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Preparation
and Planning

Definition of
Ground Rules

Clarification
and
Justification

Bargaining
and Problem
Solving

Closure and
Implementation




1.Preparation and Planning

> Prepare you + your team
» Know the other party

» Know the Picture

> ldentify the objectives

> Priortize the objectives




Preparation and Planning

» Create options
> Select fair standards
> Examine Alternatives

» Select your strategy , tactics and counter
tactics

» Develop a solid & approved team
Negotiation plan



2.Definition of Ground Rules

> Introduction

» Determine who has authority

» Rules and procedures

> Prepare the facility

» Use and agenda

» Create a positive working climate
> Exchange issues




3.Clarification and Justification

» Specify what you want

» Problem identification

» Put forward the solutions

» Exchange information

» Focus on objectives

> Listen carefully and question thoroughly

» Seek compromise: get win/win If possible
» Remember optimum and fallback positions



4.Bargaining and Problem Solving

» Ask for what you want:modify if you need
» Don't concede without exchanging

» Decide on areas of possible flexibility

» Use stratagies ,tactics and countertactics
» Make counter offers

> Know when to walk away




Bargaining strategies

> Distributive Bargaining:

Negotiation that seeks to divide up a fixed
amount of resources : a win loose situation

> Integrative Bargaining :

Negotiation that seeks one or more settlements
that can create a win win sloution.




5.Closure and Implementation

» Statement of agreement

» Document the agreement

» Prepare Negotiation results and summary
» Close the remaining gaps

» Reach at a tentative agreement

> Implement the deal

» Monitor the implemantation



Questions & Answers
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