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- X . which are the 'key issues'?
6. Choose a negotiation style having considered: A ‘key issue’ may not be the original issue. Key issues
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|. Think of a situation where you need to /

may need to find a way forward

2. Consider the nature of the relationship
e.g. how new v. established, agency /

power dynamic, ete.
3. Consider the topic of negotiation e.g.
relative importance or critical nature.

avoiding

compromising

outcome:

4. What would be the likely outcome of the
negotiation if using a compromising style?

outcome:
5. What would be the likely outcome of the
negotiation if using a collaborative style?

Characteristics of collaborating style:
Each party is equally concerned about meeting their
own needs and that of the other party
More time and energy is invested in finding innovativ
solutions
Focus is on creating as much mutual value as
possible.

Characteristics of compromising style:
Splits the difference and exchanges concessior
Quick middle-ground solution tends to result ir
moderate fulfilment of both parties' needs
Focuses on creating a reasonable agreemer
efficiently while maintaining relationship
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investigate key issues

What causes the key issue?
How often does it happen?

What solutions have been tried before?
Which solutions worked in which circumstances?
Which solutions did not work in which
circumstances?

propose solution

Assess a shortlist of possible
solutions using questions such as
- Which will eliminate the problem?
- Which will reduce the magnitude of possibl
impacts?
- Which will reduce the likelihood of
reoccurrence?
- Which would take the least resources for t|
greatest benefit?
- Which could be implemented in the near
future?
Propose the solution that performs the best.
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= (Cost
= Time
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managing risk O

= Knowns
= Unknowns
= Controls
= Mitigation
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issue
resolution
strategies

Test assumptions
Modify scope
Modify team
Modify approach
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