Surname 2

Assignment 1
Answer all.	(Total Marks 50)
Case 1 - Team Negotiation
Background:[image: ]
Adel works for a major airplane manufacturer in the Midwest. He must travel to Washington, D.C., to [image: ]negotiate revisions to a contract with the U.S. military. The key issues presented are cost overruns due to complex engineering changes. He has two weeks to prepare for the meetings, which will run over a period of three days in Washington. His department is currently spread pretty thin working on several projects simultaneously. Adel's staff is a fairly homogeneous group, most with engineering backgrounds.
His two senior people typically disagree on everything.
Case Questions:
Question 1: What factors should Adel consider in deciding whether or not to use a team for the negotiation?
a) What role does the two senior people play in the organization, by including or leaving them out of the negotiations, how will it affect the dockets they hold in the company.
b) Using the team for negotiations will it be of any merit to the organization, and how will it influence the performance of the company, whether both agree or disagree with Adel.
c) Adel should put the organization first, whether the two senior people always disagree with him, the company will still continue operating, and in case of future audit, their contributions whether opposed or supporting will as well be documented.

[image: ]Question 2: What additional information would you desire before making your final decision on whether to take a team to Washington?
a) The cost incurred in terms of flight charges and is it worth it.
b) Can the data they hold in the organization, and information required in the organization be presented by someone else on their behalf.
c) How will Adel justify the rest of the team agrees with the terms of negotiations, and their contributions is included in the negotiation.
d) What is in the check list of who to be present in the negotiations, and the individuals to be present during the negotiations.



Question 3: How should Adel decide whom to take to the negotiation?
The goal 
Adel decision of who to include in the negotiation should be influenced by the key objectives of the organization, what is the goal, the value each party possesses that will be of merit during negotiations, which I believe every staff member works towards meeting those objectives and strategies of the organization.
The disagreement of Adel and the two colleagues, is not very well specifically defined but its generalized as “typically disagree on everything”. Its not clear to us whether its on personal level, character or work related. This as much might influence the negotiations, the key focus should be what is good for the company going forward.
Case 2 — The Skill of Negotiation
Background:
Assume that you own and operate a business. Your production this year was based on prior years' experience. You have been left, however, with 100,000 unsold units on hand. You have been selling your product at $5 each and expected the same price for these 100,000 units. You have exhausted all avenues you can think of for disposing of your excess product. You do not have the storage capacity for keeping these units in inventory while you continue production.
This morning a giant retail organization contacted you urgently seeking the type of product you produce to fill deficits in their supply. They offer to pay you $3 per unit.
Case Questions:
Question 1: How would you assess whether or not you should negotiate? Identify the factors you would consider and the overall rule you would apply.[image: ]
From my understanding these are excess products, my negotiations will be determined and influenced by the following:-
· The extra cost I have incurred during production.
· Staff who probably I paid overtime to produce the excess products.
· The future of the company, I have run out of ideas but this does not mean I close the company, any agreement will focus on business continuity putting in mind the company objectives, strategies, projections in terms of annual targets.  

Question 2: What factors can you readily identify that will affect your negotiation options and outcomes?[image: ]
· Storage facility, meaning if I have run out of space, I will weigh should I lose the products to poor exposed storage or sell them at a discounted price.
· The cost. My intention was to sell at $5 but here is a deal of $3, the question will be I might not make the profit I had projected but how will capitalize on the same to see to it I recover what I won’t earn.
· Is there further expenses I will incur in the deal, putting in mind I have bills to pay in terms of power and electricity, my suppliers, tax, pay roll, will I be forced to inject more cash from other sources that are not directly related to the profit my business is not giving me.

Question 3: What unconscious factors might also affect your negotiation performance?
· One condition will be if the giant retail buys at $3, then they will have to buy all the excess products.
· Another factor when negotiating will be the payment plan, at most two installments payment plan. Why? For my budgeting and projection and the amount I need to inject, now that I have sold my products at a lower price.
· My contract with the new supplier will be crucial, I am the only producer he will be buying products from. This guarantees me of consistency in my supplies, there won’t be at any one point I will hold my products because I don’t have a ready market. 
· Selling my products at a markdown price might as well question the quality of my products, I will be forced to justify why my products are worth $5 and why they competitively compete in the market.


Case 3 — The Approach of Negotiation
Background:
American Dream Holdings, Ltd. (ADHL), is the 100 percent owner of eighty-eight subsidiary corporations, some of which operate in virtually every state of the United States and many of which operate in a limited number of states. One of the subsidiary corporations, EFC Corp., is the general partner of two thousand limited partnerships with operations scattered around the world. EFC Corp. is the flagship and largest of ADHL's subsidiary companies.
ADHL also has 20 to 50 percent ownership interests in other business operations. ADHL is owned by [image: ]two individuals: one, Mr. Major, with 80 percent, and the other, Mr. Minor, with 20 percent. The individual owners operate additional businesses not under the ADHL umbrella. Such additional businesses are considered affiliates. ADHL provides legal, financial, and administrative services including payroll and human resource management to all of its subsidiaries as well as to many affiliates.
[image: ][image: ]ADHL collects a monthly fee for such services. The fee is based on estimated needs for the services and is due regardless of the number of hours actually spent on a particular company's matters. ADHL does not assess or collect supplemental fees for work done in excess of the estimate.
The group of eighty-eight subsidiaries and ADHL employ two thousand individual employees. All employees participate in the year-end bonus plan that is based upon group net profit attainment. The organizational structure including departmental organization is dictated by ADHL executives. The chief operating officer of ADHL, Ms. Iwon, was initially selected and hired by the 80 percent owner to be EFC [image: ]Corp.'s senior vice president. EFC Corp.'s chief operating officer, Mr. Toolate, was selected and hired by the 20 percent owner approximately two months after Ms. Iwon was hired.
[image: ]Approximately one year after Mr. Toolate was hired, Ms. Iwon orchestrated a reorganization that included her being promoted to the parent holding company position. EFC Corp. is perpetually three months behind in paying fees to ADHL. EFC Corp. is recalcitrant in distributing financial reports to
ADHL.





























Case Questions:
Question 1: Using a systems approach, identify the system or systems and their subsystems as well as the various relationships and interdependencies you see. You may utilize a drawing such as a sociogram if you like.Mr. Major
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Question 2: Using a systems approach, identify the various conflicts in the case including describing how each is a conflict. Be sure to note how each conflict you identify meets the definition of a conflict.
1. Organization conflict.
All these organizations are not independently operated, they all seem to depend on ADHL.

2. Conflict in Management.
There seems to be a lot of gaps and loop holes when running many organizations, putting one company as the mother company.

3. Accountability conflicts.
Failure somewhere along the line, you might never figure out who actually did not do their job or messed up the work.
 
4. Protocol Conflicts.
Everyone feels the are the boss, because they feel they are entitled to be acknowledged and called a boss because they run as a head of a certain affiliate of other company entity. 


Question 3: Continue your diagnosis and assessment by analyzing the function served by or the effect of each conflict in the case; assessing whether the system structure is competitive, avoidant, or collaborative; and determining your strategy and/or strategies.
· The system structure is very competitive but at the personal level, reason been they are not all working towards the same objective of one single company, everyone is bust running their own.
· All this can be avoided but setting up a separate management structure for every company, rather than all running under one chain, then all companies and affiliates can be reporting separately and individually to the founding members.
· Affiliates run by the founding members can be separated as well, you might as well not be able to monitor especially on spending and distribution of resources, putting in mind they don’t own a 50-50% ownership.
· The strategies are defining different targets for each company and affiliates. There seems to be monitoring and assessment gaps within the chain, by independently setting the standards of each company, it becomes easier to get results and plan ahead.   


Assignment 2
Answer any 2 cases.	(Total Marks 40)
Case 1 — Communicating Effectively in Negotiations
Background:
Jack asked, "How is the Southwestern project coming along?" Ms. Lee said, "I need to talk to you about that. I don't want to hear any excuses, just get this project done," Jack yelled to Wei Lee. Ms. Lee said, "Fine. I quit. Do it yourself." Ms. Lee is the senior project manager and is in charge of completing a customized training program for the firm's largest client. Jack was hired from the outside just two months ago as vice president of training. Ms. Lee believes that her credentials are more appropriate and impressive than are Jack's. Ms. Lee expected the job. She has no alternatives lined up. Jack has already earned a reputation for being harsh in a place where people formerly enjoyed working. The particular project in question includes extensive material/course manual preparation as well as classroom sessions. Before the interruption, Ms. Lee was attempting to communicate to Jack that the client had requested a significant variation from what was originally contracted. The good news that Ms. Lee had to share was that the client had agreed to double the fee.
Case Questions:
Question 1:
Where the rules for effective listening and speaking were broken by Jack? What steps will you recommend for the same situation and why?
We really cannot tell how many times Lee had delayed the project, but all in all Jack was not supposed to dismiss Lee’s request to talk.  I would recommend if Jack does not want to listen, Lee could have thought of an alternative person to talk to, who is at the same level as Jack. From this point now, they involve Jack in the conversation, and also try to understand why Jack was furious and did not want to listen to Lee on what she has to say about the project. Then from there they come into conclusion on the way forward.

Question 2:
How well has Wei handled this conflict? Can you suggest any alternative actions that would have been consistent with good practices?
Wei could have managed her anger rather than just making prompt decision to quit. We might not really understand their earlier nature of interruption on the subject matter, but she could have alternatively engaged their differences to the people in authority. Their different looks personal if Wei went ahead and told Jack to do the job himself, reporting to Jack, that kind of feedback was not very kind. This looks like their differences have been ongoing for quit a period of time to a point it was affecting their working relationship.



Question 3:
If you learned that Jack dislikes female professionals, what additional insight does that provide regarding communication difficulties between him and Ms. Lee? What might you suggest to Jack?
The question we would pose here, does Jack dislikes women because of their character, competence or is it just His pride and discrimination subjected to the same? In this case the organization should have taken such a case very seriously, because the same could be affecting other female performance in their work, and maybe they never talk about it. Putting all this in mind, communication with maybe 90% of women in the organization never happens, and this affects how work is done.
Jack needs to come clear why he does not like women at work. Are his reasons valid enough to be debated and come up with an urgent solution? Could be personal, maybe he went through a kind of psychological torture or abuse, the organization may suggest for a counseling program. 

Case 2 — Business Relationship Scenario
Background:
One party's work organization, based in Washington, D.C., has recently begun a project in Wichita, Kansas. The project will require fifteen to twenty employees to travel to Kansas and spend, on average, three weeks in residence there. It is expected that the project will span a period of nine months to completion. This first party has located an apartment complex nearby the location where the project work will be done. The apartment complex has traditionally required minimum lease terms of one year but does have a few vacancies. The organization desires to have its people in this apartment complex rather than in hotels.
Case Questions:[image: ]
Question 1: How would you identify and rank the interests and goals of each party?
Putting in mind they are working towards the same agenda, their interests and goals should not be personal or too much needy, an agreement among themselves would be of great value to succeed. In the team you might find there are some who may prefer a hotel, but because of interest of work and the mission they will be up to, a mutual concern and agreement will be of great asset to them.

Question 2: What common ground can you find between the parties?
One common ground that is very clear is they pretty well understand their reason of travelling. They really don’t seem bothered where they will spend for the next nine months, but the agenda and work ahead of them seems to make them cooperate and understand the reasons behind the alternatives they have to deliver the work within the projected timelines and in a cost-effective way.

Question 3: What strategy would you use as the organization's representative? What strategy would you use as the apartment complex representative?
Strategy as an organization’s representative.
· Been a team, my key strategy will be cost cutting by negotiating each and every requirement from flight booking, accommodation, food and the likes as a package, as am dealing with quite a number of people. 
· Make my priorities right, food, health, security and accommodation come first, any other expenditure will be considered if someone has a special need or attention. 
· [bookmark: _GoBack]Team spirit and motivation, its nine months out there, been away from home needs a lot of stress-free environment, to make sure project is delivered on time.
Strategy as apartment complex representative.
· This already sounds like a good business opportunity. I would tailor make a contract lease of nine months, if they only have a lease for one year.
· Hosting this kind of clients will bring along other opportunities like transport services, catering, cleaning, and other basic living requirements, and it will be my responsibility to give quality and cost friendly services.
· I would make sure most of these services are internally provided rather than outsourcing them.
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