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DEFINING ROLES WITHIN TEAMS

Roles

Leader

Any negotiating team needs a leader.  This may be the person with the most expertise, not necessarily the most senior member of the team.

Good Guy

This is the person with whom most members of the opposing team will identify.  They may wish that the Good Guy was their only opponent.

Bad Guy

The opposite of the Good Guy, this person’s role is to make the opposition feel that agreement could be more easily reached without him or her.

Hard Liner

This member takes a tough line on everything.  He or she presents the opposition with complications, and is often deferred to by team members.

Sweeper

This person picks up and brings together all the points of view expressed, and then puts them forward as a single, cogent case.








Responsibilities



· Conducting the negotiation, calling of others occasionally when needed.

· Ruling on matters of expertise – for example, deciding if there is enough money available to finance a takeover bid.

· Orchestrating the other members of the team.

· Expressing sympathy and understanding for the opposition’s point of view.

· Appearing to backtrack on a position previously held by their own team

· Lulling the members of the opposing team into a false sense of security, allowing them to relax.

· Stopping the negotiations from proceeding, if and when needed.

· Undermining any argument or point of view the opposition puts forward.

· Intimidating the opposition and trying to expose their weaknesses

· Delaying progress by using stalling tactics.

· Allowing others to retreat from soft offers that they might have made.

· Observing and recording the progress of the negotiations.

· Suggesting ways or tactics to get out of the deadlocked negotiation

· Preventing the discussion from straying too far from the main issues.

· Pointing out any inconsistencies in the opposition’s argument.




Negotiating Skills








