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Unit 8 Overview 
Interpersonal Negotiation
The purpose of this unit is to better understand that negotiation is a part of everyday life and that it is also a part of conflict resolution. In this unit, we will explore how negotiation requires an assessment of power (e.g., cultural, privilege, gender) in addition to several strategies for equalizing power. We will also examine the differences between competitive and collaborative approaches to negotiation. Finally, we will explore ways to move from competitive to collaborative negotiation in conflicts


Outcomes
Unit Outcomes 
	Compare competitive and collaborative negotiation techniques

Correlate the negotiation process to conflict resolution
Analyze strategies for transitioning from competitive to collaborative negotiation
Course Outcomes 
CM310-1: Analyze a conflict situation
CM310-2: Apply specific tools to conflict situations
GEL-8.1: Apply critical thinking to construct persuasive arguments



What do you have to do in this unit?
Reading 
Complete the readings
	Discussion 
Participate in discussion 
	Seminar 
Attend the live seminar or complete option 2

Reading 
Reading Introduction: 
Negotiation is one mechanism for solving ongoing conﬂicts with others. Negotiation allows us to resolve conﬂicts peacefully by recognizing the stake that all parties have in the successful resolution of conﬂict.
Negotiation occurs in everyday life, as well as in structured public arenas such as labor-management bargaining. At the heart of all negotiations are considerations of power. We can equalize power through destructive means or by learning to be effective at argumentation.

Key Terms
Bottom of Form
There are at least two primary perspectives on negotiation that may be understood according to their content, relationship, identity, and process. 
Competitive negotiation is characterized by content toward a zero-sum gain, an unfriendly relationship, a confrontational identity, and a positional bargaining process. Also referred to as "distributive negotiation," this form of negotiation assumes that conflict is win/lose. The assumptions of competitive negotiation include the following: 1) negotiation is based on self-interest; 2) the underlying motivation of negotiation is competitive; 3) there are scarce resources that are distributive in nature (either/or); and 4) the goal is to win as much as possible. 
Collaborative negotiation is characterized by content toward joint gain, a friendly relationship, a supportive identity, and interest-based bargaining processes. Also referred to as “integrative negotiation,” this form of negotiation assumes that parties have both diverse interests and common interests. As a result, the negotiation process can result in both parties gaining something that they want or need. Collaborative negotiation assumes that creativity can transcend the win/lose approach to produce a win/win outcome.

Chapter 8 Interpersonal Negotiation in Interpersonal Conflict 
In this chapter, Bill Wilmot and Joyce Hocker discuss several different assumptions regarding negotiation. According to the authors, it is important to realize that we engage in negotiation in a variety of situations, often without fully recognizing that we are in the midst of negotiating with others. They argue that, in order to be more successful negotiators, we must first assess the power dynamics in negotiations and, if possible, seek to equalize power. They also describe the differences between competitive and collaborative negotiation and the possible outcomes of each. Finally, the authors explore the stages of negotiation and how an understanding of these stages can lead to negotiation success or failure.
As you read this chapter, begin to identify several negotiation situations that you have experience recently but may not have called them negotiation. Also consider the ways in which you use either competitive or collaborative negotiation in those (and other) situations.


View the presentation on Approaches to Negotiation.
(This presentation requires PowerPoint software in order to view. You may already have the PowerPoint installed on your computer; if not, you can download PowerPoint Viewer free at http://office.microsoft.com/OfficeUpdate/default.aspx?displaylang=EN. From this page, search for "PowerPoint Viewer." Note: You can only view and print presentations with PowerPoint Viewer. If you have trouble viewing the presentation, contact Kaplan University Student Services.)


Seminar 
The topic for this seminar is bargaining and negotiation. We will discuss situations in which you were able to use one of the negotiation strategies discussed in the unit readings.
Option 1: Participate in a synchronous seminar.
	List as many situations as you can think of that involve negotiation possibilities: 
	Situations when you could have negotiated, but did not.

Situations when you did not negotiate well.
Situations when you were overpowered and could not negotiate at all.
Situations when you used power as "power over" rather than taking time to negotiate.
Situations you are involved in that might benefit from negotiating.
	Review the following "position" statements and brainstorm possible interests that might underlie them.
"I have to take 19 credits next term."
"I want $250 for those skis."
"You have to do the dishes every other night."
"I want the kids to take my name, not their biological father's."
"Quit throwing your clothes on the floor of our apartment."
"Pick me up at 8:00 sharp on Mondays to go to school."
"You have to type the first draft of our project."


