Negotiating

Grade Level: 10-11
Objectives:
1. To explore the concept of negotiating 

Materials: paper/index cards					Time: 30 minutes

Directions: 
Negotiating can be accomplished by two people talking things out to solve a problem, or by a more formal process involving people, groups, or even nations.  There are a few steps and concepts that make negotiating more successful.  This activity includes exercises to introduce the concepts, practice the skill, apply it to an interpersonal situation, and to a group situation.  

1. Read the following story:

Two sisters ran into their kitchen, where they found an orange.  It was the only orange in the house.  One sister said, “I want the orange!”  The other sister responded, “No, I want the orange!”  This continued until their mother entered the kitchen to end the dispute.  She sliced the orange in half and gave each sister half of the orange.  One sister peeled her orange half, threw away the peel, and began to eat the fruit.  The other sister peeled her orange half, threw away the fruit, and began to grate the peel to use for baking Orange Peel Muffins.  

2. Ask advisees:
· What happened in this story? 
· What kept each sister from getting all that she wanted? 

They will most likely note that each sister got half of what she wanted, and could have gotten it all if they’d talked about it more deeply.  Introduce the following concepts.
· A position is a person’s initial demand, their proposal to get what they want.  It often sounds like a solution.  A person can easily be focused on and quite stubborn about his or her position.  
· Interests are the underlying reasons for the positions, the deeper goals and concerns that the person needs to address.  A person usually has several interests. 

3. Ask advisees: 
· What was each sister’s position as she entered the kitchen? 
· What might have been their interests? 
· How could they have met their interests? 

4. For the last two questions, encourage creative thinking.  The sister who ate the fruit might have been hungry, thirsty, or in need of vitamin C, for example.  The sister who wanted the peel might have needed orange flavoring for her muffins or any baked good, or maybe she was just bored and wanted something to do.  If the sisters had talked about it, one could have had all the fruit, while the other had all the peel.  That would have been one solution.  However, any of those interests could have been met in multiple ways.  Stress that it is far easier to resolve differences when the people involved are not stuck on specific positions.




Practice with interests: 
Read each of the following scenes aloud, asking students to identify each party’s starting position (their demand) and then brainstorm the interests of each party.  Students will ah veto use their imaginations; there is no way to be sure what these interest are.  The starting place for negotiating, however, is simply assuming that the other person has interests.  Effective negotiators learn to listen for the interests of others and learn to recognize and speak to their own interests as well. 

· Steven walked in to Mr. Hollander’s class wearing his new favorite t-shirt with a big slogan on it.  Mr. Hollander ordered Steven to change his shirt immediately.  Steven refused.  
· A parent group insisted that the school eliminate two particular novels from the English curriculum.  The English teachers assigned the books the next week.  
· The school administration proposed that all students would have to submit to random drug testing to participate in after-school activities.  Several students protested at the school board meeting. 
· Angie invited Jen to go to the expensive mall to look for graduation dresses.  Jen wanted to go, but said no and called Angie a snob. 
· Greg and Theresa have to pick a water-related topic for their environmental science project.  Greg insists on studying the state’s most important river and how it’s been used and abused over time.  Theresa wants to focus on what the school could do to use less water.  
· Tanya’s family insists on a midnight curfew on Friday and Saturday nights.  Tanya is in the school play; the cast party doesn’t even start until 11pm.  


Journaling and pair/shares on recent conflicts: 
Have students write about a recent argument they had.  Ask them to address the following questions: 
· If a stranger overheard your argument, what would he or she have said the argument was about? 
· What was your position?  What were your interests? 
· What was the other person’s position?  What do you think his or her interests were? 
· As you think about the conflict now, can you name a few possible solutions that might have met some of your interests and some of their interests? 

In pairs, students can share stories and help each other explore the points of view and possible outcomes.  


Group negotiation: 
Split advisees into groups of four or five.  Allow them to pick either of the two scenarios provided, and go through the steps that follow. 

Scenario A: The Vacation Negotiation
Your group has received a two-week all-expenses-paid vacation to any place in the world.  Your whole group must stay at the location you choose for the entire two weeks, although you may take day trips by yourself or in pairs.  Where will it be and why? 

Scenario B: Community Donation Negotiation
Your school has raised $5,000 to be used to better your local community.  You need to decide what community project or organization will receive the donation.  The donation must benefit teens who are experiencing some difficulty growing up.  Who will get your donation and why? 






Step 1: Silently and individually, on paper or an index card, write your choice and three reasons for that choice for Scenario A and then Scenario B.  

Step 2: Read aloud just your choices (the destination or donation use), with one person recording all the choices.  Do not read aloud your reasons yet. 

Step 3: Was there agreement?  How far apart were the choices? 

Step 4: Read aloud your reasons. 

Step 5: Discuss possible solutions that might serve the most important reasons from each person in the group.  The solutions might have been someone’s original choice, or might be a completely new idea.  


When debriefing the group negotiations, discuss the following points and questions: 
· How did you feel at the end of Step 2, when you heard the varied choices?  Were you confident your group would find a mutual solution? 
· At the end of Step 5, were you successful?  How did you feel?
· What helped you succeed? 
· What are the advantages of negotiating based on interests rather than on positions? 
· What makes it hard for people to discuss interests? 
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