Provided by Siberian Federal University Digital Repository

Metadata, citation and similar papers at core.ac.uk

Journal of Siberian Federal University. Humanities & Social Sciences 4 (2014 7) 639-646

VJIK 371.255

Visualization Techniques

in Negotiation Process

Julia S. Ket** and Tatiana 1. Yustus®

“Krasnoyarsk University Gymnasium «Univers No 1»
50 Korneev Str., Krasnoyarsk, 660001, Russia

bSiberian Federal University

79 Svobodny, Krasnoyarsk, 660041, Russia

Received 11.12.2013, received in revised form 17.01.2014, accepted 25.02.2014

Negotiations beneficial to negotiators’ interests are the most effective model of conflict resolution. This
approach to negotiations necessarily requires cooperative interaction between participants. However,
the problem of organizing cooperation remains open. This article describes visualization techniques
applicable in negotiation process and shows possibilities for effective realization of negotiation
techniques. The experimental research has shown that visualization helps to productively resolve
contradictions by allowing their registering and structuring and facilitates transition of participants’

attitudes from confrontation to cooperation.
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Negotiations have already become a familiar
and even everyday phenomenon of modern
life. It has also become usual for professionals
to distinguish two fundamentally different
approaches to negotiations. Their names differ
from author to author [1, 2, 5, 6, 10], but the
essence remains the same — negotiations are
interaction in the sort of fighting for one’s own
interests (1) or interaction, aimed at overcoming
the struggle for a joint search for mutually
beneficial solutions (2).

Authors of texts about negotiations and
trainers  teaching negotiation techniques,
should certainly choose their position, and, as
a rule, they clearly inform course participants

or readers, which approach they consider
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most adequate and what values they base their
conception on.

We will not be an exception, and tell from
the beginning that we stick to the approach of
principled negotiations and negotiations based
on mutual interests (they are the model of “win-
win”, a joint search for solutions with a partner, a
joint resolution of the problem, etc.). We believe
that productive negotiations are cooperation of
all participants for searching of or developing the
most beneficial solution for all of them. We also
believe that negotiation technology always gives
an opportunity to find such a solution.

However, being psychologists, we also
know that such kind of human interaction is not

natural, but rather unnatural. That is, struggle
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is much more characteristic for human nature
than cooperation. We will not dwell on reasons
for this circumstance, we will only mention that
in negotiation practice transition to cooperation
does not occur by itself.

The question we are looking for an answer
to is how to organize cooperative interaction,
which is very valuable for us, during negotiation
process.

Part of the answer lies in the negotiation
technology in its Harvard interpretation. If
everything is done according to the technology,
the parties will have to cooperate. But what can
make communication, adequate technology of
negotiations according to one’s own interests,
possible? It is necessary to find ways, techniques,
which would allow to overcome confrontational
stereotype and spontaneity and draw the
participants in the position “above” the situation
that led them to the negotiating table.

Looking for an answer to this question it is
useful to consider the experience of collective
action and collective thinking in other types of
practices — for example, in organizational activity
games, mediation, conflict analysis. Analysis of
literature describing psychotechnics in these
practices [6, 7, 9] shows that the most clear and
necessary for objectification is visualization
technique. When previously disjointed material,
distributed among the participants, is shared
and “laid out” on the common board, it provides
an objective picture, alienated from all the
participants.

We know that there are at least two parties in
the negotiations, who “meet” about the common
theme, subject, and often cannot come to an
agreement. Each party comes to the negotiation
table with their own vision and perception of the
situation, and if it so happens that the vision of
one party remains closed for another, and vice
versa, then they do not meet productively. In order

to build arguments, it is necessary for the parties

to have a common picture, look for options,
basing on the same premises. Besides that, if
you look at the situation of negotiations from the
outside, a general stereotype is triggered — the
parties sit “opposite each other”, when a visual
image appears, which is taken outside, then the
negotiation “space” changes. A certain scheme
appears, in which there are inconsistencies
and gaps, and two parties appear, that together
deal with these

that visualization can become a way to build

inconsistencies. It seems
cooperative interaction in negotiation process.

Analyzing the literature on visualization, we
identified some common visualization techniques
that can be used for building communication in
negotiation process. The most detailed description
of the techniques are given in the works of
European authors: “Working with conflict.
Practical skills and strategies for working with
conflict.” S. Fischer, D.Ludin, Smith et al [5] G.
Hesl “ Mediation in resolution of conflicts” [8]. To
understand the general mechanism of their work
and the impact on communication in negotiations
we will give the description of three methods,
which are summarized below:

Conflict mapping — is a method of graphical
presentation of conflict in which the parties are
placed according to their attitude to the problem
and to each other;

The purpose of the method: it is used to see
the relationships between the parties more clearly,
to find out how the participants are distributed:
direct, indirect actors, etc., to see where actual or
potential allies are ;

When to use : when there are many
participants, relationships between them are
complicated, when it is not clear who is a direct
and who is an indirect participant; ;

Cards — this is a method of conflict analysis,
in which the interests and goals of the conflicting
parties are deliberately separated and written on

separate cards ;
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Purposes of the method: it contributes to
a better understanding of the situation due to
the fact that each participant determines their
own purposes and interests and those of their
opponents, after that the cards of all the participant
are compared. This allows to see the differences
in the parties’ picture of reality and understand
the need to coordinate it.

When to use : when there is a lot of
information and there is no clear understanding
of the requirements of the opponent, and when it
is difficult to determine the interests and goals of
both parties and to understand how they relate;

Table — is

information, a list of data organized into a certain

a method of structuring

system and distributed into graphs.

Purpose of the method: bringing large
amounts of data in order to optimize the method
of storing it and using it;

When to use: when working with large
amounts of information, and as a consequence,
with many interests \ goals, etc. ;

Diagram, drawing —is a method of graphical
representation of information by grouping it and
marking connections and relations between the
groups;

Purpose of the method: identifying key
units to determine connections and relations
between them,;

When to use: when working with a large
amount of information, when you need to
present your own interests and show how they
are related to the interests of the opponents;
when you feel information overload and
difficulty to hold it.

So, to negotiate in a productive way it is
necessary for the situation to be structured,
the actions of the parties, their goals and
interests need to be defined, communication
needs to be built and the situation needs to
be as “transparent” as possible. Visualization

techniques allow to objectify diverse information,

which individual participants in the negotiations
have. Therefore, we can assume that visualization
techniques can become ways of structuring the
situation (structuring will be achieved by using
visualization techniques) in the negotiation
process. In addition, visualization can help
to change the attitude of the participant from
confrontation (against each other) to cooperation
(together against the problem). This idea formed

the basis of our experimental study.

The experimental study
of visualization techniques
as a way to structure
a conflict situation in negotiations

In the experiment, we tried to find the
connectionbetweenusingvisualizationtechniques
and productivity of the negotiation process,
attitudes of participants of the negotiations to
each other.

We assumed that:

1) wusing visualization techniques by
participants of negotiations helps to productively
resolve the conflict by structuring it;

2) using visualization techniques by
participants of negotiations affects subjective
perception of a conflict situation and helps
to change attitudes from confrontation to
cooperation.

The participants of the research were
Federal

studying for a degree in Psychology (2 groups),

students of Siberian University,
in International Economics (2 groups), young
teachers of Krasnoyarsk Krai, having not more
than three years of teaching experience (2
groups); municipal employees and managers,
executives of a construction company in
Krasnoyarsk (6 groups). The total sample was
96 people. All participants were interested in
further training in the field of negotiations and
they had basic knowledge of conflict analysis

and negotiations.
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The participants of the study were grouped
into 12 groups of 8 people, based on the
requirements of the methodology applied to the
research. The unit of analysis in this study was the
group. Some of these groups were experimental,
some were control groups. To justify the
distribution and understanding of the course of
the research we will describe its program and
stages.

At the first stage of the research, as
mentioned above, in order to organize the impact
on the experimental group, the participants were
equipped with visualization techniques (“tables”,
mapping”,

“cards”, etc.): a set of techniques was discussed

“diagrams”, “conflict “drawing”,
with the participants before the negotiation
process, appropriateness of their use and ways
to apply them. In addition, the materials were
prepared that would allow the use of the techniques
(such as tables for participants, a drawing board,
cards, etc.)
At the

preparations were made for structuring the

second stage of the research

negotiating process. In order to equip researchers
with a tool to answer the main question of whether
the techniques have impact on: registering
contradictions in the negotiation process;
identification of the subjective perception of
the conflict situation by the participants of the
negotiations, we have developed a set of criteria
to determine the attitudes of the participants:
cooperation or competition. These criteria formed
the basis of criterion- based observation of the
negotiation process.
Atthethirdstageofthestudyagameprocedure
“The Inheritance of Grandmother Charlotte” was
chosen for construction of negotiation process.
This procedure was carried out in each of the
groups, control and experimental. At this stage
the researcher, equipped with the criteria for
detection of a certain feature, monitored the

negotiation process.

Description the game procedure

The number of participants is 8 people.
According to the story, each of the participants
is a close relative or friend of Grandmother
Charlotte, who died and left a will in which each
of the participants was included. The goal of the
participants is to divide up the inheritance. Each
participant receives a plot describing their goals,
interests and character traits. The participants
must act in accordance with their storylines. In
some points, their goals are consistent, some are
directly opposite. There are 10 positions that must
be distributed. If the property is not distributed (if
agreement cannot be reached and a contract to be
sighed during the limited time), the participants
will lose half of the total cost of the property.

The performance criteria of the negotiations
are both the fact of reaching/not reaching an
agreement, and additional bonuses received by
the participants for satisfying the interests stated
in their plots. All conditions of getting bonuses
are known by the participants in advance.

The moderator of the procedure reads out
the general conditions, keeps track of time and
takes the form of the contract, which was signed
\ not signed by the participants. Furthermore, the
moderator can give the participants additional
bonuses that they can get depending on the
personal plot.

This procedure was chosen in view of
the fact that 1) it involves a large number of
participants and, as a consequence, a large
amount of information; 2) content-wise, the
information is of different nature: emotional,
informative, specifying ; and 3) a large amount
of emotionally — colored information noises
procedural component of the negotiation process.
These conditions organize reality, where it is
possible to use visualization techniques.

In addition, the procedure provokes the
initial confrontation attitude. We were interested

in whether the participants can change their
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attitude to cooperation if they use visualization
techniques.

As a result of the research of experimental
control groups, the following data were obtained.
For convenience, we made a table (see Table 1.),
where we placed the fact of using the technique,
registering contradiction, attitudes, demonstrated
by the participants and the result of negotiations:
whether the parties managed to reach an
agreement.

The data will be interpreted in the following
way: the data of the control and experimental
groups will be compared on a particular
characteristic, then the data within each group
will be interpreted separately.

In 7 out of 7 cases of use of visualization
techniques in the negotiation process, the
contradiction was registered by the participants:

the participants can articulate what the main

problem, the main difficulty of the situation is,
distinguish interests and goals of each other,
analyze the gap; however, in the cases where
visualization was not used, the contradiction
was not registered by the participants, with one
exception: out of five examples of negotiations
process without using visualization techniques
only in one case the contradiction was articulated.
This allows us to make the conclusion about
connection between the use of visualization
techniques and formulation of contradictions.
Comparison of these groups by the type
of attitude of the participants: in 7 out of 7
experimental groups the participants show
the attitude of cooperation, in 5 of the control
groups only in one group the participants
demonstrated the attitude of cooperation, in all
others — competition. This allows us to make

the conclusion about the connection between

Table 1. The experimental data for modeling the negotiation process

L Contradiction is Attitude of Effectiveness
Visualization . . .. (whether an
Ne group . Technique registered/not competition/ .
techniques used . . agreement is
registered cooperation
reached or not)
Data of the experimental group
Nel + Conflict Registered Cooperation +
mapping
Ne2 Table Registered Cooperation
Ne3 Conflict Registered Cooperation
mapping KOOTepanus
Ned + Conflict Registered Cooperation +
mapping
Ne5 + Conflict Registered Cooperation -
mapping KOOTepanus
Ne6 Table Registered Cooperation -
Ne7 Table Registered Cooperation +
Data of the control group
Ne8 - - Not registered Competition -
Ne9 - - Registered Competition +
NelO - - Not registered Competition -
Nell - - Not registered Competition -
Nel2 - - Not registered Competition -
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the use of the techniques of visualization and
attitude which facilitates productive resolution
of the conflict due to its articulation: in 7 out
of 7 cases of use of visualization techniques in
the negotiation process, the contradiction was
articulated by the participants: the participants
can formulate the main problem, the difficulty of
the situation, identify interests and goals of each
other, analyze the gap;

2) using visualization techniques by the
negotiators affects the subjective perception of
a conflict situation and contributes to change
of attitudes from confrontation to cooperation
of the participants towards each other: using
visualization techniques facilitates cooperation
between the negotiators.

Comparison of these groups in terms of
productivity of the negotiation process (whether
an agreement was reached): in 5 of 7 experimental
groups, the participants reached an agreement,
in one of the five control groups agreement was
reached. This can be interpreted as follows:
using visualization techniques by the negotiators
affects the productive outcome of the negotiation
process.

The analysis of the data of the experimental
group shows that of all the techniques only
conflict mapping and tables were used. This
means that these techniques are most preferable
for this procedure. According to the participants,
these techniques were most appropriate for them,
taking into account the specifics of the stimulus
information.

By observing the negotiation it was
possible to identify some general trends of
unfolding action in the procedure “Inheritance of
Grandmother Charlotte”. In all control groups we
observed the following: all the given time is spent
by the participants for the stage of presentation
of positions. This is due to the fact that when
participants present their attitude towards the

subject, describe their claims, they receive

criticism about the traits of character, and also
the participants whose goals coincide with those
of the speaker, immediately become active and
start bargaining over the desired property. This
makes discussion of the parties’ presentations
way too long and destroys the general logic. In
one of the control groups the participants spent
so much time on discussion of the presentations
that not all the participants had the time to
present their characters. Lack of fixations and
changing of logic complicates the process of
decision-making. Besides that, the participants
simultaneously discuss several issues: what they
want to achieve, how, on what basis they think it
appropriate to distribute the property, character
traits and relationships between the participants.
The transition from one issue of discussion to
another creates difficulty in understanding and
retaining information and is reflected in the
emotional attitude to the process. As an example,
we will give some comments of the participants:
“After the fifth minute of discussion, I completely
lost track of the conversation, what everyone’s
demands were. The only thing that I realized is
that it is better to remain silent, maybe something
will be clarified by the end of the conversation”,
“this is not negotiations, it is some farce, in this
situation, I can sign any nonsense, so I will not
sign the contract”.

In those cases where visualization was
used, the following points can be noted. Work
with tables was carried out by the participants
throughout the whole negotiation process.
At the stage of the parties’ presentations, the
participants built their speech basing on the
column specified in the table: thus, it took
about 7 minutes. In addition, a large amount
of unnecessary information that could “noise”
this procedure was cut off (details of life, traits
of character, relationships with Charlotte, etc.).
Later each of the participants worked with their

own table and was looking for the “right” person
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to talk to on the basis of their goals. The example
of the participants words after the procedure: .. I
looked at the table and understood who I needed
to communicate with. First it felt like everyone
needed everything at once, that everyone claimed
the same items, then when everything was laid
out it turned out there were some extra items
left unclaimed”. “It is very convenient to use
the table, there appears a picture of everyone’s
claims and what should be negotiated in the first
place”. Thus, we can conclude that the technique
of “tables” helps to save time in the negotiations
and structure information on the claims of other
participants, thereby highlighting the participants
with overlapping interests.

Asforthetechnique of “conflict mapping”, it
has been applied as follows : all participants were
grouped on the basis of kinship. Subsequently,
the participants discussed the inheritance of
property rights within their “branches” in the
family tree. Thus, it creates some principle or
the best way to solve this situation. The logic of
distribution of the property becomes common
and open, helping to reduce tension between the
parties. For example: “.. the problem ceased to
exist when all the participants were drawn and
it became clear, who is related to whom, after
that it became clear to everyone who gets what
and why”. The second version of the application
“conflict mapping” is moving not from kinship,
but from from the item (point of the will). As
a result of this there appeared some micro-
groups of participants, interested in obtaining
the same item, and these groups held separate
negotiations. This suggests that visualization
helps to identify the optimal way to resolve
the situation, sets the principle of acting which
becomes common for all participants and,
as a consequence, changes the attitude from
competition to cooperation.

All this allows us to draw the following

conclusions:

1) wusing visualization techniques by
negotiators facilitates productive resolution of
the contradiction due to its formulation: in 7 out
of 7 cases of use of visualizing techniques in the
negotiation process was the contradiction was
articulated by the participants: the participants
can articulate the main problem, the main
difficulty of the situation, identify each other’s
interests and goals, analyze the gap.

2) using visualization techniques by the
negotiators affects the subjective perception of
a conflict situation and contributes to change
of attitude from confrontation to cooperation:
in 7 out of 7 cases after use of visualization
techniques the participants, demonstrated attitude
of cooperation ;

3) using visualization techniques by the
negotiators affect the productive outcome of the
negotiation process : in 5 out of 7 cases of use of
visualization techniques, the participants reached
an agreement ;

4) if the negotiators do not use visualization
techniques, the attitude of participants to each
other can be both cooperation and confrontation;

5) signs of registered contradictions are the
following : analysis of the gap by the participants,
formulation of the key problem, difficulty;
evaluation of one’s own and the opponents’
resources; identification of goals and interests of
the negotiating parties.

In addition, the experimental study showed
that the technique of “conflict mapping” facilitates
finding optimal solutions to the situation through
(1 ) agreement on the key principle, which the
cooperation will be based on, and (2) grouping
the participants of the negotiation process,
identification of characters with intersecting
intentions. The “tables” technique helps to save
time in the negotiations and structure information
regarding claims of other participants, thereby
highlighting the participants with overlapping

interests.

— 645 —



Julia S. Ket and Tatiana I. Yustus. Visualization Techniques in Negotiation Process

So, the experiment showed that visualization  search of the solution, beneficial for both parties.
helps participants to implement the technology of = This conclusion is an important step in the search
negotiations. The ability to use objectification for an answer to a typical question to trainers on
technique makes it possible to overcome the principled negotiations — we understand and like

attitude of confrontation and move to the joint  what you say, but how is it done?

References

1. Camp, J. First say “No”. M.: Dobraya kniga, 2006.

2. Oliver, D. How to win in negotiations. Neva Economics, St. Petersburg, 2005.

3. Fischer C., D. Abdi, D., Ludin, D., Smith, R., Williams, S. Working with conflict. Practical skills
and strategies for working with conflict — Trans. from English., 2nd ed. Almaty: Resursy primirenia,
2005.

4. Fisher, R., Shapiro, D. Beyond the common sense: How to use emotions in negotiations. M.,
Dobraya kniga, 2007.

5. Fisher, R., Yury, W., Patton, B. Negotiations without defeat. Harvard method. St. Petersburg:
Exmo, 2010.

6. Khasan, B.I. Constructive conflict psychology. St. Petersburg: Peter, 2003.

7. Hertel, A. Professional conflict resolution: Mediation competence in our life. St. Petersburg,
2007.

8. Hesl, G. Mediation in conflict resolution / Mediationdieerfolgreichekonfliktlosung: Theory and
Technology, St. Petersburg: Rech’, 2004.

9. Shchedrovitskiy, G.P. Thinking. Understanding. Reflection. Moscow, 2005.

10. Martin, D. Wyborn, J. One Stop negotiation. NY, 2006.

TexHUKH BU3yaJin3anuu

B MePEroOBOPHOM Iponecce

I0.C. Ket?, T.HU. FOcTyc®

“Kpacnosipckas yHusepcumemckas cumHasus «Yuusepcey Ne 1
Poccus, 660001, Kpacnospck, yn. Kopneesa, 50

*Cubupckutl ¢hedepanvHblil yHUGepcumem

Poccus, 660041, Kpacnospck, np. C60600Hbi1L, 79

Ilepezosopuvl no unmepecam — naubonee 3¢pghekmuenas mooensb pazpeuterus KOHGAuKmos. dmom
N00X00 K Nepe208opam ¢ HeobXo0UMOCHbI0 mpedyem KOONepamuHo20 83aumMo0eticimeus yuacmHUKos.
O0nako onpoc o cpedcmeax Op2aHU3aAYUU KOOnepayuy OCMaemesi OmKpulmuiM. B cmamve onucambvl
MEXHUKYU U3YATUSAYUU, NPUMEHUMDBIE 8 NEPE2OBOPHOM NPOYECce, U NOKAZAHBL UX 803MONCHOCIU OIS
aphexmusHoll pearusayuu MexHONOLUU EOCHUsL NePe208OPO8. IKCNEPUMEHMANbHOE UCCIeO08aAHUEe
NOKA3a0, YMO 8U3YaANU3AYUSL CHOCOOCMBYem NPOOYKMUSHOMY PA3PEUleHUI0 NPOMUBOPe Us 3a CHem
€20 oghopmaenus u obecneuugaenm cMeHy YCMaHO8KU YHACMHUKOS C KOHPPOHMAYUU HA KOONePaAYuro.

Knrouegvie croga: nepezosopwl, Koonepayusi, KOHOPOHMAYUS,MEXHUKA SU3VATUZAUUL, KOMMYHUKAYUSL
8 nepe208opax.

— 646 —



