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Why Negotiate? 

THE OBVIOUS… 

We do this everyday, whether we know it or not 
 

WHAT DOES IT MEAN? 

1.  Span of Responsibility is > Span of Control 

 --    You must get the job done working w/people you have 
no direct authority over 

 --  Collaboration is the “New Normal” 

      -- Matrix organizations!  It’s a “flat world” 

2.   The Span of Knowledge needed > span of your situational 
knowledge 

3.  AND 2 people looking at the same data may / will come up 
with different perspectives and conclusions 

 

TRANSLATED: Still need decisive action in an Interdependent, 
Complex and Multi-perspective world 

     Not an impossible task, but few can do it intuitively 
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Overview 

Barriers to negotiation 

 

Some of the more powerful tools 

Positions versus Interests 

 . Versus ?  

 

Rational decision-making? 



Cialdini’s Influencers 

Thin Slicing to a conclusion (Yes) w/out thinking: 
 

- Reciprocity (Quid pro Quo?) 

- Scarcity (Shamwow!) 

- Social Proof (____body has got one) 

- Liking (How to get to be like….) 

- Authority (My opinion or the P/E CM readout?) 

- Commitment (well, you’ve already…..)  

 

“Ample Parking Example” 
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Blink: The Good and Bad…. 

   Your brain is a great “survivor”….. 

OR you discard info that  
doesn't “match” your mental map 

You force new info onto  
“confirmed mental maps”            
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Another Example? 
We like to problem solve using Convergent Patterns 

 

Aoccdrnig to a rscheearch at an Elingsh uinervtisy, it 
deosn't mttaer in waht oredr the ltteers in a wrod 
are, the olny iprmoetnt tihng is taht frist and lsat 
ltteer is at the rghit pclae. The rset can be a toatl 

mses and you can sitll raed it wouthit porbelm. Tihs is 
bcuseae we do not raed ervey lteter by it slef but the 

wrod as a wlohe.  
  

Ceehiro 
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Positions versus Interests 
1978 Camp David Accords 

• Post  ‘68 Stalemate: Sinai Peninsula under Israeli Control  

• Israeli Position: Insisted on keeping control of the Sinai  

• Egyptian Position: Insisted on getting the Sinai back; not willing to sign any agreement 
with Israel until Sinai returned  

• Beyond the position (what) – President Carter (at Camp David) asked the “CT” questions to get 
to the interests.  Revealed some key issues:  

• Israeli interest was not to keep the 60,000 km2 (23,000 sq mi); it was “security”  

• Egyptian interest was “territorial continuity” that kept with their 5,000 year history  

• Cooperative solution addressed BOTH interests – Sinai returned to Egypt with a guarantee to 

“de-militarize” the peninsula.  And a third party helps validate (process trust). 

http://upload.wikimedia.org/wikipedia/commons/0/0a/EgyptIsraelBorderEilat.JPG


• Institution moving to BlackBoard delivery  

• Could “direct” movement, but faculty resistance would be high 

• “Reframing”   

• Faculty interest is good programs and quality education.  
Professional development is part of that interest 

• Institution interest is good programs and quality education 
AND maintaining a solid balance sheet. 

• Proposal to meet both interests: 40% of the cost savings 
(manual grade tracking, savings, etc.) would be returned to 
faculty to boost their professional development account 
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Leveraging Interests 



Pause for the “Offer” Game 
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The “Offer” Game 

Several versions out there – take about 5 minutes each 

• NOT a negotiations exercise, but a bargaining exercise 

Situation – there is an imaginary amount of $$ in the offer – NO other strings 
attached – treat each game as a “new” situation 

• “Dealmaker” makes offer --- “Ratifier” can ONLY accept or refuse 

• If accepted, then the $$ are distributed according to the offer 

• If refused, ALL the $$ disappear and nobody gets anything 

 

RULES! 

1. No talking!  No body language! 

2. “Dealmaker” writes down own the offer 

3. “Ratifier” marks the offer as they desire, and returns it to the “dealmaker” 
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Foot Stompers 

 We all negotiate – but to be a better negotiator requires deliberate skill 
building 

 

 Know yourself 

 

 Know the tools 

 

 Know when you are emotional, know when you are rational 

 

 Practice, practice, practice 
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Foot Stompers -- Summary 

• The challenge:  achieving success working directly with people where 
little / no authority exists 

• When it comes to negotiating, the Insist Strategy is in our primary 
culture 

• TIPO can help assess the situation and NPSC helps select a strategy.  
Strategies might change during the negotiation 

• Working the issues: frame the dialogue to attempt CNS – move to 
other strategies as the environment demands – don’t let the position 
drive out their interests 

•   These strategies can work elsewhere, but need adaptations  
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Reach back Resource 

http://culture.af.mil/NCE/ 


