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‘The following activities are performed to plan the negotiation:
[ wortd Ciass Contracting, Sth Edition

1) @ CHAPTER S THE AWARD PHASE 135 1. Prepare yourself and your team: Ensure that the lead negotiator knows both his o her personal and professional strengths, weakn:

 Table 5-2 presents some 153 available, including the Myers-Briggs Type Indicator® assessment. It can provide helpful insight on how an individual may react in a situation because of personal or professional tendencies.) Preparing a list of the strengths and

es, and tendencies as well as those of other team members. (Many self-assessment tools are

common tactics and ... weaknesses of team members can be an important first step in negotiation planning. (See Appendix A Form 4)
b ":‘a“" “:!"“‘"‘ Tacties 154 2. Know the other party: Intelligence gathering is vital to successful negotiation planning. Create a checKlist of things to know about the other party o help the team prepare for negotiation. (See Appendix A Form 5.)
and Countertactics

3. Know the big picture: In the words of Stephen R. Covey, author of The Seven Habits of Highly Effective People, "begin with the end in mind." Keep focused on the primary objectives. Be aware that the ability of either party to be
flexible on some issues may be limited because of internal policies, budgets, or organizational politcs.

One of the proven best practices to keep the negotiation focused is using interim summaries. The key is not to get caught up in small, unimportant deails that take the negotiation off track.

4. Identifs objectives: Know what both you and the other party want to accomplish. (See Appendix A Form 6.) Successful negotiators know that nearly everything affects price, as illustrated in Figure 9-2: changes in schedule,
technology, services, terms and conditions, customer obligations, coniract type, products, and other contracting elements affect contract price.

Figure 9-2 Importance of Price
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5] 2 resuts found for 'table 9-2





