Tutor Enhanced Negotiations

ADVICE ON RUNNING THEM

These simulations involve teams making direct use of simulation models to support and enhance a sales negotiation and these notes provide advice to the sales trainer on running a successful sales training event. It covers:

THE DOCUMENTATION

FACILITY NEEDS

TIME-TABLE PLANNING

TUTORING THE NEGOTIATION

THE DOCUMENTATION

The documentation for the negotiation is as follows:

Negotiation Brief

Sellers' Brief

Buyers' Brief

Work Sheets

Background Notes

Negotiation Brief describes the general aspects of the simulation and is common to both sellers and buyers. This means that a copy should be given to every participant at the start of the negotiation.

Sellers' Brief provides basic information specific to the selling group. This means that, initially, only members of the selling group or groups should receive this brief. However, at the end of the simulation at the review session you may wish to provide this brief to the buyers.

Buyers' Brief provides basic information specific to the buying group. This means that, initially, only members of the buying group or groups should receive this brief. However, at the end of the simulation at the review session you may wish to provide this brief to the sellers.

Work Sheets, optionally, allow teams to plan and record their proposals. Also, if limited computer hardware necessitates sharing, these sheets allow for the trainer to take proposals from teams and enter these on their behalf.

Background Notes provide information about the issues raised by the negotiation. It is important that, before running the negotiation, the trainer familiarizes him or herself with this and considers how it relates to other aspects of the training event and learning objectives. At the end of the negotiation, these background notes can be used as a handout to summarize the session.

FACILITY NEEDS

The facilities required for a negotiation are as follows:

Briefing Room

Syndicate Rooms

Microcomputers (& Printers)

(Video Equipment)

Briefing Room is used at the start of the negotiation to brief all the participants and at the end to review and compare progress.

Syndicate Rooms are for each group of buyers and sellers. Each should comprise a table and chairs and, ideally, with a microcomputer and printer. For the buying groups, the room must be large enough to house both them and the sellers when they visit to negotiate. Thus it must have a larger table and sufficient chairs for both groups and the trainer.

Microcomputers (& Printers) should be provided for each group of sellers and buyers and these should be in their syndicate rooms. If hardware is limited them all the buyers can share one computer and all the sellers another. Here, it may help if they are in a common area.

(Video Equipment) is optional and used to video the face-to-face negotiation.

TIME TABLE

The negotiation consists of the following stages:

Familiarization & Planning

Information Gathering Meeting

Preparation of Initial Proposal

Initial Negotiation

Modification of Proposal

Final Negotiation

Review and Discussion

Familiarization & Planning (duration 1.5 hours): The negotiation should start with a short briefing and participants should be split into pairs of groups of buyers and sellers each of which consist of between three and five participants. The groups should become familiar with the negotiation and the microcomputer in their syndicate rooms.

Information Gathering (duration .5 hours): During this meeting the groups will be settling into their roles. Thus the tutor should be prepared to supply additional information etc. Note: during this stage and the Initial Negotiation, teams may be antagonistic to each other. But, eventually, when they realize that this will not lead to a satisfactory agreement they will modify their behavior.

Preparation of Proposal (duration 1.5 hours): This will involve the selling group using the microcomputer to prepare their proposals and the buying group assessing the situation and their objectives.

Initial Negotiation (duration .5 hours): Because of the design of the negotiation and the groups natural tendency to win at all costs there is likely to be conflict during this meeting.

Modification of Proposal (duration 1.0 hours): The major workload during this period will fall on the sellers therefore it may be useful if it spans a meal break.

Final Negotiation (duration 1.0 hours): During this stage in the negotiation the groups are likely to wish to adjourn and reconvene a number of times. It may be necessary to put a time limit on the discussions. One way of doing this is to inform the buyers that their current supplier will withdraw or raise the cost of their offer at a certain time.

Review and Discussion (duration 1.0 hours): Before the review and discussion session the groups should spend a few minutes preparing for the session. Before the discussion starts each group should be asked if they felt that, from their point of view, they had a "WIN" situation. The results can then be compared, team objectives and the progress of the negotiation discussed.

General Notes: The times are approximate (particularly the times for the meetings). For residential courses, it can be advantageous for the Familiarization & Planning Session to be timetabled after dinner with the first negotiation taking place first thing next morning.

Example Time Table
Time
Activity

Briefing
09:00 - 09:15
Whole group together

Familiarization & Planning
09:15 - 10:45
Sellers & Buyers separate

Information Gathering Meeting
10:45 - 11:15
Sellers & Buyers together

Preparation of Initial Proposal
11:15 - 12:45
Sellers & Buyers separate

Lunch
12:45 - 14:00


Initial Negotiation
14:00 - 14:30
Sellers & Buyers together

Modification of Proposal
14:30 - 15:30
Sellers & Buyers separate

Final Negotiation
15:30 - 16:30
Sellers & Buyers together

Review and Discussion
16:30 - 17:30
Whole group together

TUTORING THE NEGOTIATION

The negotiation is designed to be run with the minimum of tutor involvement (for example one tutor can manage two parallel negotiations). The major tasks for the tutor are to:

Observe the Negotiation

Guide Progress

Supply Information

Help with Computer Use

Behavior

Observe the Negotiation - during the face to face stages of the negotiation the tutor should take notes of how the negotiation is progressing. These notes are used as a basis for the ending review.

Guide Progress - although the participants are free to make mistakes it may be necessary to guide the progress of the groups when they are working individually.

Supply Information - the participant briefs are deliberately short. Therefore, it may be necessary for the tutor to supply additional information for the participants.

Help with the Computer - the software is designed to be especially easy to use. However, particularly when it is used for the first time, the tutor may need to help the groups. 

Behavior - sales negotiation role-plays are emotive activities where, often, participants will attempt to demonstrate their prowess by engineering a Win-Lose situation. However, the introduction of the simulation models to assess the financial impact of the proposals tends to prevent this. First, the models both provide a rich financial situation and prevent teams inventing outcomes. Consequentially, our experience running these negotiations dozens of times is that sellers and buyers reach a Win-Win conclusion. In nearly one hundred runs we know of only two occasions where there was not a Win-Win solution. The circumstances of these are as follows - both were where the simulation was run in house where internal politics were strong and the sales culture was very macho. However, on both occasions considerable learning took place. And the second group insisted in our running another of our negotiations. On this occasion the groups reached a Win-Win solution.
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