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‘Why negotiate?

Appreciation for a System - of
Negotiation

‘Why Deming’s Points 4 and 9?

‘Discussion on best applications
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The System of Negotiation

*The Aim of the system — an agreement that
works for all parties.

*The System: Iceberg model|

*The Theory: Early involvement brings best
results
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The Negotiation Iceberg
The external negotiation gets the attention
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The System of Negotiation:
Deming Points 4(5) and 9 (11b)

‘Why negotiate?

Appreciation for a System - of
Negotiation

*John Carlisle, Sheffield, UK
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THE WHOLE ICEBERG

The External Negotiation
\{yhé*re all the attention is |
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The Internal Negotiations

Selling the
Agreement
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The Internal Negotiations 1
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Tactics

Internal Negotiations

Planning — Not just on price (point 4) also (5)

What you want
How to get it
Collecting data
GETTING THE
MANDATE!

Aim: clear goals,
objectives, strategy



The Internal Negotiations 2
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Tactics

Internal Negotiations

Planning

What you want
How to get it
Collecting data
GETTING THE
MANDATE!

Selling the
Agreement

Aim: clear goals, Aim: implementation
objectives, strategy success



Point 9 in Negotiation — breaking down the
barriers - plus

Internal Negotiations

(c) John Carlisle 2013

Aim: Clear goal, Objective and Strategy Aim: Implementation Success



El - The New Way: EARLY
INVOLVEMENT
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Potential

for
stakeholders
to add

value

Involvement stage
in traditional
relationships

Follow up -
learning points

>

Planning Implementation
Adapted from Baker Hughes Inteq ,1997 (“Managing the mess”)
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