Joaquin Aguero, Gallant Publishing Company's president has just found out that the lease on the office space that currently houses Gallant's sales staff will not be renewed. As a result, the entire sales staff must be relocated into the space that currently houses the editorial staff.

Negotiators:

· Nate Demolick, Gallant's editorial director

· Alyssa Lah, the vice president of sales,

Lost lease for the sales office, so need to move the sales staff. Editorial staff and the sales staff are going to have to share editorial space.

Both must negotiate this issue and figure out how to fit your staff into this shared space. Expect conflict, need to set aside your differences to get this settled.

NNate and Alyssa are at their desks reading an e-mail from Joaquin.
Joaquin (voice–over): Nate and Alyssa, we've lost our lease for the sales office, so I have to move the sales’ staff. I've decided that the editorial staff and the sales staff are going to have to share editorial space.

The two of you must negotiate this issue and figure out how to fit your staff into this shared space. I know there will be conflict, but I expect that you will set aside your differences to get this settled.

I'd like you both to meet immediately about this. I would like to have the final plan by the 16th. Let me know what you work out.

Later, Nate and Alyssa meet by the elevator.
Nate: I'm glad you were able to talk to me so soon about this . . .

Alyssa (interrupting): I can't believe we have to consolidate all these people and office equipment! It will be tough to find time to figure this out. I'll be traveling a lot in the next few weeks . . .

Nate: I'm concerned about finding time, too, but we really need to take care of this. Let's meet on the 15th. Do you have an hour or two that afternoon?

Alyssa: I guess I'll have to make time. Ok, let's do as much as we can by e-mail and then finish up at the meeting on the 15th.

Nate: We have to come to an agreement within those two hours. The quicker we come to a resolution, the better.

Alyssa: Let's make sure we stay focused on what is important. I want to talk specifically about access to reception services, the library, and meeting rooms.

Nate: Don't forget about the private offices and finding space for the printers and other office equipment . . .

Alyssa: Right, right. Whatever, I'm confident editorial will understand what the sales team needs.

Alyssa gets on the elevator and the doors close.
Nate (to himself): I can't believe how she assumes that everything will go her way. I've let Alyssa beat me before, but it won't happen this time. My team is counting on me. I have to be prepared.

Players:

President: responsible for all executive –level decisions- making for Gallant Publishing Company. 

Bio: Joaquin grew up I cosmopolitan Caracas, Venezuela. He attended boarding school in the U.S., and after receiving a BA in economics from Romaine University and an MBA from United University, Joaquin returned to his native country and began his career as director of sales at his father’s book publishing company. Following a promotion to VP of sales at his father’s firm, he received a lucrative offer from Gallant to join its team as managing director. Joaquin quickly became president of Gallant, and for the past 10 years he has led Gallant through many challenges and successes.
Vice President of Sales

· Responsible for all sales decisions- making and staffing, and ultimately, the fulfillment of sales goals for each magazine. Creates the annual budget for the sales department. Reports to President.

Bio: Alyssa has been with Gallant Publishing for only a year, but she has been in the magazine publishing industry for 22 years. Previously, she was publisher of a major international business magazine. Alyssa is a very motivated, strong, and busy person, and she has little patience for incompetence. She is formidable and uncompromising.

Editorial Director

· Responsible for all editorial staffing and decision- making, including style, design, and content, for each magazine. Creates the annual budget for the editorial department. Reports to president.

· Bio; Nate, who was previously editor of Heritage Remodeler for 11 years, is new to the position of editorial director. Because his promotion is recent, many of the editors – and him, for that matter- are having difficulty adjusting to his new role as their leader. His difficulties are exacerbated by the fact that his is by nature a disorganized and grumpy fellow.

Memo:

Confidential
To: Editorial Team

From: Nate Demolick

Subject: Space Consolidation

By now, you have all heard that we have lost our lease for the sales office and that Joaquin has asked Alyssa and me to consolidate the workspace. Gallant is subletting the sales section of this floor and, because of this, both sales and editorial must share editorial's 6,000 square feet. During the course of a negotiation, Alyssa and I will determine how these 6,000 square feet will be allocated.

I'd like to thank you all for sending me your opinions of what editorial should get and what sales should get. I have compiled two lists from all of your comments. The first is what you believe we need to do our jobs.

· Editorial should fight for the library, since we need the storage for all of our reference materials and back issues of our magazines. 

· Editorial team members should not be forced to share cubicle spaces, because we need peaceful work environments, as well as space for page proofs, computer equipment, and informal meetings with magazine staff members. 

· The graphic artists need space with as much natural light as possible. 

· The magazine editors want the four small offices, because they must have privacy to interact with freelance writers and magazine staff members. 

· Since they are the heaviest users, editorial and graphic artist team members must be located near the copier and printers, particularly the color printer. 

The list showing what you all believe sales will want from this negotiation will be very helpful to me in my negotiation.

· Sales will likely demand the library for their infrequent on–site meetings with clients because it is large, attractive, and well–appointed. 

· The salespeople will insist that they cannot share cubicle spaces because of the need for privacy as they make sales calls. 

· Of course, publishers will want the four offices, because they consider themselves more important to the company and want to project their power with the quality of their workspaces. 

Again, I can't thank you enough for your input and your faith in me. I don't want to let you all down, and I will do everything I can to win this negotiation

Memo

To: Elizabeth Penning

From: Nate Demolick

Date: January 21, 2002 9:15 Am

Subject: Upcoming Negotiation

Elizabeth,

I've got a problem, and I think you may be able to help me. I'm facing a big negotiation with Alyssa, and you know how she is. I know the challenges you have with Rafael on Medical Office Today, so I thought you might have some insight into my situation.

As you know, Joaquin has asked us to consolidate both the editorial and sales office space into the area currently occupied by editorial. I just know that she's going to demand all the window offices and the largest spaces for her people. She's probably also going to want the library space for a conference room, and we use that space for reference and research all the time! She's such a rigid person . . . I just know she's going to be absolutely unyielding in this discussion.

Look at what's happened in the past. During the negotiations with the classified sales representatives, she wouldn't budge on her demands and we almost lost everything. It was just at the last minute that the sales reps found out that they'd lost a major contract and would be forced to acquiesce to Alyssa's demands.

You and I both know that these salespeople are all alike, so I thought you could give me some ideas based on your frequent negotiations with Rafael. Please write back soon —I'm supposed to begin e–mailing Alyssa shortly.

Nate 

Floor Plan of Gallant’s Editorial Department before Relocation
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Memo:

To: Sales Team

From: Alyssa Lah

Subject: Our New Space

Last week, I asked you all to let me know what you believe are our primary concerns about the upcoming space consolidation. I was please to see how punctually you all returned your surveys>

My perspective is that we have a few issues on which we absolutely cannot compromise. They are

1. ownership of the larger conference room, since we have more team members than editorial

2. individual workspaces that are as quiet as possible for sales calls

3. proximity to our administrative assistants

4. the ability to collocate team members on the same magazine

Of course, you all provided your ideas of what Nate will be seeking for his team members.

1. editors will insist on being located next to their assistants

2. they will insist on being near the printers and copier

3. they will insist on the window spaces for all that cerebral contemplation they do

4. they will want to be close to the coffee station and water cooler
5. they will want as much natural light as possible, so they’ll fight hard to get the window offices

We all know that Nate is new to the job so I think we have an advantage in this negotiation. Rest assured that I will do everything I can to make sure we the 4,000 square feet that we need and deserve.

Memo:

To: Julianna Roth

From Alyssa Lah

Date: January 21, 2002 1.38Pm

Subject: Moving into Editorial Space
I'm meeting with Nate later to work out the details of the sales department's move into editorial's space. I think the whole thing is outrageous. The sales department is responsible for 93 percent of the revenue that comes into Gallant. What does editorial do? They spend the money we earn. And we have to give up our offices? Outrageous!

Anyway, I'm planning to insist on the window offices and the larger offices along the north wall. After all, the editors really just need to be close to the printers and copiers. Access to the public areas and to the conference rooms just isn't important to them. We are the ones who are being displaced, and we should get the most prime space!

Nate's disorganized and sloppy, so I don't think this is going to be particularly challenging. If he surprises me and rises to the challenge, maybe I'll give him a few of the window offices. After all, they're a lot smaller than the ones opposite the library (which will be our new conference room, by the way). I'm willing to give a little, I suppose, but if he tries to take more than I offer, I'll really show him how tough I can be. My goal is to ensure that my staff retains as much status and space as it can, and Nate Demolick isn't going to stop me.

Alyssa

E-mail Exchange between Nate and Alyssa

To: Nate Demolick

From: Alyssa Lah

Date: January 21, 2002 6:38Pm

Subject: Space Allocation
I stopped by to talk to you about 15 minutes ago. Do you normally leave before 6:30?

I was interested to see that you repeated something Joaquin had said: that we should put aside our differences. I find that odd, since I wasn't aware that we had so many differences that needed to be set aside. But fine, if that's your perception, then we'll do so.

I'm very busy, and I don't have a lot of time to waste regarding this issue. I believe it is simple. There are 6,000 square feet at stake here, and sales is clearly entitled to 4,000 square feet of that space. We have more team members, we bring in the revenue here at Gallant, we entertain clients in the office, and we are the people who are being displaced from our present accommodations.

Joaquin has made it very clear that we must work this out together. I can discuss this with you anytime or anywhere, but I find this e–mail correspondence slow and annoying. Nate, are you afraid to discuss this face–to–face?

Alyssa

To: Alyssa Lah

From: Nate Demolick

Date: January 21, 2002 6.38Pm

Subject: Space Allocation

Alyssa,

I really think we can agree to a fair and equal division of the office space we will be sharing. Joanquin told us to set our differences aside, and I believe that we can do just that to accomplish our common goals – to save Gallant money and to create a pleasant environment for both the editorial and sales staff members.

I certainly understand that you are probably quite upset about being displaced from your current space. I ‘m sure I would feel the same way. Let’s channel our energies into more positive efforts and focus on creating the most equitable of the remaining space. 

Would you mind if we continued this discussion via e-mail or do you really want to meet again?

Floor Plan of Gallant’s Sales Department before Relocation
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