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Chapter 5
Ethics in Negotiation

Overview

Im this ..'h.'upu'r_ we ..'1.r-||'-r¢ the qquestion of whether there are. or should be, sccepled ethical
standards for behavior im pegotiations, This topic has received increased allention From
rescarchers in recent years. It is oar view that fundamental questions of ethical conduct afise in
every negotiation. The effective negotiator must recognize when the questions are relevant and
whet factors mast be considered to answer them, We want to be clear that it is not our istention
1o advocale a specific ethical position for all megotiators or for the conduoct of all negoliations
Many treatises on basiness ethics take a strongly prescriptive or normative position, advocating
what a person should or should not do. Instead. our aim in this chapier is to describe the ethical
issues thal anise in pegotiations, We identily the major ethical dimensions mised in negotiations,
describe how people tend bo think about these ethical chowces, and provide a framework for
making infomsed ethical decisions. Along the way, we wall highlight research that has yielded
woribwhile findings in this arca

Learning Ohjectives

A sampling of ethical quandanies

What do we mean by ethics and why do they matier in negotiation?
What questions of ethical conduct arise in pegotiation?

Why use deceptive tactica? Motives and conssquences

How can negotiators deal with the other party’s use of deception?
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I. A Sampling of Ethical Quandarics
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Negotiation Lewicki 6th Edition offers a comprehensive guide to the art and
science of negotiation, blending theoretical foundations with practical
applications. The sixth edition of this influential text, authored by Roy J.
Lewicki, Bruce Barry, and David M. Saunders, delves into the complexities of
negotiation processes, strategies, and the psychology involved. It serves as
an essential resource for students, practitioners, and anyone interested in
improving their negotiation skills. The book is structured to facilitate
understanding through various frameworks, case studies, and real-world
applications.



Understanding Negotiation

Negotiation is a critical skill in both personal and professional settings.
It involves dialogue between two or more parties aimed at reaching a mutually
beneficial agreement. The sixth edition of Lewicki’s work emphasizes the
multifaceted nature of negotiation, addressing not just the tactics and
strategies but also the underlying principles that govern successful
negotiations.

Defining Negotiation

Negotiation can be defined as:

1. A process: It involves a series of interactions rather than a single
event.

2. Goal-oriented: The primary aim is to reach an agreement that satisfies the
interests of all parties involved.

3. Interdependent: The outcomes of one party are closely tied to the actions
and responses of others.

Types of Negotiation

Negotiations can generally be classified into two main types:

- Distributive Negotiation: Often described as win-lose scenarios, where one
party's gain is another's loss. This type typically involves fixed resources,
such as price negotiations.

- Integrative Negotiation: This approach seeks win-win solutions, focusing on

mutual interests and collaborative problem-solving. It often results in a
more satisfying outcome for all parties involved.

Key Concepts in Negotiation

The sixth edition of "Negotiation Lewicki" presents several key concepts that
are vital for understanding negotiation dynamics.

Interest-Based Negotiation

Interest-based negotiation emphasizes understanding the underlying interests
of each party rather than merely their positions. This approach encourages:



- Open communication: Parties are encouraged to share their interests openly,
which can lead to more creative solutions.

- Collaboration: Working together to find options that satisfy the interests
of both parties.

The Negotiation Process

The book outlines a structured negotiation process, which typically includes
the following stages:

1. Preparation: Research and gather information about the other party and the
context of the negotiation.

2. Discussion: Engage in dialogue to clarify interests and explore options.
3. Clarification of Goals: Clearly define what each party aims to achieve.

4. Negotiate towards a Win-Win OQutcome: Find solutions that satisfy all
parties’ interests.

5. Agreement: Formalize the agreed-upon terms.

6. Implementation: Ensure that the agreement is executed accordingly.

Strategies for Successful Negotiation

Successful negotiation requires a blend of strategies and tactics. Lewicki’s
sixth edition outlines several effective approaches.

Preparation and Planning

Preparation is crucial for successful negotiation. Effective negotiators
invest time in:

- Researching the other party: Understanding their interests, history, and
negotiation style.

- Setting clear objectives: Know what you want to achieve and define your
minimum acceptable outcome.

- Developing alternatives: Consider possible alternatives or options if the
negotiation does not proceed as planned.

Building Rapport and Trust

Establishing rapport and trust can significantly enhance negotiation
outcomes. Techniques include:

- Active listening: Show genuine interest in the other party’s perspective.
- Empathy: Understand and acknowledge their feelings and viewpoints.



- Consistency: Be reliable and consistent in your approach to build trust
over time.

Effective Communication Skills

Communication is at the heart of negotiation. Key skills include:

- Clarity and conciseness: Articulate your points clearly to avoid
misunderstandings.

- Non-verbal communication: Pay attention to body language, tone, and facial
expressions.

- Assertiveness: Be confident in expressing your needs and boundaries without
being aggressive.

Problem-Solving Techniques

Integrative negotiations often involve creative problem-solving techniques:

- Brainstorming: Generate a wide range of options before narrowing down to
the best solutions.

- Trade-offs: Identify areas where you can make concessions in exchange for
what you value more.

- Joint problem-solving: Collaboratively identify solutions that satisfy the
interests of both parties.

Challenges in Negotiation

While negotiation can be an effective means of resolving differences, various
challenges can arise.

Emotional Factors

Emotions can significantly impact negotiation dynamics. Common emotional
challenges include:

- Stress: High-pressure situations can lead to anxiety and poor decision-
making.

- Frustration: Difficult negotiations can lead to feelings of frustration,
affecting communication.

- Overconfidence: Being overly confident can lead to underestimating the
other party or missing opportunities for collaboration.



Cultural Differences

Cultural factors can influence negotiation styles and expectations. Key
considerations include:

- Communication styles: High-context vs. low-context communication can affect
how messages are conveyed and interpreted.

- Negotiation norms: Different cultures may have varying expectations
regarding negotiation processes, outcomes, and timelines.

Power Dynamics

The balance of power in negotiations can shape the outcomes. Recognizing
power dynamics involves:

- Identifying sources of power: These can be derived from information,
resources, or relationships.

- Leveraging power: Understanding how to use your power effectively without
alienating the other party.

Conclusion

In summary, Negotiation Lewicki 6th Edition serves as a vital resource for
understanding the principles and practices of negotiation. It highlights the
importance of preparation, effective communication, and emotional
intelligence in achieving successful outcomes. By applying the strategies and
concepts discussed in the book, negotiators can enhance their ability to
navigate complex negotiations and reach agreements that are advantageous to
all parties involved.

This comprehensive approach not only empowers individuals to become more
effective negotiators but also fosters an environment conducive to
collaboration and mutual benefit. As the world becomes increasingly
interconnected, the skills learned from Lewicki’s work will remain invaluable
for personal and professional success in negotiations.

Frequently Asked Questions

What are the key concepts introduced in Lewicki's
6th edition on negotiation?

The 6th edition of Lewicki's negotiation book emphasizes key concepts such as
integrative bargaining, interest-based negotiation, and the importance of



relationships in the negotiation process.

How does Lewicki's 6th edition address the role of
culture in negotiation?

The 6th edition explores how cultural differences impact negotiation styles,
strategies, and outcomes, highlighting the need for cultural awareness and
adaptability.

What strategies for effective negotiation are
highlighted in Lewicki's 6th edition?

Effective strategies include preparation and planning, active listening,
building rapport, and employing various tactics to create value and reach
mutually beneficial agreements.

What is the significance of BATNA in Lewicki's
negotiation framework?

BATNA, or Best Alternative to a Negotiated Agreement, is crucial as it
provides negotiators with a benchmark for evaluating offers, ensuring they do
not accept unfavorable terms.

How does Lewicki's 6th edition suggest handling
conflict during negotiations?

The book suggests addressing conflict by promoting open communication,
understanding differing perspectives, and employing collaborative problem-
solving techniques.

What role does ethics play in negotiation according
to Lewicki's 6th edition?

Ethics is portrayed as vital in negotiation, with discussions on ethical
dilemmas, the importance of integrity, and the long-term impacts of unethical
behavior on relationships and reputations.

In the 6th edition, how does Lewicki define the
concept of 'integrative negotiation'?

Integrative negotiation is defined as a process where parties collaborate to
find mutually beneficial solutions, focusing on shared interests rather than
competing for limited resources.

What are the major negotiation styles identified in
Lewicki's 6th edition?

The major negotiation styles include competitive, collaborative,
compromising, accommodating, and avoiding, each with its own advantages and



disadvantages depending on the context.

How does Lewicki's 6th edition recommend preparing
for a negotiation?

Preparation should involve researching the other party, understanding
interests and positions, defining objectives, and developing a negotiation
strategy that includes potential concessions.

What tools or frameworks does Lewicki provide for
analyzing negotiation scenarios?

Lewicki provides various tools such as the negotiation process model,
interest-based negotiation framework, and techniques for assessing power
dynamics and potential outcomes.
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