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MEE NEGOTIATING LONG TERM FOR MUTUAL BENEFIT

Swiss finishes his speech, a bit nervous a

I recery 3.
aks: “This is not good for us.” ng 80 little teedback. Finally, the Chinese
spt! us. And then: *Let me take you for dinner "

ﬁﬂf—ﬁ'dlﬂ .'ﬂ i -
s b: Hm-:nll. 'Eu:rm;ln Swiss, the relabonship may be n trouble. but the Chinese,
in H.t. . may Yy imerested and wants to strengthen the relationship with a social
ey

hibit 4.1, Acuff’
It s AL compumentary n his repon card on Amencan negotiatons’
skills

y opE, A4S

We P8, 4s our honzons are widenead by the global sxpenence, that we are geiling
better ¢ understanding the national character of our neqgobating counterparts, conlronting
cultural sterestypes, and putting the negotiating process into a cultural context

An example from any country: a case of failure

This person is a successful businessperson who s much admired Dy colieagues it
ability o negotate difficult deals. Frank. open, and uncompromising manner has saned i
person a great deal of respect at the bargaining table. Last year, this person was sent by
his corparation to Japan to negotiate an impaortant contract Thie person was confident of
success, as both sides had already agreed on many important ponts

The contract did nat get signed, and this person believed that japanese busness
culture 15 the most frustrating one ever encountered

EXHIBIT 4.1 THE US NEGOTIATOR'S GLOBAL REPORT CARD S

Competency

e T—

Freparahion ,
Gynergisiic H:}pf-'..-.ﬁth Lwir=inj
Cutturai 10
Acapting the negot
Patience
Listening :
ishe ailes
t:;.?; ?a:guage that 1s simpie and accessibe

Hgh aspiratiens

Persona ntegrity
Building sohd relationships

wating process 10 tne host country anyironmen

Source Adapted from Acuth F. L How 10 Iegotiste ﬂmw

Exn ot B 15 192

123 B
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double entandres ara all meant 1o t
TaAigmit a MbRSa

" iBRage. Yol thas

sranslation & & are not ncluded N a

Sometimes a negotiator will
i it
the-countarpart’s: cult g ry to communicate a concept o idea that does not ens!
i - ure. For example, the Amencan and th'nih concent of “fair pl "
ppms 10 have no exadc aguivaila ' oy ey
b 3 S L BQuivalent in any other |anguqu How . then can an Enql,.z,r. Fr el
expect fair play  from a toreign counterpan?
interpreténs and t - N

e and translators may have difficuity transmiting the loge of key arguments
This 15 @spel ially true in discussions ol abstract concepls such as plarning and Aterna
ponal strateqy. The parties may think they have come to an agreement when

m tact, they
have entirely different intentions and understandings

s five .
Fisher's five-part framework provides scholars and consuitants with a launching pac
for hoth theory bullding and practical apphcations. Two working papers,

“Assess, Dont
Assume, Part 1 Etiquette and Matenal Culture in Negotiation

' and “Assess, F"M I\: Cross

Border Differences in Decigion- "“1"1"1-'?_] Govermnance, and Poltica Economy,” are also

excellent in identifying the cultural vanables in global negotiations.

1I"' E:n::lpt-l;"’ .2 GHE COVRETED 3Oome .”,l r|'||._. complex Fieas i COAT MG .'_1.I||"|q |'_-'HI- I:-'t“”-_ "‘- Ao g8
geographic -al and cultural boundanes. Consider, however, Ihe toliowing Anglo— EL transia-
pon guiae of phrases that are routingly usad n face to-tace negotalions and could easty

lead to misunderstandings

—
ANGLO-EU TRANSLATION GUIDE \l
. |
What the British say  What the British might What others might ,I
mean understand ||
| hear what you a4y sisagree anc ao | gt want 1o Lie gocents my point ©7 view \
discuss it furthet |I
Wwith ine !.'_!.!'E:'jf!.'"‘:.’. | Hhink you ane 20 o o b 5 istening U =
respect : ‘l
That's not had Thats 'E_i"-'l.'.l e ||]I
He 1hine Faye TS =
That s & very brave You are insanc s At | ll
p!ﬂp-LrEal S
Cluite good A bit disappointing Juite e |
. f Think abiut e e Bt O
+ oy be prepared 10 just ty
s 377 ?c?uf;zﬂ e winat you like
bﬂ!ﬂtﬂ"’!‘d"’w The prlman- Fn..lfpm'.ﬂ ot ouf Thal is not very mportant
Oh, inch
way discussion is...
s | am annoyed tnat i doesn’t really matles
| was a bit
. I They are mpressec

—t S el melas nnr’llﬂl‘lﬂﬁ
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ate-1o-1
Orlace negotiations, we give and receive nonverbal

th
nonverbal signals from our count B:ﬂ:u“ a8 the critical messages of a negotiation. The
i 5 can be s0 subtle that we may feel a sense of

discomfort but may not know exactly wh
y. For example, when a J
make eye contact, it ma ' apanesa negobator tails 1o
¥ produce a sense of unease in the foresgner. but n may smply be

shyness on the part of the Japanese. Ofen n
| _ : + honverbal ntercuitural fnchion aftects busines
negotations, but goes undefined and mare aflen uncorrected. e

Laver and Trudgill, in Scheu-Lotigen and Hemandez-Campoy, also point out that,

ng conversatbon
dunng 5. Dne must act almost as a detective, not only considenng the words

and ED-EIlEﬂh but also attempting 1o establish, from an array of clues, the state of mind and
the profile and perspective of the other's identity.'*

behavioral cues. Some argue that

The difference in values is even more obscure and harder to understand, For example,
Amencans value objectivity, competitiveness, equity, and punctuality, and often presume
that other cultures hold the same values in high esteem, Regarding punctuality, Graham
states, “Everyone else in the world knows no negotiation tactic is more useful with
Americans. Nobody places more value on time, Nobody has less patience when things
slow down." "’
Generally, during a complex negotiation, Westerners drnde the large tasks up nio
.i smaller ones. One can move through the smaller tasks, fimshing ona and moving on to the
' next, sensing accomplishment along the way. Issues are resolved at each step n the
process, and the final agreement is the sum of the sequence. Howaver, in Eastemn thinking
all issues are discussed, often with no apparent arder, and concessions, when made, 0cCur
.t the conclusion of negotiations. The Western approach is sequentl and the Eastern 15
holistic—the two are worlds apart. Therefore, Amencan negobalors have difficulty measunng
progress dunng negotiations with the Japanese, and the differences in the thinking and
decision-making processes can result in blunders. For the lapanese, the long-term goal 1s a

mutually beneficial ongoing business relationship.

FRAMEWORK FOR INTERNATIONAL

BUSINESS NEGOTIATIONS

which both parties gain. Many factors

affect a negotiation's OUICOME. ases from which to negotite: e ‘*ﬂ“‘“‘“_’“

M.nuﬂwﬂrmﬂmmhmmmnmnmw

hymw on_and can therefore significantly influence the outcome, either
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hahon proces
i s,-m_-rgn‘-iu: i T

compotitive and, as

Basic concepton of Nego
concept of negotabon strateqic a
percewed as fimited. The sides are
15 mfcewﬂﬂ as g-u!'tlng a larger portion of
are unkmited, Each party wants to cooperale =
Counterparts look for afternatie ways 1o oblain the d
Negotiator selection criferia These cff

poliical affiliation, gender, ethnic es, unship, 1€

atinbutes {e.g., attabdity, loyalty, and trustworthi

and biases regarding selection :
issues m negotiation IS crtcal Gm""":‘.

Significance of type of rssue. Defining the
— . L il DOWET,
substantive issues focus on contro and use of resources |Spd POWET, PTODarty|

Relationship-based issues conter on
ests. The neg
Concern with protocol. Protoc
interaction. Rules of protocol can be torma or informad

formal than Germans, for exampee

otiation should not hinge! relationship

Complexity of language. Comphex
cues o convey and interprot ntenhons and irficrm
include distance (space), aye contact, gestures, an
conlest communications. Cuitures that are nigh comntext
fast and efficient communicators, and informalion 15
grammed n the person. Low contex communication,
conveyed by the words, without sharec meaning impled. The US has a low-conten
culture.

Nature of persuasive arguments. One way or another, negotiation invoives attempts
1o infiuence the other party. Counterparts can use an emotional or logical approach
Role of indiviguals' aspirabons. The emphasis negotialors place on ther individual
goals and need for recognition may also vary. In some cases, the position of a nego
tiator may reflect personal goals 10 a greater extent than corporate goals. In contrast,

a W may wan! 1o prove he O° she 8 a hard bargainer and compromse the
goals of the corporation.

Bases of trust, Every negotiator, at some pont, must face the critical issue of trust,
One must evenlually trust one's counterpans; otherwise, resolution would be impos:
sible. Trust can be based on the written laws of a particular country, or it can be based

on friendship and mutual respect and esteem.

1 1
= There are twio OpPOSING ApProaches g, th y
strategic MO0, resourcey %
a result of Darganing, one "y
3 i n
the pre. In e !:,-.,m!fqns.'lu'. patals LIIN F&Mur{q‘ |
s fhat all can have what thay W! ;
pEirad e suUls. I:
eria incluude negotiating EXpenENcE, Senigr, '
wchnical knowledge, and Peragn, 1
ness). Each culture has Pfﬂwemﬁ .
]
the ongoing nature of mutual or reciprocal intgy.
= and future negolalions.
-5l is the acoepted ractices of socual Dehavor ang
Amencans are generally e,
Neg
by "_|r'1-.1_:| o the L'jE-I_:n-:'f_" i'_:ll rehance on r'lﬂ]-l"l'lert:.dI HI
aton in dialogue. These cueg Can
d silence There are high- and low. s tha
in communication (Ghina) are il
n the physical context or prepr-
n contrast, 15 miomation pelo
from
in s
whe
con
san
Yor
“na
bet
Fr.
1

Risk-taking propensity. Negobiators can be percewved as either “cautious” (low nsk-

takers), or *m" Ihigh mhtaknm]- If a negotiator selects a solution that has
mlm but higher probabiiity of success, he or she s not a nsk-taker. If 1he
negotiator chooses higher rewards but a lower probability of success, then he or shé

is *adventurous” and a risk-laker.

3/26/2020, 11:19 AN
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10

11

12

afd
Negohato! selection et 4

= Teohnics ppnt e pohtlc.aln rehability
g Intmes of turbuhenne!chaﬂg
Significance of type of 188U TR _agention :
" Fleiai.innahup-based 5EUEE |
m Connections (guanxi) ymportan E
20l
Concern with protoco
m High concem with proper atiquet!t® T
m Use "home court” as advantag®
mplexity of language SRR
Eﬂ p"HrEI‘:P"Igh-EDn'tEII with imphct and unstated desires & pproaches a
is
Nature of persuasve argumen ‘ i
m ‘'Ne compromising” 10 astablish economic value
Role of individuals aspirations 5 &
| vetanding out” 1S unusua
@ Indindual aspirations are resurtacing but “standing 5
Bases of trust 3
m Pastrecordis important
Rigk-taking propensity , i X :
m High avoigance of nsk-taking resulting . meticulous and tough negoting
tactics and strategy
Value of time
m Long view of time, and masters at the art of stalling F

Decision-making system

m Appearance of part
systam with higher ievels always controlling

Form of satisfactory agreement

m Carefully worded contracts, but legal infrastruciure lacking

f.':l;]atNE diEmﬁil:]ﬁ'mHKmQ- but In rEE.l-'nt".' 15 an authontaties

Framework applied to Brazilian negotiators

1

3

1of 1

Basic concept of the negotation process

® Verbal facility, harmony, and eloquence are valued

m Negotiating is often a long process

m  Establishing trust is cntical 1o success

Negotiator selection critena

m  Seniorty is important

. skills, .
Oﬁm lls, social and political connections. and academic training =

Significance of type of issue

.. H X : . -
Early in the discussion, building relationships is important

3/26/2020, 11:19 AM
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. pas
muUTUAL gENEFY T
IOTIATING AONG TERM FORTTT " _—
B g Wnp&ww what = known
[ ] Avoid nsk by gticking 10
0 Value of ime "
1 = Being "on jime” 15 always ymporta
11 Decision-making system
g Topdown 2
i Form of satisfactory ag!EEI’T’IE Y
m Whiten and binding docum
i jators
Framework applied 10 Russian negolid
1 Basic concept of the negotiation process 23
Fige

e
s A competitive process where one S1C

5 Negotiator selection criténa
m Professional negotiators are S
3 Significance of type of ssue
| Hard barganing, person
4 Concern with protocol
m Rulesand protocol sho

5 Complexty of language
[ ] Low-context and cirect

elected on the basis of specialization

o relationships piay only a small role

jid be known and folioweo

6 Mature of persuasive arguments

7 Role of mdiwidual aspiratons
[ | Individualistic in contrast with the recent past
B Bases of trust
m “Caution” is mportant
9 Risk-taking propensity Fil
B  High nsk-lakers
B Corruption endemic
10 Value of ime
m Long and demanding
11 Decision-making system
m Very hierarchical
12 Form of satisfactory agreement
B Contracts are cleverly wntten, and details are often omitted

Hawing an awareness ' -
Y = ol ':" above will assist negotiators from any country when negt
m ol . lmﬂman;\::r:i But remember, in Chapter 1 we discussed I -
. mil.'m.l “."“ el - ity, anc context in understanding the pehavier? g

1 of 1
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Figure 4
‘@as fat’s cut the crap and lay our cards on Iha@
F.igur& 4.2

' ? ably” of
i Hmm, | wonder 4 he means “prob ! o
: ' thinking, our objectiv
parallels my thinking- iy | .. Dﬂn
] 1 ’ 7
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gy definmon. all successiul negotiations involve 51

.ansiul nagotahon nvolves g Rast some resolution of conft

least one « 1S
_ F confict, large or '
i small, that h
o I has not besn
Lke leadership and power. conflict i a iﬂECH’Iﬂh
arganizations. Tradtionally, the sne

Jon in 09 : S y sotial scient
+ keenly aware of ds destructive element, whic

geruption. and disharmony. We will identify some themes reflecting the US

_iih -egard 10 contlict, and suggest ways that other cultures *ﬂanluag;:us : tas ;m:zmm
Lkert stated many years ago. “The strategies and principles used by a ::;me_:ty a::u a:-lml'lr:
sttutions for dealing with disagreements reflect the basic values and philosophy n Ilha;t

ng 5L-Ih|E'ET tor resnarch and thacus

'8ts who have studied conflict haye
N 8 observed in wars. strikes farmily

18

craty.
2 what s conflict? Like the word culture, there is no single agreed-upon dehnition.
mmomas ' states: “Confiict is the process that begins when one party percaves that the
other has frustrated. or s about 10 frustrate, some concern of his.” This frustration may resul
from achions that range from intellectual disagreement 1o physical violence. Ancther defin-
ion of “conflict” holds that it results when two or more persons or things attempt to occupy
the same space al the same time. The management of conflict s a major issue at the
pg;snnal and organizational evels, and all negotiations involve a resolution of conflicting
miorests and needs.

Most US negotiators wiew confiict as a healthy, natural, and nevitable part of relation-
ships and nEgﬂﬁE’tiﬂf'IS- This constructive approach to conflict views the p-;mtw attributes
n any confiict situation. The belhef that conflict is constructive requires that problems be
| addressed directly, and that people can be motivated to search for solutions 1o these prob-
\ems. Constructive disagreement may in fact be an mtegral part of Amencan organizations.

Stewart states.

When faced with a problem, Amencans like 1o get to its source, This means facing the
facts. meeting the problem head on, pulting the cards on the table, anc geting infor-
mation straight from the horse's mouth. It is also desirable 1o face people directly. 10

confront them intentionally.”
o have disadvantages when there are

ese are camed 1o the extreme. In this
creates a high level of stress for the

H ; Mmﬂhmwmpﬂmﬁﬂﬂt
wide differences hmnrMMMdlh

135
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. e perform. This underminas thies %

chin cesults in 1iMe and energy being tb.mb
individuals involved, Wi 5, &E" gpent ON organizalional obygey
have

f -pasary
errdifree dpmEnsin e Ci Rich [‘,-r.}l-"‘ld L'I'IhEl'lﬂ'IF!H B mnﬂlm SR i “ﬂt
1o findma rasolutions, Whk s . .

} 5 the deCS
Such a situation @50 thwarts
i =il giiuabon

change " emphas . { between 5
| dentified two ™ ;

mination of conflict 10 the Managemep,
I &

s :Id A5 aw
VIE 5 ocial units. The pracess Mt

WWith the
conflict, Thomas
appears as follows e Behawor —~ Qutcome — Frustration
Frustrabon - e : :

Others reacthions
l—_gnne:':ll'uuhff-;-lliﬂﬂ ot the situabon, tg S0me

arty leads 1o 4 ;
st then 1o aﬂreemem or the lack of agreemen,

The frustration of one

behavior, to:the reaction of the other party e ¢ thar frustration, a new con
I Il. se. the conflict episode & continued with furne : CBDl
n rhE ia Ur l...-l-:i-. a1 1 i -

fluence of an event (e,
alization, etc. The process model 15 concerned with fhe 110 derstand iy
N s). The structural moge! attemnpts to understand conflict

15, “The structural model 15 concemed ws
the parties’ behavior; for exampie

conceptuahization of the problem
studying how underlying conditions shape aven

3 ; y h pear upon
identifying the pressures and constramls whic X
social pressures, personal predispostions, established negoliation procedures and mleg

ncentives. and so on."” The structural model attempts 10 predict the effect of these cong.
tions on the behawor of the indwiduals nvolved in conflict. Thomas mamnliains that the tag
models compiement each other
Thomas and Kilmann sugges! a two-dimensional st
the cooperative-uncooperative striing to satisfy the other
the degree to which one assertively pursues one's own concerns.™ In Exhibit 4.2, the asser
tive style (4) is competitive and represents a desire 10 satisfy one's concern at the expense
of the other. The cooperative style (2) attempts to satisfy the other but not one’s gwn
concern. A compromisng style (3) s a preference for moderate but incompiete satisfacton
of both parties. Labor-management disputes in the US charactenze this style. A collabore
tive style (5) attempts to fully satisfy the concemns of both parties and is most synergistic.
The avoidance style (1) is an indifference to the concerns of either party. The cooperative
style as opposed to uncooperative 18 an Eastern mode of resolving confhict, and the asser
tive mode 1s more Western,
The effective global manager must achieve a synergistic solution, diagnosing confiict
accurately and determining a strategy for managing the conflict.

:heme, with one dimension bemg
s concern, and the second beng

< m

3/26/2020, 11:21 AM



hﬂpﬁ:.l’r’nmhﬂk.nﬂ“iuﬁﬁ.cmﬂfmaivinhnxﬁdmﬁﬂkﬂﬁvmmﬂ..

3/26/2020, 11:21




j = P

3OTIATING LONG TERM fff_l‘:‘jff___

—

apan Ty | .
Conflict management " i s onliicysitustions P Japan requires 5 bag, indiv
: nse n28 - piire
“To understand wmua] bghawural rEﬂF"C'I o nment of Japﬂn.. Accordingly, it i n%‘ far M
derstanding of the pistory and e cal and cultural variables that affect Japa, a ma
unders log _ _ .
sary to first ascertain the key Psyﬂhd tﬁen to determin€ how they interrelate wiy,
conflict management PhE"ﬂm?”E‘ an'thi o a larger cultural norm. The Japanese : ==
other to create various deviations W! -tunnnﬁ“zed conflict management structyrgg e
management system includes both Il'letlEE =
behavioral conflict management techniques: c;nn_ 1
indn
This
: in Japan
T oo Sois i : ding, compromising, obligy enc
Five styles of handling conflict are usod iDHHBE T - :;ie prefer the -Eu.r;:nin:linﬂmlg1 or
' o Of these five styles: the Japa cing style,
grating, and dominating. . nses to the statement "Organizag; INT
~umerous examples of Japanese managers respe ong
s : iminated,” Japanese agree very strongly. o
would be better off if conflict could be el -
as
ag:
AVOIDING
- er of technique ;
On a behavioral level, the Japanese commonly emp@}’ a numb B q ﬂz to avoig .
conflict. Many of these techniques are ot uncommon in cultures arou € world, but the,
provide particular insight into Japanese conflict management. Th
co

s sometimes referred to as tnadic manage.

ment. To avoid confrontation between two people, the Japanese often create a triad with

another outside individual to manage the situation. Conflict between the two parties may be Ir
ndirect manner. The third party may take a more

One of their most effective techniques i

communicated through the third party in an i

active role as an arbiter in situations where there is an apparent stalemate. In such a situg- L
tion, the third party, who is respected by both of the other individuals, may provide a break- th
through by presenting her- or himself as the person on whose behalf the other two parties i
are to resolve the conflict. She or he urges the conflicting parties to relent so that she orhe @
can “save face" (kao), with an implicit threat that she or he will take offense if her or his i
intervention is not heeded. To prevent humiliation to the arbiter, both parties may comply,

even though they might prefer to remain in conflict with each other. Although this triadic :
man;agament technique is by no means unique to Japan, it is utilized extensively, and

provides one of the greatest vehicles for conflict management within the culture. Those :

skilled in global negotiations often use this method in Japan.
I

COMPROMISING

:.w;f triadic managarnanif. known as displacement, can often manifest itself if
a variety of ways. Usually, the displacement will take place in the form of an offended




a mannﬂ

0BLIGING

Another technique often utilized to aveig a;
conflict acceptance. Instead of re,ﬁ::“'ﬁ direct Confrontation |
|ndi~.ridu=al persuades her- or himsejﬁ 1n.g Or correcting an i commonly referred to as
_ «omewhat fatalisti or is advised b undesirable stat |
This SO IC or deterministic a Y s0meone else t e of affairs, the
P 0 accept the situati
ation.

ence N the culture throughout t : Proach is ro :
he history of Japan, oted in the strong Buddhist influ-

NTEGRATING

Another, less-utilized technique
que employed to avoid direct confrontat
ion mﬂ.}" ba rEiEl‘red =

- self-aggression of self-c .
it ther b onfrontation. In this techni
agalnst another DYy exaggerated compliance 410 T TR vHaa

DOMINATING

s style of conflict r ion |
This sty . esolution is contrary to the very nature of th
~onsequently, is used only rarely. of the Japanese character and,

interpreters and translators during negotiations

The importance of an interpreter in business negotiations cannot be overemph | '

the interpreter who can assist with the accurate communication of ideas bati:s :?:. o
teams. A linguistic interpreter can also be a cultural interpreter, letting the negutiztﬂrsi:g:u
of actual of potenti cultural misunderstandings. It is advisable 10 remember the following

points concerning the use of interpreters:

Brief the interpreter In dvance about the subject. Select an interpreter knowledge-

able about the product or subject.
m Speak clearly and slowly.
m Avoid little-known words.
m Explain the major idea in
discussed only once.
m Avoid talking for more than a minute or two without giving the interpreter @ chance to
speak.
While talking, allow the interpreter
Eﬁfm’-'-iﬂﬁﬂ--ﬁﬂnﬁdﬂncﬂ if the interp

two or three different Ways, as the point may be lost if

time to make notes about what is being said.

reter uses 2 dictionary.




=
uaL BENE it

5 ta

s much fime a

]
slates,

1o avoid misunderstangy,
ge of negative wordings when g i*

meanings : he tran
- | -ater as he of S
Do not interrupt the interp _ il P

m Avoidlong gentences,
ive form could beé used.

m Avod superfluous waords. Your
Try to be expressive, and use geshfre
s During meetings, write out the main
double-check their understanding:
After meetings, confirm In writing what h
m Do not expect an interpreter 10 work for over
Consider using two interpreters if negotiation
evening, so that when one tires, the other can take over.

m Don't be concerned if speaker talks
half a minute.

m Beunderstanding if the interp

B Ask the interpreter for advice |

§ wrapped up In generalities,
erbal messages.

ed. In this way, both parties 2

as been agreed.
two hours without a rest.

is to last an entire day or intg e

for five minuies and the interpreter covers it

reter makes a mistake.

f there are problems.

Successful negotiation procedures

Negotiations bring together two parties, each with an expectation of the outcome. On exam

nation, the two parties evaluate their leverage, authority, and tactics. To close a negotiation
that was the best possible deal for both sides means that, most likely, neither side feels
cheated or duped and that a spirit of fairness pervaded the negotiation. When internationa
negntjaFiuns take place, the cultural differences and implications can spin the negotiationin
unanticipated directions. Weiss has established five steps for analyzing and developinga

culturally responsive strategy for nternational negotiations.”®

1 Study your own culture’s negotiation script. When we are in our home cult
heha}ve almost automatically. Studying observations about their hom :JFE- we
gibwiormas “'Ef" as their own self-examinations will enable a negotiat g

4 :n E:;c;rata natu':lmlai profile. What does your side bring to the Paity';a or to construct
e ; :;Hzfa:::} ::;f: of your counterpart. A first-time negotiator should build 2
iy msearche;Earts from the ground up. An experienced negotiato
e Vihat o IS :-.}r her counterparts, adding new information. Beware

3  Consider the refa-ﬁun il thl.ﬁ party bring to the negotiations?

_ s . ship and circumstance. Wheth

in a negotiation will affect the relationship, and gr you are the buyer or the seller

‘occur. Any previous negotiating relatinnsi;' W adjustment of strategy will have ©
ip with a counterpart, as well as his or M

- home culture and its familiarity wi
I a0 U amiliarity with yours, wi
R o mﬂftﬁﬂ relationship? yours, will also affect the outcome. What is the
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Predict the count ' L
4 ”u'..fllmﬂwa:ﬁ.l r:;.ﬂﬂ::;n approach. # your counterpar’s approach & similar to yours,
o you 8 can influence the selaction of the approach, these cheliberations skl

[priyeEwW the possible mterachions dunng preparation for the negotabon. Gaenarally,
approa s wnll e complementary or conthoting

5 Chonse your .':irl:tfﬂﬂl"- After completing the first four steps, the selection g
strateqy musl be feasible, given the croas-cultural dmansons af the negotiations and

the counterpart s approach, be appropnate o the relabonship, and, hapelully, be a
win—win tor both parhes.

WEH{'{HE;J-F'!H suggests that human resource development programs within qiobal
corporations should include an International Negotations Workshop with a cuitural over
yaw of the counterpart party in negotations.”” The model 18 based on the hugh-/low-contest
appreach 10 culture discusaed sisewhere in this book. Position-based negohation  raamd
an the win-lose paradigm~the more one party receves, the more the other has 1o give up
- the pursuit of sell-interest and maximizing advantage. The man foCus & OF posmion-
advancing, detending, and ratonakring #. Concessions made should beé compensated by
corresponding gans Objectve and wmpersonal data should be used to justify one's
demands and trade-offs. Tactcs include overstating demands, multiple falliback pofhDNS,
pressure and dramatic dispiays, hidden agendas, piutfing, and keeping oNe's oppOnents ot
halance. In contrast, interest-based negotialion assumes that a mutually advantageous
agreement 5 possible and desrable; expactations are for collaporation that is win—win anc
that brings benefits to bOIN PArtes. This approach looks 1o long-ierm payotts in the relation-
ghip, 50 that there s mulual DpaNNess and information sharing to befter understanc each
gthet S needs, constramis, and aspratons. Trust burlding 1ne judes visits 1o each other's
tacihhies. establishing explicit and objectve standards of fawness, designing systems 10
share gain/risk, gving anc receiving help from one another, as WEE as socalizing and

creating a comman stralegy and culture.

THE PRICE OF FAILED NEGOTIATIONS

War s a conflict in the extreme, anc aften results when diplomacy and neqgotiabons have

fraumatic stress disorger (PTSD) has suggested tnat

failed. Recent research on posl
oduce years of traumatic expenences,

senous conflict, such as war of occupation, Gan pr |
especially for many who have engaged in the extréme confiict. David Berceli, a irauma thera:

pist and expert on Arab-Amerncan relations, has written on this in personal commumication
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Emotional intelligence and negotiations

meaning of 1Q imeligence guotient] and the importance of techncd

referred 1o as ~tachies.” Many also have personal expenance with mdividuals who are venf

Wﬂhﬂ' good technical skifls but have failed in a leadership position.
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Gnlp_-n‘r.]n'-" researched about 200 alobal ki

: ; ) Dans
utes associated with leadership-nteligence, y % and found that the traditional

-\. " 4 - iSs0n,
_ales that effective leaders must have a highee Vi lcughness, et —are insufficiant
, roe sl

laman, there are five of emat; 1 .
Pu:m:dlﬂﬂ to Colem: are Tive companents of emotional ,ﬂ;na meiligence as well
al imeligence

§.gwareness or the ability to recognize

and unders; .
l as well a8 thewr effect on others. This Sland one's moods and emotions

15 Characterzed by self-conh

35-.‘55551"1 I_H"It. |d-|-'l-r|{_'.|-:, Ll-r'lﬂ a 'HH-IE"II'__

SEH-IEEU!MIDH or the ability to control or redirect disruptive impul
- 4 T ulses ane i :
the pmpﬁn.'r.:t',' to suspend judgment. This 1= K i g 1 moods and
rity. angd a comtort with ﬁf'l'iblgu-.[]r : y trustworthiness, integ:
3 Motivation oF the abiity 1o work for reasons that go beyond money or status. This 18
charactenzed by a strong drive to achieve optimism aven in the ace of :ral |
1 ailure

; Empathy the ability to understand the emotional makeup of other people. This s
charactenzed by expertise in buiiding and retaining talent |

L L]

Social skills af proficiency in managing relatonships and building networks. This
«« characterized by skills n leading change and expertise in buiding and leading
[EaImis.

Negotiators who are bilingual also appear to have a number of advantages over mono
lingua negotiators. For children. it has been demonstrated that multingual exposure
.nprmgﬁ cognitive skills and social abilities. It can be that these advantages and others
continue through life for bilingua! or multiingual persons

Climate change negotiations have a history of being contentious and struggling to hind
any meaningtul agreement In her paper,” Susan Biniaz identfied a number of language
hased toois negotiators have used to resolve differences that somelimes are as ~sublie &

a shift in the placement of a comma.”

CONCLUSIONS
—

N an inteniew about emotions and negotations,
. N0 one says nsa

Roger Fisher,™ the negotiating gurd, .
stated: *| don't have people criticizing me for talking about ‘3’“9*'*;”5 e e
; ida * | feelings nidden. saying “gon G o

soft, fuzzy side.” In short, keeping your

during a heated argument, may become obsolete.
This perspective is supported by Fromm,"’ who wrote:
to the other side. It we are able

: s and
Emotions provide important informatian 10 Y e an appropeiate tme i

S ve way @
1o express our emotions I 2 il-:‘:II"ﬁ:-::]'.Ih'l.u”ﬁl""'m g the negotialion process, 1t can greatly
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