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"To be honest I thought all this negotiating stuff was BS, but now I'm sold on it."
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Walter Huston, Skilled Negotiator and Gold Miner


	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 so you can be sure I'm understanding you, and I can be sure you're understanding me.  After you say something, I'll say back what I heard. If you say I got it pretty closely, it'll be my turn to speak; if you say I didn't, you can say it again and I'll say that back. Then it's my turn to speak and you listen the same way, and so on. Saying something back doesn't mean we agree, it's just about understanding each other better. OK?" 

Why it Helps. The power of the rule lies in the fact that assures you'll each be heard. Because it makes you actually listen to each other, 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. The rule often helps you discover misunderstandings, hidden interests, news, and information, which makes problem-solving  much easier. 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. Keep doing it for a while and then simply ask, "OK, what can we do to improve things?"

Isn't it Time Consuming? 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 Fear The Other Guy Won't Play? Or that he'll 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." 

Challenge. Try the fair fight rule in your next argument and see what difference it makes. Let me know what you find.

__________________________________________________

Five Minutes Till the Meeting- 

"How Do I Prepare Quickly for a Surprise Negotiation?" Go To IOWA

What do you do when you've got five minutes before a surprise meeting and you haven't had a chance to prepare? Students from my negotiation course know that preparation for a negotiation is crucial, but what if time is short? This month we look at the idea of going to IOWA. That means you simply jot down answers to  these core questions: 

I-- What are the Interests here? (Mine, hers, ours) 

O--What Options might satisfy them?

W--Who can influence this negotiation?

A-- What are my best Alternatives to agreement (i.e. 

       if we can't agree, then what?)

Writing down the answers to these questions can focus your thinking, calm you down, and clue you in on the organizational politics. It can also help you spot a few creative ideas to play with at the meeting, and give you a rough idea of how much leverage you have.  Of course, it's best to postpone the meeting if possible, since you're not really ready to negotiate. If that's not possible, try to end the meeting quickly or take a time out as soon as you reasonably can. Then run through the I FORESAW IT* so you can dramatically improve your performance at the next meeting.

"Five Minutes Till the Meeting" is a regular feature of Better Negotiating. Here you'll get ideas about how you can put your negotiating training to work when you discover you've got five minutes to prepare. 

_____________________

*I FORESAW IT is a mnemonic that lists ten questions a negotiator should ask and answer before a negotiation. See http://www.betternegotiating.com for details. Click on "I FORESAW IT."

________________________________________________

Negotiation of the Month-

Trucker v. Building Manager- Negotiation Concepts at Work

The trucking company insisted on delivering at 6 a.m., making all kinds of noise that woke the neighbors. The building manager was furious. Could key ideas from negotiation training help two tough guys reach agreement? Student Jason Daniels* found out when he taught his company's building manager Steve* the I FORESAW IT** mnemonic.  The chance for success seemed slim-- Steve had spoken with the trucking company several times before about changing the delivery time but he'd always gotten the same answer- no way. "We need to get the trucks moving early so they can get in before rush hour," they'd always told him. "If we come an hour later, your loading dock will be blocked by a sanitation truck." Working through the mnemonic, Jason and Steve spotted several common interests the two sides had, such as avoiding fines, completing deliveries quickly, and keeping a good ongoing relationship. They brainstormed options and found several that would solve the problem. For setting and scheduling, they decided Steve would request a meeting at the dock at 6:30 a.m. so the problem (and the possible solutions) would be evident during the talks. They also decided Steve would bring the delivery contract, the firm noise policy, and the local noise ordinances as independent criteria. to show he was being reasonable. They finished by role-playing to anticipate reactions & responses.  At the meeting, the trucker came on very strong at first. "I'm used to noise complaints," he said. "I could care less." But thanks to his preparation, Steve remained calm for once. When Steve appealed to their common interests, the trucker stopped resisting and gave Steve his attention. At this point Steve offered several options, and they quickly agreed on one of them-- have the trucks park one block away at another location away from the neighbors. That way the trucking firm didn't need to rearrange its schedule but the neighbors would hear less noise. Independent criteria confirmed it was a fair solution, and Steve showed that it was better than either side's best alternative to a negotiated agreement- end the relationship and work with others instead. Everyone's interests were satisfied, and the trucker happily agreed. "Steve was very surprised it worked so well," Jason wrote. "He admitted to me that when we first started doing this exercise [it] was [nothing] but a waste of time. He believed that there was too much [B.S.] involved…. He was simply going to tell the vendor to do it his way or else. But after seeing how smoothly this negotiation went and how confident he was throughout the whole meeting, he would continue to use it."

___________________________________

* *I FORESAW IT is a mnemonic that lists ten questions a negotiator should ask and answer before a negotiation. See http://www.betternegotiating.com for details. Click on "I FORESAW IT."

_______________________________________________

Better Negotiating at the Movies-

Treasure of the Sierra Madre- 

"Better Negotiating at the Movies" looks regularly at flicks from a negotiator's perspective.

One of my favorites, this film gives us Humphrey Bogart as a down-on-his-luck gringo in Mexico who seeks a fortune in gold and comes down with a dangerous case of gold fever. Bogart and his friend join the delightful Walter Huston on a mining expedition, and the three men spend most of the picture grappling with trust dilemmas and trust substitutes, coalition dynamics, ambition v greed, mediation, and internal-external bargaining dynamics. Huston, playing a grizzled old miner who is as wise as Bogart is foolish, models ideas about moderating ambition, sharing, trust-building, consensus building, a variety of persuasion techniques, and even a bit of environmentalism. And of course, the movie includes the immortal lines, "if you're the Federales where are your badges?" "Badges? We don't got no badges! We don't have to show you no stinking badges!"  (It's a classic example of a telling refusal to supply a trust substitute.)

________________________________________________________________________

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
Next Month in Better Negotiating-
Here are some things you can expect in our next edition- 

· Five Minute Refresher - Being More Effective at Work by Winning a Mandate
· Is Your Firm Getting Its Negotiation Training Dollar's Worth?  What Harvard's Program on Negotiation Recommends

· Announcing The Better Negotiating© Awards for Outstanding Negotiation

How to Subscribe Free of Charge,

and How To End a Subscription-

      If you or someone you know would like to begin a free subscription to Better Negotiating, simply write "please add me to your subscription list," add your name and email address, and email it to me at seth.freeman@gte.net. (I'll never pass your email address to a third party in any way or form.) To end a subscription, send me an email  message saying, "please don’t send me further copies of Better Negotiating" and add your name and email address..

__________________________________________________

© 2005 Seth Freeman


[image: image2.wmf]





 INCLUDEPICTURE  \d "C:\\Documents and Settings\\sfreeman\\Desktop\\olddocs\\" \* MERGEFORMATINET 


 INCLUDEPICTURE  \d "C:\\Documents and Settings\\sfreeman\\Desktop\\olddocs\\" \* MERGEFORMATINET 


 INCLUDEPICTURE  \d "C:\\Documents and Settings\\sfreeman\\Desktop\\olddocs\\" \* MERGEFORMATINET 

PAGE  
2

_1161623150.bin

