Role Negotiation 

An OD team-building technique that is directed at the work relationships among group members.  The technique involves a series of controlled negotiations between participants.  During the role negotiation, managers discuss what they want from each other and explain why.
Case Analysis Forms

Problems

Macro Problems

1.  Difficulty in setting standards

2.  Low morale, resistance to measurement

3. Goals do not appear to be mutually set

4.  MBO set for the purpose of evaluating departmental managers, not as a method of setting goals.
Micro Problems

1.  Not enough input from below; too top-down to be effective as a goal-setting or motivational technique.

2. “Management by exception” does not allow for causes;too numerical, not enough human factor.

Causes

1. Rewards minimized and/or overlooked; failure emphasized; too negative.

2. No employee input

3. Standards not agreed upon

4. Goals ignored.

D. Systems Affected
Structural:  The staff managers are imposing goals on line and operational units.

Psychosocial:  People not truly committed to goals, lack of personal involvement in setting goals.

Technical:  Repairs to lines and other emergency situations may not be corrected in the future if people blindly adhere to the goals as currently stated.

Managerial: Lack of flexibility.  Managers may become “robot like” if MBO goals are imposed without consideration for unforseen problems and situations.  Managers not encouraged to engage in creative problem solving under this system.
