Foundation of fair use of materials protected

»copyright

for educational punoses

The following material has been reproduced, strictly for educational and illustrative purposes,
related to the material’s subject. The material is intended to be used in the University for
International Cooperation’s (Universidad para la Cooperacién Internacional: “UCI”, for its
acronym in Spanish) virtual campus, exclusively for the teaching role and for the students” private
studying, in the Management Skills course which is part of the academic program.

UCI wishes to state its strict adherence to the laws related to intellectual property. All digital
materials that are made available for a course and for its students have educational and research
purposes. The use of these materials is not intended for profit. It is understood as a special case
of use for distance education purposes, in places where it does not conflict with the normal use of
the document and where it does not affect the legitimate interests of any actor.

UCl does a FAIR USE of the material, based on the exceptions to copyright laws set out in the
following regulations:

a- Costa Rican Legislation: Ley sobre Derechos de Autor y Derechos Conexos (Law on Copyright
and Related Rights), No.6683, dated October 14™ 1982, Article 73 and Ley Sobre Procedimientos
de Observancia de los Derechos de Propiedad Intelectual (Law on Procedures for Enforcement of
Intellectual Property Rights), No. 8039, Article 58, which allow for the partial copying of works for
educational illustration.

b- Mexican Legislation: Ley Federal de Derechos de Autor (Federal Law on Copyright), Article 147.

c- Law of the United States of America: In reference to fair use, it is contained in Article 106 of the
copyright law of the United States (U.S. Copyright - Act), and establishes a free use of documents
for purposes such as criticism, comments and news, reports and teaching (which includes making
copies for classroom use).

d- Canadian Legislation: Copyright Act C-11, makes reference to exceptions for distance
education.

e- WIPO: Within the framework of international legislation, according to the World Intellectual
Property Organization (WIPO), this matter is foreseen by international treaties. Article 10(2) of the
Berne Convention allows member countries to establish limitations or exceptions regarding the
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possibility for legal use of literary or artistic works, by way of illustration for teaching, through
publications, radio broadcasts, or sound or visual recordings.

In addition, and by UCI’s indication, virtual campus students have a duty to comply with what is
stated by the relevant copyright legislation in their country of residence.

Finally, at UCI we reaffirm that we do not profit from the works of third parties, we are strict about
plagiarism, and we do not restrict in any way, neither our students, nor our academics and
researchers, the commercial access to, or acquisition of, any documents available in the publishing
market, may it be the document directly, or through scientific databases, paying themselves for
the costs associated with such access or acquisition.




WV Barbara Braham, Ph.D.

WV Tips on

how to negotiate effectively

1. Know Thyself

When you go into a negotiation, take a
personal inventory. How do you feel
about negotiation? Do you want to get
it over fast? If so, you may give in too
quickly, or give away too much. Or, do
you want to win, no matter what the
cost? If so, you may become
adversarial and damage the relation-
ship.

2. Do Your Homework
Know who you're negotiating with
before you begin. What's his or her
reputation as a negotiator? Win/Win
model or Win/Lose model? Does the
person want to negotiate with you (Oh
Boy!), dread the negotiation (Oh No),
or is this a neutral situation (Show Me)
3. Practice Double 1

and Triple Think IHINK
It s not enough to know what you want
out of negotiation. You also need to
anticipate what the other party wants
(double think). The smart negotiator

also tries to anticipate what the other
party thinks you want (triple think).

4. Build Trust

Negotiation is a highly sophisticated
form of communication. Without trust,
there won’t be communication. Instead
you'll have manipulation and suspicion
masquerading as communication. Be
trustworthy. Honor your commitments.
Tell the truth. Respect confidences.

5. Develop External Listening

Most people carry on an inner dialogue
with themselves. When you're trying to
communicate with someone else, this
inner dialogue becomes

a problem because you I ]
can't listen internally and #
externally at the same
time. When you negotiate,
turn off your inner voice
and only listen externally.
You won’t miss important nonverbal
messages, facial expressions of voice
inflections, when you listen externally.

6. Move Beyond Positions

It's risky to make yourself vulnerable
to someone. That's why in a negotia-
tion you begin by stating your
position. Later, when the trust has
deepened, you and the other party
can risk more honesty and identify
your true interests. As a negotiator, it
is your responsibility to ask questions
that will uncover the needs or
interests of the other party. If you've
also done your job of creating a
supportive climate, you're more likely
to get honest answers.

7. Own Your Power

Don’t assume that because the other
party has one type of power, e.g.
position power, that he or she is all-
powerful. That's giving away your
power! Balance power by assessing
the other parties source(s) of power,
and then your own. While there are
many sources of power, they all
break down into two categories;
internal power and external power.
The former no one can

take away from you and

includes your personal

power, level of self-esteem,

and self-confidence.

External power fluctuates
with your situation. If you're
laid off or demoted you can
lose position power, for
example. If new technology
is introduced, you can lose
your expertise power.
Because the dynamics of
power are so changeable,
a negotiation is never
dead. Be patient; the power dynam-
ics may shift.

8. Know Your BATNA

BATNA stands for Best Alternative to
A Negotiated Agreement. The
acronym comes out of the research
on negotiation conducted by the
Harvard Negotiation Project. Before
you begin a negotiation, know what

your options are. Can you walk
away from the
deal” What m ATN A]
other choices

do you have? What are the pros
and cons of each choice? Don't
stop here. Also consider the
BATNA of the other party.

9. Know What a Win Is

What is your best case scenario?
What is your worst case scenario?
The area in between is called your
settlement range. If you can reach
an agreement within your settle-
ment range, that’'s a Win! Don'’t
drop below your bottom line; you'll
feel bad about yourself and the
deal afterwards, and you may not
follow-through on your commit-
ments.

10. Enjoy the Process
Negotiation is a process, not an
event. There are predictable steps
preparation, creating the climate,
identifying interests, and selecting
outcomes that you will go through
in any negotiation. With practice,
you will gain skill at facilitating each
step of the process. As your skill
increases, you'll discover that
negotiating can be fun.

Reprint Notice:

Permission to reprint or
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