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Negotiation Model

The model below represents a way of looking at a negotiation. This model is static,
whereas the process of negotiation is extremely dynamic, however it is a useful way of
visualising the mechanics of negotiation.

Model
This model assumes:
e there are two or more participants
e the participants have a range of interests and there is the possibility of overlap

e there is movement

Range of interests

Both participants in a negotiation must have a range of interests or objectives. At one end of this
range of interests is your most favoured position — that is the ideal result you would like. At the other
end of this range comes a point at which it's not worth your while trying to negotiate — there is no deal
possible. In between are a number of acceptable possibilities.

Most Favoured Position Acceptable Possibilities No Deal Possible
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When we discuss these possibilities in negotiations, we can divide them using the LIM-it system. That
is, we divide the interests into three categories:

Most Favoured Position

Like to Get

Intend to Get Acceptable Possibilities

No Deal Possible

Must Get
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Classic negotiation

Most negotiations are based on some arrangement of the two parties in overlap. This is illustrated below:
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Further help

=mc has a team of unrivalled fundraising consultants able to assist with the biggest and smallest
campaigns. Between us we share experience in small and large charity work, international
development, arts and culture, disability and the environment. =mc¢ consultants have worked with
a variety of not-for-profits on their fundraising. We're proud to have helped Oxfam, UNICEF,
Christian Aid, Greenpeace International, Imperial War Museum, MIND, Mama Cash, the
NSPCC, the Tate Gallery and the British Red Cross.

To find out how we've helped these organisations achieve their big ideas - and how we could help
you - call us on +44 (0) 20 7978 1516 or visit www.managementcentre.co.uk/fundraising.

We hope you found this download useful and enjoyable.
If you want to access more downloads, visit www.managementcentre.co.uk/knowledgebase
where you can search for a range of management and fundraising tools, ideas and case studies.

About =mc

The Management Centre (=mc) is an international management training and consultancy agency
working exclusively for not-for-profit organisations worldwide. We provide help in management
consultancy, fundraising consultancy and training.

To find out more about us, please visit our website at www.managementcentre.com
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