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Trainer Notes


This document is designed to assist you in delivering the learning session “It’s all in your head – An Introduction to Negotiation and Skill Building.
There are several key points displayed to your learners within the presentation. This sheet is designed to support the presentation. Each point has been researched and referenced for further reading opportunities.
We recommend a run through of the presentation before delivery, to get a feel for where the extra content is best delivered. 
This presentation uses Prezi for maximum engagement. To use Prezi, simply click the > arrow at the bottom of the screen to progress forward and < to go backwards.

The presentation can be found at: https://prezi.com/view/UTEhZiCQemfx7JthrHff/
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Whether in a business environment or in personal life, negotiating and influencing play a key role. It is undeniable that some are better than others at getting what they want with less loss involvement on their part (Fisher et al, 2011). 

While the two are separate skills, they are intertwined, as you need good influencing skills to be a successful negotiator (Coffin, 2018).

To increase an individual skill sin both areas, this lesson has been set up to:

· Explain the RADPAC model for negotiation to provide the framework of the concept, along with pro’s and con’s
· Explain the Push-Pull model for influencing to provide an understanding of the framework, along with pro’s and con’s
· Develop an individual’s skills in these areas in the form of a learning game
· Allow the learners to apply their knowledge to scenarios based on the business world
· Wrap up with questions to assess the learners experience in the lesson











The presentation itself is called “It’s all in your head” as you need no other tool to learn how to influence and negotiate in a successful manner. 
1. Read aloud the objectives from the ‘objectives’ section of the presentation. Ensure that your learners understand the objectives that are on board.
2. Read aloud the ‘Definitions’ slide, before moving on to Negotiation to give an understanding as to what negotiations typically entail.
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[bookmark: _Toc41320450]Definition of Negotiation


· Follow along the slide bullet points with these extra pieces of information to enrich the information given
1. Negotiation is the reliance on communication to reach a mutually beneficial conclusion (Cao, et al, 2018, Dima, Vladutescu, 2018).
2. In plainer terms, according to the authors of Getting to Yes, negotiation can be described as a “back-and-forth communication designed to reach an agreement when you and the other side have some interests that are shared and others that are opposed.” (Fisher and Ury, 1981)
3. Most people are not natural-born negotiators. However, research shows that through learning, preparation, and practice that most people have the potential to develop the ability (Nadler et al, 2003; Thompson, 2006).
4. Although there are many ways to negotiate, and situations to negotiate in – in this session we will be looking at the RADPAC model as it is most used in corporate and business settings.
5. Ask your learners – do any of them feel they are good at negotiation? Why? Perhaps even ask if there were any situations in which they felt like they had negotiated effectively.






Proceed onto RADPAC model slide
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1. Introduce the graphic as the RADPAC Model
2. The RADPAC model is a popular tool in business to successfully navigate negotiation situations and turns the negotiation into an easy to follow process
3. R -Rapport – Get to know the person you are negotiating with, create positive impression and aim to understand the other’s position. Generally, helps to break down any previously conceived misconceptions between all parties.
A – Analysis – Use this step to understand the needs and interests of the other party, gather facts, share opinions and express feelings
D – Debate – This phase involves openly discussing any problems and sharing ideas to come to a solution together. This is for both parties to convince the other.
P – Propose – Everyone involved in the negotiation will put forward their favourite idea from the debate section, this can lead to further discussion and clarification of details.
A – Agreement – A democratic process in which the most popular solution generally wins.
C – Close – Time to summarise and discuss the outcome or plan future steps. (Janse, 2019, Kumar, 2017).
     4. Present opportunities for any questions before moving on to Pros and Cons slide
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1. Read the slide aloud 
[bookmark: _Toc41320453]Pros
Flexible – Both parties free to shape negotiations to their own needs – therefore resulting in a discussion that usually ends in a mutually beneficial result.
Prevents Legal Issues – less expensive and reduces delays in reaching conclusion, as it does not require the individual going to court and incurring the expenses that would result from such an endeavour.
No Third Parties – most negotiations only involve the parties directly affected. However, should their viewpoints be so vastly different then there may be a mediator to hold a middle ground.
Preserves Relationships – a negotiation built between two parties directly can have a positive effect on the relationship as it allows them to overcome barriers that may have been in place such as preconceived opinions of one another.
(DoJC, 2018)
[bookmark: _Toc41320454]Cons


Unequal Power – Can make negotiations one sided but make them look fair. An example would be of trying to obtain permission from a superior for accessing sensitive documents or simply time off. As there is a clear differentiation in power it may take high levels of reasoning to back up your arguments as to why what you are asking for is needed. 
Voluntary – either party can leave the negotiation at any time. Which can lead to wasted time. It can also mean the one party may not take it seriously enough which would also result in wasted time and undue frustration from parties involved that believe it to be a serious matter.
Doesn’t work for all issues – If two parties have drastically different opinions, this may not work at all due to the parties unwilling to overcome their differences and meet in the middle ground as even the middle ground may be far from their initial opinions. 
Stalling Tactic – might be used inappropriately to avoid reaching solution in forcing other parties to unreasonably give into a one-sided agreement just so negotiations may conclude.
(Harness, 2019)





Proceed to Definition of Influencing

Influencing

[bookmark: _Toc41320455]Definition of Influencing


To influence is to have an impact on the behaviours, attitudes, opinions of others (University of Florida OHRS, 2018) 
Unlike negotiation, influencing is all about using your powers of persuasion – and maybe your power in general – to convince or force people to do what you want/need them to do or even just come around to your way of thinking instead in terms of your personal belief and philosophies.
Although we all use our influence in daily life, it is considered an essential part of management and is a trait associated with many renowned leaders regardless of their other qualities (Bacon, 2012)
In this session we will be looking at the Push-Pull method of influencing.
[bookmark: _Toc41320456]Push- Pull model
1. Introduce the model displayed on the slide, briefly outline the points on screen.
2. There are two main forms of influencing, and it is important to understand which style is best for which situation.
3. The push style of influencing (sometimes referred to as the ‘stick and carrot’ style of influencing (Belayachi, et al, 2015)) is based on the idea of forcing or pushing someone to change, rather than motivating them to want to make a change themselves (Taris, et al, 2010). Push styles usually involve logical arguments and reasoning, threat of punishment or rewarding. This can often get quick results and improve compliance but might not be sustainable long term.
4. The pull method of influencing involves motivating others to make the changes you require. This requires an open, honest approach and outline consequences or possibilities which will result from the change. As an opposite to the push style, this method may take longer but is likely to gain more commitment and higher quality change (Govier, 2015).
Proceed to Pros and Cons slide
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1. Read the contents of the slide aloud
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Overcome resistance – Being able to talk to and influence people will decrease their resistance and make the process easier by allowing for mutual understanding to develop
Self-Expression – Influencing skills can develop self-expression and make people better at logical arguments in order to get their opinions and beliefs across to others.
Employee relations – Can benefit relations if used in the right way as it generates a greater understanding of each other's core beliefs and if the align.
Self-Esteem – Improved both for employee and manager as being able to sway people to believe in your opinions leads to a greater belief in yourself and what you stand for. This is because having others also share in your belief strengthens resolve in what you believe in is right. (Tucker-McLaughlin, 2018)
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Can cause dependency – Either through force or punishment, it might lead people to feel insecure in making their own decisions due to having their own opinions taken away from them thus becoming reliant on those issuing their viewpoints and ideas in this manner. 
Requires credibility – you must already have respect of at least some who you are trying to influence because if no one is willing to listen to you initially, it is difficult to encourage others to do the same.
No compromising – There is no room for compromising if influencing others is the goal because if the influencer begins compromising, then you have entered negotiation instead which may also result in a lesser opinion from others due to a sway in convictions.
Potential to upset – Some personality types may fight back if you are too forceful with the opinions that you present. This may occur in scenarios wherein one of those that the influencer is trying to influence has no intention of giving up on their own opinions, yet the influencer is adamant as to changing their opinion out of pride. (Govier, 2015).
2. Ensure there is time for learners to ask any questions, this is to establish that learners have fully understood the information given thus far





















Proceed to Game
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Game


The game is based on the bluff game YouTube video. The video will give the basic principle of how the game will work. The class should be sat in the way outlined in the learning plan.

The first round of the game will have the learners sat opposite each other, both with a sticky note. They will have the basic understanding of what is expected from the video. 
The groups of learners will have 30 seconds to discuss whether they are going to write: split, steal, or you’re a stealer.
After the 30 seconds have passed and all learners have written their answers, the learners will then reveal the answers.
When all answers are revealed and points totalled, a small discussion is to take place to see what tactics were used by the learners to achieve their scores. This will evaluate the tactics that they thought were best in this circumstance and will allow the other learners to assess the other techniques used.
After this, each learner will move one seat to their left with those on the left-hand ends moving to the other ends of their rows.
A second round will take place to see whether the learners have adopted a new approach, or whether they remain attached to their first way.
The aim of the game is to show learners methods of negotiation or influence that are being used by other people within the group. This will allow them to gain a better understanding of methods that they do not yet know, or methods that they do know but do not completely understand.
A token gift can be given to the winner to bring a competitive element to the game. If there is a tie, another round between the winners should take place to establish which of the two learners are the winner.

Proceed to Scenarios Slide
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For the scenarios, all learners are to be presented with a scenario. For this task, the learner will be asked to move to one side of the room or the other based on their answer. By opting for the learners to stand, instead of putting their hands up, it should promote participation. 
The tutor will then say that if the learner believes that negotiation would be best suited, the learner will proceed to stand on the left side of the room. If the learner chooses influence, they are to stand on the right-hand side of the room. Once the learners have made their decision, a random member from both groups is to be selected and asked for their reason as to why they chose their respective answer. The answer will then be provided, which is supported by academic theory.
 This task is set up to evaluate the learner’s understanding of the topics, and how they would implement them in real world scenarios. The scenarios are below:

[bookmark: _Toc41320462]Negotiation Scenarios

The business is attempting to set up a new supplier who is of a similar size to your business. Prices and contract period have yet to be determined. In this situation would it be more suitable use skills pertaining to negotiation or attempt to exert influence over them?
[bookmark: _Toc41320463]Negotiation Scenario Answer 
(This answer will be provided on the slide after the question, so that the learner can evaluate)

When attempting set up a new supplier of a similar size for a business it is important to initially set up a rapport so that future contracts are conducted in a more efficient manner and that an agreement can be more easily reached through following the RADPAC model (Janse, 2019, Kumar, 2017). There are however instances in which influencing would instead play a role, this however is more prominent when there is a vast difference in size between both businesses. A prime example of this would be the likes of when big name supermarkets use their influence to pressure suppliers to sell at a loss (Byrne, 2011, Chidmi, Segarra, 2011).
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You are trying to make changes in your workplace. However, to do so you need the support of your colleagues. There are however those who do not share the same viewpoints as you do and prefer things the way they are.
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(Answer provided on supporting slide for evaluation)

In this instance it would be more appropriate to incorporate influencing as the other parties are going into with a mindset that does not want any changes to occur. It would be possible to try an incorporate both the push and pull methods as you are likely to make use of sound and logical arguments of the push method to try and make others understand why these changes are needed (Taris, et al, 2010), as well as the slower pull method to ensure that everyone is on board with the prospect of change (Govier, 2015). An argument could be made that negotiation can play a part; however, this would be more likely if it were an instance in which people were ok with only some of the changes.












Proceed to Wrap-Up
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To wrap up the session, ask the class to again be seated. They should now understand the provided topics and have a basic understanding of the application of both.
If there is remaining time, allow for an open class discussion for the learners to provide a circumstance, and ask the class whether negotiation or influence would be best suited. This will provide a further area for the assessor to gauge the success of the lesson.
Go through each objective and answer any questions students have. Randomly select students to answer the following questions:
1. What is the definition of negotiating? 
2. What is the definition of influencing? 
3. What does RADPAC stand for? 
4. What is the Push Pull model? 
5. Give one scenario (other than the ones previously given) where negotiating would be an appropriate method. 
6. Give one scenario (other than the ones previously given) where influencing would be an appropriate method. 
7. Give two pros and two cons of each method.


End of Delivery Notes
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