Negotiation part VIII

Establishing your negotiation objectives

The most important pre-negotiation step you face is putting your negotiation objective together.

The second most important is the long term-term impact of any agreement. 

1. Putting your negotiation objectives together.

If your transaction is relatively complex it's worthwhile to script out your negotiation goals.

Formalizing your objectives helps in several ways such as:

· It forces you to think about what you want, why you want it, and what you are willing to give in return.

· It helps you in making concessions and compromises as negotiations proceed.

· It guards against making careless off-the-cuff agreements.

· It avoids confusion which can be exploited by your adversary.

· It speeds up lthe negotiation process itself.

· It can help avoid failed negotiations, since hang-ups often result from a lack of preparation.

· It can get you a better deal. An adversary is more likely to be reasonable if you are able to show from the start that you know what you want.

2. Ten topics to cover when you plan your objectives

General considerations should include the following topics.

· Establish a target price that you will pay for what you want.

· Identify your negotiation limits. You should identify a minimum position in terms of the least favourable offer you will accept. This is essentially your walk-away point.At the same time you want to fashion an initial offer which is the best deal you can possibly get.

· Decide what concessions can be made during negotiations to reach an agreement. Try to rank these concessions in terms of priorities.

· Pinpoint potential give-aways that you can trade-off for concessions. These are not true concessions, but are instead issues that you will build into your offer and treat as concession during negotiations.

· Indicate any time constraints for reaching an agreement. Incluse any that you think the other side may have.

· Pinpoint any potential outside influences that may impact your negotiations.

· Identify any phony issues your adversary may raise, and plan how to overcome these impediments.

· Think about any creative suggestions you can propose if negotiations become stalemated.

· Establish who will be participating in negotiations. 

· Determine your alternatives if negotiations are unsuccessful.

3. Tips on briefing your negotiation team.

· Appointing a spokesperson whi will have the sole responsibility for making and responding to offers.

· Establishing a timetable for completing pre-negotiation reports.

· An understanding that gratuitous comments aren't to be made at negotiation meetings.

· An agreement on the procedure to be used to temporarily halt a negotiation session when a caicus is needed.

· Designation of a member to take informal notes of what is said.

· Plan negotiation strategy including establishing the negotiation objective, and tactics that will be used to achieve that goal.

· Assess the other side's goals and likely strategy.

· All members should be advised that no private discussion of the negotiations should be held with members of the other negotiation team.
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