Unit 4, Assignment
"Getting to Yes" Cases

The class will be divided into three groups, and each group will take one of the cases.  Based on the Powerpoint discussion, your group should prepare to tell the class how your would resolve this problem.
Case 1

You are a tour organizer and are expecting a tour group to come to town.  You need arrange transportation for the group.  There are only two bus companies that have the necessary quality and reliability.  The better of the two, Giant Tours, has always performed very well, but is often nearly twice the price of his competitor, Try-Harder Motor Coach.  Try-Harder is okay, but you have had trouble with their drivers.  They are often late, and you have had complaints about them getting lost.  This has never happened with Giant, but your contact there, Mr. Snooty, is often arrogant and unpleasant.  The manager at Try-Harder, Ms. Kindly, is friendly enough, but you often feel she doesn't really pay attention to what you want.  

You need a 65-seat bus for two full days.  Last time you paid $450 per day for unlimited use of a coach, with driver, but you heard that a competitor got the same bus for $375–from Try-Harder.  The competitors, however, had the same problems with Try-Harder that you have had.  You just received a written bid from Mr. Snooty for $575, and from Ms. Kindly for $495, but you know that both of these people think that this is an initial bargaining position.  They think that the only way to do business is "positional bargaining."

Please devise a plan on how you are going to handle this situation.

Case 2
You work for Multimega Industries, a large distributor of consumer goods.  The company has 125,000 employees worldwide, and is organized in a traditional vertical hierarchy.  You are in the Consumer Electronics Sales Division, and are paid on a salary plus bonus basis.  Multimega's policy is to give bonuses to sales personnel on overall sales of all products to the primary sales representative for a client, irrespective of which products the clients buy.  This is to encourage the sales staff not to get "siloed," and only sell their narrow product line.

You just heard "through the grapevine" that your counterpart in the Parts and Accessories division of Multimega, Mr. Uppity, has been contacting a major client of yours.  You have been regularly servicing the account of Crazy Bob's Electronics for the last 5 years.   Ms. Sellers, the purchasing agent for Crazy Bob's is your primary contact, since she makes all the purchasing decisions for her company—for the consumer electronics products, as well as parts and accessories.

You are becoming increasingly concerned that Mr. Uppity is trying to pirate your relationship with Ms. Sellers, and is trying to get your bonus.  Your secret contact in the Parts and Accessories Department also told you that Uppity informed Ms. Sellers that he is the "real" contact in your company, and that your work is not as important as his.  

Of course, this has made you angry.  In fact, it was you who introduced this client to Mr. Uppity in the first place.  You think he is just jealous of your good relationship with Ms. Sellers, and is not only trying to get your bonus, but is also trying to undermine your reputation at Multimega.  You have reported this situation to your supervisor, but she told you to solve it yourself.  Privately, you feel that your boss may be a bit afraid of Uppity, since he is so well "wired" in the company—he regularly plays golf with the division manager (and lets him win), who is over both departments.

How will you handle this situation?

Case 3
You are a junior consultant, at the management-consulting firm of Jennings and Soapstone.  You recently provided a service for a client, Mr. Skinflint, of Skinflint Cork and Seal Co.  Skinflint is looking for a sales agent for his line of bottle stoppers.  He contracted with your employer to use the firm's Agent/Distributor Facilitation Service (ADFS)—a standard program to help manufacturers find potential agents and distributors for their products.  In your initial analysis, you felt that Skinflint's product was actually not very good, and told him that he may not be successful in this market.  You were tactful, but firm…but, he insisted he wanted to go forward with the ADFS program.

You worked hard on the case, but found that most of the people you contacted knew about Skinflint and didn't like their products.  Since the people you contacted are in the cork and seal business, they also had heard all sorts of stories about Mr. Skinflint and how he treated his agents.  Nevertheless, after hours of hard work you actually found three agents for corks and seals who were willing to talk to Skinflint about taking on his line of products.

You reported your success to Mr. Skinflint, and set up a series of appointments for him to visit the potential distributors.  You agreed to pick him up at the airport, and accompany him to the companies.  You completed full dossiers on all the potential partners, and checked on their reputations and credit ratings.  In short, you did everything Jennings and Soapstone offered in the ADFS program, and did it well—even though your client's reputation made it far more difficult than you had expected.  

On the appointed day, you picked up Mr. Skinflint at the airport.  He started to complain before you even left the terminal.  On the company visits, Mr. Skinflint was unreasonable with the potential partners.  He was inflexible on contract terms, and even rude to one who suggested his prices were too high.  He kept you overtime, and when the last meeting was over, he took the car back to his hotel and left you standing in the street, with no way home.  

Two weeks have gone by since this visit.  Skinflint just wrote you an E-mail demanding his money back.  He has accused you of doing a poor job.  He even called your boss, and told him that the potential agents you found were unqualified, and not even selling corks.  This, of course, is not true.  He also told your boss that YOU took the car home, and left Mr. Skinflint to fend for himself, and that was obviously a lie as well.  Your boss is furious.  

What are you going to do???
