Traits of Effective Negotiators
Good negotiators:

· Account for their counterpart’s interests and perspectives
· Use this knowledge to improve communication and the quality of the proposals they make
· Understand themselves and what they want out of the process
· Achieve an objective perspective that allows them to overcome hurdles during the negotiating process
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Positive Context for Negotiations
Negotiations occur best when parties...

· Perceive that they will have a long-term relationship

· Perceive that they rely on one another for mutual gain

· Have strong leaders who can accept or enforce an agreement

· Allow a third party to offer insight, additional information and guidance

· Are truly motivated to find a solution

· Understand underlying issues

· Develop a level of trust

· Listen to one another
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What Determines the Level of Power?

Power can exist as a result of…

· A position or title

· Level of expertise

· Access to information

· Amount of “currency” possessed

· Level of interest in a continued relationship

· Past achievements or track record

· Ability to satisfy goals elsewhere or by other means
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Dealing With Obstacles

· Fall back & re-group

· Name the enemy

· Commonly used tactics

· Time is on your side

· Look back

· Get off the hot seat

· Get in their shoes

· Open your ears

· Spotlight common interests

· Reframe the issue

· If not, why not?
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Deal-Making Tips

· Set limits on your involvement and commitment in advance

· Stick to your limit

· Avoid looking to your counterpart for guidance

· Be clear about your motivations

· Understand the costs involved

· Stay alert

· Listen(Listen(Listen
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Key Tasks of Contract Management

· Create processes & practices

· Review time frame

· Evaluate criteria & measures

· Identify smaller units within the contract

· Define responsibilities of each partner

· Identify contingency plans

· Establish regular meeting times

· Establish payment terms

· Review performance and look ahead
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Tools for Staying “In Touch” With Your Customers

· Personal visits

· Toll-free phone line

· Fax machine

· Beeper

· Cellular phone

· E-mail and the Internet

· Newsletters

· Semi-social meeting

· Regularly scheduled meetings
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