 
· Wince (grimace)
· Good cop-Bad cop (team tactic involving friend & adversary)
· Intimidation/Aggressive behaviour
· Lowball/highball (extremely high/low offer)
· Nibble (agreement reached & ask for more)
· Snow Job (overwhelm other with info)
· Selective presentation, deceiving & bluffing, concealing
· Distorting Info
Final offer: when you are unwilling/unable to go on. 
CHAPTER 5 - Closing Deals: Persuading the Other Party to Say Yes
Negotiating mistakes: 
· Assumed powerlessness
· Inflexibility
· Win-lose orientation/squeeze out too much
· Failing to probe
· Feeling time pressured
PREPARATION is KEY in closing the deal: you learn to satisfy other's interests. 
Common Objections:
· Not My Idea => Ask other for ideas during negotiation & to criticize you proposals
· Unmet Interests => Explore other's perception, needs other than money to satisfy
· Losing Face => Do not damage name, image, reputation
· TMI Too Fast => Break situation into parts & proceed step by step, propose idea as trial period
· Too Expensive => Focus on value rather than cost; framing
· Doesn't work for me/Don't want it => illustrate how your proposal will help
· I need more time => Ask if they have all the info required to make decision
· I don't believe you'll comply => deal w/ their fear by recounting deals you honored; testimonials
When to close: when other understands your offer > its costs. Ask open-ended questions to know where they stand. If objections decrease or lose intensity, it's a good sign. If they see potential after first declining, or if questions change from concern to how it works, it may be possible to close the deal. " I like that size", "That'll get the job done", "The price is lower than I expected it to be", "I didn't realize you delivered every day" = MAKE A MOVE
Closing Tactics:
· 
· Ask the Other Party to Agree
· Split the Difference/Compromise 
· Comparison
· Cost-Benefit or Balance Sheet
· Multiple Equivalent Offers
· Sweeteners
· Assume the close
· Exploding offers
· Sequential Questions
· Default Option

The following suggestions should help you close effectively:  
1.   View objections objectively. 
2.   Learn to identify the signals to close. 
3.   Educate the other party to clarify how the value of your proposal exceeds its costs, and how or why it satisfies their interests. 
4.   Reframe your offer in different ways if the other party is hesitant to accept. 
5.   Know when to give an extra push and when to back off. 
6.   Ensure that the terms agreed upon are practical, and that they can be implemented easily and effectively. 

Moving from win-lose to win-win: Convince other that it's in their best interest to work for a win-win




CHAPTER 14 - Third Party Intervention
Alternative Dispute Resolution: faster & cheaper than legal system, solutions more beneficial than no agreement or court-imposed. NEGOTIATION; MEDIATION (outcome control); ARBITRATION (no outcome control)
When is ADR likely to be used: 
· 
· Emotions are in the way to find solutions
· Unable to correct poor communication without help
· Stereotypes hinder productive info exchange
· Blaming/name-calling
· Serious disagreements about data
· Real/perceived interests are incompatible
· Unable to get past impasses
· Unable to get other party to the table
Mediation = Extention of negotiation process. No direct outcome control, but can influence by facilitating communication & problem solving => SHAPING THE PROCESS
Types of mediators:
· Orchestrators (empower negotiators to make their own decisions; develop negotiators' relationship)
· Dealmakers (more directive; determine who talks & when, voice opinions, decide if meet alone/together)
Meditation is best when the conflict is moderately intense, parties are receptive & motivated to settle, parties are relatively equal in power, the problem is more about terms for a new contract/policy vs. interpreting existing one. Mediators help negotiators save face, enhance relationship, remove obstacles, & produce desired outcomes/value.
Mediation Process:
1. Identify issues to be addressed
2. Determine the cause & consequences
3. Formulate plausible solutions
Arbitration = not directly linked to the process, but the have outcome control because they impose solutions that are final & binding. Usually to settle disputes. This is best when conflict is highly intense, parties are not motivated to settle, special expertise is required, the problem is related to current legal problem. Faster & simpler than litigation and offers a definitive resolution to problem. Critical components: How Hearings are Conducted & How to Decide Cases
Managers as Third Parties: Before choosing strategy, must consider the goals of the manager (effectiveness, efficiency, compliance), characteristics & intensity of conflict, time pressures, importance of conflict, relative power of each party, abilities to create good solutions. 




CHAPTER 9 - Ethics: Right & Wrong do Exist When You Negotiate
Trust & Integrity are important components. Manipulation, truth-telling, & withholding information are at the core of unethical issues in negotiation. 
Those with less power are more likely to use deceptive tactics & lie. THose who failed previously will try to save face. If the other party is trustworthy, a negotiator is more likely to misrepresent information because chances of getting caught are low & costs if caught are low as well. 
Utilitarianism: an action is ethical if it produces the greatest good for the greatest number of people. 
Social Contract: an action is ethical if it's consistent with/is grounded in the community's social norms.
** Advocates of these 2 frameworks are more likely to use ethically questionable tactics. 
Rights & Duties: People are governed by certain universal rights, and these rights impose a corresponding duty. Breaching these rights & duties is unethical. 
Fairness & Justice: Similarly situated people should be treated similarly in terms of allocation of rewards/burdens, & in terms of the process used to determine the allocation. 
** Adovcates of these more rule-based frameworks are less comfortable with using ethically questionable tactics.
Unconscious Ethical Breaches:
· Overlooking unethical behaviour of others
· Overlooking the actions of those who delegate unethical tasks
· Overlooking indirect unethical behaviour
· Overlooking gradual unethical behaviour
· Overlooking unethical processes until the outcome is bad
· In-group favoritism



CHAPTER 8 - Power & Influence: Changing Other's Attitudes & Behaviours
Power: the ability to effect desired outcomes. (Distributive) OR The ability to work effectively with the other party 
Attitudes: General evaluations people hold about themselves, others, objects & issues. Influence is about changing these attitudes. 
Power should be thought of in competitive terms, instead of something fixed that is physical. IN organizations, power flows from top-down through the chain of command. It is derived from the combination of the negotiators & of the environment in which the negotiation takes place. 
· Reward power - ability to give the other something they value
· Coercise power - ability to punish/withhold rewards that the other wants or needs
· Legitimate power - authority from age, social status, caste, or position
· Referent power - derived from being liked, because the other can identify with you/wants to be like you
Allies: supporters respected by the other negtiator or who possesses resources the other needs. They enhance your power by speaking/acting on your behalf. 
Message Content:
· Personal Relevance - personally important/interesting messages are more influential
· Fear - threats are more persuasive, but only if coupled with efficient ways to deal with them
Message Organization:
· Message Sidedness - if 2-sided (recognizes opposing view & refutes it) then more persuasive
· Scope & complexity; Repetitions; Distractions
Message Presentation:
· Powerful language - perception that message is more credible & speaker is more competent
· Language Intensity - conveyed through emotions, reflects an attitude that is not neutral
· Dialogue - people are more willing to concede when request is preceded by dialogue rather than monologue
Indirect Routes to Influence:
· Explanations - more likely to comply if reason given
· Contrast Principle - exaggerating the differences between offers to influence
· Reciprocity - we often reciprocate even if contrary to self-interest
· Reject then Retreat - make extreme demand that will be refused, followed by a small one.. more chances of yes
· Social Comparisons/Proofs - when in new situation, we look to others to know what to do
· Scarcity - if rare/short supply, it increases our desire
· Commitment & Consistence - once a decision is made, we tend to behave consistently with that decision
· Gains & Losses - losses are weighd more than gains
· Reference Points - how much peopel value their time & other interests
Defense against influence: Prep is essential because it provides objective info. You need to know wht you truly want, your BATNA's value, resistance points, and a monitoring system. Recognize them as they are being used. Be careful if the other party is honest about intentions or not. Slow down to take the time required to evaluate the other's ideas, and ask for help if needed. 
Negotiating with less power is challenging. Improve your BATNA; acquire resources; join a coalition; get promoted; increase your power! PREPARATION! Communicate in the way the other will receive it best; INTEGRATIVE STRGY
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		1. Take a problem solving perspective		1. Identify and define the problem		1. Describe the behaviour ( or the lack of)

		2. Separate the problem from the person				2. State your feelings

						3. Explain why it is dysfuntional

						4. Clarify your interests

		3. Determine interests - Yours and Others		2. Understand the problem fully (get all relevant information)		5. Demonstrate you were listening- reflect back

						6. Ensure common understanding

						7. Get other to recognize a problem exists that he/she should address

		4. Develop alternatives		3. Generate alternative solutions		8. Develop alternatives

		5. Establish objective criteria		4. Evaluate and select among alternatives		9. Reach agreement how to proceed

		6. Reach agreement based upon criteria				10. Build in follow-up mechanisms

		7. Develop your BATNA
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