


FRKABHEEZNMNE 17f Ho1:Cjiz3
Mt

- MODULE 7

Negotiatmn to Solve Pmblems
Agency for Instructional Technology
South-Western Educational Publishing

[ 5]

KBH LR MATEFE T http://11ib. szu. edu. cn/
tH “THERER” ZPEHEERTH,
tam] 2L &L &

HﬂllﬂIIIIIIIIHIIIIIlﬂlIIIIH"IIIIIIIIIII!HI

m
D e s e
PSS
a—

QID i@d’-ﬁ#&kl&a

v  www.waterpub.com.c

Cgmmlltﬂlﬁﬁ

* China Machine Press




HERE

KBS RTINS A — B L BEE00 . ChEELOBUL DL
iz =g % . MK, RERHEBYHE T 21 0o L& B HeE, BRIEHEm
RIBTTBLEGEARED . WBTLIRREFH, HeTLloy by s],

AR EEARE TIPS . B3], S48 T RRTE T Ve fnfa] B o ).
ATLHSRHY . dnfal % BLBFII A EITESL RIS . Anfal B 28 3R, Anfa st b
MR IR, (eSS AR A G . A A R R RIS TR L, BRI A AT ke )

FREAKRFNEFREE. SO ANPERA L ERTE.

“Copyright © 1998 by South-Western Educational Publishing. A Division of International
Thomson Publishing Inc.

ALL RIGHTS RESERVED. No part of this book may be reproduced or transmitted in any
form or by any means, electronic or mechanical, including photocopying, recording or any
information storage and retrieval system, without permission, in writing, from the Publisher.

AUTHORIZED EDITION FOR SALE IN PR.CHINA ONLY.”

AR TRBUSEEN S REIZE: E01-2000-09312

] & 48 IE — i B RE IS
£ # | [3]Agency for Instructiqnal Technology

South-Western Educational Publishing

HAR. 21T | PEAFKESRH (L30T = HAke S 100044)
Miik: www.waterpub.com.cn

E-mail: sale@waterpub.com.cn

HLF: (010) 63202266 (£HL) . 68331835 (%&47ER)

#H 2 [ K-S %
HE AL s AR 5 BATRL )
Ep LR EE =S B

787 x 1092 &% 16 JI-&  11.25F(1% 260
20004E5 A %5 —-Mi 200045 AAL5CH R ENIR
0001—5000#}

33.005T (&X&E. &#FE . H)

&
S &EHHIT R

REMRARBE, Je AR, BR. HAY, Atk 4T94 K84
WAL - BB R



= =

Al

Il

CHKEBIEERTIAD)Y & —E 4 FR/KF) K d AT R Tkt ikt B & 5
B, MR, REUHE 21 tHL L AVEEBRKIEEAT.

T HEEE L IR EE I AT AIT (Agency for Instructional Technology ) #1Hi ki 2 A
(South-Western Educational Publishing) %75, Wik, WARLSE, RARMH . FaE
RHERT 21 A H L &ERAEFRE, HAEENLENRIEESRGRE). A%
PRGN R B, (H XML, BERT DA A AR BB R oM, T LR A

H AR
MR B FE 4

- AFREHS#RNFE

X LRSS A THA, A EERIINF H1MER2E/LoRE, BCEREL
REfF A, BRAEMAR Erl M5 X RERTS R FHDARTIE ? ERHEA REBEE VAL, L HATE O
RIS ? bR, AMME. FHHNRSIEALAN THRE2E PR, gy
FIRERR A DA RE AP e, TR AERRINEH Ak, KB RER2 Al
bR A DB . AR SKE], XA R SRR B IF R B b A
i, B TS ERER. '

« SMEHR B

ALZFMH EAE L ABNER N A a4, BrUA R PR BE S MbRE, ESCH Bk 1
AR TAEERERFHE .. REAFEN ARG E KN, REEENE. 2540
AT RETRIR. AR RMES, WAl AIRT 2B ME o w AT
1 THT R0 06

- REFEIFESE

fefb 2T BT PR RNH R O, ERALERREFER. AEFBEET
ERFEM A Z I . ANBRITIEREW O T BB I A o —dal s, 2 2
i, A E R ErE ISR E SR ECEEAL, AE I E T TR R .

- EZTIEMIARA

frrifi,  “ahElRE, FRZT o AR RER A 2] AT YRR
A 121 AR LRSS, fha B e, B A O IR, X AR T
A R HRIR A RESE T R SOR, Fenle il fiie, Ko AR SR RTaH 1 &
MR, WA RO RV RER RS B TR 22, AR ek EHUSICR M. U
ZTARRACKY, EARAE L RS NGEE A O, B2, F kANl i
I RIRAIE e . AN-BRA M EIRERT I, B Eh B B R B W R s P RES),
Folb B RFkE# .



c PERUKEHREZTE

AEHEMAEER, B 15 MM, S0 RFMEHEE VCD . B SER A,
W E R A, FARNRAEPMB OB SRBERNIAR, AN AR EFE
W AEBIEUEERRER RN, EA2EERM T HEB. W, 8. BEERENRIIL
(EFEAMEI A RENER I, ERATMRSERRREFIAE S . BATRA RS2/ 520,
Hi 2 B RIFEM N EITEREK, vt MRELRESFINRE, Hohixs M hE
MR MR EENSESENES, ENARRESN NS BIFHE,

TEHAN AR, ABRREERRENLAR, M0 — S8R0 A, LR
HEIHAERZ UL B S HWREHSNE RN, STEEARNEEFENEEE TSR E
o HEETEMAEHALSR, BREEHINEARFAFE, AL ER LY E R
bR E e, bR ARV R AR, FTREMBRK2EIEE, XA R
F S HOREIEH

AT EZERRMBR, HEEFMEN, A RRE B SIEEAT — S %,

- RPEERPMBITHBEM, BOTHBTEETEEHBHESHAN, FHH
HHEFEU BEMEEBUMNIRIR. AR EENEF 130, RAVUESR T E0mH 50
W IXFREETE— e, SR THIA TR E.

« EPEHERGW. LD MAMBA. RMEH. LD MEHANELZHRN. RIER
BN AR IRET VCD X, BAEMISHKEFHHE VCD Hl, REHHALK
FAA, T HFRBAHIARITZ & T LB R4 o KRR st BB Ry A
PR AR BT EAR, E TR KT,

- HTHEENXHENE PR XHMER, Folh TI4AMA, BIEKEN. &
VU T HEEL . B ARl REAE AR 5 0¥ b 77 380 T LA 43 o 5 B AR 30 (BRS04t

© WREARTRSATHEGHREH (NTSC #l, NAEL VCD %) , EA
HHIEFUIKBETERERAGRE ik LEE .

AHEEHE AN B ERX BB, RO BRI AL

e
2000 £ 4 £



Negotiation in the
Workplace Tieshugisss)

A Video Lesson Hi{&ig

Looking Ahead ABERZE

What This Lesson Is About

This lesson introduces you to some of
the ways that negotiation is used in the
workplace.

[E‘ Whatever occupation you choose, you will need to resolve
problems on the job. Unresolved problems with customers,
co-workers, or supervisors can damage working relation-
ships, reduce productivity, hurt morale, and even affect your

chances to advance in your career.
[Q’ Nearly everyone uses some kind of negotiation to solve prob- Preview
lems. How you negotiate can determine whether both sides This lesson introduces students to negotiation
are satisfied with the outcome or whether one side—or both . e
sides—feel “ripped off.” Upon completion of this lesson, students will
be able to
(#” When you focus on satisfying the interests of both sides ina - Seflne nagchantion. o
fair way, you stand a better chance of preserving your rela- 2 w;;ﬂ":}’“m“ of negotiation in
tionship with the other party, even if you choose not to accept « evaluate their own negotiating skills.
P
the other side's best offer. it b rea WA .
1 About.
L Blue Book—a book listing the sug- Key Ideas

- gested value of cars by make, model, _
and year SEEERM. S hEER B Discuss the terms in the Key Ideas section.

FEERETERMENES

differences—the ways in which people or things are differ-
ent; the state of holding a different opinion; the points of
disagreement among people X% i

fair—what is just and honest 2F#)
interests—needs, desires, or concerns 4@ Fal; i

morale—the state of mind of an individual-or group as it
pertains to enthusiasm, confidence, discipline, and other
qualities +=; B®iRE

negotiation—conferring, discussing, or bargaining to reach
agreement and resolve differences ¥

Module 7, Lesson 1



Viewing the Videodise—
Introduction

B Tell students they are about to see the
opening segment of the videodisc or video-
cassette for this module, The segment in-
troduces issues related to negotiation in
the workplace,

B Ask students to read Viewing the Video-
disc— Introduetion and to think about
the question raised in this section as they
watch the videodisc segment.

B Show the Introduction segment (Chapter
10) of the videodisc. (2:05)

Introduction

Search 329, Play To 4091

Post-Viewing Questions

B Distribute copies of the self-assessment
form How Are Your Negotiating Skills?

B Ask students to tell you what they saw in
the segment.

B Next have students, working individually,
answer the Post-Viewing Questions. The
questions appear as still frames at the end
of the Introduction on the videodisc. Then
have them use their copies of How Are
Your Negotiating Skills? to answer Ques.
tion 3. Encourage students to keep their
completed forms in their portfolios,

B Ask for volunteers to share thelr answers
to Questions 1 and 2 with the class.

Introduction: Discussion Cuastion 1

ARARIA

Search Frame 4092
Introduction: Discussion Question 2

Search Frame 4093
Introduction: Discussion Question 3

Search Frame 4094

Communication 2000

Viewing the Videodisc—Introduction

Resolving differences on the job can be difficult and frustrating.
You are about to watch the first segment of the videodisc or vid-
eocassette for this module, You will see that on-the-job conflict
can begin in a variety of ways—from personal differences to
conflicting responsibilities.

As you watch the segment, ask yourself,
“Why are negotiation skills so important in the workplace?”

Post-Viewing Questions

After you have watched the video segment, answer the following
questions:

ﬁ What does the term “negotiation” mean to you?

ﬂ Why do so many companies train their employees in how to
negotiate?

How would you rate your negotiating skills? Complete a copy
of the self-assessment form How Are Your Negotiating
Skills? to help you get a sense of your own skills.

According to management consultant Mary Secker, who often leads nego-
tiation training sessions like the one above, negotiating involves express-
ing your needs, looking for ways to help the other side meet its needs, and
then reaching a fair compromise that makes both sides happy.




How Are Your Negotiating Skills?

1. Before I discuss a problem, I think about what I'm going to say.

4. Very often 3. Sometimes 2. Occasionally 1. Never

g

Before I discuss a problem, I think about what I will do if the other side’s best solution isn't
acceptable,

4. Very often 3. Sometimes 2. Occasionally 1. Never

3. Ilook at people when they speak o me so that they know I am listening.

4. Very often 3. Sometimes 2. Occasionally 1. Never

4. 1don’t simply hear what people say to me—I think about what they say to me.

4. Very often 3. Sometimes 2. Occasionally 1. Never

5. When someone tells me something I don’t understand, I ask that person to clarify the meaning.

4. Very often 3. Sometimes 2. Occasionally 1. Never

6. When people speak to me, I notice their facial expressions, their gestures, and their tones of
voice.

4, Very often 3. Somatimes 2. Occasionally 1. Never

7. Even when I disagree with what someone is saying, I listen to all that person has to say.

4. Very often 3. Sometimes 2. Occasionally 1. Never

8. Ilet others know that I understand the emotions they are feeling when they are speaking to me.

4. Very often 3. Sometimes 2. Occasionally 1. Never

9. Even when I'm very angry, I can remain calm and ask questions to make sure I understand what
the other person is saying.

4. Very often 3. Sometimes 2. Occasionally 1. Never

Module 7, Lesson 1



How Are Your Negotiating Skills? (continued)
e ———————————————————————————

10. Instead of stating my position, I discuss my interests and try to encourage the other side
to do the same.

4. Very often 3. Sometimes 2. Occasionally 1. Never

11. I try to understand what the other side considers to be “fair” and then to establish a shared
definition of “fairness.” (For example, a “fair” price for a used car may be based on the Blue
Book value.)

4, Very often 3. Sometimes 2. Occasionally 1. Never

12 1 look for ways to solve problems that make both sides feel as if they “won.”
4. Very often 3. Sometimes 2. Occasionally 1. Never

18. I consider all possible options when trying to find a solution to a problem.
4, Very often 3. Sometimes 2. Occasionally 1. Never

14. H possible, I try to discuss a problem at a time when both sides are not distracted by other
CONCeIns.

4. Very often 3. Sometimes 2. Occasionally 1. Never

15. 1 keep any promises I make as part of a solution to a problem.
4, Very often 3. Sometimes 2. Occasionally 1. Never

Add up your score (Very often =4; Sometimes=3; Occasionally=2; Never=1). If your total is
from 45 to 60, you probably have excellent negotiating skills. If your total is from 30 to 44,
your skills are good, but you can improve them somewhat. If you scored 29 or below, you can
improve your negotiation skills in many ways. It will be worth the effort!

Your Name

Your Score

Communication 2000



Getting Started BNIEX

.....................................

An Everyday Occurrence
Have you done any negotiating today?

If you regard “negotiations” as settling a labor dispute between
union and management or hammering out an arms agreement
between powerful nations, you probably think you haven't done
much real negotiating. But the truth is that we all negotiate, al-
most from the day we are born, and we do it every day of our lives.

A toddler agrees to take her nap in exchange for the promise of
a trip to the park when she wakes up. A teenager gets to use the
family car next Saturday by offering to clean out the garage this
weekend. A tenant who wants to have his apartment painted of-
fers to do it himself in exchange for a reduction in next month’s
rent. A worker asks for a raise and gets it when he agrees to take
on additional responsibilities. '

These are all examples of negotiation. None of them is critical to
world peace, but all of them are important to the individuals
involved—and all play a part in maintaining the peace at home,
in the neighborhood, or at work. To be a successful negotiator,
whether it's at the bargaining table or the kitchen table, you need
a variety of skills: planning, listening, and speaking. You negd to
understand what's important to the person with whom you are
negotiating, and you need to play fair. You will use these skills
many times, in whatever occupation you choose, to resolve prob-
lems with customers, co-workers, and supervisors.

Let's see how well you would negotiate three common workplace
problems:

Il You work for an appliance store, and a customer wants a spe-
cial discount on a floor model. Your supervisor has instructed
you (&) not to give any discounts and (b) to sell the floor
models as soon as possible.

E You work in a technology firm, developing software manuals.
You have helped a co-worker finish his assignments several
times so that he could meet deadlines. Each time he prom-
ised to help you if you ever needed help. In the past two

Development

Ask students to read An Everyday Occur-
rence and to work in pairs to develop their
strategies for negotiating.

B Ask for volunteers to share their strate-
gies with the class.

Module 7, Lesson 1



Application

Viewing the Videodisc—

Situation 1

M Tell students they are about to see two
videodisc segments that follow up on the
conflicts that began to develop in the
introductory segment. The first one deals
with the conflict over playing the radio.

B Ask students to read Viewing the Video-
disc—Sitnation 1.

B Show the Situation 1 segment (Chapter
11) of the videodisc. (0:24)

Situation 1

|1
il
Il

Search 4102, Play To 4834

Communication 2000

weeks, you've asked him to help three times, but every time
he said he had something else to do. Now he's asking you to
stay late to help him meet another deadline.

n You're taking inventory in a large discount store. Your super-
visor stops by every hour and asks for a status report on your
progress. You know the job has to be completed by the end
of the day, but you are becoming increasingly frustrated be-
cause you lose five minutes every hour dealing with the in-
terruption and then trying to focus on the task again.

What would you do in each of these situations?

On a separate piece of paper, write a sentence or two explaining
how you would handle things— what you would say or do. Then
describe what you think the result would be. Be prepared to share
your negotiating strategies with the class.

Were you able to turn these conflicts into “win-win” situations
for both sides, or did one side come out the loser? Successful
negotiation results in some degree of satisfaction for both sides.
On the other hand, failure to negotiate effectively can make both
sides losers. Angry customers might take their business some-
where else. Dissatisfied workers may lose interest in their jobs,
slow down production, and cost the company money (and cost
themselves their jobs). If your supervisor sees you having angry
arguments with co-workers or customers, you can be sure you
won't be his or her first choice for a promotion.

Because the outeome of negotiations can dramatically affect re-
lationships and productivity, the ability to negotiate is considered
an essential workplace skill. The lessons in this module will help
you recognize strategies that you aiready use and will help you
learn new strategies, which you can apply in your everyday life
right now and continue using as you begin your career.

Trying It Qut SCR&TRZR

.....................................

Viewing the Videodisc—Situation 1

Earlier in this lesson you saw some conflicts brewing in the work-
place. Now try your hand at solving them. You will have help from
some experts, if you want it. The first videodisc segment concerns
the dispute about the radio.



Post-Viewing Questions Post-Viewing Questions

have watched the video segment, answer the followin @ Have students work as a class to answer
Aftertyou ) a gment, 8 the Post-Viewing Questions. The questions
questions: appear as still frames at the end of Situa-

. i the videodisc.
g What is the nature of the conflict between the two men? tion 1 on the videodisc

Situation 1: Discussion Question 1

How would you describe each man’s need in this situation? M I“I .Hl"

How can they resolve their conflict without either of them Search Frame 4835
“losing™? Situation 1: Discussion Question 2

UL T

Search Frame 4836

Be prepared to share your answers with the class.

Situation 1; Discussion Question 3

Search fFrame 4837

M Ask students if they want to see some ex-

Ad opting a win-win attitude is perts commenting on situations like the
the best strategy when vou one in this segment. If they do, show the

find Ifi & nﬂ'yt A Expert Advice 1 segment (Chapter 12) of
Ind yoursell In a conilict. Ac- the videodisc. (0:55)

cording to management con-
sultant Ken Huskey, “You walk
in, identify what the needs are mﬁ
of the other party, identify
what your needs are, and try
to find the common ground
where everybody is satisfied
with the results.”

Expert Advice 1

Search 4845, Play To 6498

Viewing the Videodisc—Situation 2 Viewing the Videodisc—
The second video segment focuses on the issue of conflicting Situation 2
deadlines. B Tell students the second segment deals

with the conflict over deadlines.

B Ask students to read Viewing the Video-
dise— Situation 2.

B Show the Situation 2 segment (Chapter
13) of the videodisc, {0:13)

Situation 2

Search 6506, Play To 6905

Who will make sure that the new section gets faxed to the Seattle office by
noon?

Module 7, Lesson 1



Post-Viewing Questions Post-Viewing Questions

B Have students work as a class to answer laRREE ¢ the foll
the PostViewing Questions. The ques- After you have watched the gment, answe owing

tions appear as still frames at the end of questinns:

he videodisc. ,
Situation 2 on the videodise Il What is the nature of the conflict between the two women?
Situation 2: Discussion Question 1
I ll I I I I I lI E How would you describe each woman’s need in this situation?
Srarch Frmne 4306 Bl Could they resolve their conflict by meeting each other’s
Situation 2: Discussion Question 2 needs? W'hy do you say s0?
HIII"IIII Be prepared to share your answers with the class.

Search Frame 6907
Situation 2: Discussion Question 3

Search Frame 6908

B Ask students if they want to watch the
experts as they coinment on situations
like the one they just saw. If they do, show
the Expert Advice 2 segment (Chapter
14) of the videodisc, (0:47)

Expert Advice 2

Search 6916, Play To 8350

Additional Resources

Kennedy, William, The Ink Truck

(New York: Viking, 1969). In an ab-
surd presentation of a newspaper
guild's strike, the author questions
assumptions about labor relations.

Stead, Christina, “The Azhdanov
Tailors” in Ocean of Story (New
York: Viking Press, 1985). This
story tells the trials of Jan Kalojan,
who organizes the Yiddish-speak-
ing tailors in Poland.

Communication 2000



.....................................

Give and Take
Good negotiators know what they want, and they also know what
the other side wants. When these two “wants” are different—

sometimes even directly opposite—negotiation begins. To
change the outcome from win-lose to win-win, both parties must

be aware of all the other “wants” and “don’t wants” on both sides.

In most cases, both sides will have many common concerns.

Negotiating builds on similarities rather than differences. Most
people also have “prioritized” their desires, which means that
some of their “wants” are more important than others. That's
where the give and take begins. What are you willing to give up
in order to get what you want? If what you are willing to give up
is something the other person wants, the trading begins.

Here's an example:

Local No. 303 of the Amalgamated Widget Workers of
America is threatening to strike because its members
want a $1-an-hour wage increase, health insurance cov-
erage for their families, an additional week of vacation,
two more sick days a year, and a role in personnel
matters.

The management of the company where they work—
Southwest Widget Works, Inc.—is trying to increase its
production and profits; the firm says that meeting all of
the union's demands would force it into bankruptcy, and
then nobody would have a paycheck or benefits. At the
same time, management does not want a strike because
it would cause Southwest to miss the deadline on a big
order and the company would then be subject to a fine.

Management is offering the union a 25-cent hourly wage
increase and two personal days, which could be used
either as vacation or sick leave.

B On a separate piece of paper, draw three columns. In the
first column, which should be headed “Local 303,” list allof
the union’s demands. In the third column, headed “Widget
Works," list the company’s demands. In the middle column,
which should be headed “Compromise,” list the areas in
which the two sides might negotiate a compromise. Make
sure that each side gets something and gives up something.
Then summarize what you think the new contract might con-
tain. Do you think both sides would agree to the compromise

you propose? Why or why not?

Be prepared to share your comments with the class.

Conclusion

Give and Take
B Ask students to read Give and Take and

to work as individuals or in pairs to com-
plete the activity described in this section.

B Encourage students to share their re-

sponses with the class. Students might
respond: Local 303 wants—a §1/hour
pay increase, family health coverage, an
additional week's vacation, two more sick
days, a voice in personnel matiers, and
possibly a strike; Widget Works wants —
more profits through greater productiv-
ity, a 25-cent pay raise for employees, two
personal days (instead of another week’s
vacalion ), and on-time delivery to avoid
a fine; possible compromises—(on pay
and productivity ) possibly a 35-cent pay
hike, plus a profit-sharing plan if produc-
tivity increases; (on health insurance)
investigale the possibilily of switching to
an HMO, which might save enough for the
company to provide coverage for workers'
Samailies; (on vacation time ) employees
could get an additional week’s vacation
after five years of employment; (on sick
days) call them sick days or personal
days or whatever; (on having a say in
personnel matlers) creale a position for a
worker on the company’s personnel com-
mittee; {on going out on strike ) averi a
strike and meet the delivery deadline so
that everyone benefils.

Module 7, Lesson 1



Assessment/Reteaching  Keeping Track #(3i1F(&

M Have students work individually fo answer =+ = = s s s s e s s e e e s e e e e e e e e e e e e

. qmm:s " k] :ngml ' — On a separate sheet of paper, answer the following questions. Use
B Review student work for basic understand- p .
o Saaonr e, what you learned in this lesson to help you answer them.
W Students requiring additional instruction Il What is negotiation, and why is it considered an essential
should be asked to look for an example of wnrkp] e skill?

negotiation in the workplace that is cur-
rently in the news. They should make a

poster illustrating the two sides of the dis- B What are two of the communication skills that you need to
agreement, and they should suggest two or use in negotiation? How do they help you negotiate?
three things that could oceur if negotia-
tions are successful, and two or three n In a videodisc segment, you h that conflicts in the
: , = : eard dra'm
3’.“ R e lifeblood from companies and people. What does this state-
ment mean to you?

B Encourage students to keep their answers
to the Keeping Track questions in their
portfolios,

Going Further ;ZRA%3

Extension . LI el - Ll i

O AL 5 RN B 1]} Fmd a newspaper account of labor nag_otiatmns that occurred
or out-of-class assignment, one of the ac- in your community. Do some research in the library's newspa-
tivities outlined in Going Further. per file until you find an article about negotiations; follow the

W Have students discuss their results with events back to the first story that appeared, then work your
the class and keep copies of their work in way forward to the final story that reports the settlement.
thelr partikios, Make a chart (like the one you completed in Summing Up),

outlining the original demands or “wants” of both sides and
the compromises that were finally accepted. Then list the
“wins” and “losses” of both sides. Did both sides give? Did
both sides get? How long did the negotiations take? Turn in
your paper to your teacher.

B Interview a professional negotiator. This may be a labor at-
torney who works with labor or management in a dispute, a
human resources director in a unionized company, or the
bargaining agent of a local union. Ask the negotiator to de-
scribe the forthal process and the communication skills that
are necessary in this work. With your teacher’s permission,
invite the negotiator to class to talk about his or her experi-
ences in working with employer or employee groups.

B Think of a problem in your own life that could involve nego-
tiation—something you are currently facing or recently ex-
perienced. Possible examples are borrowing a car, getting a
time extension on a school paper, or asking for a raise or
more hours on a part-time job. Analyze the problem and the
negotiation as you did the labor dispute at Widget Works.
What did you want? What did you get? What did you have to
give up? What did the other side want, get, and give up? Was
either side the winner or the loser? Write a one-page paper
describing the situation, and include your analysis of its out-
come. Turn in the paper to your teacher.

Communication 2000



‘N gotiating the Wrong

- HLEANE — BB
A Concept Lesson #I:&iR

Looking Ahead AERZE

-----------------------

1} What This Lesson Is About

#  In this lesson, you will learn about posi-
tional bargaining, a common negotiating

strategy.

Skilled ~_
Unskilled

¥ Negotiation can be as simple as deciding which movie you'll
go to see with your friends or as difficult as asking your boss
for a day off during a busy time.

tg’ Using positional bargaining is easy because you can focus on
what you want to accomplish.

M‘ But this form of negotiating may not help you resolve a
conflict to anyone's satisfaction.

© 1994 ALLSPORT/Otto Greule

Who loses when positional hargaining fails to resolve a conflict? Baseball
fan Paul Holeman displays his sentiments of the threatened 1994 baseball

strike as he watches batting practice before an Oakland Athletics game
with his wife, Amy Holeman. Major league players would later go on strike
rather than accept the salary caps that team owners wanted to impose.

- Way—Positional Bargaining

Preview
What This Lesson Is About

This lesson explores a common negotiating
strategy called "positional bargaining,” in
which each side takes a position and sticks to
it as long as possible,

Upon completion of this lesson, students will
be able to
» define positional bargaining.
* describe the problems associated with
using positional bargaining.
* gxplain why there are no real winners in
positional bargaining,
* analyze common conflict situations.

B Ask students to read What This Lesson Is
About.




Key Ideas

B Discuss the terms in the Key Ideas section.

Settling Your Differences

B Have students read Settling Your Differ-
ences. Give them about 10 minutes to
complete the journal activity at the end of
the section.

8 These journal entries can be quite per-
sonal. Students may fegl more comfortable
in writing if they know they will not have
to share their entries with the class.

Development

Positional Bargaining

B Have students read Positional Bargain-
ing, then ask them o define “positional
bargaining.” (The definition can be found
in the first paragraph of the section.)

B Next review, as a class, the six problems
associated with positional bargaining.
Have students share experiences they've
had with each of the six problems.
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A conflict—a sharp disagreement
" over interests or ideas Hz

mint condition—original condi-
tion; like a shiny new coin fresh from the mint
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strategy—a plan to achieve some purpose &% ,

stress— mental or physical tension or strain £

Settling Your Differences
Negotiation, like breathing, is a part of everyday life.

You want to go to a rock concert, but your girlfriend wants to see
a movie. Your father wants you to help with yard work, but you
want to go out with your friends. You want to work two Saturdays
in a row and take the third one off, but your supervisor wants
you to work on the third Saturday.

Resolving differences like these requires negotiation. Sometimes
you can settle your differences with a friendly conversation, at
other times your negotiation may turn into a shouting match.

Think about a conflict you have tried to settle sometime during
the past few weeks, The dispute may have developed between
another person and yourself, or you may have been pulled into
an argument between two other people. In your journal, answer
the following questions about the situation: Who was involved?
What was the nature of the conflict? Was it resolved to your
satisfaction? Why or why not?
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Positional Bargaining

When you take a position and stick to it without listening to what
the other person is saying or without considering any other way
to solve the problem, you are using the most common form of ne-
gotiation: positional bargaining. Consider this example, in which
two strangers are negotiating the price of a set of stereo speakers:

“Tll give you $50 for the speakers.”
“They're worth at least $100.”
“But they're used. My offer stands at $50.”

“They may be used, but I paid $200 for them. I won't sell
for less than $95.”

“They're three years old! I won’t pay more than $55.”

And so on.



