








accommodation strategy

avoidance strategy

collaboration strategy

compromise strategy

competition strategy



 



 





Stage 1: SIP Stage 2: DINE Stage 3: DANCE

Step 1 Step 2 Step 3 Step 4 Step 5 Step 6 Step 7 Step 8
Select a
neutral and
suitable
location for
negotiation
s.

Identify
policy
issues for
an agenda
in the
negotiation
; select
negotiators
and the
aspirations
for
individuals,
their
concerns,
and a
protocol
suited for
the types of
issues
covered.

Prepare
preliminary
statement and
limitation.
Determine
communicatio
n levels clearly.
Anticipate
areas for
mutual
understanding,
the nature of
persuasive
arguments,
value of
others’ time,
and appreciate
cultural values.

Determine
areas for
deliberation
, potential
solutions of
some issues,
and issue
with no
apparent
agreement.
Establish
bases of
trust,
recognize
risk taking
propensity,
internal
decision
making
systems and
techniques
for
persuasion.

Narrow
differences to
achieve
consensus;
emphasize
common
interests, and
systematically
search for
alternatives.
Understand
limitations of
all parties.
Use empathy
and conflict
management
techniques.

Direct
final
negotiatio
ns by
facilitating
a give
and take
bargaining
process.
Strive for a
win win
solution.

Confirm
contract
terms based
on the
respective
laws of
countries
involved in
the dispute
resolution,
expectations
for
agreements,
and written
documents.

Implement
the
agreement.
Negotiators
must be
adept at
continuous
observation
, analysis,
and
evaluation;
they must
solve
problems
by adapting
the
negotiation
strategy for
the
negotiation
to be
successful.










