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METHODS OF CLOSING A NEGOTIATION

Methods Of Closure

Making Concessions That Are Acceptable To All Parties.  Proposing and accepting concessions that help to clinch the deal without jeopardizing your party’s position

Splitting The Difference Between All Parties.  

Agreeing between all sides involved in the negotiations to move towards the middle ground in order to reach a deal.

Giving One Party A Choice Of Two Acceptable Alternatives.

Encouraging the other party to move forward by offering them two different options from which to choose.

Introducing New Incentives Or Sanctions.

Bringing pressure to bear on the other party by introducing new incentives or sanctions.











Factors To Consider







· This continuation of the process of trading can break a deadlock.

· The other party may be tempted to try to gain even more concessions.

· Making concessions late in the negotiations may undermine your credibility.

· It may be difficult to judge what is a fair split of the difference.

· This is an indication that you are still prepared to make some concessions.

· Neither party will feed that they have won or lost at the end of the negotiations.

· This suggests that any “final” offer you have already made was not really your last call.

· Finding two options that are equally acceptable to you may not be easy.

· There is no guarantee that the other party will agree to either of the proposals.

· The threat of sanctions may increase the opposition’s feelings that you are being hostile.

· Introducing new Incentives can completely alter the balance of a negotiation.

This can provide the push necessary to bring the other party to agreement.

Methods of Closure

Introducing New Ideas Or Facts At A Late Stage.

Bringing new ideas to the meeting table provides an incentive for new discussion and may lead to an agreement.

Suggesting An Adjournment When Stalemate Occurs.

Adjourning allows each side in the negotiations time to consider what will happen if there is no agreement.

































































































































Factors To Consider

· This gives the other party room to see new concessions that they could make.

· This may undermine your credibility – you should have introduces the new ideas earlier.

· This may undermine the basis of the negotiation and take you back to square one.

· This gives each party an opportunity to consult with outside advisers.

· Circumstances may change the position of the parties during the adjournment.

· It may prove to be too difficult to reconvene a further meeting at another time.
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