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Aim of Session (Overview):

This session looks at negotiation, persuasion and influencing others for Child Protection Officers.

This session looks more closely at the interpersonal aspects of advocacy – namely, skills in negotiation, persuasion and influencing others. The session involves theoretical and practical components; the practical aspect is a role-play where participants need to try to use their abilities in influencing others to persuade a government official to support the reintegration of child soldiers back into a community in Abbania.
	Session Objectives
	At the end of this session, participants will:


· Understand the basics of negotiation – looking at interests and needs rather than positions and how to persuade others

· Develop an awareness of our own person style of influencing others

· Learn tips on how to effectively communicate verbal messages



	Key learning points/ key messages
	· Interpersonal skills are also critical to being able to influence others to address issues and bring about a change in behavior. It is therefore helpful to develop skills in influencing others and negotiation.
· Negotiating and influencing others requires not only a capacity to know yourself but to try to understand the other person’s perspective and find a middle ground. It is about communicating in a way that is effective in achieving a desired result.



	Linked modules or context/rationale in which session is to be run

	This session further develops the analysis component of the training by using the actor’s map, as well as assisting participants to develop their communication and negotiation skills.

The following sessions are particularly relevant:

· Child Rights and Responding to Violations
· Introduction to CPIE
· Causal Analysis

· Working with Others

· CPIE Programming

· Simulation



	Preparation
	· Copy handout

· Flip-charts (1 per team) & holders
· 2 x Break away rooms for teams (3 teams)
· PPT 



	Equipment
	· Flip-Charts & holders
· Markers

· Breakaway rooms

· PPT



	Handouts or additional session resources
	Handout - Influencing Style Inventory

	Facilitator documents


	Negotiation for Humanitarians Handbook


	Background materials for participants
	Negotiation for Humanitarians Handbook




SESSION PLAN

	Activity
	Timing
	Facilitator’s Notes
	Methodology & Required Resources

	Introduction to Influencing Others
	5 mins
	· Introduce the session objectives

· Explain the difference between general skills in influencing others and negotiation, which is one particular context but which requires skills and understanding which can be utilized in a less formal way in a variety of contexts outside a strict negotiation
· Ask participants what skills they require for influencing others – record on Flip-Chart to refer to throughout the remainder of the session (see Figure 4 below)
	Flip-chart: “Ingredients for Influencing Others”

	Positions, Interests, Needs
	10 mins
	The basic theory behind this section of the session is based on “Getting to YES” – a book dealing with win-win negotiation. Written by Roger Fisher (professor and Director of the Harvard Negotiation Project) and William Ury (negotiation / mediation consultant and director of the Negotiation Network at Harvard University & Associate Director of the Harvard Negotiation Project). This book has become a negotiation reference standard and is an international best seller: over 2 million copies in 20 different languages. The very short description below provides an overview of the main approach.

The Elements of Win / Win Negotiation

Re-Framing Positions to Interests 

Reframing, like paraphrasing, is another way to respond to a hostile speaker to let her/him know that you understand what they are saying.  However, unlike paraphrasing, which simply repeats back what has been said, reframing is a way of changing directions.  When faced with hostility, it is natural to push back.  However, rather than opposing your opponent’s anger in a security context, it may be helpful to re-direct aggression into a non-threatening discussion of their underlying needs.  At its best, reframing can elicit a more cooperative, problem-solving approach to address the concerns and interests rather than the positions of an attacker.

POSITION - A position is one specific solution to a problem, usually stated as a demand in an attempt to resolve a conflict.  Often the positions of people in conflict are mutually exclusive because each person is attempting to address only his or her own needs. Positions often arise out of impulses that seem to demand immediate reaction.  Common motives for becoming positional are the desire to be taken seriously, fear, revenge and unmet expectations from the past.

INTEREST - Interests are often closely connected to an individual’s values and priorities.  These values and priorities can often be identified through an individual’s expression of their underlying wants, needs, fears, hopes and/or concerns.  In expressing their interests, parties in dispute often discover that they share many more values and concerns than they assumed while in their positional stance and they are subsequently much less likely to perceive one another in purely adversarial terms.  

NEEDS - Underlying the basic human interests, which often arise in disputes are the almost universal needs for power, approval, justice, inclusion, identity and security, and respect. What is useful in this is that our needs as human beings are usually the same, even though our interests may tend to move in different areas, and our spoken positions may be completely different.

· Begin this session by putting the concepts of Positions, Interests & Needs into a context – arriving at a checkpoint with a particular Position that is met with an equally strong Position

· The main point to emphasise as you go through explaining these concepts is that the central skill required for this kind of understanding is the capacity to put yourself in the position of the other person and trying to appreciate things from their perspective. Once you are able to do this and see the basic human needs that underlie most interactions you will be able to see the beginnings of some potential common ground opening up.

· Listening to the other person is a key aspect to understanding their point of view. 

	

	Personal influencing styles – Push, pull, move away
	20 mins
	· Handout the questionnaire and give participants 5 minutes or so to complete. Advise them not to think too much about it but try to answer the questions instinctively and honestly – this is about what you usually do; not what you would prefer to be doing!
· Ask participants if anyone was surprised by the outcome of the questionnaire – did it reveal something about them that they weren’t expecting?

· Go back to the Negotiation Model and refer back to the skills already noted on the flip-chart as well as the 3 strategies just identified.

· How flexible are we in adapting our styles to meet their needs – remember the outcome is not to be “right” but to better create a protective environment for children

· When faced with someone who you are trying to influence – it is not only useful to know your own preferential style of influencing but which way of communicating will be most helpful to going deeper than an initial “position” to unpack and understand that persons “interests” and ideally, their “needs”

Explaining Push, Pull & Move Away:

PUSH: When you have a specific agenda such and wanting someone else to change in some way, make a decision you want to make, or to take action on your behalf, you are using a PUSH approach.
The more invested you become in getting what you want, the more likely you will:

· Use a PUSH approach

· PUSH firmly

· PUSH consistently and persistently

PULL: When you seek, emphasize and show your excitement about common ground, you are using a PULL approach. Authenticity is an essential aspect of PULL. The moment others suspect you are using a technique to manipulate them, it will cause them to move away. If you have your own pressing agenda, and it does not align with the needs and interests of others, PULL will not be the appropriate approach. It takes time and a willingness to be influenced in order to appropriately use a PULL approach.

MOVE AWAY: When you disengage or avoid, you are using MOVE AWAY approach.

· DISENGAGING is action designed to accomplish a tactical objective. This objective is to temporarily step back from a situation when it has become unproductive. This action buys you more time to change the environment, test the willingness of the other people to continue or to do more preparation.

· AVOIDING is an important skill in order to maintain focus on the main issue or outcome. Others may change the subject, raise minor objections or distract you with side issues. Your choice to ignore less relevant responses allows you to put your energy where it will do the most good.
	Handout - Influencing Others Questionnaire 

	Communicating your interests
	10 mins
	· The next section identifies 2 key strategies that can assist you in communicating and listening to others as well as being able to create the environment where you will be more likely to understand their interests and needs
· Communicating Your interests – showing good faith and honesty about what you hope will be the outcome of your engagement with your counterpart. Can be used more directly (Push) or indirectly (Pull)

· Using I Statements: Useful in difficult situations to express frustration in a way that is less likely to create defensiveness – this is so that your counterpart can also find a way to appreciate your point of view as well as you appreciating theirs.
	

	Influencing Others: Role Play
	20 mins
	· Divide participants into 3 groups

· Each group will receive one handout to translated into role-play. 

· Match UNICEF staff into pairs and allow them 10 minutes to develop a strategy for their meeting

· Leave the other ‘role’ in one room where they can set up their ‘meeting space’ and can discuss the strategy for the meeting

· After 10 minutes instruct the UNICEF staff pairs to come in and find a Colonel

· Give groups of three 10 minutes to conduct their meeting

· Rove around the room to observe the following:

· How are they physically sitting? 

· Body language?

· Phrasing of issues?

· Who is listening? Who is talking?

· Reassemble participants after 10mins and debrief exercise
	Handout – Advocacy Role Play (1 role per person)

	Debrief
	20 mins
	· Begin by asking participants what kind of agreement they were able to come to after 10 minutes

· Lead this into a discussion about strategy and whether they were able to get to this – what kind of obstacles did you see? How did you address them? How would you address them differently if you had more time?

· Where you able to identify their Position? What about their Interests?

· Ask Colonel’s – which approach worked on you and which didn’t

· Refer to flip-chart points, etc

· Did you find yourself using Push, Pull or Move Away? Was this because of your own preference or because you felt it would be most useful for your counterpart?
	

	Wrap up
	5 mins
	· Summarise and reiterate key points

· Recommend further reading (Negotiation for Humanitarians Handbook will be in Participant Resources)
	


Figure 1: Flip-Chart “Ingredients for influencing others”, December, 2009
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