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Negotiating Styles
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Give an example of :
Compete Negotiation Style : …………………………………………………………………………………………………………………
…………………………………………………………………………………………………………………………………………………………….
Collaborate Negotiation Style : ……………………………………………………………………………………………………………
……………………………………………………………………………………………………………………………………………………………
Avoid Negotiation Style : ……………………………………………………………………………………………………………………
…………………………………………………………………………………………………………………………………………………………..
Accommodate Negotiation Style : ……………………………………………………………………………………………………..
…………………………………………………………………………………………………………………………………………………………..

Compromise Negotiation Style : ………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………
Abdul has to make something in order to enter a school competition. Using his grandmothers recipe, he starts producing home made lemonade . Afterwards, his friends all ask him to make some for them . Demand increases quickly and Abdul plans to open a Saturday market stall . Abdul needs permission from the school to be allowed to apply for the stall .
Write down possible benefits and drawbacks of Abduls proposal.
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Outcome of negotiation:
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‘There are a number of different negotiating styles and strategies that could be
used to present a proposal, based on different mixtures of these two concerns,
and these can include the following:

© Accommodating: this style involves negotiators wanting t0 try 1o maintain
relationships and so these people are sensitive to the views and language of
others involved in the negotiation process when presenting a proposal

 Avoiding: these negotiators do not actually enjoy the process of
negotiation, especially where this involves a great deal of disagreement and
confrontation, and so they are more inclined to agree with others,

® Collaborating: this style involves negotiators working constructively
with others in the negotiation process to solve problems in creative and
imaginative ways.

© Competing: these people enjoy the negoriation process because they
like the opportunity it offers to be a winner; they tend to dominate the
negotiation process and often see the process in terms of straiegies rather
than stressing the importance of relationships.

© Compromising: this style involves negotiators who are keen to bring the
process of negotiation 10 an end, rather than letting i go on for a long time,
and 5o they are more willing to make concessions to enable an agreement
1o be reached that is satisfactory to the people involved.
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Plan for negotiation
People involved:

Date:

Description of situation:
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Evidence to be used in discussion:
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