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Why Negotiate? 

THE OBVIOUS… 

Your environment is Joint, Interagency, Coalition, Contractor, Non-
Governmental Organizations, Media and direct interaction with 
other governments / people 

 

WHAT DOES IT MEAN? 

#1 -- Span of Responsibility is > Span of Control 

 --    You are charged with mission success involving people you have 
no direct authority over – and so is your boss 

 -- Collaborative efforts are the norm 

#2 --  The span of knowledge needed for an effective decision > span of 
your situational knowledge – and your boss is in the same boat 

#3 --  AND 2 people looking at the same data may / will come up with 
different perspectives and conclusions 

 

TRANSLATED: need decisive action in a Collaborative, Interdependent, 
Complex and Multi-perspective world 

• Not an impossible task, but few can do it intuitively 

http://images.google.com/imgres?imgurl=http://pro.corbis.com/images/42-17547562.jpg?size=572&uid={459D5056-EC1F-4147-8B7F-57C4F66E8331}&imgrefurl=http://pro.corbis.com/search/Enlargement.aspx?CID=isg&mediauid=459D5056-EC1F-4147-8B7F-57C4F66E8331&h=400&w=267&sz=22&hl=en&start=133&usg=__S5oL7EprfRclyoTXuneM8_VDNKc=&tbnid=B5LVbA5PBzzanM:&tbnh=124&tbnw=83&prev=/images?q=people+negotiating&start=126&gbv=2&ndsp=18&hl=en&sa=N
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What everybody  thinks the  
life of a JA is like………. 
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What “JA” life really looks like………….. 

YOU!! 

CC 
IG 

HHQ 
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Overview 

• The Influence Game and Clues to Trust, Info, Power and Options (TIPO) 
 

• The Negotiations Preferences and Styles Chart (NPSC) 
 

• Insist and Cooperate Strategies  
 

• Negotiating with the Commander 
 

• Cross-cultural impacts 
 
 
 

 

INFO 
Yours / 
Theirs 

POWER 
With / Over 

OPTION(s) 
One / 
Many 

TIPO FRAMEWORK 

TRUST  
Process  / 
Personal 



Simple Communications in a Negotiation 
Influence Game Example 

• Pair up (#1 and #2) 

• #1: Think of something you wouldn’t ever do or buy 

• #1: Tell your #2 (< 31 seconds) 

• #2: convince #1 to do / buy that item (< 2 minutes) 

– Two primary styles in this game – paying attention to the punctuation marks is 
key to understanding 

– The Period versus the Question mark 

• Stopping and Continuing conversations 

• assumptions on Trust,  

• …Information… 

• …Power… 

• and Options….TIPO assessment 
 

TRUST  
Process / Personal 

INFORMATION 
Yours / Theirs / Both 

POWER 
With / Over 

OPTION(S) 
Yours / Theirs / Many 

Trust / Information / Power / Options 
TIPO FRAMEWORK 
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Shortcuts to Some Strategies 

Demands versus Offers versus Ideas 

 

 
 

 

DEMANDS = An end point  
w/ no wiggle room 

                                                         ZOPA 
     Your Aspiration Point  Their Aspiration Point 
 
 X         X 
 
 
 
 
 
 
 
 
 
 

POWER 
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Shortcuts to Some Strategies 

Demands versus Offers versus Ideas 

 

 
 

 

OFFERS = A range of points w/ 
some wiggle room 

                                                             ZOPA 
Your Aspiration / Res Points                                    Their Aspiration / Res Points 
 
 A     RES      RES  X 
 
 
 
 
 
 
 
 
 
 

POWER 
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Shortcuts to Some Strategies 

Demands versus Offers versus Ideas 

 

 
 

 
IDEAS = A starting point for  a ZOPA 
through option-building        
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Creating a ZOPA in the Real World 

• US government working with a local water vendor to get water to 
support the staff on a US sponsored project 

• Local water vendor is trust-worthy and fair 

• Relationship building conversation reveals the water vendor is  
     also a leader in the local village 

• Late summer  -- Crops are ripe 

• Trouble getting them to storage due to the lack of trucks (claim 
is that the last US aid package left them with no repair parts 
[black market to blame]) 

• The American wants a water contract, the local wants…… 

• Where is the ZOPA? 
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Execution Tips.  If you plan to use… 

• … Evade, inject some “Hope” to minimize the impact on the relationship 

• … Comply, chose to make it “Easy” or “Hard” 

• … Insist, make sure you have enough power left over for executing the agreement 

• … Insist (and you don’t want to permanently impact the relationship) – declare the 
 strategy in advance 

• … Settle, make sure you know what’s “Fair” 

• … Cooperative, decide the trust the opposite values the most and then  develop it 

 

Bottom Line: Assess the context (TIPO) and deliberately select  an NPSC strategy – avoid the 
negotiations “Improv”.  In an “Improv” (or thin Slice) , people do what’s  “most efficient”, 

not always best” 
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Blink: The Dark Side of Thin Slicing…. 

   Your brain is a great “survivor”….. 

OR you discard info that  
doesn't “match” your mental map 

You force new info onto  
“confirmed mental maps”            

http://images.google.com/imgres?imgurl=http://blog.miragestudio7.com/wp-content/uploads/2007/07/kanizsa_triangle.jpg&imgrefurl=http://blog.miragestudio7.com/2006/05/architecture-and-optical-illusion/&usg=__CMuWO0KSxyPJkkSo1H0ampVDjr0=&h=392&w=450&sz=36&hl=en&start=41&um=1&tbnid=ypmWjBWb8mK67M:&tbnh=111&tbnw=127&prev=/images?q=visual+illusions+three+columns&start=36&ndsp=18&um=1&hl=en&rls=com.microsoft:en-US&sa=N
http://images.google.com/imgres?imgurl=http://www.uncleernest.com/images/funstuff/optical/oi_bivlet.jpg&imgrefurl=http://www.uncleernest.com/fun_optical.html&usg=__XhJ5WKWN9Hct-6-Tlx_SOM3DiFA=&h=404&w=303&sz=21&hl=en&start=14&um=1&tbnid=90XCa4rFF-qpAM:&tbnh=124&tbnw=93&prev=/images?q=visual+illusions+three+columns&um=1&hl=en&rls=com.microsoft:en-US&sa=G
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Another Example? 
We like to problem solve using Convergent Patterns 

Aoccdrnig to a rscheearch at an Elingsh uinervtisy, it deosn't mttaer in 
waht oredr the ltteers in a wrod are, the olny iprmoetnt tihng is taht 

frist and lsat ltteer is at the rghit pclae. The rset can be a toatl mses and 
you can sitll raed it wouthit porbelm. Tihs is bcuseae we do not raed 

ervey lteter by it slef but the wrod as a wlohe.  
  

Ceehiro 

 

 

Might you / your cohorts / boss have a hard time “seeing things” another way? 
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Contrasting Insist and CNS 

Insist 
• Trust non-existent or not needed 
• Information is hoarded 
• Power over 
• Position prevails 
• Meeting to advocate a solution – defensive    
         to counterproposals 
• Opposite is the “enemy” 
• A competition over fixed resources 

 
 

• “Staff work” data collection  
• Focused on “Me” 

 
• Pro 
• Quick / Efficient 

 
 
 

• Con 
• Psychological buy-in to a solution 
• Tough to adjust to counterproposals 
• There is a “loser” 

 
 

 

 

CNS 
• Trust is required 
• Information is shared 
• Power with 
• Prioritized Interests / Needs 
• Meeting to explore the possibilities – open to  
        counterproposals 
• Opposite is a co-problem solver  
• A cooperative effort to see if resources    
            can be innovatively expanded 

 
• Research-based 
• Focused on “We” 

 
• Pro 

• Potential for two winners 
• Non-Judgment of counterproposals 
• Psychological buy-in to a process 

 
• Con 
• Takes time 
• Egos must be checked at the door 
• Can be multiple winners 

 



Cases for Consideration 
Contrast Positions / Interests 

Deployed @ …………. 

• Incident: Food poisoning at a deployed location – 30% of assigned troops sick – no fatalities 

• Commander’s position: Get rid of the local vendor – barred from ever serving on-post again 

• Local Vendor’s position: This was a one time mistake – not to happen again 
 

• Positions are immovable – impasse and bad feelings  
 

• Third party: Local military official (friend of the vendor and commander) goes behind the scenes 

• Commander’s interests: food safety for the troops – last deployment, he lost three Airmen to 
possible food poisoning.  Vowed a “never again” attitude. In light of this, demands high standards.  
Also wants to provide support to key FSS/MWR activities, understands how it helps with morale. 

• Vendor’s interest: maintain a good relationship with the base.  Vendor ops provides key employment 
for the area.  Continuously upgrading equipment to meet uncompromising food safety standards?  
Could actually prove the incident was a one-time event. 
 

• Options?  
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Cases for Consideration 
Leverage Interests 

• MX and Operations were in a tug of war!  

• OPS needed to ease “crew duty day” (12 Hours) – current @ 18/18/18/18 

• Demanded 24/24/24 to get crews @ 12 hours 

• MX couldn’t produce 24/24/24 under the current conditions 

• Demanded more $$ for more MX contractors 

• “Reframing”   

• MX and OPS both interested in equipment and flight safety 

• MX and OPS both interested in high quality training 

• With the new “frame”, a discussion on options opened up 

• T/O times compressed from 5 to 3 minutes  = saving MX time on the ramp    

• MX: Opened a 36-48 minute “donut” in the schedule for flexibility 

• OPS: Got the fly day to 12 hours AND increased crew discipline 
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Pause for the “Offer” Game 



Three cycles in this game – take about 5 minutes each 

• NOT a true negotiations exercise, but a bargaining exercise 

Situation – there is an imaginary amount of $$ in the offer – NO other strings 
attached – treat each game as a “new” situation 

• “Dealmaker” makes offer --- “Ratifier” can ONLY accept or refuse 

• If accepted, then the $$ are distributed according to the offer 

• If refused, ALL the $$ disappear and nobody gets anything 

 

RULES! 

1. No talking!  No body language! 

2. “Dealmaker” writes down own the offer 

3. “Ratifier” marks the offer as they desire, and returns it to the “dealmaker” 
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The “Offer” Game 



Dealmaker:  

You have $100 to do with as you wish. 

                Deal #1 



Dealmaker:  

You have $1,000 to do with as you wish. 

                            Deal #2 



Dealmaker:  

You have $1000 to do with as you wish. 

     Deal #3 



Working with the Commander 

                             

• W/CCs tend to positions – they are also “into interests”, but 
time (and the endless stream of challenges) is their enemy 
 

• WTMTM/Y?  You have choices, but it is all about framing and 
strategies 
 

• Always use framing to turn the commander to CNS: 
• “Boss, understand your position, but would you agree 

that some critical questions need answers so we can 
determine the best path?” 

• “Boss, understand your position, but if I poke around a 
bit, I might come up with some ideas.  When would you 
like a report back, tomorrow noon or COB?” 
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Working with the Commander (cont’d) 

                             

• Possible Wing Commander responses: 
 
– “I don’t have the time” 

Your follow-up NPSC strategy….? 
 

– “I’ll give you XY time” 
• Your follow-up NPSC strategy….? 
 

– “What do you have in mind?” 
• Your follow-up NPSC strategy….?  

 

 

 

24 
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I Don’t Often Negotiate with the Wing 
Commander…. 

But When I Do, I Call on the AF 
Negotiations Center 



• Conflict can result when different cultures collide and differences (in 
beliefs and values) are hard to see 

 

 

 

 

 

 

 

 

 

• With understanding, it may be seen as “differences”; without 
understanding, it can be “thin sliced” as wrong 
 

 

Considerations for  
Cross-Cultural Negotiations 



For their country, for 
their city, and 
sometimes just for 
themselves, more and 
more Chinese are 
chasing targets weird 
and wonderful with the 
same enthusiasm 
Americans have 
shown….. 

The trend “shows 
Chinese people are the 
same as people all over 
the world, and they 
share a fascination for 
superlatives” 

…See more individual 
record attempts, I doubt 
China will ever overtake 
America as an American 
might tape himself to a 
wall, but a Chinese 
might not be that crazy, 
and may fear losing 
face. 



Cross-Cultural Negotiating Framework  
“Low Context” to “High Context” 

• Low Context culture = Informal, Egalitarian and Results Oriented (BLUF) 
• Preserve society by what we do – ample social mobility 

– Conflict is normal – even celebrated 
– More abundant resources / social mobility = easier to take risk  
– Question authority and “Tilt the Machine” philosophies 
– Learning from failure is key to “improvement” 
– Time is used to “get things done” 
– Stronger belief in the ability to control environments and destiny 

 
• High Context culture = Formal, Hierarchical, and Relationship Oriented  
• Preserve society by how we care for others – restrained mobility – emphasis on harmony 

– Conflict is the failure of the social fabric that preserves harmony 
– Less abundant resources / social mobility = less preference for risk  
– Consensus reigns, but leadership directs.  Careful to change something that’s worked for 5,000 years 
– Learn by watching how consistency has ensured survival 
– Time “shows respect” and “builds relationships” – Through relationships, things get done 
– Stronger belief that “other” controls environments and destiny 

 
 
– Bottom Line: With all good intentions, you might talk right past each other 
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Foot Stompers -- Summary 

• The leadership challenge:  achieve mission success working directly 
with people where little / no authority exists 

• When it comes to negotiating, the Insist Strategy is in our primary 
culture (and even stronger in our secondary (military) culture) 

• Use TIPO to assess the situation and NPSC to select a strategy and get 
insight on their strategy.  Strategies might change during the negotiation 

• Work the Commander’s Issues: frame the discussion to attempt CNS – 
move to other strategies as the environment demands – don’t let the 
commander’s position drive out their interests 

•   Our strategies can work elsewhere, but need adaptations. If not 
considered, with all good intentions, you might be talking right past each 
other 

•   Reachback!  

 

 



Weekend 

• Rosa Parks Museum – 231 Montgomery Street (9-3 on Sat) 

• Freedom Rides Museum -- 210 S Court Street (12-4 on Sat) 

• Southern Poverty Law Center – 400 Washington AV  
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Reach back Resource 
http://culture.af.mil/NCE/ 


