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Introduction 

The aim of negotiation is to explore a situation to find a solution that is acceptable to both parties. Often, we need to negotiate when we have widely different ideas or solutions to a problem. 

You might use negotiation skills in a number of ways in your work, including: 
· making decisions within your team
· planning and working with project partners or multi-agencies
· agreeing funding or contracts for projects or services.

Negotiation involves two aspects: 
· the outcome of what you are working towards and 
· the relationship you have, and will continue to have, with the people or organisations involved as the ‘other party’. 

The best idea is to aim for a ‘win-win’ negotiation, where both parties feel positive at the end of the negotiation – positive about the outcome and their continuing working relationship.  

Negotiating skills 

Some of the skills involved in negotiation include: 
· planning and preparation
· presenting your ideas clearly 
· diplomacy
· influencing others
· listening and hearing others’ points of view
· asking insightful questions
· analysing and managing risk 
· being able to think on your feet. 

Checklist for a successful negotiation

Preparation is key to negotiation – remember: ‘fail to prepare, prepare to fail!’  Think through the following points before starting any negotiation. 

Outcomes 
· What do you want to get out of the negotiation? 
· What do you expect the other party wants? 

Trades 
· What do you and the other party have that can be traded? 
· What do you have that they might want? 
· What might you each be prepared to give away? 

Alternatives 
· If there is no agreement reached, what alternatives do you and they have?
· Have a fall-back plan. 
· How much does it matter if you do not reach agreement? 
· Does ‘no agreement’ cut you out of future developments or opportunities? 

Relationships 
· What is the relationship like? 
· Is there positive or negative history that could impact on the negotiation? 
· How will you handle this? 

Power 
· In this relationship, who has the power? 
· Who controls the resources (e.g., funding)? 
· Which party stands to lose the most if agreement is not reached? 

Expectations
· What do others expect from this negotiation? 
· What precedents are there? 

Consequences 
· What are the consequences for you, your organisation and your service users of achieving this negotiation? 
· What are the consequences for the other party? 
· Remind yourself – it's not about winning or losing. 

Possible solutions 
· Based on the above, what compromises might exist? 
· What extras could you offer?
· Remember there’s no substitute for discussion.

A negotiation involves exploring your position and that of the other party. Part of the negotiation is understanding how far away from each other’s positions you are. Where there is a difference, compromise will be required to work towards a positive outcome and to maintain the working relationship. The party who moves the greater distance from their ideal may require compensation as part of the solution you agree on. 

Before you plan your negotiation, remember that principled negotiation involves: 

· Confident communication and body language. 
· Mutual gain.
· No tricks.
· Testing the solutions proposed will work but also thinking of long-term working relationships. 
· Give each-other room – you both might need thinking time.
· Maintaining your integrity and professional practice.
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