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NEGOTIATION

· We all have to negotiate. Sometimes it's 'hard' negotiation, such as negotiating access to rebel-held areas. Sometimes it’s ‘soft’, such as handling disagreements among the staff. The principles are the same though. Negotiation isn't about winning and it isn't about someone else losing. It is about learning to 'play the game', and, as with any game, there are rules and conventions. There are three:

· know what the other side want 

· know how much you can give away

· read body language so that you know when to make demands and when to compensate.

· There are typically three behavioural strategies that people instinctively use when faced with disagreement. None of them help in any way to resolve conflict or deal with difficult people effectively. They are designed to make us feel better, or at least justified in our feelings and actions. But they don't change the situation and they most certainly will make it worse:

· Avoid conflict  

· Talk to the wrong people 

· Assume the other person is wrong 
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· In addition, negotiators often become victims to the personalities and communication styles of their interlocutor. It is better to take charge of the relationship and manage it, instead of letting it manage you. This means changing what you do, what you say, and how you say it. These will all create changes in the dynamic between you and other person. You may not always get what you want, but you will certainly be in charge of what happens between the two of you.
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Tips for Conflict Resolution


Deal with things as they arise


Avoid blaming anyone present; instead blame superiors far away


Build bridges


Set clear boundaries


Always be prepared to walk away
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