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			How to negotiate successfully

			
					Problem: How can I defend my interests while taking into account those of the other party, in order to reach a satisfactory, sustainable and strong compromise?

					Uses: In both personal and professional contexts, knowing how to carry out a negotiation to solve a conflict, to conclude agreements centred on the interests of both parties and to strengthen interpersonal relationships with your interlocutors.

					Context: Professional relationships, communication, argumentation, conflict management, etc.

					FAQs:	What arguments can I use in favour of negotiation?

	What rules must be followed for the discussion to be constructive?

	How do I know if the exchange has been successful?

	How can I negotiate without seeming manipulative?

	The other party seems closed to all my attempts at compromise, what should I do?

	What are the characteristics of a good negotiator?




			

			Tired of a society with unilateral and hierarchical power, the mentality of the past thirty years has evolved into a growing interest in the principles of negotiation and cooperation. The law of the strongest is now over: to ensure efficient work and positive energy, we must work together, create together and co-write the rules and projects that mark our daily lives. This trend is evident in both the professional sector and in our private lives.

			Indeed, we negotiate every day: where to spend the next Christmas holidays, what film to see at the cinema, to get a raise, for more flexible hours, to finalise a contract that is favourable to both parties, etc. Therefore, learning to express our views and defending them while respecting those of the other party is crucial to leaving a negotiation feeling satisfied and confident.

			Negotiating means daring to say what you want and raising points of contention in order to improve our daily or professional lives. It also means setting goals and leeway for reaching them. Finally, it means attempting to measure risks and compare them with the benefits of making changes. In 50 minutes, this book will help you to discover the challenges of this approach and the strategies you should implement for successful future negotiations.

		


		
			Smooth negotiating: the basics

			Apprehending the negotiation

			Constitutive elements

			Negotiations consist of two elements that define and distinguish them from any other communicative actions:

			
					an opponent

					a common goal.

			

			A negotiation pits two people or two parties with conflicting interests on one or more points against each other, face to face. Unlike a mere discussion or a pointless argument, the parties, driven by a common interest to come to an agreement, gather around a table to find common ground.

			The argumentative exchange that takes place during a negotiation is therefore more complex and richer than that of a dispute in which the participants are content to shout their opinions and line up arguments without even listening to the other party. Through their desire to find an agreement, the negotiators need to be attentive to the needs and requests of the other party. Without neglecting their own interests, they should consider a solution that satisfies both parties. This is where the difficulty of the task lies.

			When and why should I negotiate?

			In order to improve our lives, we all have to negotiate both in our daily and our professional lives. Several objectives can lead to this approach:

			
					Resolving conflict (e.g. to develop a better division of household tasks between family members);

					Amending a contract (e.g. negotiating a salary increase or switching to part-time work);

					Improving an offer (e.g. as part of a property sale, the seller and the buyer must agree on a price);

					Finalising an agreement to optimise collaboration (e.g. a sports team and its main sponsor negotiate the money allocated, depending on the placement and the size of the logo on the players’ shirts).

			

			Each party has something to gain from negotiation, so rather than sticking to your guns, you must engage in the process with a harmonious approach. However, before starting, you should check that the process is worth it. If, for example, you want to negotiate a schedule change when your employer has already modified it in your favour, you run the risk of your new request being interpreted as eternal dissatisfaction or as a sign of arrogance. This may make him overlook any of your future demands.

			Overcoming prejudices

			In our relationships, we act based on our previous experiences and preconceptions. Therefore, for the negotiation to go well, we must first condition ourselves to perceive the positive image of the process, far from stereotypes and prejudices that overpower our understanding.
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			Types of negotiations and relational games

			‘Principled negotiation’

			There are different types of negotiations. Roger Fisher (1922-2012) and William Ury (born in 1953), founders of the Harvard National Project and negotiation specialists, have developed the method of principled negotiation, or win-win negotiation.

			“The method of principled negotiation developed at the Harvard Negotiation Project is to decide issues on their merits rather than through a haggling process focused on what each side says it will and won't do. It suggests that you look for mutual gains wherever possible, and that where your interests conflict, you should insist that the result be based on some fair standards independent of the will of either side.” (Fisher and Ury, 1985: 6)

			Principled negotiation consists of four principles:

			
					The dispute should be treated separately from the people involved (who have a role to play and must ensure they stick to a side in the debate);

					The discussion should focus on the interests of both parties and not their positions;

					It is better to imagine a large sample of potential solutions, rather than stay fixed on one;

					All participants must require the result to be based on objective and assessable criteria. These will be listed as “The decision will be respected when…”.

			

			Compliance with these four criteria ensures that we stay within the framework of a rational discussion, which covers only the subject of the debate and not people’s reputations, thus finding a practical and beneficial solution for both parties. This approach has the advantage of preventing the participants from taking a position they would struggle to leave, for fear of having to admit a semi-failure or feeling that they have lost face. The negotiation has a greater chance of success by starting from what is possible to submit for both parties and seeking common interests, rather than highlighting points of contention.

			This technique is ideal for obtaining a satisfactory result for both parties because it does not mean fully satisfying the claims of both sides (this would be impossible), but rather reaching a fair agreement after a respectful discussion. The two specialists oppose the method of distributive (or competitive) bargaining, in which each party tries to maximise their gains without regard for the needs of the other. It is either win-win or lose-lose if negotiations fail. 

			We can illustrate this type of negotiation with an example: an employee (E) has worked at the same bank in contact centre service for several years. His manager (M) is very happy with his work and considers him to be one of the most efficient staff members in the department. However, the employee does not feel fulfilled by his work and would like to work somewhere we he has more direct and personalised contact with customers. His manager does not immediately see the benefit of satisfying his request: the experience of his employee makes him very competent. By changing his position, he will need to find someone just as qualified as him as a replacement: for him, it is a financial investment. However, if the manager refuses to budge, he has more to lose by accepting the request of his colleague, as shown in the diagram below. By applying principled negotiation and taking into account the objectives of each party, the discussion is more likely to lead to a solution that is acceptable to both.
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					Good to know

					Whatever the subject of the debate, keep in mind that any speaker, regardless of their culture or party in the debate, will act in order to protect their basic needs, namely:

					
							A desire for security;

							The wish to live in economic wellbeing;

							The importance of belonging to a community (professional body, position within the company, family, etc.);

							The need to feel free and be the master of his own choices. 

					

				

			

			Cooperation or ratio of power?

			As it aims to initiate a common and mutual understanding, principled negotiation is, by definition, cooperative. It invites parties to listen and understand everything in order to find a solution that is suitable for all.

			However, as in all human relationships, the relationships between the parties may be asymmetric, and this introduces a ratio of power into the equation. According to Lionel Bellenger (company management specialist, born in 1947), there are six types of pre-determining factor that determine the links between participants during a negotiation:

			
					hierarchical (rank difference within the company)

					number (when one solution satisfies the highest number of people)

					temporary (preponderance of a company on the market)

					arising from competence (presence of an expert on the subject to be negotiated or someone with more experience)

					natural (facing a charismatic personality)

					cultural (the authority of elders in certain areas).

			

			Given all these factors, it seems clear that the relationship between the negotiators is rarely neutral. It is therefore necessary to analyse and consider this power struggle, which partly determines the course of the conversation. If the latter is highly unbalanced, the agreement will naturally converge towards the wishes of the superior party. However, keep in mind that if a negotiation has been set up, it is to find benefits for all, and that a conversation based solely on power ratios can only engender conflict. Negotiation, even with the imbalance of forces, is intended to find a creative and collaborative solution, allowing everyone to find their place and be involved in decisions.

			Thus, subject to the authority of his parents, a teenager will respond more readily to doing housework if he can negotiate some free time on Friday evening, instead of feeling unjustly imprisoned in the family home. Similarly, an employee will be more involved in his job if he can make a contribution to building projects and the company’s organization, instead of being limited to all the rules of his contract.

			
				
					The requirements of negotiation

					Negotiating means accepting that a third party is involved in making a decision that affects us. Therefore, in order for the negotiation to be constructive and fulfilling for everyone, the following must be accepted:

					
							not having full control of the situation;

							enduring some tension, caused by disagreement that is proportional to the divergence of interests;

							having to defend own interests to another party;

							not always achieving the goals we had set;

							complying with a number of rules so that the discussion is honest and respects all views and interests.

					

				

			

			Negotiator profiles

			In a group discussion, we adopt roles based on our character and our involvement in the debate. Each negotiator acts according to their personality, strengths and weaknesses, and, depending on the components and circumstances, operates with a certain dynamic.

			With these variables, each participant will adopt, consciously or not, one or more positions in the debate. In his book, The Fundamentals of Negotiation, Lionel Bellenger highlights ten types of roles:

			
					The leader, who takes the lead in the conversation. They are followed by the group and speak on their behalf;

					The regulator, who is the team leader of the group. They distribute speaking time and reformulate proposals in order to mark progress in the discussion;

					The follower, who follows the general movement and approves the decisions of the group;

					The rebel, who denies and argues against the ideas of the group, putting the main objective at risk;

					The law-enforcer who takes the role of policeman. They recall the rules and ensure that the agenda is respected;

					The expert, with experience or expertise who acts as an authority on the issue to be negotiated;

					The naïve person, i.e. the seemingly innocent one, who questions to clarify the views expressed by the group;

					The orchestrator, who continues searching for a compromise. Their purpose is to preserve the peace in the group, at the risk of offering complex solutions to satisfy all participants;

					The producer, active and positive in the collaboration. They offer ideas without imposing them;

					The obstructionist, set on disrupting the group, preventing progress and tending to discourage everyone.

			

			By observing the positions adopted within the group, we realise that a collective decision is both facilitated by certain attitudes and tested by others. In this context, the success of the negotiations depends on the strength of the group leaders and the ability of all participants to identify the objective and want to reach it.

			Preparation

			Preparing for a negotiation is an essential step: arriving with your hands in your pockets and your confidence as

			Diagnostic

			
			Objectives

			
			
			
			
			
			
			
				
					
					
					
							ethical rules and values

							regulations established by social norms

							conventions and legally established prohibitions (laws).

					

				

			

			Logistics

			
			
					A precise and appropriate location (so that it is possible to be isolated and quiet);

					Arrangements for the occasion (necessary equipment and seating arrangement of all participants around the table);

					A set schedule (start time and time allocated to the debate).

			

			Negotiating to a written agreement

			Good attitudes

			
			
					Asserting their position in the discussion by explaining their interests and arguing to justify their views;

					Listening to the other party by not challenging them or immediately judging their arguments. Try to imagine yourself in their shoes to prevent you from having a projective attitude (where we assimilate our own interests with the common interests) and thus understand and accept differences of opinion.

			

			
			
					Establish the relationship before the negotiation. To do this, maintain an initial speaking time so that everyone can freely express their views without trial and without feeling disputed or contradicted;

					Show signs of acceptance and recognition when others are speaking;

					Encourage the other party to concretely define their expectations. Do not hesitate to ask for clarification if you do not understand;

					Analyse and measure the risks and consequences of your decisions for each party;

					At the end of the exchange, assess the failures and successes and highlight what worked, what was positive and what was negative in the exchange.

			

			
				
					
					
				

			

			Possible outcomes

			
			
					In the first case, the negotiation will fail and the discussion will end in disagreement. This can be seen as:	Objective, if the negotiators agree on the fact that they cannot agree;

	Confrontational, when negotiations go wrong (personal attacks, humiliation of a speaker);

	Delayed, when the players decide to postpone decisions.




					Secondly, negotiations may lead to concessions. This means that one of the two parties involved has conceded on a point without getting any compensation. In this case, we are faced with a scenario where there is a winner and a loser.

					Compromise forms a third possibility. The two sides both make concessions to reach an agreement where the essential interests of each are guaranteed. 

					Last scenario: negotiation is a total success and the solution found together unanimously suits all players. Here we have reached a consensus.
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