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. negotiation is the process of getting two people from the point where
they have a problem or conflict to the point where they have a solution or
agreement. Negotiation is a process of offer and counter offer, of conces-
sion and compromise through which the parties reach a point that both under-
stand is the best (for them) that can be achieved. ‘!’
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Negotiation is a basic means of getting what you want from others. It is
back-and-forth communication des%gned to reach an agreement when you and the



other side have some interests that are shared and others that are opposed.
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We bargain when:

(1) There is a conflict of interest between two or more parties; . . . .

(2) There is no fixed or established set of rules or procedure for resolving
the conflict, or the parties prefer to work outside of a set of rules and
procedures to invent their own solution to the conflict.

(3) The parties, at least for the moment, prefer to search for agreement
rather than to openly fight, to have one side capitulate, to permanently
break off contact, or to take their dispute to a higher authority to re-
solve it. ¢®

LREEDRAZORAL L THAAE, (D, HEPTOHMOFRHESRHICEL, THF
CHOERERFEVWRHADRESTEVENRRUZ2BERLID LT ILDIIFAFOLR—HK
BEETIHE. (D, ZHOBITIERUZWHFIIMORDOZV ., E-EiH0RVE
BYREUBE. HDOIVRENREARHPAREFEETIN, ChikHb o T ICMEERBR
LE3&92848. Q. BHFEITE2EIU-MFMIIHNL. BTREFERILTEY.
BERHTEIBIMBIHEAZVETRR., BLAVRKEIZBRE2EREIBHE. 2T ThH
DRELUTLETRIENTEEXS,

IIT. "Win-Lose" 223 "Win-Win"AR B D&

HRDEI I RBERYEHMICEETIOANAIRHEEGRO AT IMELELS
WIREKVBRTBCLEEMELaIasyr—Yay - Ot ATH I, KB
AU T "Win-Lose” & "Win-Win" D 27 u—F R H2LEhTWd, CTHhHDER
IWBA U Bl 8% Levicki & Litterer®23[H LU TH&EKS.

(1) "Win-Lose” negotiation
. the goals of one party and the attainment of those goals are in fun-
damental and direct conflict with the goals of the other party. Resources
are fixed and limited, and each party wants to maximize his/her share of
the resources. As a result, each party will resort to a set of strategies

and tactics . .



in part through concealing information, attempting to mislead, or using
manipulative actions. All these tactics can easily escalate interaction
from calm discussion to bitter hostility. Yet, negotiation is the attempt
to resolve a conflict without force, without fighting. Further, to be suc-
cessful, both parties to the negotiation must feel at the end that the
outcome was the best that they could achieve and that it is worth accept-
ing and supporting. ‘¥’
(2) "Win-Win" negotiation
In bargaining, there need not be winners and losers; everyone can be a
winner. Rather than assume that all conflicts are win-lose events, nego-
tiators can learn that win-win solutions are possible. These assumptions
will lead them to search for the win-win options, and usually find then.

. . As we will constantly stress, compromise is a mechanism for satis-
flying]l—making sure that each party gets something—but not optimizing, so
that both parties can achieve all of their objectives.

. When negotiators collaborate, they work together to maximize their
joint outcome. . . . The parties understand that they share a problem, and
define their problem in terms of shared goals and interests. Each party
states his needs, and the parties work together to invent options that
will meet these needs in an optimal manner. ¢®
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In positional bargaining you try to improve the chance that any settlement
reached is favorable to you by starting with an extreme position, by stub-
bornly holding to it, by deceiving the other party as to your true view and
by making small concessions only as necessary to keep the negotiation going.
The same is true for the other side.

Anger and resentment often resultlas one side sees itself bending to the



rigid will of the other while its own legitimate concerns go unaddressed.
Positional bargaining thus strains and sometimes shatters the relationship
between the parties. (¢’
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We have received a copy of the notice served by the vessel for deadfreight

for 1,500MT of the product. Please understand we have absolutely no responsibil-
ity in this connection as we have gone as far as one could go in cooperating
with the vessel in loading the cargo within the limit of the contractual quanti-
ty. « . .

We have demonstrated considerable flexibility in this matter as a gesture of
cooperation and unfortunately there have been instances of deadfreight cases be-

ing brought to our attention. We have no responsibility in this regard .
We would like you to take due note of this in future and make necessary steps
to rectify the situation.
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I indeed agree with you that both of us must take the initiative in improving
the relationship between our two companies. No doubt, the synergy of the two
strengths thus created will become an important driving force to make both of us
winners in this market, which will probably undergo drastic changes in the near
future.

Some signs of these changes are now becoming apparent. We have recently found
that:

- one of the shareholders of ABC company is studying the feasibility of devel-
oping a new mine in China, targeting Japan, Korea, and Taiwan as its pos-
sible markets;

- a group of Korean producers, entitled to government subsidies for closing
their operations in Korea, are studying to have supply capabilities in China
to be ready for Korea’s liberalization of the market in mid-1998 and signed
a letter of intent with a Chinese provincial government;

- DCF company, receiving increasing inquiries for future exports of their
product to Japan, is gathering information on the possible abolition of
Japan’s import restriction of the product to reassess their suspended proj-
ect in China.

All these projects may not materialize, but even one of them, if materialized,
can upset the supply-demand balance of the product in this region. This suggests
the possibilities of the Far Eastern market undergoing significant changes in a
few years and of the market balance being restored only through further deterio-
ration of the market and elimination of weaker players, rather than through the
traditional process of demand catching up with supply over time.

Against this background, I believe that you and I should work together to
unite your strength as a major Australian producer and ours as a leading chemi-
cal firm in Japan . . . .
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Our assessment of the quality to be achieved through this production process
is that the quality will unlikely be maintained on a long-term, consistent basis
though it may approach that from the U.S.

We could suggest a number of technical and process changes which should
achieve a more consistent quality over the longer ternm. However, we are not in-
terested in becoming a technical consultant. There would need to be a position
in the project which would make economic sense to us.

If you have any suggestions as to how this objective may be achieved, then
please advise. We can discuss any suggestions made during our meeting in Noven-
ber.

Meanwhile, we will continue to review the other opportunities we identified
during our visit to Australia.
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Persuant to Section 1.1(a) of the Agreement, our commitment to purchase the
product from you is conditioned on, among other things, your prices remaining
competitive. Under the Agreement, the price we currently pay is $6.50 per pound.

Based on recent proposals, we have determined that the market price of the
product is substantially below $6.00 per pound. Further, we are in ongoing dis-
cussions with the suppliers who submi?ted such proposals. Qur target is to re-



duce the price paid for the product below $5.00 per pound.

Your price is no longer competitive. Because of the relationship between our
two companies, we are providing an opportunity to reduce your price to competi -
tive levels. However, please be advised that the failure to take advantage of
this opportunity will jeopardize your ability to retain all or a portion of your
business with us.
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Unfortunately, the situation as explained in your telex and phone conversa-
tion did not give Mr. Pranklin sufficient assurance to prevent him from covering
a large proportion of his 1997 requirements from our competitors ‘at agreed fixed
prices'below US$11.00/kg. He had therefore no alternative but to do so straight-
away within the end-March deadline.

Although he is very much saddened and disappointed by our side’s rigid and
slow-moving attitude, he still wants to show his continued personal friendship
to us, and he has agreed to leave some room for us for the time being. Being a
gentleman, he has agreed to stand by the original price-fixing dates accepted by
him in the frame agreement, on the clear understanding that we will not let him
down and that his company will not be handicapped or prejudiced by this. gesture.
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Pure integrative bargaining situations are rare. Most situations are "mixed

motive,” containing some elements that require distributive negotiation pro-

cesses, and others that require integrative. For example, when people become
partners in a business, the common goal of profit making provides a basis for
their collaboration. However, how to allocate the profits becomes a different
natter, and is much more likely to create conflict. In this example, the par-
ties must recognize that the integrative element is more important, that is,
there must be a business before there can be profits to divide. Nevertheless,
their competitiveness over profit d}stribution nay make it hard for thenm to



stay in business at all. As a general rule, conflict and competitiveness

"drive out” cooperation and trust, making it dificult for the parties to find

common ground. (19’
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. . a partnering arrangement can be of utmost significance to both of the
parties involved and it is therefore critical that each party achieves ternms
that are satisfactory, that enable them to work within the arrangement, that
provide them with adequate cash flow, profit or whatever other driver is cru-
cial to them, and that they will not have other competitive pressures that
will prevent delivery on this contract. It will also be of great importance
to both parties to ensure that the fine detail is thoroughly negotiated since
even relatively small differences in the terms could generate major impacts
over the life of the contract. Therefore, even though there may be more good-
will on both sides, the terms are likely to be argued over as fiercely as on
a once-off deal. !V
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o, CORICHETIEHRORSFE TEHEI KRNI 26502015 2 HIE 3 Win-Lose
RETH->TH, EVRIARKRFALEHERR., THEI LEDLRAIMUC D RALDF
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COMBEPMHTEIMMORWERRET IO ETH] H2BFE2R-TEOo 2K
REREOETRIATRDY I ZDOTIEEND D . Win-LoseXR D Win-WinZ i & D L #
KEOTHELDIOARBAETHILHMAMIIEROITICLRBTERVHDEEDI S,

Robinson DU T OEBRECORFLEUL DB DL VXKD,

There will be many times in the negotiator’s life when it is not necessary
to pursue the immediate and absolute win. . . . . One will win what is
needed for the time being and retain the option to win some more later.
Or one might only fight on a certain front and be content for the time
being to win that section only. (12

4. Win-Win r
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BWin-VinR @I KV D87 = T REBTHBEERDIIEI RS 5. —FH. KT 3
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2HD T2, RAXHFITHOVBRELUTRAITAEIRBYRTHY ., EVIARBOHE
BBEEXTWS, LU, Vin-LoseX#WEFTEL T, Vin-VinRBIUE L EBEOUR TS
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FhIZLTH, REOEIRADHATRERITIHDILL o Tk, Win-Wink# [HER
] DHOTREZIFHURARLLNDILIATHD., TOREMBIFT DT Valton,
Cutcher-Gershenfeld & HcKersied D E¥DHARB—DDe MBS,

. in the present era of intensified market competitiveness when manage-
ment seeks major revisions in . . . substantive contracts, such as to break
past patterns of wage increases and roll back work rules, it must also re-
vise social contracts with labor—either marginalizing or eliminating the
union . . . or making it a business partner . . . .

Over the past two decades, there has developed a community of negotiation
scholors in many desciplines(economics, game theory, cognitive psychology,
and social psychology) and many institutional fields(such as labor relations,
international relations, urban planning, environmental management, and conm-
mercial relations). ‘3’
KEXSOVWTRINBIEKIPGSHET., BE2BOHENELOREHRSBBLT EIH T,
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D, FWHEEEMAN, BIL, FEREEDON - M F—LT 3 LIV HERERER %
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2 oWn-Vin R 70— F AL RBBBROLERBITL TIT<bDEBbh 3., LrL.
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WEBHBEOBRE~DBE HSBESRMEENRKD. HEORR., 2H5LEEYAR
ROBREEIVAYIIKBURBRIEBEIRDICL2MBETILDOTH S,
HME@BHLLLSBITHD, RobinsonDODEFDXEEFIAE LIV, EVRIADKBEM
RIEZBERBRODY FEBAYXRLTOVRILEXDILOTH D,

. . if a negotiator sets out to achieve win-win, then much of the
purpose of the negotiation has largely been conceded from the outset.
Set out to achieve win for your side and assume that the other side is
doing the same. Never worry about achieving a win situation for them but
look after your own interests and ensure that your side of the deal is
as satisfactory as you can make it. Although you should not be seeking
win-win positively, you should ensure that your opponent is likely to be
able to deliver on his side of the bargain. ‘!4’
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