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Various other preparation techniques demonstrated include: anticipating and preparing for an emotional response, assigning a trustworthy colleague who would play ‘devil’s advocate’ (in order to provide clarity of thought and good judgment), preparing by learning to identify tricky competitive traps, as well as understanding both the causes and consequences of de-escalation and/or preparing your team to cut your losses and exit.  


  


Malhotra et al, in the Chapter on Information and Influence, remind us of a time in a negotiation when our back was to the wall and misfortune not infrequently followed. Substantive information, bundled with all sorts of aggressive clout was offered by the other party and you were disempowered. So how does one respond to a seemingly invincible statement of terms? Does one expose the frivolous nature of the other party’s extreme demands? And what about timing? Ought we to expose so soon into the negotiation? These options all make for an attractive debate and a refreshing egress is available to the reader: the more an anchor is discussed in a negotiation the more powerful it becomes, and that while you as the other party have every right to ignore these ‘unprovoked-anchor-type’ statements, you also have every right to propose moderation. In Effective Haggling Strategies Malhotra et al hi-light that it is in a negotiator’s interest to not be afraid of silence, taking into consideration the most dangerous time to speak would be after you have made your offer and the other side is considering it. Be comfortable with silence and understand the power it holds. 





Standard negotiations should include creating a scoring system where each party needs to think about relative priorities over multi-issues and relevant questions are asked: how much would you be willing to give up on price in order to get more favourable terms or even a better delivery date? How much do you trade off in salary against stock options, or even starting date? Which promotion track to take? How much would you be willing to give up in salary in order to work in a specific division of the firm? Remember, documents with multi-issues [even international ones] must be drafted with clarity. There are other technical sections elaborated on namely: Interpreting Demands as Opportunities, The Difference between Sales and Negotiations, Less Threatening Queries, What Not to Say vs How to Say It, Multiple offers/Multi-issue Negotiations and the Wise Trade-off, Setting High but Realistic Aspirations and, How Far Can I Push Them?
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What does a negotiator do when the other side’s BATNA is strong and yours is weak at the bargaining table and you have no power in the negotiation? A feeling of entrapment ensues. The authors are cunning and wise in their unveiling the secret to the above situations and I shall leave it up to you, the reader, to optimistically buy this invigorating book and enjoy exploring the brilliantly thought-out retorts to these problematic scenarios. Glossary and Notes are provided for the reader at the end of the book.














Authors


Deepak Malhotra and Max H. Bazerman are two leaders from Harvard Business School.











Who should read this book.





Audacious negotiators, company director’s, academic students and the ambitious sole proprietor. Musical and theatre people, domestic workers, travel agents, educators, sports fanatics, first-time car purchasers and second-hand car dealers. The perceptive apartment dweller on his/her way to their first Corporate Body meeting, the gifted negotiating team, project managers, ebullient store-owners, and of course, notwithstanding the crest-fallen little guy who’s just terminated a negotiation which ab initio clearly precluded him from a mutually-satisfying agreement.           
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Perhaps the most intriguing section initiated in this book is the one I found on Negotiating From a Position of Weakness. 


 


Story 1:  





“…Potential customers constantly tell us that we have to lower our price and that if we don’t lower it they will go to our competitors…”





Story 2:





“…I recently received a job offer from a company that I would like to work for. The one big problem is that the compensation is not as good as I would like it to be. I have no other job offers and I’m pretty desperate. How can I negotiate a better deal for myself?...” 





Story 3: 





“…I am involved in a dispute and the other side is threatening to sue. Their lawsuit is entirely frivolous, but if we go to court they can continue to litigate until I go bankrupt. They have a lot of money and can easily afford a long court battle…”





Story 4:





“…My country is a small player on the world stage. When it comes to negotiating economic or political international agreements, we are constantly being pushed around. More powerful countries overlook our interests, and we practically have to plead for what we most desperately need. Is there some way to improve our position?...”
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Negotiation Genius - by Deepak Malhotra & Max H. Bazerman 


(Published by Bantam Trade Paperback 2007, ISBN 978-0-553-38411-6)





If a crucial negotiation were to take place today and although you had not been involved with negotiations for twenty years, you were required to participate, chances are you would have absolutely no skill whatsoever. You would not be able to impart subtle information, reconcile interests with the ‘other party’, be cognizant of veiled constraints and you certainly would not be able to negotiate an agreement for the mutual benefit of two opposing parties. This book deals with negotiations in their many forms and the various options readers have at their disposal are cogent, energising and beneficial for future negotiations. 





Co-authors Deepak Malhotra and Max H. Bazerman approach the machinations of negotiations with adroitness and the reader faces some rational choices as he/she delves deeper into the many encompassing strategies that are hi-lighted. Topics covered include inter alia: a fight over exclusivity, a diplomatic impasse, those last-minute demands and campaign catastrophes - all consummated in three parts with a toolkit, psychological mind-set and, what really happens in the real world. Malhotra et al are uninhibited as they set out to vanquish anorexic disasters that have plagued many a negotiation from the smallest civil request to a full-blown corpulent corporate contract, and remedies are introduced which timeously suit each negotiation process. 





The beginning sections suggest you arm yourself with the arrow of Your BATNA (best alternative to a negotiated agreement) and the bow of ZOPA (zone of possible agreement) and in the section Creating Value by Adding Strategies the potential to bring up other issues above the usual standard ones is ushered in as an important tactic. Malhotra et al suggest that negotiators should prepare well and give examples of teams who have taken the domain of negotiation as a given, for example this type of thinking would run along the lines of: “…today we’re going to be haggling over salary…”; or “…we’re negotiating an extension of the contract length…”. It is suggested that an effective strategy would be to think about all the things you value that the other party might have the ability to provide, for instance in addition to negotiating your salary you might also want to negotiate a starting date, vacation days, signing bonus, job description, promotion schedule and what about those stock options? 
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The Chapter When Reason Fails Us/Biases, Malhotra et al deal with an interesting concept labelled the Fixed-Pie Bias claiming that research has shown that even when two sides want the exact same outcome, negotiators often settle for a different outcome because they assume they must compromise to reach an agreement. Think of it. When two issues are compatible, no real conflict exists, does it? Yet 39% of negotiators did not agree on the mutually preferred outcome of at least one of the two compatible issues! (This is a bit like the client who asked her attorney to draw up two Testaments for her – one in simple English and one containing latin words and phrases. When asked to choose which document she preferred, the client subsequently went on to choose the latter because, “…it sounded more like a Will…”)





In the Chapter on Investigative Negotiation, seven principles are examined:


 


Don’t ask what – ask why


Seek to reconcile interests, not demands


Create common ground with uncommon allies


Interpret demands as opportunities


Don’t dismiss anything as ‘its their problem’


Don’t let negotiations end with a rejection of your offer


Understand the difference between ‘selling’ and ‘negotiating’





In Don’t Dismiss Anything as Its Their Problem, caveat overlooking the constraints of the other party could lead a negotiator into the sticky quagmire of how their problem can very quickly become your problem. The authors relate a heart-warming story of how a resourceful CEO after gently probing and pursuing a reluctant suppliers’ constraints, ended the day’s negotiations successfully with a jointly satisfying deal including terms for a favourable kind of delivery as well as an initial negotiated sale! 





So, you caught them in a lie….now what? 


When Malhotra et al asked groups of executives or MBA students whether they had ever lied in a negotiation most of them admitted they had, whilst many students and clients claim they have been lied to as well. How one deals with lies, deception, threats/ultimatums, egos and the technique of pre-empting lies and deception, are sections in which Malhotra et al provide both a crucial defense and detection strategy and some stimulating questions are asked throughout this process. 
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