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Allens Arthur Robinson Negotiation Competition 2011

––––  Negotiation Guide  ––––

This brief guide is intended to assist competitors in the Allens Arthur Robinson Negotiation Competition 2011 by setting out some basics strategies and advice about the negotiation process. In reviewing this information, competitors should recall that the judging standards for the competition recognise that there is no single correct approach to conducting a negotiation and that the outcome is only one factor in assessing its effectiveness.
The information presented must be read subject to the Rules of the competition and competitors should consider the suggestions and advice that follow in light of the criteria detailed in the Assessment Sheet.

ALSA Competitor’s Guide to Good Negotiation

A good negotiation outcome is one that:

· is better than the best alternative to a negotiated agreement (with this party); 

· satisfies the interests of: 

· the client – very well; 

· the other side – acceptably (enough for them to agree and follow through); 

· third parties – tolerably (so they won't disrupt the agreement); 

· adopts a solution that is the best of all available options; 

· is legitimate – no one feels exploited; 

· involves commitments that are clear, realistic, and operational; 

· involves communication that is efficient and well-understood; and 

· results in an enhanced working relationship, so the parties and/or their lawyers can deal with future differences more easily.

“Great negotiators:

· are patient and tireless. They know that being more persevering than their opponents can earn them concessions.

· neither seek conflict nor shy away from it. They don't make concessions out of a desire to be liked, nor do they take pleasure in injuring the other side.

· ask questions, listen, research and learn. They know the power of information.

· are steadfast in achieving their goals and fulfilling their client's interests, but are flexible about means.

· begin searching for integrative solutions (i.e. solutions that will meet the needs of both sides) the moment the begin preparing for a negotiation.

· stay open to new integrative solutions throughout the  negotiation.

· don't give things away. They recognize that even insignificant concessions on their part may have value to their opponents.

· are confident in their demeanours without being arrogant or supercilious.

· know the value of salesmanship. They use persuasive visuals, language and framing.

· are zealous in guarding their personal credibility.”

· taken from The Stanford Video Guide to Negotiating, produced by Stanford Video in partnership with The Stanford Alumni Association

‘Principled Negotiation’ – Fisher and Ury

Competitors interested in learning more about the theory of negotiation may wish to consult Fishy and Ury’s Getting to Yes (second edition, 1999). The authors advocate a method of ‘principled negotiation’, developed at the Harvard Negotiation Project. In summary, the four principles of the method are:

· separate the people from the problem;

· focus on interests, not positions;

· invent options for mutual gain; and

· insist on using objective criteria.

Negotiation Skills

A negotiation may call for many different skills. Competitors should be able to:

· set people at ease;

· include all parties;

· discuss and clarify the problem;

· put aside irrelevant issues;

· show a clear understanding of the legal and factual issues involved;

· understand their client’s goals, priorities and limitations;

· set a clear agenda;

· present options clearly;

· listen;

· clarify;

· summarise;

· ask and respond to questions;

· respond to options presented;

· integrate solutions;

· restart stalled negotiations; and

· make efficient use of time.
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