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Lesson 1: Introduction
Q. In detail explain Conflict Management and Negotiation.
Ans.
Conflict management and Negotiation broadly, are indispensable parts of each other. However, the concepts exist separately, and one may in fact affect the other at any given time and during any given dispute. Where there is conflict management, the role of negotiation is vital for success. The two concepts are inseparable because they influence each other. During negotiation, a conflict may arise that requires settlement through a negotiation process in order for the parties to proceed with the main issue. Perceived Sources of conflict could include incompatibilities arising from some form of interference, opposition to a proposal, or violation of a shared agreement. There are some strategies that are applied to correct the perceived differences in a positive manner and to the benefit and in the interest of the opposing parties. It is worth noting that Conflict management is a process and not an event and is best approached by utilizing conflict resolution and negotiation techniques. Negotiation on the other hand is said to be a dialogue between two or more people or parties that are intended to reach an understanding, resolve points of difference, gain advantage for an individual or collectively, or craft outcomes that satisfy various interests. During a negotiation, a conflict can arise that will make it difficult for the parties to reach a settlement and therefore the parties have to suspend the initial process and deal with the arising impediment first before continuing with the original negotiations.  
A conflict may either be functional or dysfunctional in nature. A dysfunctional conflict is one that is destructive and leads to reduced productivity whilst a functional conflict is one that may actually encourage greater work effort and help task performance. Borisoff and Victor (1998) point out, “We have come to recognize and to acknowledge the benefits dealing with conflicts affords. Because of our differences, we communicate, we are challenged, and we are driven to find creative solutions to problems.” In the early days there was a perception that conflict was inherently negative and a source of disruption in a working environment and prevents successful outcomes and destroys relationships but in contrast, a functional conflict simply challenges an individual who experiences it. Studies have shown that a constructive conflict in healthy relationships is beneficial. It is said that by engaging in effective conflict resolution and negotiation, all involved can recognize differences and shared circumstances, develop better communication skills, and learn to work congruously to create an ideal solution to the conflict at hand. 
Negotiations can be formal where professional negotiators are involved or informal where two individuals or friends are trying to establish some common ground on a specific issue. One can also define negotiation as a process where two individuals or groups with different needs or ideas want to reach a joint agreement. Negotiations can be contrasted with mediation as well as arbitration. In mediation, there is the involvement of an impartial third party who listens to both sides and attempts to find a settlement for the opposing parties whereas arbitration is quite similar to a legal proceeding. Negotiation theorists generally distinguish two types of negotiations i.e. distributive negotiation and integrative negotiation.  
Distributive negotiation can also be referred to as positional or hard-bargaining negotiation and is just as good as haggling in a market model. In a distributive negotiation, each side often adopts an extreme position, knowing that it will not be accepted, and then employs a combination of guile, bluffing, and brinkmanship in order to cede as little as possible before reaching a deal. Distributive bargainers conceive of negotiation as a process of distributing a fixed amount of value. In fact, the term distributive implies that there is a finite amount of the value of the thing being distributed or divided among the people involved. Sometimes this type of negotiation is referred to as the distribution of a “fixed pie”. Fixed in this case will imply that there is only so much to go around, but the proportion to be distributed is variable. Because of the assumption that one person’s gain results in another person’s loss, distributive negotiation can also be referred to as win-lose. This type of negotiation normally involves people who have never had a previous interactive relationship, nor are likely to do so again in the near future. 
Integrative negotiation is also sometimes called interest-based or principled negotiation that applies a set of techniques that attempt to improve the quality and likelihood of negotiated agreement. This form of negotiation often attempts to create value (“expand the pie”) in the course of the negotiation whilst distributive negotiation assumes that the amount of value to be divided is fixed. Integrative negotiation focuses on the underlying interests of the parties rather than their arbitrary starting positions, approaches negotiation as a shared problem rather than a personalized battle, and insists upon adherence to objective, principled criteria as the basis for agreement. It involves a higher degree of trust, creative problem-solving that aims to achieve mutual gains, and the forming of a long-term relationship. It can also be referred to as win-win negotiation.
There are Competitive and Cooperative Negotiators. A competitive negotiator displays effective communication skills and the ability to evaluate in the interest of a client under tough conditions. Under cooperative negotiations, agents cooperate and collaborate in order to achieve a common objective in the best interest of all. Competitive negotiators are also referred to as assertive, distributive, and positional with an aggressive attitude. They believe that they have lost if the opponent gains what they want and their interest is mainly to maximize profit for their client. Contrary, cooperative negotiators have the interest of everyone at the centre of things and they strive to put together an optimized partial view and cooperate to reach a common object and to reach a settlement. In the process, various offers or concessions are considered through compromises. This is the type of negotiation that is preferred and adopted when a party does not have a strong bargaining position. The main benefit of this method of negotiating is that the negotiator gives importance to the relationship with the other party.   
There is no best negotiation style or method because each one of them is useful in different situations. There are five negotiation styles which include: compete (I win – You lose), accommodate (I lose – You win), avoid (I lose – You lose, compromise (I lose / Win Some – You Lose / Win Some) and collaborate (I Win – You Win). Competition is applied in situations where you are certain that something is not negotiable and immediate compliance is necessary and requires aggression. The accommodating style treasures relationships and gives out what the other party wants. Avoidance is applied by people who do not like conflict and is often referred to as passive aggression. The compromise approach is more like haggling and splitting the difference without much understanding or value creation and often ends up roughly halfway between both parties’ opening positions. Collaborative style entails that both parties have their needs or goals met whilst at the same time creating mutual value as time and resources allow. The collaborative negotiators are ready to invest more time and energy in finding innovative solutions since it is believed that there will be more value to share out at a later stage. It is a style mostly applied in business negotiations where a more trusting collaborative relationship and market reputation are important.  
Conflict negotiation becomes necessary when two or more parties or people have differing opinions. If during a conflict neither party is not ready to back down then mediation may be the way to go. Mediation usually involves bringing in a third party to foster communication between the disputants who will help the parties find a solution to their problem. The most successful types of conflict negotiations are resolved with win-win solutions, which are resolutions that are mutually satisfying for everyone involved. There are several types of strategies and techniques that are used to resolve conflicts. The first step is clear identification of the issue at hand. This is a very important step because many conflicts result from poor communication and misunderstanding. Effective conflict negotiators are those that are excellent listeners who are trained to hear what each party wants as the final outcome. When the negotiator has a full understanding of the motives of all parties, then ways for parties to reach a compromise are sought.  The process may involve several discussions with either party to establish agreed-upon compromises to see if an agreement can be reached.  This way, both parties do not feel that the opposing party won the conflict or got its way. If the parties do not agree at this point, then the conflict negotiation typically moves into arbitration or litigation. 
Discussion
Lesson 2: Method of win-win negotiation
Q. In detail explain the method of win-win negotiation
Ans.
A win-win negotiated settlement is where the agreement reached cannot be improved further by any discussions. In other words, there is no more value left on the bargaining table and all creative options have been thoroughly explored and exploited. This is a method of negotiation that explores the position of both parties in order to find a mutually acceptable outcome that gives both parties as much of what each party wants as possible. This leads to a settlement where both parties walk away happy with their gains. The method of negotiation focuses on the solution and not a person or problem. Inexperienced negotiators who do not fully understand the win-win concept make for easy targets and this gives an advantage to more experienced positional and tactical negotiators. A win-win negotiation can involve creative problem-solving that aims to achieve mutual gains for the parties and insists upon adherence to objective, principled criteria as the basis for agreement. A win-win negotiation leads to solutions that leaves all parties feeling that there were winners. 
In a win-win negotiation, establishing a strong position at the beginning of the negotiation is a good starting point but if one becomes too entrenched this could lead to a conflict and the discussions may fail. In order to avoid this, a form of win-win negotiation referred to as principled negotiation is applied. This was coined by former Harvard Law School professor Roger Fisher and academia anthropologist and also a negotiation expert William Ury in their 1981 book called “Getting to Yes”. They argued that negotiations are successful when they encourage cooperation towards a common goal. The concept of principled negotiation can be applied to build mutual respect and understanding between negotiating parties while getting the desired outcome that both parties desire. A win-win negotiation is more about the destination and less about the process of getting there or how you get there. 
The win-win negotiation method is not necessarily applicable to all situations and in some instances not all negotiating parties want this type of approach or the use of win-win strategies and tactics. The approach also requires extra investment of energy and time that may not always be available. Win-win strategies require all parties to be more patient and flexible during the negotiation process. There are some strategies that do not constitute a win-win negotiation deal however, some inexperienced negotiators apply them wrongly. These are like snares and may result into negotiated settlements which are not a win-win. 
These include the One Size Fits All win-win Approach that restricts and qualifies the application of the win-win negotiation strategies. There are some situations where the method would not be a commercially appropriate strategy to employ. In a Compromise situation, one or both parties agree to lower their aspirations and hence accept something less than they originally wanted. When one or both parties want to create a durable relationship, it is supposed to be for purposes of future business opportunities but this does not guarantee that the parties will walk out of a negotiation with a win-win agreement at hand. In some instances, negotiators assume that when they take their time to reach an agreement then they are more likely to achieve a win-win settlement but this may not necessarily be the case as proved by many studies. These are some of the pitfalls that may make it difficult for parties to reach a win-win settlement.   
A Better Alternative to a Negotiated Agreement (BATNA) is a course of action taken by a party engaged in a negotiation if talks fail, and no agreement can be reached. A BATNA is a key focus and the driving force behind a successful negotiator. It is desirable that a party has a strong BATNA that can easily be implemented as a reasonably attractive alternative to negotiation in the event that the parties fail to reach an agreement. There is, however, a need for care to be taken to ensure that deals are accurately valued in terms of relationship, time, money, etc including the fact that the other party will stick to its bargain. A BATNA is usually seen as a point of leverage by negotiators. The options to the negotiated agreement should be real and actionable to be of value to the whole process. There are instances when negotiators tend to overestimate their BATNA and invest very little time into researching their real options and therefore end up with poor or faulty decision-making and negotiating outcomes. It is equally important that negotiators be aware of the other party’s BATNA and establish how it compares to theirs. 
There are some theories such as the equilibrium theory that apply to different scenarios during negotiations. The equilibrium theory explains that if in a group of players, each player has consideration for the other player’s decision, then no one will benefit from altering their decisions if the other players have not followed suit. The group of players will be said to be in Nash Equilibrium if each one of them takes into account the decision of others before considering altering their decision otherwise there will be no benefit for each one of them. Nowadays, negotiations adopt a problem-solving approach in lieu of the more aggressive Adversarial Approach Style. The 1981 book for Fisher and Ury (Getting to YES) suggests an Interest-Based Model for the use of the Problem-Solving Approach. The Interest-Based Model is more focused on separating the person (positional) from the problems (resolution) and then concentrating on resolution. This approach enables each party to attain goals in a distributive way.  
Whilst using a BATNA, there are some useful courses of action that should be taken into consideration. These include understanding what your BATNA is before beginning the negotiations. Preparation is key and the more details you know about your BATNA and how you feel about it, the easier it will be for you to compare it to any agreement that is proposed during the negotiation. It is also important to compare any proposal to your BATNA before agreeing to adopt it because there is a likelihood that there will be one or more courses of action proposed during negotiation. The negotiator should also be ready to walk away from deals that are not as good as his or her BATNA. It is not wise to settle for a proposal that is inferior to your BATNA. If your BATNA is good then there is no need to accept a less-appealing deal. However, if your BATNA is poor then you are likely to accept a less-appealing deal as long as it happens to be better than your BATNA. This is the problem of having a weak or poor BATNA. Whenever possible, try to improve your BATNA through research, creativity, and other resources because an appealing BATNA gives confidence and power in a negotiation. When creating and evaluating your BATNA, take into consideration the effects certain choices may have on the relationships with the other parties because if you act with integrity you can preserve respect even when you are not there to reach a mutual agreement. In fact, if you damage the relationship in the process of negotiating, you may find yourself at a disadvantage during future transactions. 
Lesson 3: Elements of power stations of ”Culture for peace” 
Q. Explain the main theories on acquisition and development of language by the use of proper communication.
Ans.
Communication is a key aspect in negotiation and this is can either be verbal or nonverbal that is without the use of any language. Communication requires everyone involved to exchange messages by way of interacting through language. Language is the basic way humans communicate to convey a meaning or message. Language can be complex and is unique to humans although some animals have been found to have some basic communication patterns. The “nativist theory” suggests that we are born with something in our genes that allows us to learn a language. This is the most well-known theory about language acquisition and also proposes that there is a theoretical language acquisition device (LAD) somewhere in our brains that is responsible for learning a language the same way the hypothalamus is responsible for maintaining the body temperature. Humans seem to have far more complicated communication patterns than any other species and this sets them apart from the rest. 
In negotiation, proper understanding or appreciation of the real issue that is the cause or basis for a discussion is very important and a crucial first step. If the root cause of negotiation is not properly understood, then it is likely that the entire process will crumble simply because the problem has not been identified and framed. In negotiation, proper understanding or appreciation of the real issue that is the cause or basis for a discussion is very important and a crucial first step. When the root cause of the problem is not clearly defined or known then it becomes difficult to resolve a matter or reach an agreement. People or parties are only able to embark on a discussion if they can understand each other or communicate in a manner acceptable and appealing to all. It, therefore, follows that effective communication is directly proportional to effective negotiation. If communication is straightforward then it becomes easier to discuss or negotiate. In fact, the better the communication is the better the negotiation is likely to be. Discussion is simply the exchange of one’s ideas, thoughts, and opinions and requires excellent communication skills. 
Communication is an art that one should master in order to excel in any kind of negotiation. Sharing of ideas or thoughts through discussion enables a person to establish the needs or aspirations of other people and this depends on how effective communication is between the two parties. A person should be in a position to sensibly convert his thoughts into a speech by carefully selecting the right and relevant words. One should be careful about the selection of words in a speech because haphazard thoughts and abstract ideas only lead to confusion. It is important to be crisp and precise in your speech so that your thoughts and ideas are expressed clearly for others to understand well and know what your thoughts are during a discussion or negotiation process. Lack of good communication skills would limit your chances to gain what you really want from the other party.
When engaged in a negotiation, be tactful and clear in the way you express your expectations in order to convince the other party. During a discussion, your style, accent, and even pronunciations matter and are important. It is equally important to be polite even in situations where you do not agree with the other party. In a business deal, it is important to use corporate terminologies, professional jargon and avoid irrelevant statements in a speech. The pitch and tone also matter in a negotiation. There is no need to be harsh or rude but to speak slowly and convincingly in an audible tone. The aim is to ensure that the other person understands your speech. Whilst you can communicate through speech, nonverbal communication also plays an important role in an effective negotiation even just in a discussion. In fact, our facial expressions, hand movements, posture all matter and must never be ignored. Nervousness should also be controlled or avoided because it may send a wrong message and undermine your negotiations or discussion with the other party. The other party may take advantage of your nervousness and the deal would never be in your favour.    
Negotiation requires you to be very clear about your expectations and interest in order to convince the other party and come to something acceptable to both. Effective communication requires you to have an organized thought process and avoid conveying wrong messages and end up confusing the issues at hand. There are six rules that would help one to communicate effectively during a negotiation. These include organizing ones thoughts before and during a negotiation. This is crucial and requires one to take notes of the main issues and plan the responses and what to say. Planning is key and the most effective way of ensuring that proper responses are made to the raised issues. Remaining silent whenever necessary also gives you time to reorganize yourself before making a response and this ensures that whatever is said represents a true meaning of your thoughts. Keeping silent also gives you an opportunity to digest what your counterpart proposes and think through the issues before reacting. Taking time to think through something gives you a chance to process an idea to a logical conclusion and evaluate the situation.
It is said that actions speak louder than words and most communication during a negotiation is nonverbal implying that messages are conveyed to the other party through looks, actions, and the way things are presented instead of the actual words said.  Everything done at a negotiation table sends a message and is part of communication so make sure you avoid sending a wrong message by doing something that conflicts with your position. Being brief to the point when making your case is equally important so say what you mean in a concise manner. Always present your main points in a concise and compelling way in order to ensure that your message reaches the other party exactly the way you would prefer. Messages could also be presented in such a way that the other party believes that there are some benefits for them in what you are saying. Translate your message into benefits for the other party even when the underlying purpose is to have leverage in your favour. 
There is a need to listen carefully during a negotiation in order to fully appreciate the position of the other party. Be open-minded and receptive to the other party’s message and concerns right from the beginning of the discussion. When responding ensure that your answers stimulate conversation and that there is clarity in the way and manner the messages are presented or said. All important points have to be noted as responses are being formulated to make sure that all concerns and demands are addressed at all times. Listening guarantees effective negotiation skills because it affords you an opportunity to gather more information about the subject matter and respond favorably as the situation demands. Communication is certainly key to effective negotiation and requires everyone involved to exchange messages in a clear way to warrant satisfactory outcomes whenever involved in negotiation under different circumstances. 
Lesson 4: Cerebral DOMINANCE and conflict
Q. Discuss in detail Cerebral Dominance and Conflict
 Ans.
Categorizing individual attitudes and behavior patterns of people in order to explain the differences between them has been going on for a long time.  Understanding personality is key to unlocking elusive human qualities. This is more the reason that personality style is focused on yourself and how you relate and understand others. In fact, motivating others, managing others, communicating, and relating with others tend to be a lot more effective when you understand yourself and the other people involved.  The knowledge about personality theories helps to develop self-awareness and others to equally achieve self-awareness and development. Through understanding personality types, you appreciate that whilst people are different everyone has value, special strengths, and qualities and therefore should be treated with care and respect.
The four more prominent personality types according to a proto-psychological theory, Four Temperaments, are Sanguine (pleasure-seeking, sociable), choleric (ambitious and leadership-like), melancholic (analytical and quiet), and phlegmatic (relaxed and peaceful). The sanguine temperament tends to be playful, lively, sociable, carefree, talkative, and pleasure-seeking and may also be warm-hearted and optimistic. The choleric temperament tends to be egocentric and extroverted and may also be excited, impulsive, and restless and these also tend to be task-oriented people. The melancholic temperament may appear serious, introverted, cautious, or even suspicious and are susceptible to depression and moodiness. The phlegmatic temperament tends to have a rich inner life, seek a quiet, peaceful atmosphere, and be content with themselves. They could be steadfast, consistent in their habits, and steady and faithful in friendship. 
People behave the way they do because of motivation which is a combination of desire, values, and beliefs. These three motivating factors are the reason people are likely to perform an activity and achieve a goal. In cases where motivation is deep-rooted and from an inner source and if this is combined with a realistic goal and correct circumstances then possibilities of a positive outcome are greatly enhanced. If you want to stay motivated, you have to identify the three motivating factors including your strengths and weaknesses, and use the information to establish goals. One also has to understand the role of circumstances and realize that success is a combination or merger of all three factors. In order to establish what motivates you, first understand identify and understand what is important to you under your circumstances. In fact, people’s goals and desires grow from their values and beliefs. It is important to judge the quality and depth of your motivation because it is directly related to your commitment and will help to determine the right course of action to be taken.
It is important to note that negotiation styles vary with the person, their beliefs, and skills including the general context in which they occur. There are many negotiation styles that can be applied in different situations but being able to choose the most appropriate style and knowing which negotiating style to apply mainly depends on the person and other important elements of your negotiation context. The different negotiation styles or approaches include Competing (or Aggressive), Collaborating (or Cooperative), Avoiding, Compromise, and Accommodating (Conceding). There are some belief-based negotiation styles that are influenced by how selfish or generous people are and these range from collaborative to competitive.  Although negotiation styles can generally be classified as competitive or collaborative, these could further be grouped on the basis of how a person thinks first about oneself and the other person. If a person cares less about the other person or the relationship, then it is natural and reasonable to prioritize ones needs above those of others. However, if one thinks considerably more about the other person and their needs then you tend to prioritize them and your relationship. Consideration for others will depend on your values that usually depend on your beliefs about people. In a balanced negotiation, however, shared values are commonly used to protect the relationship and ensure fair play. 
In a collaborative negotiation which can also be referred to as constructive negotiation, the relationship is treated as an important and valuable element. This type of negotiation leads to a win-win situation because each party wants fair play and both parties can leave the negotiation table feeling that they have gained something of value. The collaborative negotiation could also be viewed as a joint problem-solving approach where individual wants are converted into a single problem that has to be solved by both parties working together. It has to be noted that the collaborative approach to negotiation seeks to gain the best possible solution to a problem. There is a need for transparency and trust in a collaborative approach. If one party becomes competitive in a collaborative negotiation, the other party should show that there is a fallback alternative to a negotiated agreement that is ready for application. 
Unlike where both parties are ready to collaborate and work towards a common goal, in competitive negotiation the approach is to treat the process as a competition that is to be won. The basic assumption is that there is a fixed amount to be gained which both parties desire and if one party gains the other party loses. In a competitive negotiation the substance of what is being traded is the only real concern and not otherwise and hence the dealings are hard and harsh and relationship between the parties is unimportant. This approach of negotiation is typically applicable in one-off sales where ‘caveat emptor’ is a key rule. Competitive strategies that seek substantial gains focus on hard exchange and may descend into deceptive double-dealing. In order to curtail double-dealing however, the parties agree to the rules and potential punishment for the culprit. Alternatively, the parties resort to double dealing without any rules whatsoever apart from being bound by internal values.
Balanced negotiation tend to tread between competitive and collaborative elements and both parties tussle in between the need to achieve their more immediate substantive goals whilst at the same time also keeping within social norms and personal values. However, social norms can vary greatly and hence it is important to first understand the other person’s natural negotiation style and the degree of movement into the so called gray areas that they will expect or accept. Once this is achieved, then you can adapt your negotiation style to find an optimally effective solution otherwise the whole process will fail. 
Lesson 5: Skills advanced listening
Q. Explain all various areas that have been discussed in trust and creating a climate of confidence.
Ans.
Creation of a climate of confidence be it in a negotiation or discussion that is targeted at reaching an agreement or in an effort to resolve a problem requires an environment where people or parties can trust each other. A climate of confidence requires mutual trust, where parties share a belief that they can depend on each other to achieve a common purpose. In a relationship, trust is built through integrity and consistency and experts have often said that trust is the key to having and maintaining any successful relationship. A relationship can be seen as a vehicle that people use to connect and share their lives with each other.  In fact, it is said that building a relationship requires the building of trust. Building trust requires that the parties are willing to share, without any form of fear, their vulnerabilities based on the expectation that the other party will perform an action that is important or beneficial to them. 
Building trust with other people requires transparency and openness where we reveal our flaws, weaknesses and insecurities to them as well as share our desires and expectations without fear of how they will react. Being vulnerable demands honesty and if we are trustworthy the need to be forthright extends itself to all levels of our communications and interactions. People will find it easier to trust and relate with you if you are a good listener because a conversation is a relationship. Building a sustaining relationship of mutual trust, harmony and understanding requires rapport. Rapport starts with acceptance of the other person’s opinion, their state and their style of communication and to connect mentally and emotionally. Rapport helps to build a climate of trust and respect without necessarily agreeing to anything but merely understanding the other person. Understanding where the other person is coming from means appreciating the cultural differences that exist between the two of you and this plays a key role in the creation of trust.
In a working place, trust has an important link with the organizational success. Trust-based working relationships are an important source of sustainable competitive advantage for the organization because trust is valuable, rare, imperfectly imitable, and often non substitutable. Trust, in fact elevates levels of commitment in the employees and sustains effort and performance without the need for management controls and close monitoring.  In such a scenario, the level of trust the employees have in a leader is subject to their perception of the leader’s ability, benevolence and integrity. Studies have shown that trust is a source of competitive advantage and can significantly be related to sales, profit, and turnover for a business. Simply put, it can be said that where the employees have trust in leadership or management, there is a likelihood of creating a competitive advantage for the firm over its rivals.    
Good listening is an essential part of being a successful Solution Focus helper and it can also enhance your social relationships in different ways. The three principal hindrances to helping others include the helper’s tendency to be judgmental, beginning the process of helping with preconceived notions, and assuming that they know what is best for the recipient of the help. Solution Focus discards these impediments and begins from a position of not knowing. Under the ‘Not Knowing’ term that was first coined by Anderson and Goolishian, the helper adopts a stance of curiosity yet desiring to be informed by the one to be helped. The helper therefore relies on the perception and explanation of the one to be helped instead of the usual tendencies where helpers assume they know what is best for the one to be helped. As a Solution Focus helper, you must be a good listener and very aware of the feedback you are receiving from the people around you.  Being a good listener is actually an important skill in many other settings and can actually enhanced one’s social relationships.
Dynamic listening is a useful Solution Focus skill and it means listening actively and not just hearing the words being spoken. It involves sensitivity and the ability to perceive and listen to others as persons who are unique, have needs and emotions as well as strengths and skills. Listening actively is important to any communication and paramount to Solution Focus interventions particularly when trying to resolve a conflict or during negotiations. Good listening skills tend to vary from one communication scenario to another just like some people to whom you are listening may need more feedback than others. Listening skills can always be improved upon because perfection in listening, just like in other communication skills, does not exist. Dynamic listening skills are crucial particularly if you are interested in learning and understanding including helping others. In order to be effective in our Solution Focus communication, we need to be active listeners and master the skills of dynamic listening.   
Solution Focus skills can be applied to successfully resolve conflicts. Conflicts occur when people be it at individual or community level differ in opinion, have different values and goals, or receive inaccurate information. Conflict is sometimes good and can lead to a better understanding of and response to issues even to creative problem solving and initiation of innovative ideas. This notwithstanding, conflict if not addressed or suppressed, can lead to distrust and greater discord within the people involved. In order for people to be productive and successful, they must be able to identify and resolve conflict. Resolving or management of conflict is a skill that has to be learned just like many other leadership skills. In the overall, the goal of conflict management is to find common ground (mutual goals and interests that all parties share) within the issue and use that as the foundation for resolution. 
There are three factors that effective conflict management follows that include recognizing that conflict exists, setting up criteria for effective management, and choosing a strategy that matches the situation at hand. There are also three essential components that successful conflict management assumes. These include the fact that conflicts are a normal part of life and what matters is how these conflicts are managed whenever they arise. And also the fact that not all conflicts can be resolved although most can be successfully managed. And lastly, that conflicts involve two or more people and hence you are part of the equation. It is critical to address a conflict immediately it arises because a conflict will not go away or fix itself. It also becomes extremely difficult to address a conflict once emotions and history are attached to it.
Whilst identifying the true source of conflict is sometimes difficult, under good conflict management, compatibility of the goals, key arguments on the issue including consequences are all established. Once the true source of the conflict is identified, it must be managed. If a conflict is well-managed, the involved parties will maintain their social capital with each other. When a conflict is well-managed, involved people do not lose their sense of self-worth, conflict is focused on the issue, and the interests of the partners in the conflict are identified, acknowledged, and taken into account. When managing a conflict, consider the fact that conflicts are between two people who are linked in some way and that conflicts occur when there are incompatible goals. In choosing a conflict management strategy, consider the relationship between the parties and the issue of contention. 
There are a number of strategies that are applied to manage or resolve different forms of conflicts. These include avoidance where you stay away, accommodation where one party gives in, competition where one party gains, and compromise where the involved parties give up some of their value but not all of it. Few conflicts can be managed by only one strategy hence a variety of options may be considered depending on the situation. 
     
Lesson 6: Emotional Intelligence Skills in Negotiating.
Q. Explain Emotional Intelligence Skills in Negotiating.
Ans.
An experienced and effective negotiator or mediator must take into consideration not only the economic, political or other physical aspects of the process, but also the emotional tenor of themselves and that of the others. During a negotiation, the emotional and rational aspects should be seen to be complimentary and not necessarily opposing forces. They actually interact to form a dynamic process with optimal outcomes. In many situations, emotions play an important role when trying to find a settlement during negotiations. Most negotiations are mixed motive in structure and require a competitive and collaborative approach. That implies that negotiators have to both compete to claim value and also cooperate to create value. Some previous studies have shown that positive mood leads to greater value creation whilst anger that is associated with negative emotions, is linked to value claiming. Negotiators may be more willing to think creatively when the situation is seen to be low risk.
Anger, during negotiations, can have varying outcomes depending on whether the anger is focused on personality or on the issue. When anger is focused on personality, the results are not as good as when the opposite is the case. Studies have shown that whilst anger typically result in poor information processing, uncertainty about the source of one’s anger could motivate the negotiator to engage in effective information processing. It is clear that focused anger stands in the way of value creation. In other words, emotion that triggers or is associated with uncertainty can inspire a negotiator to do the cognitive work necessary to create value. In a study, conducted by Nicholas Anderson of Stanford University and Margaret A. Neale, angry but uncertain negotiators created more value than emotionally or slightly positively inclined ones, who in turn did better than angry but certain negotiators. 
It is better to have a face-to-face negotiation because it affords a negotiator an opportunity to be aware of the other negotiator’s emotions and through emotions the parties can communicate the other important information about themselves including their positions on the issue and how they would want to be treated. There is no chance for one to show sincerity if the negotiation are not face-to-face but rather distant. Engaging in a discussion in person gives the other party a chance to feel your confidence and reassuring body language that can help in building trust and finding an amiable resolution to the situation at hand. Physical engagement can also help you to gauge the emotional climate and prepare accordingly for the proceedings. Being able to see the other person during the negotiation allows you to read the nonverbal communication such as facial expression and gestures that would give you helpful hints about their reaction to your information. The parties are also able to share information openly that can help in persuading the other party to bargain. In the near future, this luxury of meeting in person will become very scarce because of advanced technological communication. There will be no opportunity to expose the other party to your courtesy and good nature that would give the other party a feeling that you value them or the deal. 
There are easy or straightforward negotiations and difficult negotiations. In difficult negotiations, there are four useful relationship strategies that are applied. A resilient relationship with the other party, apart from a precisely formulated goal, sophisticated strategy and tactic, is equally key and a hallmark of a successful negotiation outcome. In a difficult negotiation, a relationship with the other party is tested and exposed to greater risk and can easily disappear. When a relationship has waned, information is no longer exchanged and may lead to a stalemate and even failure. In difficult negotiations, clients expect that the relationship with the opposing party will not be put at risk but rather be strengthened. 
The four most important strategies that can be applied within the framework of a difficult negotiation include building a relationship or contact using targeted actions within a certain timeframe. This will enable you to get all the relevant information from your negotiation partner and reduce his or her influence over the outcome of the negotiation. The second strategy is to ensure that you have a long-term and stable relationship with your negotiation partner in order to make it possible to have a one-on-one conversation even during a deadlock. This is a resilient relationship and there is a great amount of trust between the parties. The third strategy is to keep the regular contact and use it to gain additional information that may be vital during the negotiations. The fourth strategy is to treat the peoples around the negotiation table selectively as some of them may not really add value to the ultimate outcome. 
When you encounter criticism during a discussion, stay calm and take your time before reacting and give the criticism a little thought. Give yourself time to cool off in order to absorb and convert some heat to positive energy. The cooling off time allows logic to step in, past the emotions which sometimes may be negative and cause more harm than good. When you feel calmer and comfortable then respond more specifically and positively. If you can rise above the petty insults and attacks, others will admire and think better of you for taking the criticism well. This will also make you feel better about yourself. In fact, the ability to turn a negative into positive is one of the secrets to success in anything you do. If criticism is based on honest feedback, this may be an opportunity for you to improve. Even if the criticism may be harsh, find a clever way of expressing gratitude, say by thanking the criticizer and remaining positive. 
It is also important to establish the source of the criticism as this may give you an idea or clue of the motive. If it turns out that it is a stranger, then simply walk away but if it is someone you had criticized before then try remedying the situation. If you happen to value the opinion of the other, then make a measured response. Always remove yourself from the criticism and look only at the actions criticized. Seeing the positive in the criticism and trying to improve will make you stay above the attacks and be the better person. By staying positive, you have accepted the criticism with grace and appreciation. You can also take advantage of the criticism to further clarify the situation if need be. You should endeavor to learn from criticism and try to improve. You can also use your sense of humor to deflect and deflate criticism in order to even the score. 
When criticized, detach yourself emotionally from it and assume that the criticism is directed at your actions instead. It is wrong to react impulsively to criticism without thinking through your response because you are likely to miss the mark. If criticism persists, try using nonviolent communication by simply ignoring it and moving on as if all is well. This may discourage the criticizer and normalize the situation. Learn to persevere and never to give up when faced with trouble. 
Lesson 7: Strategies and Tactics of the Negotiation Process
Q. Explain strategies and tactics of negotiation process. 
 Ans.
There are many negotiation strategies and tactics that either promote mutual gains approach or those that are antagonistic. However, the best negotiation strategies and tactics come from understanding the negotiation process and knowing how other people use it successfully. This simply means that the negotiator should be in a position to avoid falling into traps and know when tricks are applied during the process of negotiating. A negotiator should adequately prepare before embarking on discussions. The preparations include ensuring that all items of interest are identified and the needs are equally known. This could also include establishing what the competing party may want to be covered or considered during the negotiation. Gathering facts about the issue or problem that will back up certain points is an integral part of the preparation for a negotiation. It is also very important for a negotiator to understand in advance the negotiation strategies the other party may use. This will enable the negotiator to prepare appropriately and identify an effective way of countering the opposition. 
As a negotiator, there will be some aspects that you can compromise on and those that you cannot afford to change.  Identification of a problem and finding facts or arguments to back up the approach to resolving the problem is just as important as knowing or understanding the want of the other party. Some negotiators use tricks to achieve their want, this will include convincing the other party to either give up or reduce the value of their want. Negotiation is meant to be a process of resolving a problem through dialogue that is centered on the issue at hand. The ultimate target of a negotiation is to reach an agreement that will make both parties happy. An experienced negotiator will endeavor to find out more about the opposition including different viewpoints and why others are countering them way before the conversation starts. Learning more about the other party and trying to find a way to gratify them without giving up what you desire is a good strategy that works in different situations.
If a discussion becomes difficult to conclude because the other party is uncooperative, it is advisable to be patient and calm but suggest suspension of the conversation and coming back to continue at a later time depending on the other party’s willingness. It is also a good strategy to offer a counter-proposal in the event that the other party’s offer is not acceptable because it reduces your gains. This could be viewed as a clever way of rejecting his offer because it is unfair and does not meet your expectation. In this case, your counteroffer should be less in value than what was being offered. There is a likelihood that your offer will be countered by a better offer worth considering. It should be noted that a negotiation is not an argument but rather a debate to find a common solution that is acceptable to both parties. The acceptable solution will be the one that satisfies the needs of both parties. It is therefore important to know the needs of both parties before a solution is coined. This approach implies that possible solutions are devised way before a discussion is held but offered to the other party during the negotiations. Because the offered solutions are based on facts, there is a good chance that there will be acceptable to the other party. 
When preparing for a negotiation, careful and thoughtful understanding and planning will likely lead to small but important changes in power relations. All the time, the focus should be on achieving the balance in power between the parties and drawing each other into mutual understanding and not the amount of power or influence that each party has over the other. Trying to outdo each other is destructive and can lead to downward spirals both in the relationship and general conflict. Balancing power relationships in a negotiation is important because it ensures that each party comes out with their values and self-respect still intact. From the onset, it is important to be clear about what you want and what the other party wants. Always engage in dialogue as the conversation is key in any sort of power balancing situation and equally, focus on the matter, the desired outcome, and not on personal traits of the other party. Regardless of the power balance, it is important to bear in mind that both of you might have a valid perspective of a conflict. 
Defining a conflict as a mutual matter right from the onset is important so that there is no attempt to seek one party giving in totally. Despite being in a stronger position or holding the higher power position, it is advisable to refrain from destructive patterns either of speech or action. It is important to be self-conscious and aware of your own behavior and regulate yourself to the possible extent. There is also a need to pace because the two parties involved in a discussion may not be moving at the same speed, the other party may need more time to think through the matter whilst the other party may want the problem solved immediately. This imbalance is not conducive for fairness hence the need to pace the discussion. Remember that no power position is a permanent condition therefore stay actively engaged and never accept or give in to defeatist attitudes. It is important to stay connected to your values and the outcome that you perceive as worthy throughout times of intensity or difficulty in your dialogue with the other party. In some instances, to reach a conclusion that is balanced, it is necessary to seek third-party intervention. This could be achieved through mediators or counselors.
Preparation for negotiation is important and should not be underestimated because inadequate preparation could be costly. Preparing for a negotiation includes taking time to research your opponent’s position as well as understanding your limit and estimating theirs. Asking open-ended questions before embarking on the negotiation will also be helpful and add value to your preparation. Identification of your BATNA is crucial and this will give you an idea of how far you will concede and how much you are willing to allow your counterpart to walk away with at the very most.  Understanding the background of the conflict will empower you with vital knowledge that you can rely on during a negotiation. It becomes easy to think quickly and reason if you have factual information to support your statements. It is also important to try to identify in advance any issue that may surface from the opposition so that you can prepare yourself to address them otherwise you risk being caught off-guard. It is also advisable to establish what the common ground is between both parties way before the negotiations. Shaping and framing a negotiation to a mutual resolution is dependent on the critical aspects of the establishment of common ground and focusing on your shared interests.

Lesson 8: Keys to effective decision-making.
Q. Explain Keys to effective decision-making
Ans.
Effective decision-making can mean the difference between success and failure and involves going through a series of stages before advancing to implementation. Whilst decisiveness may be looked at as a personal trait, effective decision-making is a skill that can be learned and improved just like any other. Typically, effective leaders go through six steps during the decision-making process. The deeper you get into the process, the faster you move and the easier it is to skip a step. It should be noted that making an effective decision can have lasting effects and therefore need to be thoroughly thought out with all stages considered. In order to be effective in decision making and provide sound solutions, there is a need to ensure that all the six stages are given adequate time, particularly if the decision to be made involves a delicate and complicated situation. 
The first step in the effective decision-making process is to classify the problem as to whether it is a one-time event or a generic repeatable one. Once this is done then the decision to be made has to be defined in relation to the problem at hand. It must be made clear that you are addressing the problem and not the cause or effect of the problem. This stage is followed by the identification of the boundaries because it is important to control what you are spending energy on as you resolve the problem. The resources should be used prudently at every stage of the process. In the same vein, it is advisable to do what is right and not necessarily what is popular although in some cases it may turn out to be the same thing. If a structured decision-making process is followed, it becomes quite evident what the right thing is. In fact, if it is the right thing, everyone who closely follows the process should arrive at the same conclusion and agree with you. Generally, people tend to gravitate towards popular decisions and not the right ones because they are the easiest to understand. In order to ensure that the right conclusion is made, it is important to take time to go through the entire process and guarantee that no step is skipped. 
There is a need to amply understand what it will take for the decision to be actioned.  Sometimes a decision is wrongly thought to be flawed whilst in actual sense it is lack of capability and commitment that are impediments. If you do not have a real appreciation of the capacity and capability of the people tasked with getting the job done, it may be necessary to revalidate the information used to arrive at a particular decision. The decision should be revisited and all the assumptions made tested and validated. Testing and validating should be part of the regular decision-making process although, in some cases, this may be omitted because of haste. It is equally important to know the obstacles to the process and to ascertain that no step is skipped throughout the decision-making process. If all the steps are not followed and the gathered information is not validated, there is a danger that the decision chosen for implementation may be useless. 
Defining the problem is the most significant step in any decision-making process. Describing why a decision is called for and identifying the most desired outcome of the decision-making process is necessary for the evaluation of quality alternatives that are meant to resolve a problem. Couching the problem in terms of what one wanted or expected and the actual situation is one way of deciding whether a problem exists. When couching is applied, the problem is defined as the difference between expected and/or desired outcomes and actual outcomes. This approach affords one to clearly state the problem and is a critical consideration because how one defines a problem determines how one defines causes and where one searches for solutions. It is therefore important to define the problem carefully and accurately because this will help you determine where to look for solutions. 
When looking for a solution to a problem, do not limit yourself to obvious alternatives or what has worked in the past but rather be open to new and better alternatives. It is advisable for the decision-maker to consider at the barest minimum three alternatives although it is preferable to consider more than five. When only two alternatives are considered, there is a danger that the decision-maker will have a limited choice of two opposing alternatives. When alternatives are identified then each one of them is evaluated in terms of positive and negative impacts. It is highly unlikely that only a single alternative would completely resolve the problem and is better in all aspects than others. Usually, there will be little differences in the value of respective alternatives but the final position will be established by the decision-maker. During the evaluation of the various alternatives, it is important to be careful and differentiate between what is known for a fact and what is simply assumed or believed to be the case. The distinction between fact-based evaluation and non-fact-based evaluation helps the decision-maker in developing a confidence score for each alternative.  Largely, the more the evaluation is fact-based, the higher the confidence that the expected outcome will occur. 
After selecting the best alternative, the decision-maker will either proceed to decide on the solution or make a proposal to the team in the event that other people are involved. The proposal will be complete with a clear definition of the problem, a clear list of the alternatives that were considered, and a clear rationale for the proposed solution. When a solution is determined, then the process is followed by implementing the decision. Implementing the decision is the first real, tangible step in changing the situation. It is important to note that a decision only counts when it is implemented. Once implemented, the next step is to establish whether or not the problem was fixed and what else has arisen from this decision.
Lesson 9: Proper Management of Objection
Q.	Explain proper management of objections.  
Ans.
It can be difficult and uncomfortable to deal with objections during negotiations. In some instances, objections that arise during a negotiation can change the dynamics of the entire process. Instead of considering objections as a bad thing, think about it as a positive step forward. Objections during negotiation often imply that your prospect is still interested in your offer and hence it should be considered as a critical step toward reaching your goal. In fact, it is important to remember that this is a negotiation and the prospect will eventually commit therefore it is better to remain calm and consider how you can overcome objections in order to close the deal. As negotiations progress, a negative response can be discouraging, but it may simply signify progress. There are a number of negotiation strategies for overcoming objections and experienced salespersons apply them tactfully in order to achieve their goals. 
In order to prevent people from punching holes in your presentation, it is advisable to adapt the presentation to accommodate answers to the objections. You can also repeat possible objections a few times and the solution to solving the problem that would attract the objection and this would be reaffirming value. Do not be quick to respond to objections but rather resist the urge and listen to the people and give them time to talk and think through their own comments. There is a likelihood that the same people will answer their own questions. When people make an objection, they are actually sharing their own opinion and hence welcome them by saying thank you. It is also advisable to empathize with people, but in a careful way because most people can tell when someone is not sincere. Being sincere during a negotiation is important because people will appreciate a caring individual who tries to understand and relate to them. 
During a negotiation, you can use persuasion to attain a win-win outcome where everyone’s needs are met. You first need to know the rules for you to be in a better position to use persuasion during negotiations. Preparing and planning are key in negotiations. When you prepare and plan you will be more fluid in your thoughts and speech and this will help when explaining to others why one alternative is better than the other. In fact, success is often determined by paying attention to the smallest details, and gathering this data requires time. When you prepare, you are able to explain your presentation convincingly, you will have control over the listener and generally the whole process and actually know when to stop pushing. When you want to be a strong persuader, learn to listen and watch and talk less. It is equally important to pay attention to people’s body language because nonverbal communication can also give valuable hints about the person.
There is also a need to create a sense of reciprocity by treating others well so that in turn they also treat you or even other people well. People normally feel obligated to do something pleasant to those that have done the same to them. It is important though to act with genuine sincerity which will build a relationship of mutual trust and respect between the parties. Decision-making is not easy and requires a thorough understanding of the situation or problem and is somehow connected to one’s emotions. As put by Mike Dillard, every single action and decision in your life is based on attaining pleasure or avoiding pain; and the desire to avoid pain is far greater than the desire to attain pleasure. The fear of pain is the reason why most people never take action because they are not able to decide emotionally.
Persuasiveness will only be effective if it is applied with integrity and honesty and not lies. When you are sincere and tell people the truth they will believe you and cooperate with you be it in a negotiation or any other discussion. When you influence the decision of others or customers by negotiating with misinterpretations of facts then you risk failure of attaining your goal once people discover that you are a liar. Negotiation should otherwise be based on the principle of influencing the decision of others or simply convincing others so that there will be a change of decision after knowing the reality or truth. During negotiations, some negotiators apply unethical strategies to win. Negotiations should be based on the principles of ethics which are truth and honesty. The outcome of any negotiation should be carried out to arrive at a positive conclusion and transparency should always be maintained during the entire process. The culture and even religion of each negotiating party should also be considered during negotiations in order to avoid hurting each other verbally or otherwise. 
It is encouraged that negotiation parties treat each other equally in order to end up with a positive outcome. The parties should exercise good ethical practices that include honesty, transparency, and respect for each other in order to have a fruitful negotiation.
Lesson 10: Culture of the capacity to influence or PERSUADE large public. 
 
Q.  Explain the culture of the capacity to influence or persuade a large public.
Ans.
There are a variety of methods or procedures that can be used by groups to make decisions and each one of them designed to improve decision-making process in some way. The process used to arrive at decisions may be unstructured or structured. The more common methods include brainstorming, dialectical inquiry, nominal group technique, and the delphi technique. Group decision making is a type of participatory process in which multiple individuals acting together, analyze problems or situations, consider and evaluate alternative courses of action, and select from among the alternatives a solution or solutions. A group can comprise anywhere from two to seven individuals who can be demographically similar or diverse. The group is charged with a specific goal and can be informal or formally designated. All the various attributes of the group that include nature and composition, size, demographic makeup, structure, and purpose have an impact on how the group functions to some extent. In addition, some external contingencies such as time pressure and conflicting goals may equally impact the development and effectiveness of decision-making.  
Group decision-making should be distinguished from concepts of teams, teamwork, and even the so called self-managed teams although the words teams and groups are used interchangeably. According to Katzenback and Smith, the difference between decision-making groups and teams include the fact that a group has a definite leader whilst a team has shared leadership roles, members of a group have individual accountability whereas a team has both individual and collective accountability, the group measures effectiveness indirectly whereas the team measures performance directly through their collective work product, and the fact that the group discusses, decides, and delegates whilst the team discusses, decides, and does real work. In fact, the basis for the distinction is simply that teams act more collectively and achieve greater synergy of effort than the group.  
Brainstorming is a relatively structured session that involves group members verbally suggesting ideas or alternative course of action. Once the group has thorough understanding of the problem, the group leader or facilitator solicits ideas from all members of the group. After all ideas have been presented, the group evaluates the alternatives. One known disadvantage is that some individuals are hesitant to propose ideas because of fear of being judged or ridiculed by others although nowadays things are changing with advanced technology. Dialectical inquiry on the other hand involves dividing the group into opposing sides who focus on ensuring full consideration of alternatives through debate of advantages and disadvantages of proposed solutions. Nominal group technique is a structured decision making process that requires each group member to privately compose a comprehensive list of ideas or alternatives in writing which are thereafter publicly presented. Each group member presents one item from their list until all items are covered. A discussion of the listed alternatives then ensues and culminates into some form of ranking or rating in order of preference. This technique can generate a greater number of alternatives that are of relatively high quality.  Delphi technique, developed at Rand Corporation, USA, is used when a group of decision-makers are in different physical locations. The decision-makers are selected because of the special knowledge about the problem at hand and each group member is independently asked to provide ideas in successive stages. After each stage of the process, other group members ask questions and alternatives are thereafter ranked. Once the process is exhausted, the group arrives at a consensus decision on the best course of action.  
The group decision-making process just like individual decision making process, do have some inherent strengths and weaknesses. One of the major advantages of group decision making process is the diverse strengths and expertise of its members. The diverse composition of the group members has the potential to tap unique qualities and hence able to generate a greater number of high quality alternatives compared to the individual process. This gives the group decision-making process a better chance of reaching a superior problem solution. Further, group decision-making may lead to greater collective understanding of the eventual course of action chosen. Due to the fact that many affected by the decision implementation are originators of the decision, there is a sense of ownership of the decision and hence greater acceptance of the course of action selected. There is also a good chance of greater commitment on the part of affected individuals to ensure that the course of action succeeds. 
Although the group decision-making process seems to be superior to the individual process as regards the quality of the problem solution, it has many potential disadvantages. Delays in arriving at a decision makes it difficult to utilize them in urgent situations where decision must be made very quickly. The other notable problem is what is termed as groupthink. Which, according to Irving Janis, in his book Victims of Groupthink, defined groupthink as the deteriorating of mental efficiency, reality testing, and moral judgement resulting from in-group-pressure.  This results into suppression of dissenting views of the majority opinions and hence alternative courses of action are not fully explored. In order to reduce the occurrence of groupthink, many of the formal decision-making processes are designed in such a way that group members offer and consider a large number of decision alternatives. Another weakness is if a powerful leader dominates the group then other members will not be effective. The tendency of the group to converge on more extreme solutions to a problem known as group polarization is yet another potential disadvantage. This may be a result of the fact that individual members do not feel as much responsibility and accountability for the actions of the group as they would as individuals. 
In order to provide process leadership and process expertise during discussions or meetings, a neutral third party, known as a facilitator is engaged to help multi-party work groups accomplish the content of their work. Facilitators make it easier for people to accomplish whatever goal their meeting may have including helping people to think in terms of interests and not position. It should be noted that facilitation is primarily used in pre-contract or at least pre-crystallized conflict. Facilitation could be called in before any conflict has crystallized to, in a way, help avoid the conflict and have people work collaboratively toward their common goal. In this case, facilitation would be applied as a preventive measure although in some situations it can still be applied in full-fledged conflicts. Facilitation is a transformative experience for both the facilitator and those being facilitated. Facilitation has one essential element that is its involvement with groups whether small or large and their processes whether public or private. It can range from a one-time board retreat to a public policy gathering such as government, civic, advocacy, business, and geographic or ethnic parties that meet over several months or even years to accomplish its task.  Facilitation calls for unique skills and tools in consensus building because it involves groups and not individuals. 
There is one extremely important aspect of facilitation that is keeping group memory that forms the basis for the meeting report. The record-keeping of the proceedings of the meeting should be in sync with the focus of the group process. It is the responsibility of the facilitator to facilitate group maintenance during the discussion. The facilitator has to ensure that there is harmony and order during the meeting.  
 
Conclusion
[bookmark: _GoBack]Conflict management and negotiation are interrelated and indispensable in nature as they influence each other in many ways. Where there is conflict management, the role of negotiation is vital in order for the conflict to be resolved. Conflict management is the process that is applied through the use of strategies and tact to correct the perceived differences in a positive manner and to the benefit and in the interest of the opposing parties. Negotiation on the other hand can also be described as a discussion between two individuals or groups that intend to reach a joint agreement about different needs or ideas. A win-win negotiated settlement is where the agreement reached cannot be improved further by any discussions. In other words, there is no more value left on the bargaining table and all creative options have been thoroughly explored and exploited. In a win-win negotiation, establishing a strong position at the beginning of the negotiation is a good starting point but if one becomes too entrenched this could lead to a conflict and the discussions may break down. 
Communication is a key aspect in negotiation and this is can either be verbal or nonverbal that is without the use of any language. Communication requires everyone involved to exchange messages by way of interacting through language. In negotiation, proper understanding or appreciation of the real issue that is the cause or basis for a discussion is very important and a crucial first step. If the root cause of negotiation is not properly understood, then it is likely that the entire process will crumble simply because the problem has not been identified and framed. Understanding personality is key to unlocking elusive human qualities. This is more the reason that personality style is focused on yourself and how you relate and understand others. Through understanding personality types, you appreciate that whilst people are different everyone has value, special strengths, and qualities and therefore should be treated with care and respect. It is important to note that negotiation styles vary with the person, their beliefs, and skills including the general context in which they occur. There are many negotiation styles that can be applied in different situations but being able to choose the most appropriate style and knowing which negotiating style to apply mainly depends on the person and other important elements of your negotiation context. 
Balanced negotiation tends to tread between competitive and collaborative elements and both parties tussle in between the need to achieve their more immediate substantive goals whilst at the same time also keeping within social norms and personal values. The creation of a climate of confidence be it in a negotiation or discussion that is targeted at reaching an agreement or in an effort to resolve a problem requires an environment where people or parties can trust each other. A climate of confidence requires mutual trust, where parties share a belief that they can depend on each other to achieve a common purpose. In a relationship, trust is built through integrity and consistency and experts have often said that trust is the key to having and maintaining any successful relationship. Good listening is an essential part of being a successful Solution Focus helper and it can also enhance your social relationships in different ways. Solution Focus skills can be applied to successfully resolve conflicts. It is a fact that only a few conflicts can be managed by only one strategy hence a variety of options may be considered depending on the situation.
An experienced and effective negotiator or mediator must take into consideration not only the economic, political, or other physical aspects of the process but also the emotional tenor of themselves and that of the others. It is better to have a face-to-face negotiation because it affords a negotiator an opportunity to be aware of the other negotiator’s emotions and through emotions, the parties can communicate the other important information about themselves including their positions on the issue and how they would want to be treated. When you encounter criticism during a discussion, stay calm and take your time before reacting and give the criticism a little thought. The cooling off time allows logic to step in, past the emotions which sometimes may be negative and cause more harm than good. When criticized, detach yourself emotionally from it and assume that the criticism is directed at your actions instead.
There are many negotiation strategies and tactics that either promote mutual gains approach or those that are antagonistic. However, the best negotiation strategies and tactics come from understanding the negotiation process and knowing how other people use it successfully. Negotiation is meant to be a process of resolving a problem through dialogue that is centered on the issue at hand. The ultimate target of a negotiation is to reach an agreement that will make both parties happy. When preparing for a negotiation, careful and thoughtful understanding and planning will likely lead to small but important changes in power relations. All the time, the focus should be on achieving the balance in power between the parties and drawing each other into mutual understanding and not the amount of power or influence that each party has over the other. Preparation for negotiation is important and should not be underestimated because inadequate preparation could be costly. 
Effective decision-making can mean the difference between success and failure and involves going through a series of stages before advancing to implementation. The deeper you get into the process, the faster you move and the easier it is to skip a step. It should be noted that making an effective decision can have lasting effects and therefore need to be thoroughly thought out with all stages considered. Defining the problem is the most significant step in any decision-making process. Describing why a decision is called for and identifying the most desired outcome of the decision-making process is necessary for the evaluation of quality alternatives that are meant to resolve a problem. Largely, the more the evaluation is fact-based, the higher the confidence that the expected outcome will occur. 
It can be difficult and uncomfortable to deal with objections during negotiations. Instead of considering objections as a bad thing, think about it as a positive step forward. Objections during negotiation often imply that your prospect is still interested in your offer and hence it should be considered as a critical step toward reaching your goal. As negotiations progress, a negative response can be discouraging, but it may simply signify progress. The parties should exercise good ethical practices that include honesty, transparency and respect for each other in order to have a fruitful negotiation. 
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