Contractor, Inc.

NEGOTIATION



Contractor, Inc.

Negotiation - Three Important

Elements
 |Information

* Time

* Power
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Negotiation ormation

 Knowledge is power - Sir Frances Bacon

* What information is helpful when negotiating a
contract with a private owner? A
subcontractor or supplier?

 What information is helpful when negotiating a
change to a contract?
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 What is the difference between a “position” and an
“interest™?

 When should you begin to obtain this information?
* How do you obtain it?
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Tyne of Project
Physical Resources Existing Work on Hand
Engineer 9 Manpower
THE LAW B“siness Reputation
Subcontractors Decisions Economy
Current Financial Municipality (location]
Condition
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* Most often majority of negotiations conclude near
the deadline

* Most often, whoever is facing a deadline is at a
grave disadvantage
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Power of competition

Power of legitimacy

Power of risk taking

Power of commitment

Power of expertise

Power of knowledge of needs
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Power of investment

Power of rewarding or punishing
Power of reputation

Power of precedent

Power of persistence

Power of persuasive

Power of attitude
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* Learning the opponents stated goals

e Gathering information on your opponent and
his/her needs

* Reaching agreement
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e Getting to know each other

* Learning the other’s goals and stating yours
* Assessing needs

e Disagreement/Conflict

* Compromise
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Personal Integrity/Credibility

Planning and Preparation (self-discipline)
Empathy - Understanding human nature
Flexibility

Patience
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Sense of Humor
Business Judgment
Curiosity

Listening Skills
Communication Skills
Experience



e What to ask
e How to ask
e When to ask
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Five Functions

* Get attention

* Get information

* Give information

* Get the other person thinking
* Bring discussion to conclusion



Framing questions
* Form varied by:
— Speaking
— Emphasis
— Tone of Voice



Can cause less anxiety when
* Getting attention
* Getting information



Can cause greater anxiety when

* Giving information

* Getting the other person thinking
* Bringing discussion to conclusion
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Handling Problems
* |dentify the problem
* Generate solutions

e Determine criteria for evaluation of
solutions
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Handling Problems

 Determine the solution best fitting the
criteria

* Implement the solution
 Evaluate the solution for future use
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Suggestion Sheet

Seek to identify the problem

Start with areas of agreement and move
slowly into areas of disagreement

Concentrate on the problem, not the
people
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Suggestion Sheet

Problem is a “people problem” not a
“contractor problem” or “DOTD
problem”

Be patient with the other persons

Look into the future rather than
rehashing the past
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Suggestion Sheet

 Keep negative emotions out of the
communication

e Listen

 Demonstrate you understand what the
other person is saying before stating
your position
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Suggestion Sheet

e Put yourself in other person’s shoes
— ldentify his/her needs

— ldentify what would be a “win” for him/
her

* Look for potential “win-win” solutions
 Don’t quit
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Things to Keep in Mind Before Working on
the Issue

® Be sure there is a real problem.

@ ldentify the real problem or opportunity,
not just the symptoms or personalities.

@ Work toward a mutually agreeable
solution, not just winning.
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Things to Keep in Mind Before Working on
the Issue

@ It’s alright to disagree and the other
person is not bad if he/she disagrees
with you.

® Keep perspective. Relationships are not
destroyed but can even be enhanced by
working toward a mutually satisfactory
solution to a conflict.
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Things to Keep in Mind While Working on
the Issue

® Look for a “win-win” solution.
@ Put yourself in the other person’s shoes.

@ Be willing to ‘own’ part of the problem.
Avoid thinking ‘that’s not my problem.

@ Talking about your feelings is more
effective than acting them out.
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Things to Keep in Mind While Working on
the Issue

® establish a common goal and stay
focused on it.

® Be persistent in coming to a satisfactory
solution if it is really important to you.

@ At the end of the discussion, summarize
what has been decided and who will
take any next steps.
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* The Nibble

— After you think you have an
agreement, they ask for more.

e The Hot Potato

— Transfer their problem (eg. getting
project done before end of year) to
you.
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* Higher Authority

— Project Engineer doesn’t have
authority.

* Vise/Crunch
— “You’ve got to do better than that” or
Your competitor’s price is significantly

less than that.”
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* Fait Accompli
— Accomplished fact.

 Set Aside

— “Let’s set aside our discussions on price
and talk about ...



