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Real life negotiation analysis My Situation Thinking about my future confuses me at times. I left my family and friends for pursuing my master degree. This degree means a lot to me as I want to extend my knowledge, excel my related field and establish my business based on the implementation of all the theoretical knowledge that I gained. However there were many pros and cons related to the decision I took. Before I began to study for my master program, I worked in my family company for two years. It is our family tradition that every member after graduating has to work for at least 5 years in our family company and then carry out with whatever they want. My father did not agree with my idea of leaving my family company and studying. He wanted me to work in our family company for another three years. Whereas being a creative person I wanted to start my own business and implement all what I have learnt yet. I told my father that I will work for another 3 years after completing my masters but was not at all interested to join my family business anyway. I needed to make my father understand that what I actually want, while on the other hand I couldn’t refuse what he is asking me to do as family is considered a significant institution in Saudi Arabia. Substance The situation described above is a pure negotiation between me and my family. I think that the goals of my family are intangible as what they want is to merely follow a tradition, which is that every graduate family member is obliged to join the family business for 5 years. While on the other side my goals are very much tangible as I want to start my business where I can implement all my knowledge without being under the influence of anybody. I want to be my own boss and do things my own way. For me family is an important institution, therefore I cannot take any step without considering my parent’s opinion. My position in the negotiation was weak, whereas my father held a strong position. My interests were based on my own personal benefit, while my father’s priorities were based on the mutual interest of all the family members. My interest was to establish my own business where I have the ability to do things my own way without the interference of others, while my father’s interest was to flourish our family business for the interest of the whole family. The best possible alternative for my father was that I should give at least three years to the family business and then continue with whatever I wanted, whereas the best possible agreement for me was that soon after completing my maters I would like to setup my own business. The alternative that I considered best for myself was the resistance point for my father, while spending two years in my family company was too much for me. I could have done lots of different things that would bring me much closer to my dream of having a successful business. Negotiation Process I did prepare for the negotiation before, as I knew that this negotiation is related to my future. I planned to use the distributive statics starting with agreeing on all the facts presented by my father. My father presented his view that why he thinks I should give three more years to our family business. I agreed to all the reasons he came up with in the negotiation. This developed the interest of my father to listen to my point of view. I briefed them on what my studies and my dream meant to me. I told them that I think I wasn’t born to follow anybody but to work on my own based on all what I have learnt from my studies and my work experience while working in my family business and I think that it is enough for me to implement in my practical life. All the reasons that I presented were quite effective as my father began to think over all the statement that I said to support my negotiation. Negotiation Outcome Although somehow me and my father managed to reach a decision that was acceptable for both of us. He asked me to work just for one more year in my family company and in return he would give me the finance for starting up my business. After thinking over this proposal I said yes because giving one year to my family business wasn’t much and in return I was also gaining capital for my business. Over all this negotiation was a win-win situation for me as well as my father. Explanation and Analysis During this conflict it was my interest that allowed me to stay motivated and struggle to achieve my desired outcome throughout the negotiation (Wehr, 2006). Although there were moments when I felt that the conflict is being de-escalated and I knew that the result of the negotiation will be in my favor (Kriesberg, 2003). The thing that was a significant factor in our negotiation was the history of the conflict. It is important to have a clear understanding of the conflict’s history before starting any negotiation as the party having the better understanding of the conflict’s history mostly gains a lead in the negotiation (Wehr's Conflict Map, 2013). Evaluation & Lessons Learned There were many things that I learnt from this negotiation starting with the power to communicate. If one has the ability to communicate his reasons effectively so this can make a huge difference. In a negotiation it is important to listen to the views of other party patiently. It is important to make the other party understand that their interest is important too but still one must have better and effective reasons to present. The agreement worked for me. I couldn’t have negotiated for any better result and at the same time it taught me several important things as well. References Kriesberg, L. (2003). De-escalation Stage. Beyond Intractability Retrieved from: http://www. beyondintractability. org/essay/de-escalation-stage Wehr, P. (2006). Conflict Mapping. Beyond Intractability Retrieved from: http://www. beyondintractability. org/essay/conflict-mapping Wehr's Conflict Map. (2013). Conflict Assessment Retrieved from: http://spot. colorado. edu/~wehr/40GD1. HTM 
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