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Negotiations

This material is based on the class “Advanced Negotiations” taught by Dr. John Morten from Harley-Brewer  (01 44 181 455 0700) in London .  The class was very good and effective with video taped simulations.  The format was pretty free-flowing, but was also very effective.  

Probably the key take-away from the class is to be conscious and prepare and also to keep in mind that the other party has issues and problems – just like you do.

General Negotiation Model

The following model isn’t always followed, but it is a good guideline to think through.

Phase
As a Seller
As a Buyer

Plan
· Develop opening statement

· Think through the information exchange

· Develop opening position

· Develop concessions strategy

· Plan the roles

· Plan the venue
· Develop opening statement

· Think through the information exchange

· Develop opening position

· Develop concessions strategy

· Plan the roles

· Plan the venue

Identify the gap
· Social interaction (small talk)

· Opening Statements

· Information Exchange

· Opening Position (packaged)

· Seek to understand the buyer’s issues
· Social interaction (small talk)

· Opening Statements

· Information Exchange

· Flinch to the seller’s Opening Position

Narrow the gap
Try to narrow the gap through 

· Concessions

· Gambits

· Recesses
Try to narrow the gap through 

· Concessions

· Gambits

· Recesses

Close
When things speed up or slow down get ready for the close

· Repackage

· Make a show of it
Look thoughtful (or whatever)

· Don’t do it grudgingly

· Make it a positive feeling acceptance

Review
· Review the result

· Review the team performance

· Review the individual performance
· Review the result

· Review the team performance

· Review the individual performance

Process points

Opening position

· Think about the reasonable zone what is your veto point and their veto point.

· Think about what your opening point is – should be in the zone.  

· As a seller, the opening should be in the upper 25% of the zone.

· Think about what your real target is – what you want (e.g. happy if you get more, sad if you get less)

· Package the opening position (include all the stuff and details, do it with some ‘theater’)

· Give one single number at the end of the package – and look at the other party.

· After giving the package and the number, shut up and expect the ‘flinch’.

Information exchange

Think about 

Information that you want to give


Information that you want to get

Information that you want to keep


Surprises from them 

Recesses

· Use them when needed (whenever anyone on the team asks)

· Be proactive and definitive about them – take control – don’t bobble about “should we take a break?”

Concessions

· Plan out your concession strategy

· Think about what the priority/importance of the various concessions are (in your value and their value)

· Trade concessions – don’t give them (“if you do X, THEN, I’ll do Y”)

· Think about the flow and size of concessions (don’t keep making them bigger – make them smaller) because people expect the trend to continue

· Don’t close when you’re still getting concessions.

No ‘Floppies’

· Speak and act definitively.

· Don’t look at the floor or ceiling.

· Watch your tone of voice.

· Don’t use tell-tale phrases like “we were thinking of”, “in the neighborhood”,  “around”, etc.


Styles

People have natural styles.  But, know yours and understand theirs.  And use what is effective, not what is natural.

The styles are:

· Warm: friendly, good listener, constructive, can’t say no, avoids conflict, too trusting

· Tough: firm, strong, takes control, demanding, threatens, impulsive

· Dealer: social, thinks on feet, opportunistic, deal junkie, suck up, won’t stand firm

· Numbers: logical, analytical, methodical, weak on soft aspects, trouble with surprises, bogged down in detail

Strategies

The two basic approaches are Win-Lose and Win-Win.  

In general, you should use Win-Win unless you have:

· A zero-sum game negotiation situation

· There is no long term relationship intention

· You have power

Tone

Use a solid tone, think about it.  Don’t raise your tone at the end – it implies a question.

Body Language

· Watch your body language – people are aware of it, at least at an subconscious level.

· Especially be careful about maintaining eye contact.

Security

Not everybody wears a ‘white hat’.  Some organizations will bug or spy on you during recesses (or even in hotel rooms).  If you need help, use a professional.

Creativity

During concessions and information exchange, keep creative.  A proposed model was to think about modifying the deal:


Make it bigger

|


Reverse it <=
Starting point
=> Change its shape


|

Make it smaller


Teams/Roles

Think about the tasks and roles.  A proposed model (different from the Boss as Sender) is:

Role 

Task
Leader
Expert 1
Expert 2
Note taker

Send
secondary
Primary
secondary


Receive
Primary




Record
secondary

secondary
Primary

Manage
Primary




Location

· Think about the location.  Make it a conscious, proactive choice.

· Yours, theirs, or neutral.

· Plan seating arrangements.

· Plan the timing of the meeting

Review

· Think about what was done well.

· Think about what could have been done better.

· Think about what you should have done that you didn’t.

