Conflict is an opportunity for resolution and change.

A woman I know, Barbara, is one of those people who’s very involved in community work and proud of what she does. She is equally proud of her husband and his achievements, and is upfront about it. Paul, however, spends most of his time on his business. He rarely pays attention to her and Barbara’s pride can’t take it. She can’t stand being ignored and is too proud to talk about it. So she argues with Paul about her clothing allowance instead. At least that gets a conversation rolling. Every week it’s the same: She gets his attention, they battle, Paul hands her money—and walks out. This has been going on for years and is not solving the real problem. What Barbara is doing is trying to get compensated for her misery. Demanding more and more money is her way of getting paid for the attention she lacks.

The same kind of thing happens in factories, when workers are dissatisfied about conditions. They’ll raise great storms over getting a raise, when what’s basically bugging them is dirt and noise. The way they figure is, if they have to put up with rotten conditions, at least they should be paid for it.

We spend all day negotiating, what is your most common cause for negotiation?

Tips for negotiating

· Listen actively and carefully. Never assume. Assume makes an ASS out of U and ME. 

· Try to understand what the other party really wants. You cannot get into somebody else’s shoes until you have taken off your own. Look at the negotiation from the other person’s point of view.

· Define your own goals and objectives and prepare

· Take the EGO out of nEGOtiations – it is easier to walk away when it is for somebody else.

· Prepare peoples minds to expect a certain result. As you enter a shop, say to the assistant “Do you have the authority to give discounts?” – the assistant now expects to give you a discount.

· Use the idea of “Hurt and rescue”. An IT technician may look at your broken PC and say “it looks like you need a new motherboard and will take one week to fix” – a terrible scenario! Then the technician may say “oh, hold on. No, it is just the audio card and takes two days”, you feel relief and happy! Had the technician said straight away “it will take 2 days” you would probably not have felt relief and happy.

· Never concede, trade. Use “IF” – “If I deliver for Friday, can I have the order”

· Identify who makes the decision

· Remind the other party of all the points conceded in their favour and try to “minimise” what they concede.

What examples can you think of? What experiences have you had?

A typical problem. 

What is your power? Identify your power in these hypothetical negotiations on the following objections and the power of the other party.

· Price

· Quality

· Delivery times

· Terms of payment

· Salary

It is not what you have got that counts, but how you use it. 

POWER


A customer can walk away. A supplier has a superior product. We have a history with you or other competitors. Employees can leave. We have service contracts for three years.











