
NEGOTIATION RULES 

1. Separate the people from the problem

2. Be hard on the problem and soft on the people when negotiating

3. Focus on interests, not on positions

4. Invent options for mututal win

5. Insist on using objective criteria

6. Make a 'Plan B' and know when to stop

1.
Notitie
When you negotiate a problem or issue it is important to be aware of the fact that there are two elements in negotiation: the human side and the non-human problem. To avoid personal conflict the trick is to separate these two parts.The two negotiators must see themselves as working on the same side.

2.
Notitie
This is important because if you are hard on people, it might result in harming the relationship with them. And if you are too soft to the problem you might end up with losing the negotiation or ending up with a compromise that has not be your initial goal.

3.
Notitie
If you focus too much on the position of your counterpart in a negotiation, you could neglect the real issues of what the parties actually want or need.Their true interests may not be too far away from your interests. A better approach would be to focus on the underlying human needs and interests. This can give better insight into why they took this positions in the first place.

4.
Notitie
Most problems have multiple solutions. One or more of these may be acceptable to all. The best way to find these alternatives is to have both parties stand back and view the issues in a larger context. Such a ‘brainstorming’ session helps to come up with options for mutual gain.

5.
Notitie
Negotiations will be easier if the issues can be evaluated using an objective standard. This means your argument can for instance include outside expert opinions, market values or some quantifiable method.

6.
Notitie
Sometimes it is just not possible to reach a solution. A good negotiator should anticipate this potential outcome. If that happens, what alternatives exist? Effective negotiators prepare for the possibility of no agreement. They try to make their alternative as attractive and acceptable as possible.Negotiators should always work to develop feasible and satisfactory alternatives to a negotiated agreement. Because the greater the ability to walk away from a negotiation, the stronger the bargaining position. A good example is having another job already while bargaining for another one.




