EfFEF SR Z T WIERIIHE

N
. \ ’ - — o )
P N X R MER N e e
- \ 1 X / J
! : 3 '~ ;;-:_.. 4
) $ { A ":T“'»“ )
{ ] 1 » 1 Y
1\
\ | ¥ lia i
7 ooy DA
/ - H y L&
3

1y - -~

4
-

International Business
Negotiation

[l i 55 1)

(ZE3Chi )

B]




E PR &5 5 B 5 & L WE R 5| Bkt

[EIPw R 5515 1
( Je iR )
International Business
Negotiation

Bl&%k W&

S SN B 5K e
i -



EBER®ME (CIP) #iE

R B 55 R 930/ A e, —Jbnt: Xt

ANE TR 5 KAt ik, 2022.12

Brett 5 1 5 ML XUTE R 5 B

ISBN 978-7-5663-2456-6

[. ©OF- 1. OF-- [ O bR S/ %5 1% H-

KB~ AR V. DF740.41

W E A B R CIP Btz 7 (2022) %6 229782 =5

E|NEE A S RE S 4D

International Business Negotiation

BAb% WE
REHIE: IR

HRORAT : REANEUF R 5 K2 Rt
A hke dETHEA XK AR R 10 5
3] Hk: www.uibep.com

ZEUREMLE:  www.uibepresources.com

bR sF: 185mm X 260mm
Ep 7. 13.5

7 ¥ 312 T

ISBN 978-7-5663-2456-6

MR S fi%: 100029
MRIA L : 010 — 64492338
RATHREIE: 010—64492342
E-mail: uibep@126.com

B hile =TT EHEN S A IR
W e 2022 4F 12 AJERCEE 1R
B Wk 2022 4F 12 HEE 1 IREDRI
£ e 49.00 7T




—‘A

] =:

SO AR SR, EHERE R KT X AT, 4B 2 T0RSE I E PR TR SR A2
HRAR, MRS S amlE . FEE b E SRS E 25k H i g, Ebri 55k A
WAARHE I, WAMR R ERRAAA M FRER K. NENZF TR, HASH
K Gy 3 IT B s 55 R UREE, AL IR AR B PR 55 I BE 1, AP IR NiE R IX
R ENTETICE

A E S VER TR, AR =K, BRERARS ST, HERH 5
BT HPA LS E RIS o ST R B M BB EEA NS, BTy iiT
KEFER SRS, WA EE. ZE . MR8, FINERE RS . fEZ5 ] 1
THANZ S 5 T 78 73 75 B8 K B 2 AR B 2 1 S5 ROH R 00X — SEBR T DL, R4 L VRAATN
VAR 51, 3 B A B P 75 SE I BRAME 55 I8 TP 22 O AR AT T B e Mgt A A
PURAME S, BEATRAUR 550 A2 AR AR OSSR B R s AN R A, 3 >
ok, FETHRHAIRE

G K AN T [ B 7 25 R HER AR I 0 A2 S AL 52 TR, & B AN [ 4
SR RATIHS A FMER N RESSIRHA, EIR T EE K —TARL, SR RSO 9
GTAREN . wmEERTSH T E A MR S, AR 255 B L
IR BT AT 2 2R 2O R It

AT R S5 S M G BT ARV EZM, RN Ah i 55 TAE N L1
B -

w E
2022 11 B
" HRIMBEINAKZFE



Contents

Part I Managing the Negotiation Process ......................................................... l
Stage 1 Preparing fOr the Negotiation .............................................................. 2
Stage 2 Opening ....................................................................................... 6
Stage 3 Bargaining .................................................................................... 8
Stage 4 Closing ...................................................................................... 13

Part ]I Negotiation in International Business ................................................... 23
Unlt One Maklng Enquiries ..................................................................... 23
Unlt TWO Negotiating Prices .................................................................... 30
Unlt Three Placing Orders ......................................................................... 37
Unlt Four Terms Of Payment ..................................................................... 42
Unlt FiVe Packing ................................................................................. 51
Unlt SIX Shlpment ............................................................................... 59
Un]t SeVel’l Insurance ............................................................................... 66
Unlt Elght Clalm ................................................................................... 73

Part I The Social Etiquette and the Negotiation Styles -+« -+coeoreeererei. 81
Unit One The Social Etiquette and the Negotiation Styles of Some Asian Countries ----- 81

1. The Social Etiquette and the Negotiating Style of Burma -+« «--«---ovrrereerrreeeeeens 81
2. The Social Etiquette and the Negotiating Style of India - -+« --roerrererreeeeens 84
3. The Social Etiquette and the Negotiating Style of Malaysia---«----«--c-eorrremeeeenes 87
4. The Social Etiquette and the Negotiating Style of Japan -« -+« «----vrrreereerreeeeeeenens 89
5. The Social Etiquette and the Negotiating Style of Saudi Arabia -----------rreereeeeeeees 94
6. The Social Etiquette and the Negotiating Style of Singapore ««----«-c-reorrrereeeeenes 98
7. The Social Etiquette and the Negotiating Style of South Korea---------------vreeeeees 101
8. The Social Etiquette and the Negotiating Style of Thailand -+ -+« --eeeeeereeeeees 104
9. The Social Etiquette and the Negotiating Style of Viet Nam -« --evoveeerereeeeeees 106
Unit Two The Social Etiquette and the Negotiation Styles of Some African

Countries ................................................................................. 109

1. The Social Etiquette and the Negotiating Style of Congo Brazzaville and Congo
Kinshasa .......................................................................................... 109
2. The Social Etiquette and the Negotiating Style of Egypt -« -------vorrereeeereeeeenens 112
3. The Social Etiquette and the Negotiating Style of Ethiopia -+« «------ovreererereeeeeens 115
4. The Social Etiquette and the Negotiating Style of Kenya -----«-----rororeeeeeeeeeenes 117

5. The Social Etiquette and the Negotiating Style of Mauritius -« -« -vreemeeeereeeeees 120



2 EFrE SR (R )

6. The Social Etiquette and the Negotiating Style of Morocco -+« -« «--xreerrrereeeees

7. The Social Etiquette and the Negotiating Style of Nigeria-----«------ovreemrerereeeeeees

8. The Social Etiquette and the Negotiating Style of Rwanda-------------reeeeeereeeens

9. The Social Etiquette and the Negotiating Style of South Africa ----------vevreeeeees

10. The Social Etiquette and the Negotiating Style of Sudan and South Sudan ----------

11. The Social Etiquette and the Negotiating Style of Tanzania -+« ---r-eeovreeeeeeeees

12. The Social Etiquette and the Negotiating Style of Uganda--------------eeveeeeeeeeees
Unit Three The Social Etiquette and the Negotiation Styles of Some European

Countries ...............................................................................

. The Social Etiquette and the Negotiating Style of Croatia------«-----rroreeereeeeeeeees

. The Social Etiquette and the Negotiating Style of Denmark -+« -« «---ovoeeeeeeeeeeeees

. The Social Etiquette and the Negotiating Style of France «----------voevrerrereeeeeeees

. The Social Etiquette and the Negotiating Style of Germany «--«-------roveerrereeeeeees

. The Social Etiquette and the Negotiating Style of Ttaly -« -+ r-rerrrrrrereeeeeeeees

. The Social Etiquette and the Negotiating Style of Poland -+ -+ -reeeeeereeeeeeeens

. The Social Etiquette and the Negotiating Style of Russia--«------corerrrereeeeeeeeees

0 N N L AW~

. The Social Etiquette and the Negotiating Style of Spain ----------rcoerereeereeeenees
9. The Social Etiquette and the Negotiating Style of UK -« ----vrerrerereeeeeeeeeees
Unit Four The Social Etiquette and the Negotiation Styles of Some American
Countries ................................................................................
. The Social Etiquette and the Negotiating Style of Argentina-----------+-reovrereeeeeees
. The Social Etiquette and the Negotiating Style of Brazil ----------covreeeeeereeeeeeens
. The Social Etiquette and the Negotiating Style of Chile «-------r-reerrrrreeeeeeeeeees
. The Social Etiquette and the Negotiating Style of Colombia-----------roeeerreeeeeeeees
. The Social Etiquette and the Negotiating Style of Mexico -« «--x-w-rrrrrerrrreeeees
. The Social Etiquette and the Negotiating Style of Peru -+« --vroveevrrrrreeeeeeeeees
. The Social Etiquette and the Negotiating Style of USA--------rreeerrrreeeeeeeeeeens
. The Social Etiquette and the Negotiating Style of Uruguay ««--«------roreeerereeeeeees

00 N N L AW~

9. The Social Etiquette and the Negotiating Style of Venezuela -+« --eeoveeeeeeeeees
Unit Five The Social Etiquette and the Negotiation Styles of Some Oceanian

Countries .................................................................................

1. The Social Etiquette and the Negotiating Style of Australia----«-------roeeoreereeeeeees

2. The Social Etiquette and the Negotiating Style of New Zealand -------------eveeeeeeee

K@Y 0 FLX@ICISES -+ -+ ovee et

%%:ﬁ E ..................................................................................................



Managing the Negotiation
Process

Business negotiation is the process of communication between parties involved over
some issues for the purpose of reaching an agreement. It is a kind of information
exchange with one party telling the other party what they want and what they can offer
for their counterpart, look for ways to help their counterpart meet its needs, so that both
parties will have a mutual understanding which may lead to a common ground. By
making compromises and concessions, parties involved in the negotiation will reach an
agreement if the negotiation is successful. Therefore, business negotiation is a discussion
that revolves around some issues in a way that both parties find them acceptable. It is a
process for negotiators to communicate, discuss, adjust their views, settle differences and
finally reach a mutually acceptable settlement to satisfy each other’s needs and maintain
each other’s self interest.

Business negotiation can be formal or informal. It may last for a very long time or may
only last for a few minutes. Negotiations with complicated items may have several rounds of
negotiation which may last for months or even years, while negotiations with one or two
simple issues will be conducted within a very short time.

Negotiations are part of the daily life of businesspeople. Nowadays many
multinational companies train their employees how to negotiate in order to equip them
with useful negotiation skills to deal with problems and resolve conflicts well at the
workplace and with their customers. Negotiation skills can help businesspeople to work
efficiently in a team and reinforce their relationship with their partners. They can also
help businesspeople to develop ideas and solutions, achieve their objectives and reach
agreements.

Negotiation is a kind of process of giving and taking in which parties involved in the
negotiation adjust their original offer and modify their expectations. It is usually
conducted in four stages which include (1) preparation, (2) opening, (3) bargaining, and

(4) closing.



2 EFrE SR (R )

Stage 1 Preparing for the Negotiation

Good preparation is essential in negotiation. Generally speaking, it is important to include
the following in the preparation of the negotiation: (1) getting to know your party and your
counter-party well, (2) setting your bargaining objectives, and (3) developing a strategy.

(1) Getting to Know Your Party and Your Counter-party Well

An important first step in negotiations is knowing yourself. To get well prepared for your
business negotiation, you need to have a good understanding of your target objectives and form
an effective team for the negotiation. The roles of the team members depend on the project and
may include experts in commercial, technological, financial, legal, marketing and human
resources areas. Furthermore, team members should be fully aware of their specific roles.

Assessing relative strengths and weaknesses of your counter-party is vital in the
preparation of the negotiation. You may have to get the information about your counter-party
which majorly includes the nature of the company, its history, recent development and future
expansion, financial and credit status, its major products and markets, etc. You need to sort out
and analyze the information and data in order to understand the interests, values, and
perceptions of the other side so that you can generate options that the other side could
reasonably accept. Moreover, it is important to get to know the negotiators of the counter-party,
their personalities and their negotiating styles. If your counterpart comes from a foreign
country, you should be fully aware of the cultural differences between the two countries.

Besides getting to know your party and your counter-party well, it is also important to
have a good idea of your position in the competition. If you are the seller, are there a lot of
buyers of your product in the market? If so, you are at a stronger position in the business
transaction. If there are only a few buyers, yet a lot of suppliers who can also offer similar
products to the market, then you will be placed at a weaker position in this business
transaction.

(2) Setting Your Bargaining Objectives

It is crucial to think carefully before the actual negotiation about what you are trying to
achieve. When preparing, you could hope for the best and prepare for the worse and identify a
range of objectives which usually include 1) a top line, 2) a bottom line and 3) your target
objective. A top line objective refers to the best achievable outcome your party is looking for
which may be very difficult to obtain because the maximization of your party’s profits may
lead to the minimization of your counterpart’s profits. A bottom line objective is the lowest, yet
still acceptable outcome. It is vital to have a good discussion and reach an agreement among
your team members about your bottom line before having the negotiation with your

counterpart. A target objective is what you realistically expect to settle for.
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In many negotiating situations, bargaining usually takes place between the top line
objectives, whereas, agreement usually takes place between the bottom line objectives. Do
keep in your mind that business people do business for profits, not for fun. Consequently, if the
bottom line positions of the parties involved in the negotiation can not be met, an agreement
can not normally be reached. What you should do is to establish a realistic bargaining
objective, an objective which you realistically expect to settle for in advance and have a clear
goal in mind before the negotiation.

Your pre-negotiation objectives are made only based on what you have available before
actually getting involved in the negotiation and they may change during the process of the
negotiation when you have a better understanding of the needs and interests of your
counterpart.

(3) Working Out Your Strategy and Negotiating Style

Planning your overall strategy is an important part of preparing to negotiate. Before
planning your overall strategy, you need to have a good understanding of the two major
negotiating approaches and the five major negotiating styles.

Integrative Approach

Integrative approach, also called win-win approach, is the process of identifying a shared
goal and developing a process to achieve it. It is a negotiation strategy in which the parties
involved collaborate to find a “win-win” solution to their problem by focusing on developing
mutually beneficial agreements based on the interests of the parties. Negotiators using this
approach are willing to reveal their true objectives and make a true effort to understand what
the other side really wants to achieve. They attempt to create the conditions for a free and open
discussion of all related issues and concerns.

Successful integrative negotiation requires several preconditions: 1) The parties must be
able to understand each other’s true needs and objectives. 2) They must be able to create a free
flow of information and an open exchange of ideas. 3) They should attempt to focus on their
similarities, emphasizing their commonalities rather than differences. 4) They should engage in
a search for solutions that meet the goals of both sides.

There are usually four major steps in the integrative negotiation process. The first step is
to identify and define the problem in a way that is mutually acceptable to both sides. Then you
should understand the problem fully. Furthermore, it is important to bring interests and needs
to the surface. Lastly, you need to generate alternative solutions to the problem, and choose a
specific solution from among those alternatives.

The integrative approach has both its advantages and disadvantages. Its major advantages
are that common interests are valued and sought. Limited resources do exist, but they can
usually be expanded through cooperation and creativity. Interdependence is recognized and
enhanced. The goal is a mutually agreeable solution that is fair and efficient to all parties.

However, integrative approach has its disadvantages. It may compromise and accommodate in
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ways not in his/her best interests, and increases vulnerability to deception and manipulation. It
makes it hard to establish definite aspiration levels and bottom lines, and requires strong
confidence on one’s perceptions regarding the interests and needs of the other side.

Distributive Approach

Distributive approach, also called win-lose approach, is a competitive negotiating strategy
used when there is a fixed “pie”and you and your counterpart are trying to divide something
up. Since there is not enough to go around, and the pie can not be expanded, so the more you
get, the less the other side gets. That is why distributive negotiation is also sometimes called
“win-lose” because of the assumption that one party’s gain results in the other party’s loss.
Therefore, the goal in distributive bargaining is not to assure both sides win, but rather that you
win as much as you can, and the other side loses, or at least get less than it had wanted.

Distributive approach has the following features. Your party’s goals are conflicting with
those of your counter-party, and the issue discussed is usually centered around money.
Resources are fixed and limited. Your party attempts to get the most out of the deal.
Distributive negotiation is mainly found in a one-shot deal.

During a distributive negotiation, you should work out your best first offer and try to
know more about your counterpart. You should not leak any information to your counterpart
and should not give extreme offers.

Distributive bargaining approach is quite useful when you want to maximize the value
obtained in a single deal, when the relationship with the other party is not important, and when
you are at the claiming value stage of negotiations. Common tactics in distributive bargaining
include trying to gain an advantage by insisting on negotiating on your own home ground,
having more negotiators than the other side, using tricks and deception to try to get the other
side to concede more, making threats or issuing ultimatums, trying to force the other side to
give in by overpowering them or outsmarting them, and not by discussing the problem as an
equal.

It is important to bear in mind that many negotiations actually involve both integrative
and distributive bargaining. You should do as much as you can to expand the pie. Once the pie

is as big as you can make it, you should claim as much of the value you can for yourself.

The following five approaches are used by a lot of negotiators from time to time in
business negotiations according to different situations.

Collaborating

Negotiators using the collaborating style in business negotiations are to maintain
interpersonal relationships and ensure that both parties can achieve their target objectives. This
is the style in which you are concerned about not only your own needs and interests but also
your counter-party’s needs and interests as well. This is a cooperative style which requires both

parties to have trust and collaboration and to take a win—win stance. Collaborating style is
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useful to deal with complex problems effectively and to utilize the skills, information, and
other resources possessed by different parties. It is appropriate for dealing with the
strategic issues pertaining to an organization of objectives and policies, long range
planning, etc. Collaborative style is inappropriate when your counter-party is unconcerned
about outcomes.

Compromising

Negotiators find a win—win solution to the problems in the negotiation impossible,
therefore, both parties sacrifice to each other for a mutually acceptable decision for respecting
to the goals and the relationships of the parties involved which partially satisfies both parties.
Persuasion and manipulation dominate this style. It is partial win-win & partial lose-lose.
Compromising style is useful when the goals of the parties involved are mutually exclusive or
both parties are equally powerful and have reached an impasse in their negotiation process. It
is also useful when consensus can not be reached, the parties need a temporary solution to a
complex problem, or other styles have been used and found to be ineffective in dealing with
the issues effectively. Compromising style is inappropriate for dealing with complex problems
needing a problem-solving approach. It is also inappropriate if your party is more powerful
than the counter-party and believes that your position is right.

The difference between the collaborating style and the compromising style is that
negotiators using the collaborating style try to make the pie bigger in order to reach an
agreement that will maximize joint gains while negotiators using the compromising style will
usually meet each other half way in terms of their respective needs and interests.

Accommodating

You may use accommodating style when considering maintaining the interpersonal
relationship is very important. This is a low concern for the needs and interest of your party
and a high concern for the needs and interest of the counter-party with a lose-win outcome.
Accommodating style is useful when your party is not familiar with the issues involved, or
your counter-party is right, and the issue is much more important to your counter-party. It may
be used as a strategy when your party is willing to give up something with the hope of getting
some benefit from the other party or when your side is dealing from a position of weakness or
believes that preserving a relationship is important.

Dominating

This style is to take the necessary steps to ensure that your goals are met, whatever the
cost to the relationship. This is a power—oriented style in which you use whatever power seems
appropriate to defend a position which you believe is correct or simply attempt to win. The
dominating style is appropriate when quick and decisive action is vital or an important issue
requires unpopular action or the other party would take advantage of cooperative behaviour. It
is inappropriate when the issues are complex and there is enough time to make a good decision

or both parties are equally powerful, using this style by one or both parties may lead to
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stalemate or the issues are not important to the party.

Avoiding

The central theme of the avoiding style is evasiveness, which results in a high degree of
frustration for all parties involved. Goals are usually not met, nor is the interpersonal
relationship maintained. This style might take the form of diplomatically diverting an issue,
postponing an issue until a better time, or simply withdrawing from a threatening situation. It is
low concern for the self and others with a lose-lose outcome. Avoiding style may be used when
the potential dysfunctional effect of confronting the other party outweighs the benefits of the
resolution of conflict. It may be useful to deal with some trivial or minor issues or when a
cooling-off period is needed before a complex problem can be effectively dealt with. It is
inappropriate when the issues are important to a party, or it is the responsibility of the party to
make decisions. It is also inappropriate when the parties involved are unwilling to wait, or
when prompt action is required.

It is important to bear in mind that negotiators develop their styles for reasons that make
sense to them. It is also important to understand that no single negotiating style is appropriate
in all circumstances. No one style is better than another in every situation. Negotiators often

change their styles in order to adapt to the demands of new situations.
Stage 2 Opening

The opening stage is rather influential, because it will set the tone for all that follows.
Opening the negotiation, setting the agenda, and building understanding are the three important
elements for getting started.

(1) Opening the Negotiation

The progress of a negotiation is influenced greatly by the opening statement of the two
parties. Information about a party’s attitudes, aspirations, intentions and perceptions of the
other party and the issues in dispute are usually conveyed. The climate of the negotiation,
either a positive and constructive atmosphere or a hostile, tough, distrustful and
uncompromising atmosphere can also be shaped within a very short time. Each party gets the
signals from what the other party presents and explores the other party’s intentions, attitude
and sincerity.

(2) Setting the Agenda

It may not be appropriate for informal negotiations to have a rigidly imposed agenda,
because in an informal negotiation, there may only be one fairly simple point under discussion.
However, all negotiations need to have a sense of direction—a clear picture of objectives and
the best way to achieve them.

The agenda for a formal negotiation is usually prepared by the home party or discussed by
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both parties in advance. It usually communicates important information such as topics for
discussion, presenter for each topic and time allotment for each topic. Usually the host party is
supposed to provide an agenda to all the participants to provide key points of the negotiation
and the details.

(3) Building Understanding

Building understanding is vital in business negotiation. Your main aim at this stage of the
negotiation should be to understand each other clearly. You can’t negotiate effectively unless
you understand your own interests and your own no-deal options. Furthermore, you need to
understand what the other party wants to get from the negotiation and what they can offer for
you, for agreement requires understanding and addressing your counter-party’s problem as a
means to solve your own. Trying to understand in depth what the other side really wants out of
the deal by trying to put yourself in the other party’s shoes is really important. You also need to
be certain that your counterpart understands your interests. Only by establishing mutual
understanding can it be possible to establish a common ground. The phase of building
understanding includes getting information, testing arguments and positions, and using timing
and adjournments. In a negotiation, the more information you can get from the other side the
better.

At this stage of building mutual understanding, effective presenting and active listening
are really important since negotiating generally involves expressing your needs and
understanding the needs of your counterpart. In the process of presenting your position, it is
essential to address critical issues which your counterpart is interested in and to establish a
two-way communication by encouraging interruptions and questions and by checking for
understanding and agreement. Meanwhile, knowing as much as you can about the party you
are negotiating with is crucial. On the one hand, you show respect to your counter-party by
giving him/her your full attention. On the other hand, understanding what your counter-party is
talking about can help you see the negotiations from your counter-party’s point of view and
thus respond positively. The process of active listening involves restating or summarizing the
content of your counterpart’s message. These responses ensure immediate feedback on whether
the message has been interpreted correctly. Moreover, the quality of the information provided
by your counter-party depends largely on the type of questions asked. Use various types of
questions such as open questions, closed questions, leading questions, probing questions and
reflective questions to get to know what your counterpart wants from you and what they can
offer for you. You need to make sure that you understand what they are saying so you can get
what you want from the negotiation and make a good response. Make good use of both your
verbal and nonverbal language to ensure your good listening in the negotiation and be fully
aware of the cultural differences in those nonverbal gestures.

In addition to asking questions, listen to the answers. Let your counterpart explains his/her

position and needs to you. The more you can figure out how to accommodate those needs, the
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more likely you are to reach a satisfactory conclusion. Realize that in order to get something,
you will have to give something as well. If the person you are negotiating with does not see a

worthwhile deal, then he has no reason to listen to your demands.
Stage 3 Bargaining

The bargaining stage is a very important stage in business negotiation ranging from the
end of the opening stage to the beginning of the closing stage when the contract is signed.
Substantive issues are negotiated at this stage and may include getting and making
concessions, breaking deadlocks, and moving towards an agreement.

It is unlikely that an agreement can be reached without some concessions from both
parties. Before making your concessions, you should consider the following questions
seriously. How much should I give up? What will 1 get in return? There are a number of
approaches you can use to deal with these problems. One approach is to make conditional
offers. By attaching conditions to your concessions, you get something for something rather
than something for nothing. So whenever possible look for something in return for every move
you think of making. Meanwhile, bear in your mind that bargaining is finding a common place
of agreement and thus is all about compromise and concessions. So if you want something
from your counter-party, be prepared to offer something in exchange that is comparable. By
realizing that it is a process of both give and take, you will be better tuned to your counterpart.
Hesitating before you make a concession can help project the image to the other side that you
are giving him/her something reluctantly.

In business negotiations, there are quite a lot of factors which might cause a negotiation to
a deadlock. For example, both parties have widely divergent objectives, competitors elsewhere
offer a better deal, problems seem too difficult to solve, one party mistakes firmness for
rigidity and will not make concessions, or as a deliberate tactic during a negotiation to force
the other party to reconsider its position and make concessions, or personalities/negotiating
styles clash. A variety of tactics can be used for breaking deadlocks. Among them, suggesting a
break when negotiation comes to a deadlock can be more useful so that both parties may have
a chance to calm down and to reflect. During the break, review your needs and assess where
you are in the negotiation. If you have just been surprised with new information, either
research it or reschedule until you can be fully up to speed on the item. If you are clearly too
far apart from your counterpart and he/she is unwilling to budge, assess whether to walk away
now or see what further steps you can take, if any. Moreover, taking a direct appeal to your

counter-party to reconsider the shared objectives and the common ground and trying to
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discover the barriers to effective negotiating will be extremely workable in dealing with
deadlocks in the process of negotiation. Besides, calling in an outside party to act as a
conciliator, a mediator or an arbitrator can also be a good tactic for breaking deadlocks in
negotiation. It is important to be positive throughout a negotiation if you want to reach an
agreement. You should be fully aware that agreement should not be reached until both
parties think that they have obtained as many concessions from the other party that they
can reasonably expect to win and both parties are satisfied with the terms and conditions on
offer.

Some of the following tactics may be useful to help you reach solutions that really work
for both parties at the bargaining stage.

(1) Handling Offer and Counteroffer Effectively

In the bargaining process, handling offer and counteroffer may be included. The process
of making an offer — counteroffer — counter-counteroffer is considered as haggling.

Generally speaking, the seller is supposed to make the offer to the buyer first. If you are
the seller, you may offer the buyer a higher price than you would actually be willing to sell.
But you need to find out what your counterpart is really looking for and make a reasonable and
realistic offer.

If the buyer is not satisfied with the offer, he/she will then make a counteroffer. If you are
the buyer, you may make a counteroffer, even if you are generally happy with the seller’s first
offer. The seller is usually willing to concede more than he shows on his first offer, so you can
take advantage of that. You may walk away if you are not happy with the offer.

(2) Be Calm and Relaxed

No matter how desperate you may be for the business transaction, you should be calm and
relaxed, otherwise the party you are negotiating with may take good advantage of the situation.
Even if you are really desperate, show your counter-party that you know what you want and
you are sure you can get it.

(3) Try to Establish a Common Ground and Resolve Differences Effectively

Maximizing commonalities and minimizing differences in the negotiation can be
constructive. Remember that the idea to negotiate is not to win but to come to a mutually
satisfying solution to the problem.

(4) Separate the People from the Problem

During the process of bargaining, it is vital to emphasize on the problems which need to
be resolved and avoid getting personal. Only by doing so can you remain rational in your
judgement. Distinguishing the negotiators from the subjects under negotiation, considering
problems from your counterpart’s point of view and presenting more objective information can

be workable. Be empathetic by putting yourself in your counterpart’s shoes and avoid blaming
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your counterpart for your problem. Do not overreact to emotional outbursts. One specific
technique that can work is to arrange the seating so that both parties are sitting together facing
the screen where the problem is presented. Thus, you and your counterpart may have the
feeling that both parties are facing the problem together rather than being “us” against
“them”.

(5) Focus on Interests, Not Positions

Interests refers to what you really want, while positions refers to where you stand on an
issue and what you demand from the other side in an argument or a negotiation. When
bargaining, besides asking your counterpart what they want, it is also important to ask why
they want it. It is equally important to ask the same questions about your own views. You will
be more successful if you focus on understanding your interests and the interests of your
counter-party. It will be beneficial to write down the various interests of each party and place
the interests in their estimated order of importance so as to stimulate ideas and possible
solutions to meet these interests. It will be more helpful to show your counterpart that their
interests are part of the overall problem you are trying to deal with. Be flexible and
open-minded when developing specific options to meet the interests of both parties.

(6) Using Authority Limits

The essence of authority limits is that the negotiator lacks the authority to conclude a final
agreement or claims that he/she lacks that authority. In fact, there are three possibilities: 1) the
negotiator really does lack the authority and will have to bring the proposed agreement back to
the individual or group with the final authority, 2) the negotiator states that their authority is
limited when in fact they could conclude the proposed agreement, or 3) the negotiator
technically lacks the authority but knows that in all probability the “higher authority” will
approve their recommendations.

There are many uses for the authority limit tactic. One of the most common uses is to
obtain a delay without directly asking for one. In this way, the absent authority provides an
opportunity for the negotiator to go back, think through the positions of each side, and evaluate
the proposed agreement.

The authority limit tactic can be used in a number of other ways as well. For example,
occasionally the negotiator will go back and check with the authority even though the
negotiator knows that he/she can close the deal based on what the party has agreed to so far.
The negotiator might have been trying to show the other party that he/she really went to bat for
the other party with the higher-ups. Alternatively he/she might be trying to indicate that it was
hard to get approval and that the other party really can’t hope for any more concessions in this
negotiation.

Another use of the tactic is to obtain a “no” from the authority even when the negotiator
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could have said no themselves. The purpose here might be to reinforce and cement the refusal
to make concessions. It might also be an attempt to make the negotiator appear to be the good
guy and the organization or the higher-ups the bad guys.

You should always be concerned about the authority of the other party. Try to determine
as early as possible their level of authority, or at least what they state to be their level of
authority. If their authority is limited, you can try to involve the decision maker. If this is not
possible or you feel that it is tactically inappropriate, continue the negotiation with an acute
awareness that the person you are dealing with either does not have the final authority. One
way to deal with this may be to use the person on the other side of the table as messenger,
getting points agreed to by the person with the authority step by step.

(7) Pursue Fairness

If you and your counter-party view the negotiation process as fair, both of you are more
likely to take it seriously and accept its result. Therefore, finding and selecting criteria that
both sides can accept as being fair is vital. You can deliberately engage the other side in a
search for fair criteria, asking them “what is fair?”. Engaging the other side in the search for
fairness is itself an act of fairness and will help to engender trust. You may use external
standards such as price guides, industrial standards, company policy and even social norms. It
is important to be fully aware that social rules may vary significantly across cultures, even
within the same country. Negotiation in different countries can vary in norm. Where cultures
are different, a discussion of fair play may be useful. Another good way of ensuring criteria are
fair is by using an impartial third party.

(8) Good Guy and Bad Guy

When negotiating, one of your team members acts in an aggressive and pushy way,
making unreasonable demands and requiring compliance, and the other team member then
acts in a friendly way. The good guy may apologize for the bad guy, or plead for
compliance because the bad guy is being horrible to the good guy, too. This is a core
element of many persuasion methods. The bad guy acts to cause discomfort and tension,
after which the good guy offers escape and closure. What the good guy says often gives the
other side an excuse to comply, allowing them to rationalize their action and retain dignity.
You can even do it as one person: be unpleasant and then apologize (you are under such
stress) and ask nicely for what you want. For example, a senior manager makes a
presentation in an unpleasant and aggressive way, demanding that tough goals are met. A
liked line manager meets with her people afterwards and says that if the goals are not met
then she will be punished.

(9) Split the Difference

Offering to split the difference, to agree on a price that is half-way between what you



