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Learning	  Objec-ves	  	  

•  To understand key negotiation techniques  

•  To better equip you in preparing for meetings 
where you are seeking an agreement  



Prepara-on	  	  

Prepare	  for	  the	  nego-a-on	  by	  doing	  some	  
research:	  	  
– What	  do	  you	  know	  about	  the	  issue	  and	  the	  
decision	  makers?	  	  

– Understand	  their	  interests	  	  





                                          Department Students   
Position  No circulation of slides 

to students   
Department must 
circulate notes or 

appear to be unhelpful 
  

Interests  Retain confidentiality 
on research  

  

To better understand 
the teaching material   

 



•  Define	  your	  Most	  Desired	  Outcome-‐	  
this	  is	  your	  best	  case	  scenario	  and	  
more	  aligned	  with	  your	  ‘wants’	  	  

	  

•  Define	  your	  Least	  Acceptable	  
Outcome-‐	  this	  what	  you’d	  be	  happy	  
with	  as	  a	  minimum	  and	  is	  more	  
aligned	  to	  your	  ‘needs’	  	  

	  



During	  the	  mee-ng	  	  	  

•  Frame,	  using	  neutral	  language;	  
•  Move	  from	  posi-ons	  to	  interests;	  
•  Outline	  your	  shared	  interests.	  



Ac-vity:	  Choose	  a	  scenario	  	  
•  You	  and	  fellow	  students	  have	  3	  lectures	  in	  a	  row	  
on	  a	  Thursday	  and	  are	  finding	  it	  very	  difficult.	  	  

•  Module	  difficult:	  lecturers	  have	  assumed	  a	  higher	  
level	  of	  mathema-cal	  knowledge	  than	  students	  
actually	  have.	  	  

•  Prin-ng	  costs:	  Lecturers	  are	  expec-ng	  you	  to	  
print	  out	  materials	  and	  bring	  them	  to	  the	  lecture.	  
This	  is	  proving	  very	  costly.	  	  



Tips:	  	  	  	  
•  Paraphrase/Reflec-ve	  listening	  	  
•  Stress	  words	  like	  ‘we’	  ‘us’	  together’	  	  
•  Focus	  on	  solu-ons	  	  
•  Restate	  the	  agreement	  /	  
	  	  	  	  get	  it	  in	  wri-ng	  
•  Be	  clear	  about	  advantages	  to	  them	  and	  to	  you	  	  
•  Applaud	  concessions	  	  



If	  they	  defend	  their	  posi-on	  forcefully	  or	  won’t	  
budge,	  you	  could:	  	  
	  
– Par-ally	  agree	  
– Ask	  them	  to	  elaborate	  	  
– Refer	  back	  to	  their	  interests	  
– Ask	  what	  would	  an	  ideal	  be	  like?	  
– Discuss	  symptoms	  of	  the	  problem	  	  
– Ask	  more	  ques-ons	  rather	  than	  making	  statements	  	  
	  



If	  they	  aWack	  your	  ideas,	  you	  could:	  	  
	  
	  
–  Invite	  their	  cri-cism	  	  
– Ask	  for	  their	  advice	  	  
– Move	  slowly,	  be	  specific	  about	  implementa-on	  	  
– Resist	  the	  urge	  to	  be	  defensive!	  	  
– Discuss	  what	  is	  disliked	  	  



Questions?  


