


Negotiation Skills for Fellows
1.   Why talk about “negotiation”?


- People fear it: 



- talking about what they don’t want to, but feel compelled to



- talking about what they want to, but feel scared to or don’t 


know how to



- assumption that “negotiating with” is “negotiating against”; 


mistaken equation of negotiation with either (1) confrontation 


or (2) doomed powerlessness


- Uncertainty:  



Whether to do it?  How to do it? (intertwined questions)  



Is there a rule book?  (I hope there is!  I hope there isn’t!)


- People sometimes do it wrong, and have wrong ideas about it.

2.  Forms and styles of negotiation are very context-dependent.


- long-term/short-term negotiation

- relationship context (long/short; preserve/not; assumptions)

- bargaining power


- permissible “tactics”


- behavioral assumptions


- stakes


- flavor and projection 

3.  Fellowship context (collegial underpinnings)


- be clear about intentions up front.


- be concise and understandable: do not waffle or talk around the point


- do not assume the other person can read your mind, or knows how 
you see things, without being told.


- clarify up front your emotional state; do not accuse

- assume, or act is if you are assuming, the other person is acting in 
good faith; do not project whatever anger you have chosen to let build 
up before you addressed the issue

- remember you are trying to persuade: 


- find and argue from shared premises if possible, or the other 


person’s putative premises (whether or not you share them). 


- do not require admissions or concessions of “guilt”; to the 


contrary, you will do best if you show that the action you want 


is consistent
with the other person’s values and beliefs. 



- consider starting ‘argument’ from principles, not specific 


instances or actions


- if you have to divide the pie, expand it before you divide it


- ask the other person what s/he thinks, and really listen


- explicitly acknowledge what someone else has said; consider how 
you can address their concerns, and demonstrate (e.g. by clearly 
saying it!!) that you want to .


- give time for both to consider – but be clear about mutual 
expectations of timing.  

- consider carefully the role of third parties in helping (+ and minus)
4. Examples:

 (a) mentor issues


- sense of being overworked


- choice of work


- guidance

- presenting work to corporate 3rd parties

(b) peer issues: 

- fair share


- “strange behaviors”

(c)  special issues


- relationships


- REALLY strange behaviors


- “unwelcome advances
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