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It was the day before New Year’s Eve. I was tucking into the umpteenth mince pie
I’d consumed over the holiday period with my feet up in front of the television,
watching a film I’d seen every year at around the same time. In short, I was in full
relaxation mode with the rest of the family.

This perhaps explains why my mind drifted away from the much-watched festive
film, and I began to ponder New Year’s resolutions. They are of course an age-old
ritual many of us contemplate during the holiday period, often in quiet reflection, as
we pause to think about what we achieved during the year, what could have been
achieved had we pushed ourselves just that little harder, and what we want to make
happen in the year ahead. As such, New Year’s resolutions can apply to all areas of
our personal and professional lives. As the Collins Dictionary defines them, they are
simply “a promise to yourself or decision to do something, esp to improve one's
behaviour or lifestyle in some way, during the year ahead”.

What if we applied this concept of resolution-making specifically to our negotiations
in the forthcoming year? On reflecting on the previous year, what promises would
we make to ourselves to improve our behaviours, and why? What objectives would
we set and how would we measure the success of implementing this change? And as
this is a commitment we are making for a twelve-month period, how would we
decide to self-reward or incentivise ourselves appropriately?

Well, one starting place could be to revisit the 14 behaviours of a negotiator,
identifying a few or even a single behaviour to develop during the year. If we took
planning (behaviour 7) as one example, we could decide to allow for additional
preparation time prior to each negotiation – even as little as, say, one additional
hour. Relatively straightforward to adopt as a process, there are a number of ways of
measuring improvement over the course of the year. Did you feel more confident
going into your negotiations? Did the additional time allow you to effectively plan
your moves and those of your counterparts? Did this support you in getting outside
of your own head and into the mind of the other party, perhaps even allowing time
to develop agendas to control your negotiations (behaviour 12) or to think creatively
in developing proposals that move the deal forward (behaviour 13)? Finally, was
there a tangible gain as a result of the additional investment of planning time?

Another logical place to identify a negotiation resolution is to simply flip the first
approach and look outside of the 14 behaviours. Applying the same principles
outlined above, you could identify a behaviour or behaviours that you wish to stop
because they have inhibited you from achieving optimum results. For example, do
you have a tendency to talk too much, giving information away to your counterparty
unnecessarily? A simple resolution would be to only ever offer up information
consciously and in a controlled way. This could be measured by asking yourself a
simple question every time you share information – “What has the act of sharing
that information positively contributed to my negotiation position?”. If the answer
is nothing – or it has negatively impacted your position - then that is a resolution
broken and a learning for next time.

None of these suggestions around measurement are prescriptive. They are merely
examples of how you might choose to measure the improvement of a specific
negotiation behaviour. Ultimately, how you decide to determine the success of
driving behavioural change in any area is of course completely up to you.

Negotiation resolutions such as these involve effort and commitment. As with any
new regime requiring behavioural change, the desired behaviour can easily slip and

self-discipline must be exercised to stay on target. That’s why it’s important to
reward yourself for success. Think of incentives for achieving your goals that will
keep you suitably motivated and entertained during the course of the next twelve
months. They could be grand but needn’t be. In fact, as skilled negotiators
understand, low-cost/high-value rewards are often the most effective.

All of this can be summarised into a 3-step plan:
ONE: Identify a negotiation behaviour(s) to improve or develop which
you believe will have the greatest positive impact in the year ahead.
TWO: Think of some stretching but realistic objectives and success
measures for achieving improvement in this behaviour(s).
THREE: Reward yourself.

So, back to my musings as I half-watched the Christmas movie. Whilst polishing off
the final crumbs of my mince pie, I made my own personal New Year’s resolution of
the year: to work off some of the excess festive calories at my local gym. And whilst
I’m sold on joining the gym, I’m not currently a member, so the terms of that
membership need agreeing. Which by my own definition, makes it my first
negotiation of the year. I shall therefore apply the 3-step process and look to achieve
a great deal as a result. Likewise I would like to wish all who are reading this a very
Happy New Year with many successful negotiations to look forward to in 2019!

