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Avoiding the “Blindside” 

Negotiations 

Dr. Stef Eisen 

Mr Hank Finn 

Mr Dave Omeara 

AF Negotiation Center of Excellence (NCE) 
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Intro and Purpose / Schedule 

 

• Intro: AF Negotiation Center of Excellence created in 2006 

• Mr. Hank Finn (NCO / CGO) and  Mr. Dave Omeara (DL / Web) 

 

• Negotiations happen – many negotiations start w/little or no warning 

• Without a response tool, a blindsided reaction might be:  

 a)  Give in,  

 b)  Avoid them or  

 c)  Dig in and defend.   

 

• A why / what / how seminar 

• Think better about the three reactions above and make them 

responses 

• Add two more useful responses  

• ROE for time: NTE 15/15/15 to leave time for Q&A 

• Bottom Line: Assess a negotiation to guide a smart response 

 

 



Develop America's Airmen Today ... for Tomorrow 

Air University: The Intellectual and Leadership Center of the Air Force 

Integrity - Service - Excellence 

Why Negotiate 

 Fills every part of our lives 

 Personal and professional 

 Who hasn’t bought a car? 

 In the news 

 

 Bad Habits 

 We began life using the insist strategy 

 Just like golf we have to get outside our comfort zone 

 Not intuitive  --  must be learned 

 

 Problem-Solving 

 Weighing options 

 Balancing people versus mission 

 Conflict is good 
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Negotiations Definition 

• A conflict management tool / process involving two or more people / 

groups where: 

“Ya’ll” have some sort of conflict (aka: “Task”)   

AND  

At least one of you are motivated to get an outcome (resolution / 

settlement / status quo) (aka: “Relationship”) 

 

You can negotiate: but just like golf, better club selection = better game 
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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 
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Cialdini’s Influencers 

 

Saying Yes without thinking: 

 Reciprocity 

 Scarcity 

 Social Proof 

 Liking 

 Authority (People or Computers?) 

 Commitment  

 

 “Ample Parking Example” 
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American Tendencies 

 

American Culture  

Doers and achievers 

Competitive and independent 

 Informal with lots of social and identity 

mobility 

Always looking forward – shaping the future / 

destiny 

Problem solvers –like to get it over 

Time is a resource to be used efficiently to 

obtain an objective 
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Military Negotiating Preferences 

U.S. Military Negotiating Preference = Insist 

Reinforced by doctrine, training and 

evaluation 

 

Steeped in American competitive tradition 

 “OK” with risk 

Good skill to have 
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Personal Bias 

 

 Age 

 

 Ethnic Background 

 

 Economic/Education Status 

 

 Social Status/Specialty Codes  

 

 Religious/Political 
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Cultural Differences (2 people see things differently) 
 

 Family and Kinship 

 Religion 

 Gender 

 Political and Social Relations 

 Economics 

 Time and Space 

 Technology 

 Language 

 History 

 Health 

 Learning and Knowledge 

11 

BARRIERS 
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Cultural Differences 
 

 Family and Kinship 

 Religion 

 Gender 

 Political and Social Relations 

 Economics 

 Time and Space 

 Technology 

 Language 

 History 

 Health 

 Learning and Knowledge 

 Recreation 
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BARRIERS 
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Cultural Differences 
 

 

 

 

“Southern Golf” 
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BARRIERS 
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Types of Interests 

 Psychological 

 

 Substantive 

 

 Procedural/Process 
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Trust 

Personal – between two people 

who share interests 

 

Process – established procedures, 

institutional, structural 
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Types of Power 

Over or With (Mayor story) 

 Legitimate – position/rank 

 Expert – subject matter or process 

Coercive – perceived potential to 

harm or withhold reward 

Charismatic – respect or admiration 

Reward – the “carrot”  
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Framing Your Interest 

Words Matter 
 

 Moderate the Request – “Need a volunteer” 

 

 Power of Reference Points  - BMW Floor Mats 

 

 “Call Now – operators standing by” 
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No-Notice Negotiation Situation 

 

 You are in the middle of ______________  

 New Airman (to your unit) walks in….. 

Looks in a rush…… 

Hands you a piece of paper and says: “I need you 

to do this now!” 

 What’s your reaction?  What might you do? 

Sure!  Whatever! 

Not today… 

 I can get this done first thing tomorrow AM 

No; we’ll do it this way – next week… 

What’s up? 
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No-Notice Negotiation Situation 

• Maybe a more deliberate approach to a response 

over a reaction 

• Examines 

• Trust (personal / process) 

• …Information (all / some / none) …  (assumptions 

/ facts) 

• …Power (over / with)… 

• and Options (single / multiple) 

 

 The TIPO assessment 

 

TRUST 

INFORMATION 

POWER 

OPTIONS 

TIPO FRAMEWORK 
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Shortcuts to Some Strategies 

Sure!  Whatever! 

 

Trust (personal / process) 

…Information (all / some / none) …  (assumptions / 

facts) 

…Power (over / with)… 

and Options (single / multiple) 
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Shortcuts to Some Strategies 

Not Today 

 

Trust (personal / process) 

…Information (all / some / none) …  (assumptions / 

facts) 

…Power (over / with)… 

and Options (single / multiple) 
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Shortcuts to Some Strategies 

I can get this done first thing tomorrow AM 

 

Trust (personal / process) 

…Information (all / some / none) …  (assumptions / 

facts) 

…Power (over / with)… 

and Options (single / multiple) 
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Shortcuts to Some Strategies 

 

 
 

 

No; we’ll do it this way – next week… 

 

Trust (personal / process) 

…Information (all / some / none) …  (assumptions / 

facts) 

…Power (over / with)… 

and Options (single / multiple) 
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Shortcuts to Some Strategies 

What’s up? 

 

Trust (personal / process) 

…Information (all / some / none) …  (assumptions / 

facts) 

…Power (over / with)… 

and Options (single / multiple) 
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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 what type of 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”, you do what’s 

easiest, not always best” 
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The Next Step - How 

The NCE mission – Teach, Outreach, Research 

 

 The challenge – How to maximize our outreach? 

 

 The solution  - The NCE website 

Audience – Public and private sites 

The Airman, The DoD team, Students, 

Academic community, Public 

Ease of access for the deployed community = 

use of the public site as much as possible 
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The Search 
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http://culture.af.mil/NCE/ 
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Top line Menu 
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 Answer some basic questions on negotiation 
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Warrior Focus 
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Introduction 

Warrior Negotiator Primer 

Negotiation Preparation Checklists 

Suggested Short Readings 

Books 

Additional Resources 
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Warrior Focus 
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Education & Training 

Course Syllabi 

 Course Briefings 

Simulations and Exercises 

 Games, Exercises  & Case Studies 
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Negotiation Links 

Links to research  

           resources. 

 DoD and Academic 

    Sites 

 Bibliographies 
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Feedback 

35 

 NCE highly values feedback and suggestions 

 

 Ready to work any issues for the Airman and 

  the Joint Team.  

 

 Planning for the Future 

 Consistent reviews and updates 

 Phase two – targeted improvements 
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http://culture.af.mil/ 
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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. 

 Strategies might change during the negotiation 

 Recommend starting with CNS 

 Constantly re-assess TIPO 

Want more? http://culture.af.mil/NCE/ 

 

 

http://culture.af.mil/NCE/
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Reach back Resource 

http://culture.af.mil/NCE 

Questions? 
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Questions? 

Reach back:   http://culture.af.mil/NCE/ 


