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Dirty Tricks

()







Win — lose process

Win process




A Sociological Pomt of view

Negotiation as a learning Process
As a psychological process

Jomt — Decision making process

As dual responsiveness




Dirty

.Tricks




Sociological Point of view

.Vague

Fairness




Wwin — win

Tough

win — lose process process

As a learning process -

()

()

()

AR




Full information assumption

Psychological Process

.Actual Payoff

.Cost — Benefit

()

()

()

()

VY




VY







.Psychological and contextual factors

\o




Joint — Decision
making process
Coalition
Zero — Sum
more NUMerous
Judication
Monitor
Negotiation

Positive — sum

1




.Fixed parties and flexible values

Forward

AR

.(Formula/details

.Oriented Moves




As dual responsiveness

Where should we be?

Action — Reaction cycle

Pattern of concession —

YA

Where are they?

.making




Boundary — role

conflict

()

(

)

14




Wise

.Efficient

.wise

Don't Baring over position

)




Soft

Nice

AR

(M)

. Inefficient

(M)

(%)

(°)
Hard




Separate the people from the

Deal directly with

YY

problem

()

()
the people problem




Allow the other side to let off steam
Don't reactto .

emotional outbursts

Yy

()




Use symbolic gestures

Y¢

:Communications




Face the problem

.not the people

Focus on interests not

positions

For a wise

solution reconcile mnterests not positions

Yo




How do you identify mnterests?

Whynot?

A\l




make a list

Talkng about interest -

make your interests come alive -

Acknowledge

therr mterests as part of the problem

Yv




Put the problem before your -

ansSwer

Look forward, not Back. -

.Be concentrate but flexible. -

Be hard on the problem, -

soft on the people

.Firm & open

YA




Invent

Y4

options for Mutual gain




Brain Storming

Brain Storming "

Brain Storming

Bramn Storming

Bram Storming




Insist on Using Objective

What is your theory?

)

Criteria




Hard

Soft

Yy




\RJ




Yes, But ....

Dirty Tricks

A




Protecting Yourself

Brain

Yo

Storming




Merits

Dirty Tricks

Al




.Take it or leave it

v




Hard Bargaining

YA




In Good

Y4

Reliability

.Faith







