Case Exercise: The Great Graduation Negotiation
Scenario: UWTSD have sold some very valuable real estate and wish to reward current students with a  share in the University’s good fortune. With graduation a couple of months away, students from the School of Law, Criminology and Policing  are informed that the 30 graduating students have £1,500 from the University to use towards a graduation treat.  Unfortunately, the students have different views on how this money should be spent.  Given that if a ‘treat’ is to be arranged, this has to be done well before the date of graduation, the Academic Director has set aside an afternoon for all students to reach agreement on how to spend the £1500.
The groups:
The Foodies: This group wants to spend the money on a meal out. Being poor students they can’t usually afford fine dining prices and being able to book a meal for them all at around £50 a head would indeed be a real ‘treat’. It would mean a lot for them to get together on the night of graduation in this way,
The Party Animals: this group can think of nothing better than hiring a large venue for the night of graduation with DJ, photo booth and whatever else £1500 can buy them.  They would also like a subsidised bar for this event.
The Altruists: some students are very aware of how tough financially the passage towards a degree can be. They feel that it would be so worthwhile to use the money to start a ‘hardship fund’ for students coming through who may need some financial assistance from time to time or to provide laptops for students to borrow.
Exercise Instructions:
Preparation: Each student or group of students will be assigned a role. They should research their position, prepare arguments, and develop a negotiation strategy.
Negotiation Session: Conduct a negotiation session where each party presents their case, negotiates terms, and works towards a consensus. Encourage creative solutions and compromises.
Debrief: After the negotiation, hold a debriefing session to discuss the outcomes, strategies used, and what could have been done differently.
Learning Outcomes:
Understanding the dynamics of multi-party negotiations.
Developing skills in advocacy, compromise, and creative problem-solving.
Gaining insights into the legal and ethical considerations in environmental and community-based projects.

Here are some key negotiation strategies that can help you achieve successful outcomes:
1. BATNA (Best Alternative to a Negotiated Agreement): Identify and improve your best alternative if the negotiation fails. Knowing your BATNA gives you leverage and helps you make informed decisions
2. Preparation and Planning: Research the issues, understand the interests of all parties, and develop a clear strategy. Preparation helps you anticipate challenges and opportunities
3. Building Rapport: Establish a positive relationship with the other party. Building trust and understanding can lead to more collaborative and productive negotiations
4. Active Listening: Pay close attention to what the other party is saying. This helps you understand their needs and concerns, and shows that you value their perspective
5. Asking Good Questions: Use open-ended questions to gather information and clarify issues. This can uncover underlying interests and lead to creative solutions
6. Creating Value: Look for ways to expand the pie rather than just dividing it. This involves finding win-win solutions that satisfy the interests of both parties
7. Making Concessions: Be willing to make concessions, but do so strategically. Concessions can build goodwill and help move the negotiation forward
8. Managing Emotions: Stay calm and composed, even if the negotiation becomes tense. Managing emotions helps maintain a constructive atmosphere and prevents conflicts from escalating
9. Negotiating the Process: Agree on the rules and procedures for the negotiation. This includes setting the agenda, deciding who will be present, and determining how decisions will be made
10. Closing the Deal: Summarize the agreement, ensure all parties understand the terms, and confirm the commitment. A clear and mutual understanding helps prevent misunderstandings and ensures the agreement is implemented effectivel
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