Contents
|
TCONS ..ot ettt e b s eesaaaas 8
Chapter 1: Alternative approaches to negotiation..................c.ccocoocoo..... 9
What is there 10 master?..........uuueeiiiiiiiiiiiiii e 10

So what is negotiation?...

Argument?.......ceeueeeen

DISCUSSTON? eeeeeeiiiiitttteeneeieeeee e e e e e eeeeeeeeteteeeerssaanaaasaaeeeeeeessseeeeeeeeeeeenesssnnnnnnnnssnnns 13

COMPIOMISE? iiiituieeeeetruueeeeertueeeeeerrreesseeeereesssseeereessssseermsssssseesnsssssssesrssssnsesensnnnnnees 13

GELLING YOUT OWN WAY? ..iiririiiiieieiiereeuneeeennererenseernnereenessernssseesssserssssesnsssesssssransssnnnnns 13

Negotiation is, therefore. ... .cu i erre e s e e raaae e s e e aeaaaes 14
How we learn £0 negotiate...........oooiiiiiiiiiiiiiieeeecee e e 14
ALternative apProaches ..........eeeeeeueueiieiiiieeeeeeeeeeeeeeeetteere e eeee e e e e e e e e e eeeeeeeeeeeerenaaas 16

COMPIOMISE ettt et eetit e e e ettt e e e ettt e e eettaa e e eeteanae e eeteanneeaertannnsseeerennnnsaearennnnnnnn

Win/perceived win
WN /L0 1eeeeriiitieeieiieietee e ttee ettt e etateeeertesetaneeasnnseasaseasssssersaseessnnsesnessasnnssesnnseesnneees

Genuine win/win

You always have @ ChOTCE........coeiiieeiiieiiiiieee et eetree e e e eteaee e e eereaneeeeeeennnnnnns 19
The characteristics of competitive and co-operative negotiation.........ceeeevevueeerrerennnennennnes 19
The drive towards competitive Negotiations ........cceuuueerrririiiieerieiruierreeeeiieeeeeeeanieeeeeens 21

Summary and concluding remarks ..........ccouuieiiiiiiiiiiiniiiien e eeerae s e eeaaaaes 24

Chapter 2: Mastering the planning stage.............c..ccocooovieiiiiieic 27

British Electronics: @ €ase StUAY........ccouiuuuiiiiiiiiiiiie it cerreire e eerreeee e eeereraeseeenennnnns 28

What is there to Plan? ......cooeeiiiiiiiiiiii e eerre e e e e erae e s e eeaaae e s e eeaaaaes 31

TASK TSSUES ...ceeeeeiiiiiiiiieiiieeeeee e et e e e e e eee e ettt ttteeea s eeeeeeeeeeeeeeaeaeeeeeeeenesnnnnnnnnnnnnnnns

Task issues
Task issues
Task issues

Task issues:

CONTENTS

1



mastering negotiations 12 11/5/06 2:35 pm Page 2 i;

2

MASTERING NEGOTIATIONS

Task issues: the first five minutes

Process issues: making best use of time ........ccoouueiiiiiiiiiiiiiii e 41
1. EXpLoration Of OPLIONS cevvueeeiieiiiieeiiiiiiiiee st eerrieee s eeeetee s e eenatee e s eessenesseesnsnnnsseeanennns 42
2. ODJECEIVES eeiiiiiiieee i eeiee ettt erte e e s e e e et e e s e e eat e e e eeatr e e e earaa e e eeaaaan e eeenarans 44
3. Common ground and Long term PerspeCtive .cuuueeeeeuereeuerieeereeieeeerneeeeneeeerneeeeneneennnns 45
4. SequeNCe PLANMING ceuueieeiieiee et e et e e e et e e e et ee e e e et ee e e e e e een e e e e eenneeeeeees 46
Process issues: co-operative negotiations .............ccooiiiiiiiiiiiiiiiiiir e 46

1. Interests

2. 0ptioNS ceveeeeereeeiiee et

3. Alternatives: the real power

Gy LRGTEIMACY coeeeiiiieeieeiiiiiiittttt ettt s s s s s e e e e e e e ettt e e aaaees 49
British Electronics: a solution to the case study ...........ccooviiiiiiiiiriiiiiiinnrrieeeeeereiee 51

GENUTNE TNEETESES 1eeeiieiiieeeeeieieieitititttt e e e e e e e e e e e e e et eeaeeee e eeee s s s s e e aaaaees 51

Understanding the other side’s genuing INTErestS .....ceiieereueerrieeriieerieeriieerreerneieneeeenennes 51

OPEIONS cerrtieeeeetiiee et eetitee e e e ettueeeeerteraeeeeataasseeseataansseeeernasnssseernnrssnseerrernsnseeererrnnnees 52

Common ground and long term PersPeCtiVES .cuuuueeiieirureereeeriiiereeerreeeeeeeereeneeeeenennnnnees

The negotiations proper.....cccceeeeeeeenen.
Summary and concluding remarks

Chapter 3: Mastering competitive negotiations .....................ccccoocoeoe.. 55

Why can't all negotiation be Win/win? ............oooiiiiiiiiiiiiiiiicceeeee e 56
The phases of competitive negotiation

The opening phase .......cceeveeeunueeeneees

The testing phase ....ccceueeereienneeeneen.

The MOVEMENT PRASE ceeuniieeeiiieee ettt et e e et e e e e et e e e e eeenae e e eeennnaeeeeeees

The ClOSTNG PRASE «.eeeeeiieeeeeiiiee ettt e et e e ettt e e e et tea e e eeeennaeeeeeennneeaeeeennnnnnaeanes 69
Summary and concluding remarks ..........ccccooiiiiiiiiiiiiiiiiiiii e 70



mastering negotiations 12 11/5/06 2:35 pm Page 3 i;

Chapter 4: Mastering co-operative negotiations ................c.ccccocoevinnenn. 71

WHhY CO-0PIAtIVE? ..oieiiiiiiiiiiiee ittt eeriee s e eeeriee e s e eeraaie e s eeeaaassssseannsssnsseessssnnsseeenssnns 72

An alternative approach?..........ooi it era e e e eaa s s e e aaeaaes 80
A strategy for finding trade-0ffs .....ccuueeriiiiiieeiiire e e eee 80
Creating integrative agre@meNtS ..icuueiiceerieeeririereiiereeieeeereeeeeneseerneeeeeneseernsserenensennnns

Co-operative negotiations with problem people ...

Summary and concluding remarks .........ccccooeiiiiiiiiiiiiiiiiemiiieeeee e e e e e e e e e eeeeeeeeeeeeeeeaa

Chapter 5: Mastering persuasion ...............cccocevierieninieneneeneeeeeenas 89
So why is persuasion TIMportant? ..........ccccoooiiiiiiiiiiiiiiiiiiiereee e eeee e 90
How do we persuade People?......... ..ottt e e e et e e e e eeen e e e e e renn e 91

Logical persuasion ............

Power and co-ercion

COMPIOMISE «eeeetiuueeeeetieneeeeetteneeeeettenneeeeetenneseeetennnnsseeneannssssesnennsnseesrennsnnseenennnnnnes 95
Mutually advantageouUs CONCESSTONS ...vverrruueerrerrruueerreerreneneeeerrneeaeeeeernnnseeeersnnnnseeeeennes 97
Changing attitudes by the use of @mMOtiON.....ccuuueeirriiiiiiirieee e 98

Understanding the other side’s genuine objectives and motives
So what does this mean? ...

The skills of persuasion......
Creating dOUDT covvuueee it ettt e eere e e s eeeat e e e eeaaaae e s eeeannsnsseeannsnnssseennnnnns
Creating MOVEMENT ..iivueiiiieeieieeitteeienereteeeeeuererneeeeeneseernsseressssenssssrsnsssnnsssernnsesnnns

COMMON PErsUASTON TrAPS .....ccceiiiiiiiiiiiiiiiiieeeeeeeeeeeeeeeeeeeeeeeeereeennnaaaaaaaeaasseeaseeaaaanane
Making quick counter Proposals .........eeeeieuneeereiiiie et e ettt e e et e e e e e e e
LOOSE WOTAS eernueeeetieneeeeettieee e e e ettt e e eettenee s eeetennaeeeeteanaeeseeeeennenseeeeennnnsseeenennnnnnnn
Inductive disagreement

Low responders............

CONTENTS

3



mastering negotiations 12 11/5/06 2:35 pm Page 4 i;

4 MASTERING NEGOTIATIONS

Chapter 6: Mastering power in negotiation.............cc..cccocoooieiennen. 113

Does power work in negotiation? ..............ceviiiiiiiiiiiiiiiiiiien e e eeeaaaes 114

SO WHAt 18 POWET? ...ttt eetrie e e et ttae e e e et eaassseeeeaasssssseenssssssseerasssnnssenees 114
PEICEPTION teereiiiieiiiiee ittt ettt e ertee e et e eea s eeraesesneseeaneeseaneseasnsseransssesnssaransannnnns

The power of authority
The power to reward
The power of coercion
EXPEIT POWET eeieiiiieieiieiie it et et e eteeeaeeeeeeeseeneeeaseenssenssenssenssnnssenssenssenssnnssenssensenns
CONNECLION POWET 1uunierieeieuieietteeetuueeeerueseruneeetneeserseseeessssersssessnssesssssrsnsessssssessnnesenns 117
The power of iNfOrMation ....cccuueei it eeeee e
CRariSMAtIC POWET «.ueeeeiiiieee ettt et ettt e e ettt e e e et erae e e eeeenaaeeeeeeennaeseeeeennanesseeennnnes
The POWer £0 diSTUPE «eeeeiiiiiiiiiiiiiiee et e e e ettt
Some surprising findings ........couuuuuiiiiiiiiiiiiiiiii s
Practical remedies for dealing with power
Power can always be Created.....cevieeriueeriiiiiiiee et eeerriee s e eernaae e s eennaaeeees
The power of an alterNative ......cevieciiiiieriieiiiien et eeerrtee e eerree e s e eeraaseseennannnnaes
Changing the PACKage ..ceuueeeiiieiuiieriiiiiiiee e eerae e s e eeaaae e s e eeaanaensseaannnnns
Change the tiMe frame ..uuuuuei i eeeree e s e eraae e s e e eaare e s e eeaasanesseennnnnns
Exploit the information Dase .....ceiiccieieeeriiiiiiiee et eerrree e e eerreee e s e e snaaeeees
Changing of the SOUICE Of POWET ..uueiiiiiiiiieei it r e e e e aeaee e e e eeaaaaes
|30 (N | PP PR PRPRPR

Develop an irrational option

Put off the Negotiation .....cceueeoeiieiiiiie ettt e e
Summary and concluding remarks..........ccooovviiiiiiiiiiiiiiiiiiiii s
Chapter 7: Mastering commonly made mistakes in negotiation........ 129
Why concentrate on mistakes? ...........cccoovviiiiiiiiiiiiiiiiiiiiiiiiic s 130

Control skills
[TV o o RN

Listening

Answers

Talk too much



mastering negotiations 12 11/5/06 2:35 pm Page 5 i;

CONTENTS 5

Relationship skills

RECEPTIVE 10 THBAS .tvuueereiiiiiiieeieitiiiee e eeritieeeeetraeeeeeeerareaeeeeeresnsssseesessssnssesressnnsesenees 137
EMOTION ..ttt e et e e et e e enen e 138
WOTAS eeeeeeeeeee ettt e et ettt ettt eee e e e e e e e e e e eeeeee e e et e n e e e e eeeeeeeeeeeeeeeneaneeennnnnan 139
Reading and using body laNQUAgGE ....cceeeereeeiiiiiiiiiiieeeeereicee e eereeee e eerreeee e e e e raaeeeeeeees 141
AChTEVEMENT ...ttt e e ettt e e e et e e e et ee e e e e eennaeeeeeean
Predictability «eeeeeeeeeceeee et e et e e e e
ArguMENt dilUTON «.eeeeei ettt e e et e e eeeee e e e eeren e

Like to be liked

Impression management

Summary and concluding remarks. ..........cccoiviiiiiiiiiiiiiiiiii s 149
Chapter 8: Mastering non-verbal behaviour...............c.ccccooovviirnnnnnnn. 151
Is there a body of fact behind body language? ............ccooeiiiiiiiiiiiiiiirnriieee s 152

Types of signal ......c..ueeriiiiiiiiiriiiiiien e
The eight categories of non-verbal behaviour

FACIal EXPIESSIONS .ieevvrreerieeirueieeeeeerruneereenreeesseeersssssseeessunsssseesssssssseeensssssssesnnsssnnsees

1) o Y
(0011 - o PO UPPRPPPRPR
PIOXTIMIEY e ettneeieriereieee et erteeeetteeeeueeeeeueeeaneseeeneesesneseeensesensensesessennssssessssernnseennnnns
Orientation
Appearance

Summary and concluding remarks



