Week 12, Session 1

Multiparty Negotiations
Three types of multi-party negotiations

1.  Mediation—Assistance in reaching a solution.  


Expertise


Reducing tension


Logic assistance—seeing things in a new way


Recommending solutions

2.  Arbitration



A.  Non-binding—a recommended solution


B.  Binding—parties are held to the solution

This is called “alternative dispute resolution.”

3.  Litigation—handled by the courts.

The first two is often referred to as “Principal-Agent” negotiations.

Advantages

1.  Expertise of the agent

2.  Substantive knowledge of particular aspects of the case

3.  Networks and special influence

4.  Emotional detachment

5.  Ratification of decisions made by the parties

6.  Face saving

Disadvantages

1.  Shrinking ZOPA (Zone of possible agreement)—may reduce options

2.  Brings in a new set of interests.  Some agents may not want resolution

3.  Communication distortion.  There may be a lack of understanding due to lack of knowledge

4.  Loss of control.  The parties no longer control all variables and may require approval of the agent

5.  Agreement at any cost.  The reputation of the mediator requires agreement.  

Strategies

1.  Shop around.  Mediators are often lawyers, but don’t need to be.  There are associations

2.  Know your BATNA before you meet the agent.  Make sure it is your actual BATNA
3.  Communicate your interests to your agent without revealing your BATA

4.  Use your agent’s expertise

5.  Tap into your agent’s sources of information.

6.  Use your agent to save face

7.  Use your agent to buffer emotion.  

Types of Agents:

1.  Independent.  A neutral party.  May not understand the situation, but can be objective

2.  Superior-subordinate.  Working with a boss

3.  Collateral.  Working with expertise with the organization.

As an agent…

1.  Communicate liberally

2.  Do not expect rational views by the party.

3.  Educate yourself on the issues and the background technology

4.  Educate the parties to your role
5.  Train parties in integrative bargaining techniques.

How do agents resolve cases?

1.  The third party controls the settings and the situation in which emotions are vented.  It is often important for parties to vent with a third party.

2.  The third party controls the procedure.  That makes sure that each party has a voice.

3.  The third party can engage the disputants in searching for acceptable settlements.  The third party should not take over and impose a settlement.   Non-binding recommendations and ideas are helpful and should be presented as such.  

4.  The third party can try to motivate the parties to settle.  One way of doing this is to discuss what happens if the dispute isn’t settled.  This is a way to expand the parties’ BATNA.

