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Negotiation Lewicki Saunders Barry is a widely recognized framework in the
field of negotiation, emphasizing the importance of effective communication,
strategy, and understanding interpersonal dynamics. The authors, David
Lewicki, Bruce Barry, and John Saunders, have significantly influenced how
negotiation is taught and practiced, offering insights that are applicable
across various contexts, from business transactions to conflict resolution.
Their work provides a comprehensive overview of the negotiation process,
highlighting key concepts, strategies, and tactics that can lead to
successful outcomes.

Understanding the Basics of Negotiation

Negotiation is a process where two or more parties seek to reach an agreement
on an issue. It is characterized by a variety of factors that can influence
the outcome, including the interests of the parties involved, their power
dynamics, and the context in which the negotiation takes place.

The Definition of Negotiation

Negotiation can be defined as:

1. A communication process between two or more parties.
2. A situation where parties have differing needs or desires.
3. An interaction aimed at reaching a mutually acceptable agreement.

Understanding this definition is fundamental as it sets the stage for
recognizing what makes a negotiation successful.

The Importance of Negotiation Skills

Negotiation skills are crucial in both personal and professional settings.
Key reasons why negotiation skills matter include:

- Conflict Resolution: Effective negotiation can help resolve disputes
amicably.
- Relationship Building: Negotiation fosters collaboration and strengthens
relationships.
- Value Creation: It allows parties to find win-win solutions that create
value for all involved.
- Career Advancement: Strong negotiators often achieve better salaries and
promotions.



Theoretical Framework of Lewicki, Saunders, and
Barry

The framework proposed by Lewicki, Saunders, and Barry emphasizes several
core principles that facilitate effective negotiation. These principles
provide a structured approach to understanding and engaging in negotiations.

Key Concepts in the Framework

1. Preparation: Successful negotiation begins long before the actual
discussions. This involves researching the other party, understanding their
needs, and outlining your objectives.
2. Interests vs. Positions: The authors stress the distinction between
interests (the underlying reasons for a position) and positions (the specific
demands made). Understanding this difference is crucial for finding common
ground.
3. Communication: Effective communication is vital. This includes not only
verbal communication but also non-verbal cues, active listening, and
understanding emotional dynamics.
4. Bargaining Strategies: Different strategies can be employed, including
integrative bargaining (collaborative) and distributive bargaining
(competitive). Knowing when to use each can lead to better outcomes.
5. Ethics in Negotiation: Lewicki, Saunders, and Barry emphasize the
importance of ethical considerations in negotiation, advocating for honesty
and integrity.

The Negotiation Process

The negotiation process can be broken down into several stages:

1. Preparation and Planning:
- Define objectives and goals.
- Gather relevant information.
- Analyze the other party’s needs and interests.

2. Opening:
- Establish rapport and set a positive tone.
- Present initial offers and positions.

3. Bargaining:
- Exchange proposals and counterproposals.
- Use various strategies to negotiate terms.

4. Closure:
- Reach an agreement or consensus.
- Ensure all parties understand and accept the terms.



5. Implementation:
- Follow through on the agreed terms.
- Maintain communication to foster ongoing relationships.

Strategies for Effective Negotiation

To navigate negotiations successfully, various strategies can be employed.
Lewicki, Saunders, and Barry highlight several effective tactics.

Integrative vs. Distributive Negotiation

- Integrative Negotiation:
- Focuses on mutual gain.
- Encourages collaboration and creativity.
- Ideal when parties have common interests.

- Distributive Negotiation:
- Competitive approach.
- Focuses on dividing a fixed resource.
- Often leads to a win-lose outcome.

Effective Communication Techniques

Effective communication is a cornerstone of successful negotiations. Key
techniques include:

- Active Listening: Show genuine interest in the other party’s viewpoints.
- Open-Ended Questions: Encourage dialogue and deeper understanding.
- Paraphrasing: Confirm understanding by restating what the other party has
said.

Building Relationships

Negotiation is often more successful when parties build a rapport. Strategies
to build relationships include:

- Establish Trust: Be honest and transparent.
- Find Common Ground: Identify shared interests or goals.
- Show Empathy: Acknowledge the other party's feelings and perspectives.



Common Pitfalls in Negotiation

Despite the best preparation, negotiators can encounter pitfalls that may
hinder successful outcomes. Understanding these pitfalls can help negotiators
avoid them.

Common Mistakes

1. Lack of Preparation: Going into a negotiation without adequate preparation
can lead to poor outcomes.
2. Being Overly Aggressive: A confrontational approach can damage
relationships and lead to impasses.
3. Ignoring Non-Verbal Cues: Body language can convey more than words;
neglecting this can lead to misunderstandings.
4. Failure to Adapt: Sticking rigidly to a plan without adapting to the flow
of negotiation can be detrimental.

Conclusion: The Value of Negotiation Lewicki
Saunders Barry

In conclusion, Negotiation Lewicki Saunders Barry provides a comprehensive
framework that is invaluable for anyone looking to enhance their negotiation
skills. The principles and strategies outlined by these authors are
applicable in various contexts, from corporate negotiations to personal
discussions. By understanding the negotiation process, employing effective
strategies, and being mindful of common pitfalls, individuals can improve
their ability to negotiate successfully. This framework not only fosters
better deals but also promotes positive relationships and ethical conduct,
making it a vital resource for negotiators at all levels.

Frequently Asked Questions

What are the key components of negotiation according
to Lewicki, Saunders, and Barry?
The key components of negotiation according to Lewicki, Saunders, and Barry
include preparation, relationship management, communication, conflict
resolution, and the ability to identify mutual interests.

How do Lewicki, Saunders, and Barry define the



concept of 'integrative negotiation'?
Lewicki, Saunders, and Barry define integrative negotiation as a
collaborative approach where both parties work together to find a win-win
solution, maximizing mutual gains rather than competing for limited
resources.

What are some common tactics used in negotiations
discussed by Lewicki, Saunders, and Barry?
Common tactics discussed include anchoring, framing, building rapport, using
silence effectively, and employing persuasive techniques to influence the
other party's decision-making.

How do Lewicki, Saunders, and Barry recommend
handling conflicts that arise during negotiation?
They recommend addressing conflicts through open communication, active
listening, seeking common ground, and focusing on interests rather than
positions to resolve misunderstandings and reach an agreement.

What role does culture play in negotiation according
to Lewicki, Saunders, and Barry?
According to Lewicki, Saunders, and Barry, culture plays a significant role
in negotiation as it influences communication styles, negotiation strategies,
and the interpretation of behaviors, making cultural awareness essential for
successful negotiations.
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