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LEARNING OUTCOMES

INTRODUCTION 

CHAPTER 1: Negotiation Definition


1.1.  Negotiation Definition 


Activity: Negotiation Definition

CHAPTER 2: Negotiation Preparation 

2.1. Setting up the Negotiation Process 

2.2  Planning the Structure of the Negotiation

Activity: Negotiation Preparation

CHAPTER 3: Negotiation Essentials 

3. Negotiation Essentials

3.1. The Essential Issues 


3.1.1. Procedural Issues 

3.1.2. Substantive Issues 


3.1.2.1. The Agenda

Activity: Negotiation Essentials

CHAPTER 4: Negotiation Strategies 

4.1. Strategy 

Activity: Negotiation Strategies

CHAPTER 5: Negotiation Tactics & Techniques 

5.1 Concessions


5.1.1. Precondition demands 

5.1.2. Early concessions

5.1.3. Split the difference compromise

5.1.4. Trade-Offs / Concessions


Activity: Negotiation Tactics & Techniques

6. CONCLUSION

Activity Answers

Resources

	[image: ]
	 	[image: ]


[image: ]

Introduction

[image: ]


Topics Covered: 

- Negotiation Skills 

Learning Outcomes: 


✓  You will be able to identify the essential aspects of the  negotiation process;

✓  You will be able to prepare for a negotiation; 

✓  You will know about the different strategies, tactics and techniques you can adopt during a negotiation; and 

✓  You will be in a stronger position to decide what  approach to adopt to improve the outcome of a negotiation process. 



Lecture: Negotiation Skills

(Use links below to play / download audio / video lecture)

LECTURES:

Video and Audio: https://bit.ly/Intro-Negotiation-Skills

Audio: https://bit.ly/Audio-Negotiation-Skills

Any agreement, whether that is an agreement reached on a multi-million Euro / pound / dollar contract for a professional player, or relates to the commission an agent shall receive from a player or club for the services provided, can be reached by a form of negotiation..  

The negotiation process is the most useful method for resolving differences with another party as it is a voluntary process where both parties get the opportunity to remain flexible throughout the entire process. This allows the parties to vary their approaches, by offering concessions in return for concessions made by the other side, until there is a consensus and an agreement has been reached.  

Learning about the essentials of negotiations, and the skills, tactics and techniques relevant to the negotiation as a form of dispute resolution is therefore beneficial for anyone representing players, including a player representing him/herself. We shall discuss each of these issues in the 5 chapters of this book. Each chapter includes lessons, examples, discussions, activities and links to accompanying lectures to help you learn about the areas covered.  

In chapter 1, we take a look at the definition of negotiation. Chapter 2 covers the way to prepare for a negotiation. The essential aspects of the negotiation process are discussed in chapter 3. In chapters 4 and 5 we discuss the strategies, tactics and techniques of negotiation. 
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Lecture: Negotiation Skills

(Use links below to play / download audio / video lecture)

LECTURES:

Video and Audio: https://bit.ly/Lesson-1-Negotiation-Definition

Audio: https://bit.ly/Audio-1-Negotiation-Definition

1.1.  Negotiation Definition 

Negotiation is a popular method of reaching agreements. It is the preferred method used by big companies, governments, countries, non-governmental organisations, and players and clubs to resolve their differences and reach agreements.

Any agreement that is reached between parties who disagree on certain issues, whether that is an agreement reached on a multi-million pound / Euro / dollar player transfer or relates to the price of goods for sale in a market stall, can be achieved by adopting some type of negotiation. 

‘

Negotiation’ has been defined as:

‘To ‘confer (with another)’ with a view to compromise or reach an agreement.

(The Concise Oxford Dictionary (1982))

It is clear from the above definition that a negotiation is an effective way of reaching an agreement where the parties are willing to enter into discussions to try and resole their differences. 

During the negotiation process the parties participate in preliminary discussions until they reach a consensus. 

See illustration #1 below for an overview of how parties assuming different positions can agree to negotiate to reach an agreement.
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ILLUSTRATION #1: An overview of a standard negotiation process

[image: Negotiation process]

THE ABOVE ILLUSTRATION is only an example of a simple negotiation, but the term itself is much broader and includes far more complex scenarios than the scenario provided in the illustration above. 

Nonetheless, the negotiation process is the most useful method for resolving differences with another party as both parties get the opportunity to remain flexible throughout the process and can vary their approach, by adopting strategies, tactics and techniques (i.e. offering concessions in return for concessions made by the other side), until a consensus and agreement has been reached.

Learning about the essentials of negotiation, and the strategies, tactics and techniques relevant to the negotiation process, is therefore  advantageous for anyone seeking to reach agreements with other people. Regardless of whether they are trying to persuade another party for their own benefit, or are representing a party during a negotiation on a subject matter. 

A good example of a simple ‘negotiation’ is when a person haggles in a market with the seller over the price of an item. The issue in this type of negotiation is how much the buyer will pay for the item and the price the seller is willing to accept. 

Regardless of whether a negotiation involves simple or complex issues to  be resolved, the aim of both parties is to win a good bargain. The aims of the negotiators is to try to find out how far each party will move toward the other until a consensus is reached (i.e. an agreement on the price to be paid by the buyer for goods being sold by the seller).
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IN THE ILLUSTRATION below, you can see an example of a negotiation involving a possible player transfer from one club to another. The main issues to be discussed are the fee the club wants for the player (the transfer fee), and the player’s personal terms.

Illustration 2: Player transfer negotiation process

[image: 1.Negotiation process]
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AT THE HEART OF ANY negotiation is the willingness to compromise and / or reach an agreement with the other party. The way that the best negotiators achieve these objectives are by employing a myriad of different strategies, tactics and / or techniques.

During chapters 2 - 5 we shall discuss the essentials, strategies, tactics and techniques relating to negotiation that can be adopted by anyone participating in a negotiation process to try and achieve the best outcome possible. This can include soccer agents, lawyers, parents, relatives, friends of a player, or any other representative negotiating with clubs, sponsors, or other third parties, on behalf of a player to reach an agreement

Below we provide an example of a type of scenario where parties can negotiate with each other to reach an agreement. We discuss issues such as the negotiation process and preparing for a negotiation. 

Example: Negotiation 

John is a professional football player whose contract with West Ham United recently expired. He rejected an offer from the club to extend his contract for one year because he was not getting much playing time with the first team, as the club have a large squad. He is now a free agent. John tells his agent that he would like to explore opportunities to join a club in Europe playing in one of the top leagues (La Liga, Serie A, Ligue One
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