1. Based on the exchanges between Andy and Tom two managers for the same firm show two different negotiation scenarios. What are the negotiation elements that are being demonstrated and the affect they are having on the negotiation. 

2. Provides an overall assessment of the processes and outcomes of the two scenarios that addresses the approach used, strengths, weaknesses, keychoices made, evidence of any pitfalls, and suggestions for future negotiations between the two of them. 
Scenario A

	Scenario
	Element(s) of Negotiation

	Andy: Good morning, Tom. Let's get started.  I propose that we cut the editorial cell phone and travel budgets by $35,000 each and the sales cell phone and travel budgets by $65,000 each.


	

	Tom: Hello, Andy. I'm ready, too, and I look forward to working with you to reach an agreement that works for my sales staff and your editorial staff as well.

	

	Andy: Let’s just dive right into it. I have a question for you: Do you anticipate an increase in your travel needs in the coming fiscal year?


	

	Tom (handing over a document): Well, I think we'll probably increase sales travel by about 15 percent. I indicated our planned increase on this forecasting document, which I'm happy to share with you. How about your editorial travel needs? Do you expect an increase or a decrease?

	

	Andy: Honestly, Tom, I don't think we will increase our budget. Since you're seeking a significant increase in the sales department's travel budget, I propose that we cut the editorial cell phone budget by $40,000 and the editorial travel budget by $45,000. Consequently, we can cut the sales cell phone budget by $60,000 and the sales travel budget by $55,000.
	


Scenario A (continued)
	Scenario
	 Element(s) of Negotiation

	Tom: That is so typical. Editors, who don't bring in revenue, always believe they deserve more of the budget than the sales staff—the ones who always bring in the money.

	

	Andy: Tom, if you plan to continue making comments like that, I think we should suspend the negotiation until you’re more rational.

	

	Tom: Andy, I’m sorry. You’re right. That was irrational. I shouldn’t make such broad assumptions about editorial staff members. In fact, I know Nate, your editorial director, very well and I know that he’s a good person. I’m sure that you are too.  I propose that we cut the editorial cell phone and travel budgets by $45,000 each and the sales cell phone and travel budgets by $55,000 each

	

	Andy: Well, that’s very nice, but I prefer to be assessed on my own merits. I suggest that you approach future negotiations without making assumptions about members of the other party instead of linking positive or negative attributes about someone else to them. However, I must say that I do like the last proposal you made. I think we have a deal, don’t we?  
	

	Tom: Yes, we do have a deal. And thank you for the advice; you’re absolutely right.
The End
	


Scenario  B
	Scenario B
	 Element(s) of Negotiation

	Andy: Good morning, Tom. Let's get started.  I propose that we cut the editorial cell phone and travel budgets by $35,000 each and the sales cell phone and travel budgets by $65,000 each.

	

	Tom: Hello, Andy. I'm ready, too, and I look forward to working with you to reach an agreement that works for my sales staff and your editorial staff as well.


	

	Andy: Let’s just dive right into it. I have a question for you: Do you anticipate an increase in your travel needs in the coming fiscal year?

	

	Tom: (handing over a document): Well, I think we'll probably increase sales travel by about 15 percent. I indicated our planned increase on this forecasting document, which I'm happy to share with you. How about your editorial travel needs? Do you expect an increase or a decrease?

	

	Andy: Honestly, Tom, I don't think we will increase our budget. Since you're seeking a significant increase in the sales department's travel budget, I propose that we cut the editorial cell phone budget by $40,000 and the editorial travel budget by $45,000. Consequently, we can cut the sales cell phone budget by $60,000 and the sales travel budget by $55,000.

	


Scenario B

	Tom: Your offer is a reasonable one, but my staff and budget are both smaller than yours. I think it’s more logical for my budget to be cut less than yours. Don’t forget that my budget was cut more deeply than yours last year.  I propose that we cut the editorial cell phone and travel budgets by $55,000 each and the sales cell phone and travel budgets by $45,000 each.  


	

	Andy: Your logic sounds reasonable.  But how about this: I propose that we cut the editorial cell phone budget by $45,000 and the editorial travel budget by $50,000. We can cut the sales cell phone budget by $55,000 and the sales travel budget by $50,000.
	

	Tom: I don’t think you were required to cut your budget last year. I was, and I truly believe that my sales staff won’t be able to adequately do their jobs if we make the cuts you propose. Although my position is to minimize cuts, my real interest is in just making sure my sales staff has the basic resources it needs.  


	

	Andy: You’re right. We didn’t cut our budgets last year, so I suppose it is only fair that we cut them by a little more this year. I appreciate your explanation of what your interests are as well. Let’s do this: I propose that we cut the editorial cell phone budget by $50,000 and the editorial travel budget by $55,000. We can cut the sales cell phone budget by $50,000 and the sales travel budget by $45,000.

	


Scenario B (continued)
	Scenario B
	 Element(s) of Negotiation

	Tom: Your offer shows that you are a fair person; I appreciate that. We must do what is best for Gallant. In the coming year, I think the company will need to give its sales staff larger travel budgets, but I also believe that the company must keep the editorial division strong. Let me suggest an alternative that might improve your already strong proposal:  I propose that we cut the editorial cell phone budget by $60,000 and the editorial travel budget by $70,000. We can cut the sales cell phone budget by $40,000 and the sales travel budget by $30,000.

	

	Andy: I appreciate your kind words and your interest in the company’s welfare. I accept your proposal.

The End
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