The art of negotiation – sample study
Stage One: Plan 

Many negotiations take place with little or no planning.  Whilst this may be appropriate for dealing with minor issues when there is little at stake, proper planning is essential with more substantial negotiations.  

The more complex the negotiation, the more important the planning stage.  Even simple negotiations deserve some thought before diving in and saying something you might later regret.

In this section we will look at the planning process.  We start by identifying what planning might involve and then go on to look at some of the more important elements in more detail.

Exercise - 10 minutes

Brainstorm Session

For this section you will need a flip chart and marker pens.

Lead a 5/10 minute discussion where participants brainstorm what the planning phase of negotiations might involve.  Capture ideas on a flip chart.

If delegates have difficulties generating ideas, prime them with a few questions.  Examples might include:

· How will they ensure that the parties exchange all relevant information?

· What preparation might be required if there is an emotional dimension to the negotiation?

· How will they mentally prepare themselves?

· How will they identify the issues to be dealt with in the negotiation, and any limits they may have?

· How will they identify what are the important issues to the other party?

· What planning might they need around the concessions they might make during the negotiations?

Refer to the information you have captured on the flip chart and make the point that there are many potential tasks involved in planning negotiations.  

Allow participants 2-3 minutes to transfer key information from the flip chart to the ‘Stage One: Plan’ page of their workbook.

Explain that we will now go on to look at some of the more important tasks involved in planning.  

Show Slide – Stage One: Plan
It is important to stress that each negotiation is different and this means that what is actually covered during planning will vary according to the situation.

Collecting information

( ASK: Why do you think it might be important to carry out research before negotiating?

The more reliable our information, the stronger our position. This may be best illustrated with an example.

· Buying a used car – The information we collect might include:

· What do the price guides suggest? 

· Are there many similar cars for sale?  

· Are there likely to be a lot of buyers chasing a small supply of similar vehicles?  

· What is the history of the particular vehicle?

· What is the condition of the car?

· How long has the car been for sale?

· Why is the owner selling it?

Part of our research may also include finding out about the person we are going to be negotiating with.  

( ASK: Why do you think it may be important to find out about the other negotiator?

This is important because it may help you decide your approach to the negotiation.

Anything you can find out about the attitude and approach of the other party can be useful.  For example, if you know in advance how strongly they feel about a particular issue, you will be better prepared to deal with it.

Of course, some of the information we need will have to be collected during the negotiation itself.  This means we need to give some thought to the questions we will ask.  We will pick this up through our planning template which we will now move on to.


