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	Negotiation of the Month
Turning a Holiday Family Battle into Harmony with Common Interests

Student David Abala's and his two sisters got into an argument about gift giving at the start of every holiday season. They routinely and bitterly disagreed over what to give their parents, who would pay what, and how much each of them should be involved in the process.  Not wanting yet to go through the same aggravation again, David spent some time preparing for his next discussion by thinking about various interests-- his, each of his sister's, and the common interests they shared. Thinking carefully about setting and scheduling, David suggested that he meet with two of his sisters at their folks' house when the folks wouldn't be there. "As it turned out this was a good idea because we were able to talk while preparing hors d'oevres in the kitchen over a glass of wine.  Since the discussion was in person and we were in a relaxed setting, there was a much more collaborative tone to the discussion right from the start."  To begin the talks, David suggested a simple ground rule: each of them would get a chance to make his/her case without interruption. Only after that would they discuss the matter. "This went very well, since each of us was forced to 

At this point there was a visible 

shift from arguing to collaborating 

actively listen to the other person's point of view. In previous discussions ther ehad been a lot of interrupting right and contradiction from the start. I had planned in advance that I would go last so I would have an opportunity to tie things together and give us a way to attack the problem and not each other." After the sisters had spoken, David briefly summarized the major points they had made. "I pointed out that both had noted that the most important thing was to get a gift that Mom and Dad would be able to enjoy. I said that I agreed with that and went on to say, 'it seems like we all want the same things here,'". He then briefly added two other common interests they had which he'd identified during his preparation: to have every sibling be involved in picking a gift, to minimize the cost per person by sharing the cost equally. "Then I turned to my sisters, checked for agreement, and asked them what they thought we should do next. "At this point there was a visible shift from arguing one's own point of view to a collaborative approach that met those common interests." After some more amiable discussion, we agreed that the best way of selecting a gift would be to have each sibling be responsible for a particular holiday in rotating fashion. We also said that, by setting up a schedule well in advance, we would make it easier for any sibling who was having trouble selecting a gift to get help from the others. Next, we agreed we would respect the right of each person to select a gift that he/she felt was appropriate," as long as it did not cost their parents money.  "All in all things went very well and there never was a hint of the previous animosity that had characterized our discussions. "I think that by going last and pointing out our common interests, I helped  us focus on what we all wanted, "rather than focusing on their individual positions."


Readers' Survey Questions of the Month -  

· "If I could give a friend one piece of non-obvious advice about negotiating, it would be...?"

· "The aspect of negotiating I most need help with is...?"

· "The question I most wish you'd ask your readers is...?"

To submit answers to any or all of these questions, simply click on our dedicated survey webpage by going to http://www.ezquestionnaire.com/surveys/default.asp?SID=1365. I'll report an anonymous summary of readers' answers in an upcoming edition of Better Negotiating. 

 
Five Minute Refresher -  Yessable Proposals and If We Agree/If We Disagree

 To persuade another negotiator, you must prove you're reasonable and  that it's wise for her to agree. While heavy-handed, high pressure tactics may work in some situations, they usually backfire. Instead, you usually, you need to bring her to her senses, not her knees. But how? One way is to use a planning tool and a persuasion technique students of negotiation learn in our course. The former is called "Crafting a Yessable Proposal;" the latter, "If We Agree/If We Disagree.   Together, the two ideas help you demonstrate you understand her and that your idea is in her interests. 

A Yessable proposal is an offer you make that you've designed to be attractive and satisfying to her- an offer that serves her needs well (as well as your own.) To create one, go do four things: (1) list HER interests as best you can; (2) list as many creative options (i.e. possible deal terms) as you can think of; (3) identify HER alternatives to agreement (i.e., what she'll do if we don't agree), especially her worst alternatives (a.k.a. 'WATNA') Then (4) cherry pick the options most likely to satisfy her interests (and yours). That proposal by design is so attractive it will be yessable- easy for her to say 'yes' to.  But since she may not see the wisdom of the proposal immediately, you may need to persuade her with 'If We Agree/If We Disagree." Here you ask yourself two questions about the other negotiator:  how will her saying "yes" to this proposal be in her interests, and how will her saying "no" to this proposal hurt her interests? You already have the makings of good answers to these questions in your work developing the Yessable proposal. To answer the first question, review her interests and then list specific reasons why your yessable proposal is good for her. ("If we agree, you satisfy you need to X by…. You also make sure you Y by….") 

To answer the second, review her WATNA and then list specific reasons why saying no to your yessable proposal will be bad for her. ("If we disagree, you may not satisfy your need to X because…. You'll also have a problem getting Z because…."). For a template and an example, check my website at http://www.betternegotiating.com and click on "Articles for "Creating a 'Yessable' Proposal by Using 'If We Agree/If We Disagree'. By the way, if you develop an I FORESAW IT plan, you will almost automatically create both things. There's even an 'if we agree/if we disagree' template in the I FORESAW IT form I've created. You can find that form too on my website at http://www.betternegotiating.com. Simply click on "I FORESAW IT" or "I FORESAW IT template."


Skill Building- Have a Good Argument with A Simple Fair Fight Rule

Here's a powerful idea that can help you change your next fight from a shouting match into a valuable conversation. As soon as you realize you're in a verbal fight, say something like this. "OK before we go any further, let's agree to a ground rule. After one of us says something, the other shows he's understood (not agreed) by saying back what he's  heard. If the speaker says it's reasonably accurate,  the other gets to speak next; if speaker says it isn't, the speaker can clarify (not make new arguments) and the other says that back. That way, you can be sure I'm understanding you, and I can be sure you're understanding me." 

This simple rule can transform a knock down-drag out fight into a productive encounter.  There's no need for lots of touchy feely jargon, training, or steps; the rule works because it assures each of you that you'll be heard. Because it makes each of you to listen, it prevents each of you from rehearsing your rebuttals while the other is talking. As a result,  there's no need to shout to be heard. Also, there's no loss of face in actually acknowledging what the other is saying, since you've both agreed up front to do it and you're just showing you hear, not that you  agree. 

As you continue following the rule, you often discover misunderstandings, hidden interests, news, and information. As a result, acknowledgement, face saving, and solutions are a lot easier to achieve. The rule is no panacea for a troubled relationship, but it can often do a lot for you both if you give it a reasonable shot. It does take more time than a simple conversation, but since most arguments turn into dead-end shouting matches, you're actually saving time in the long run. Also, slowing down actually de-escalates the fight, so it's often easier to get things resolved faster. "To get there faster, go slower."

What if you're afraid the other person won't play, or will misuse the process? Start by telling him why it will benefit him if you both do it. (See above.) Let him talk first so he sees what you have in mind.  Keep trying for a while. It may take him a bit longer to get the knack since you're more familiar with the idea, but don't give up too quickly- he should catch on. Don't attack him personally if he gets it wrong ("you're deliberately twisting my words")- attack the misunderstanding itself ("no, that's not what I'm saying.")  If he repeatedly listens badly, trivializes the rule, or drops it altogether you can decide to stop pushing for it, or you can say, "Let's try again later when we've both cooled down and we're ready to listen to each other." 


Links of the Month

· Inc. Magazine has a memorable article you can read on-line called: "Just Say No: Why not all business is good business: seven CEOs on the sales they refused to make, plus 20 good reasons to think twice before closing a deal. http://www.inc.com/magazine/19960401/1621.html
        Seth Freeman's webpage offers articles, links, information about training, and other useful information for negotiators.  

      http://www.betternegotiating.com
· Looking for A Book on Negotiation? Check out The University of Florida's Guide at 

      http://web.uflib.ufl.edu/cm/business/books/negotbks.htm
_________________________________________________________

Next Month in Better Negotiating

Here are some of the things you can expect in our next edition- 

· Skill building- Gift Giving with the I FORESAW IT- how you can a key negotiating tool to help you give better gifts.
· Five Minute Refresher - Being More Effective at Work by Winning a Mandate

· Negotiation of the Month-  Finding a Wise, Caring Solution When Your Spouse Says, "Honey, Let's Lend $10,000 to My Family"
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