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Outline

« Keeping it Simple — Prof John Whiteside

* The 5 Traditional Styles of Negotiation

* Collaboration - Principled Interest-Based Negotiation
« “Sunburnt Emotions”

* The “Mediation Process Pyramid”
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raditional' V:SiCollaborative Negotiation Styles
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N - Negotiation Strategy for future A RAKAVEH|SREE
E - Effective Interactive Listening 53y & ghlsE=

G - Goal to use Objective Criteria DK EIf

A

217 HAR

O - Options for Mutual Gain 8| HZE » GEHF]

T - Tackle the Problem ¥} & & RTE
| - Interest Focused E¥& HFFI%
A - Agenda 17512

T - Trust / Commitment G5 / &g

E - Execute Commitment of Agreed Terms EKEETT I E 2 R
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Tips for Dealing with “Diffic

 Look Deeper E1RE XA

« Examine Yourself B EH

* Be Open, Clear and Consistent
REFFHEN ~ BMA—2

« Change Your Approach tX& 54

« Don’t Reward Bad Behavior fFESEIABEB1T45

* Focus on the Goal of the Conversation
BN YA RAZRBE

* Follow Up After the Initial Discussion
IREX) T 5T 5

. Be};ﬂc;gnize Some Things Can’t Be Fixed

sl H LR EEEIAER
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Negative Parameters that result in failed é

negotiation?

(D Lack of trust; No sincerity; Little or no communication;
misrepresentation; hard-ball tactics;

Parties stuck in past; My needs are the most important;

No Agreed Rules for negotiation; “the discussions were unfair”;

Negotiate / discussion under terms favorable to me;

© ® 0O

Positional and Competitive attitude; A Win-Lose mentality; “I am right
/ fair / logical’; “What I want 1s right / fair / logical”.
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(D “They cannot be trusted”; “They have no sincerity”; “Let’s inflate our claims”;
“Let’s deny their claims™;

“MAFIARE “ﬁfzﬂaﬁ%i: =S5 A WA =t e e 5% [ Y ok r=r 2
>

2 “The documents they receive will be documented; protects our position”;

Documents served through court system; “Without Prejudice” / Positional
letters;

“HOAPIEIRY SR s, 2R S “OREEIRMIILES” © “SURBEE RS
IE>” 5 A E (PR ) AR R e EH:

(3 “They did {what} to us in the past”; “We did not do what they said we did”;
LU RPN 5 5 o T v A= S 5= e & A= = i A e 4 [ GO =
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What are the positive parameters that

conducive to a successful negotiatio

(1D Working towards the future (/Vegotiation Strategy for Future / Mutual
Gain Result);

(® Mutual Communication (Effective Interactive Listening / Open
Communications / Listen and Reframe);

(3 Fair Discussion Process and Objective Criteria (Groal for Fair
Negotiation Process / Develop Objective Criteria) ;

@ Open-Mind to Options (ptions for Mutual Gain / Brainstorm);
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What are the positive parameters that ¥ s an H

conducive to a successful negotiation

(5 Soft on People and Agreement Focused ( L ackle the Problem / Separate People from Problem);
® Mutual Understanding of the Interests of the parties (Interest Focused / Positions Set Aside);
(7) Agree on Issues for Discussion (A genda: Itemize and Prioritize);

Regain Mutual Trust (£ rust / Commitment to Settle);

(9 Parties confident settlement implemented (E xecute Commitment of Agreed Terms).
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Mediation Process Pyramid

Settlement
Stage j) Agreement Settlement
, 4 (Agreement /

% Documentation)

. Bargaining Phase
i) (Hypothetical
Questioning)

Stage

h) Private Session Negotiation
(Hypothetical Questioning)

Initial Negotiation
g) (Hypothetical Questioning)

f) Option Generation
Stage (Hypothetical Questioning)

Exploration

2 e) Discussion
(Hypothetical Questioning)

d) Common Ground, Issue Identification & Agenda Setting
(Reframing Questioning)

C) Summarizing - Identifying Interest, Need & Concern

Stage (Reframing Questioning)

b) Parties’ Initial Statement Information
(Active Listening) Gathering

Mediator’s Opening Statement
(Active Listening)

| Case Assessment & Intake Party B

)step builds a foundation for next step. * Negotiations stage commenced when Exploration stage has been built-up.
If each layer is well-prepared, Settlement also more easily achieved.

peeds, concerns and interests (N.C..) of the parties before Mediator may have to retrace Steps. Skipping Steps can be dangerous.
Follow the Process.

xploration ‘ .' ] sue and agenda of the parties. : 2
iy "‘) ,fNorr,is Yang © Norris Yang 2015
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Norris H.C. YANG
ADR International Limited
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Email: adrilhk(@gmail.com

SRR AE

Level 8, Admiralty Centre Tower II,

18 Harcourt Road, Admiralty, Hong Kong
Tel: (+852) 2526 8191 Fax: (+852) 2869 0862
Website: www.ADRIL.net

Google Group Website: www.groups.google.com/group/med20191011adril

Google Group email: med20191011adril@googlegroups.com
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