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Topics:

1. Determining your goals;

2. Strategy and tactics;

3. Key phases in negotiation;

4. Planning process.

Introduction



- Is the first step in the negotiation process
-Negotiators should specify goals and objectives 
clearly

-Direct and indirect effects on strategy:

- Direct effects
. Wishes are not goals
. Goals are often linked to the other party’s goals
. There are limits to what goals can be
. Effective goals must be concrete/specific

- Indirect effects
. Forging an ongoing relationship

Determining your goals



- Strategy: The overall plan to achieve one’s goals in 

a negotiation
- Unilateral: made without active involvement of the 

other party
- Bilateral: considers the impact of the other’s strategy 

on one’s own

- Tactics: Short-term, adaptive moves designed to 

enact or pursue broad strategies
- Tactics are subordinate and driven by strategy

- Planning: The “action” component of the strategy 

process; i.e. how will I implement the strategy?

Strategy and tactics



Four pillars of effective negotiation (Billings-Yun, 2010)

- Build a productive relationship
- have their interests in mind (as well as your own)
-They do not (necessarily) care about what you want
- understand, anticipate, connect

- Pursue outcomes, not points
- Why do I want this? What will it help me to achieve?
- Does it conflict with any of my other goals?
- Can these terms be implemented?
-If these terms became public, what negative 
repercussions might they set off?

Develop and effective strategy



Four pillars of effective negotiation (Billings-Yun, 2010)

- Seek solutions, avoid blame
- problem solving is a great asset
- both/and soutions rather than either/or contests

- Focus on fairness
- most agreements fall because one of the parties feels
they were taken advantage of
- at different levels (outcome, process, relationship)

Develop and effective strategy



Avoidance: Don’t negotiate

Competition: I gain, ignore relationship

Collaboration: I gain, you gain, enhance relationship

Accommodation: I let you win, enhance relationship

Dual concern model (Savage et al., 1989)

Compromise

Strategy and tactics



Strategy and tactics



When to choose which strategy?

… it depends…

- Situation

- Preferences

- Experience

- Interactions between styles

- Perceptions and past experience

Strategy and tactics



Strategy and tactics

Principled negotiation model
(Fisher et al., 1981, 2011)



Strategy and tactics

Principled negotiation model
(Fisher et al., 1981, 2011)



What are the goals? 
How will I work?

What are the differences 
and similarities? Can we 
commit to a mutual 
benefit?

What can I learn 
about the issues at 
stake?

Assemble your case!

Opening offer.
Give and take process!

Decision time!

Key phases in negotiation



1. Define the issues

- What is to be discussed?

2. Assemble the issues and define the 
bargaining mix

-The bargaining mix is the combined list of 
issues

- What are most (and least) important 
issues? Are they linked?

3. Define your interests

- Why you want what you want

4/5. Know your limits (resistance point) 
and alternatives (BATNA)

Planning process



6. Set your objectives (targets) and opening 
bids (where to start)

-Target is the outcome realistically expected 

(specific, difficult but achievable and verifiable)

-Opening is usually “the best possible” settlement 
that can be achieved

7. Assess constituents and the social context 
of the negotiation

- In professional context usually there are multiple 
parties involved

- Who is on my side? And on the other side? And 
who is watching?

Planning process



8. Analyze the other party
- Resources, issues and bargaining mix

- Why do they want what they want?
- How can I present my case clearly and refute the other 
party’s arguments?
- What is their reputation and negotiation style?
- Their strategy and tactics

9. Define the protocol to be followed in the 
negotiation

- What is the agenda?

- Who will be there?

- Where will the negotiation occur?

- What is the time period?

- What might be done if the negotiation fails?

- How will we keep track of what is agreed to?

- How do we know whether we have a good agreement?

Planning process



10. Present the issues to the other party

- Present your case as clearly as possible

- Support it with facts and arguments

- Refute the other party’s arguments

Planning process



CITY OF TAMARACK

Negotiation time
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