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REFLECTIVE QUESTIONS ON NEGOTIATION

Address the following 10 questions on negotiation on completion of the negotiation component in order to be able to reflect on your learning:

1. How would you define negotiation?

2. In what situations do you have to negotiate and what tactics and skills do you personally deploy?

3. What is required in preparation for team negotiation?

4. What is meant by ‘like to achieve’, ‘intend to achieve’ and ‘must achieve’ in relations to negotiation?

5. What are the phases of the negotiation cycle, what happens at each phase, and why might it be useful for negotiators to have an awareness of the phases?

6. Give examples of negotiation tactics. In what circumstances should they be deployed?

7. What are the potential purposes of adjournments in team negotiation?

8. What skills are required for effective negotiation and how can they be developed?

9. Which factors contribute to the stress of negotiation?

10. Which factors affect the approach and tenor of the negotiations?

