MASTER OF ADVANCED LEADERSHIP PRACTICE

Make the powerful shift from managing to leading with NZ's only
Master of Advanced Leadership Practice. Challenge yourself, empower
others, drive excellence and performance in your organisation.

Whether employer or employee - STAND UP, STAND OUT, MAKE A DIFFERENCE

APPLY NOW
0800 505 825
massey.ac.nz/leadership

’3’*—- " | MASSEY

@ MBA AACSB J# UNIVER ‘,,,-é . BUSINESS
ACH »i OREREERSS T O‘FNEWZEAD‘ Ecﬂgﬂ:m

fﬁ'.‘ e

(17 A Y
f y

iy
Y:j‘



LEADERS Advanced Practice — Gaining an Edge
MASSEY 5 MASSEY
BUSINESS &

SCHOOL UNIVERSITY OF NEW ZEALAND



OUVITA

“The Negotiation Edge”

ARE YOU WINNING?
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4 Areas of Focus

Overview: Negotiation — why bother being great?

One: 4 Step Process
P Three: Power of Preparation

Two: Negotiation Skills: Best Practice Four: Close Appropriately



Negotiation Edge — Master the Dance




Conflict Not Combat

Negotiation is a Resolution Process

IR



What Have You Gotten Yourselves Into?

ALL Negotiations are socially constructed
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Preparation Team

Coalition Perceptions of
Analysis each other
& Third —Table Table
Parties
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Integrative Skills — Experiencey
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Group Negotiation




Negotiation Skills as Core Commercial Competency

Negotiation is a Key Commercial Competency in a Global
World

YET:

O Most people not very good at negotiation (e.g., over 80% of
corporate executives and CEOs leave money on the table)

QO Senior Negotiators can’t tell when they are ‘IN
negotiations’

a 70% of Execs had no formal negotiation expertise yet
conduct multi million dollar deals on behalf of their
stakeholders

0 Our challenge is to dramatically improve negotiation
ability to:
QO Create value

o Claim value
Q  Build trust & relationships

O Research basis in economics and psychology



Nine Things both sides Wants

Nine Things both sides Wants

To feel good about themselves

Not to feel bullied

To be listened to

To know and understand more

To finish the negotiation without foo much heartache
To be treated respectfully & To be liked

Clear communication

To be trusted

1.
2,
3.
4.
5.
6.
7.
8.
9.

To be treated fairly




4 Stages of Negotiation

Prepare

Bargain

Close
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7 Skills of more Effective Negotiators




Thorough preparation — including knowing when and how to close

The ability to set limits and goals
Keeping your emotional distance
Good listening skills

Clarity of communication
Building rapport

Negotiating with different personality types and Cultures




POWER of Preparation The 6 Elements of Negotiation Preparation




Ruick quide to Preparation

How to prepare

1. Stetogoals

[Primary and sub and for both sides]

2. Have as many variables as possible
Do ‘Think in nk’. — Range for each issue
Have a BATNA /Rnow WATNA
Price Your stock

Do the 5 D Test to emsure that what Yyou
atmed for you have achieved.

Preparation is everything 80% ROI




PREPARE

PREPARE

Acceptable

PREPARE

Walk Away




Price your Stock — Determines trading stratge

100 %
Me Very Important to me D What | Want 5 What we both want most
Important
-n What we both want
L What we both want I X
Somewhat
r What They Want
Unimportant F Very Important to them
to either of us
100 %
THEM




Negotiation Preparation Sheet

hegotiation Preparation Sheet o margerer Considine

Goal:
Sub Goals
List Your Variables List Their Variables
List Opening Position Yours: What are your Interests and list Needs L .
- -
- -
- -
L .
- -
- .
- -
- .
- -
L L
: What are their Interests, List expected Needs . .
- -
- .
L .
- -
- -
- -
- -
L L
L L
- -




Negotiation Preparation Sheet

WATNA [Worst}

What is my BATNA |Best Alternative to a Negotiated Agreement)

Think In Ink
Insert Variables Here®
- - - - - - - - - - - - -

Ideal

Realistic

Acceptable

Walk

Away

Price Your Stock — what is it all worth

Me:

100 100/100




The 5 D’s

DECIDE DISCUSS
What do we want? —J What do they want? J
\

DETERMINE DEBATE

What wants can we trade? \What wants will we trade?

DECREE
AN

What have we agreed? J




10 Keys For Planning A Strateqgic Negotiation

Assess needs and objectives of the other party.

Assess your own needs and establish your objectives.

Identify major areas for negotiation.

Assess costs and values of concessions on both sides in each major area.
Assess the scope for broadening the negotiations (co-operative mode).
Assess the power and skills on both sides.

Assess the actual and possible stated stances of the other party.

Decide your own actual and opening stances.

© © N o g K~ w0 D=

Plan tactics
U How to build your own power.
U How to minimise the other parties’ power.
d How to handle concessions.
U Your own concession pattern.

10. Prepare Plan.



The Four Phases of Negotiation

1. Preparation

2. Opening & Proposing

3. Bargaining

4. Closing
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The Four Phases of Negotiation

1. Preparation 52

2. Opening & Proposing

(
3. Bargaining | ’ *
4. Closing %




Principled Negotiation-what’s the point?




Area of easy potential
agreement

Your counterpart’s push

Your push A Zone
zone [

Your counterpart’s area

Your area of : / / / deferred gratification
"/

deferred \
gratification \

N\

\ \
\
“~—Your goals Your counterpart’s goals

Strategies
L Continuously Gather Data
LUKeep an open mind
QAsk enquiring questions
ULink answers to objectives
UFind Healthy Mutuality of methods & Demonstrate Collaboration
QBuild for early Success



Bargainingc

1: Concession Pattern: Tracking tradability: How, when, how much, time between offers, meta
message, giving the because for each move and never giving anything for nothing. Minimise their

concessions and maximise yours.

7: On your feet tools

1: Use Silence & Summarise Regularly — keep track of your goal
2: Control reactions — anger, annoyance, frustration, joy

3: Note Taking is essential:

4: Impactful, Presence, communication and body language

5: Slow down - play like a chess player (but with much more time)
6: Maximise the weight of your Variables -

7: Constraints and deadlines : Play to them



Own
needs

ACTIVE

Compete
Win:Lose Taking

Compromise
50:50
Win:Lose
Lose:Win
Sharing

Avoid

Running
Lose:Lose

PASSIVE

Collaborate
Win:Win
Problem Solving

Accommodate
Lose:Win



The Four Phases of Negotiation

1. Preparation

2. Opening & Proposing

3. Bargaining

<

4.Closing == -



CLOSING — what to remember

e Clear the table

* Write up the agreement
« Allow for Contingent Contracts
« Watch out for Nibbles

« Attend to the relationship
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Feedback Please

http://www.surveygizmo.com/s3/3384357/Additional-information




