MAKING PROJECT MANAGEMENT INDISPENSABLE FOR BUSINESS RESULTS®

JUNE 2008 VOLUME 22, No. 6

THE FIVE BUSINESS TRENDS
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know exactly what you want. But
for even the most skilled of project

managers, navigating the murky waters

of a negotiation can seem like mission

impossible. Project leaders must figure out

not only how to grab that elusive prize, but

also make sure all the stakeholders leave
satisfied—even if the talks didn't go their way.

With so many logistical, emotional and
political factors at play, there isnt one single
approach that will work in every situation. “The
answer to every negotiation question is: ‘It
depends,” says David Lax, Concord, Massachusetts,
USA-based coauthor of 3D Negotiation [Harvard
Business School Press, 2006]. “The important thing is
to find out what it depends on.”

Before heading into any negotiations, project man-
agers should evaluate the motivations of all the parties
involved. “You need to understand who has to say ‘yes’
to you, know whose lack of cooperation can really harm

you and know what each individual really cares about,”
says Mr. Lax, who is also the CEO of Concord-based Lax

Sebenius LLC, a consulting firm.
And sometimes those motivations aren’t readily apparent. A

team member might be pushing for a later deadline not because
she’s running behind, but because she was planning to take a vaca-

tion. If project managers are aware of such issues, they may find an
alternative tactic. For example, the team member looking for time off

could be rewarded for meeting the deadline—perhaps with an extra
day off later. Then, both parties can leave the table feeling victorious.

GeT WHAT YOU WANT—WITHOUT MAKING
THE OTHER PROJECT PLAYERS HATE YOU.
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