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Introduction 

Negotiation reveals new ways of business from the ideas of multiple parties involved in 

negotiation process. Negotiation process any involve several parties who seek mutual benefit 

from the process. Negotiation process is highly effective in starting new business 

organisation as the entrepreneurs need to convince the investors and the suppliers through 

negotiating policies with the parties. In start-up business, negotiation includes pitching 

presentation to present negotiation terms to the other parties with a view to collecting fund 

from the investors. Oldham Council is one of the metropolitan councils in the UK established 

in 1974 with the purpose of supporting local business organisations in negotiation process 

(Kowalski, 2018). 
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Negotiation  

Negotiation can be defined as the strategy for determining solution for mutual problems 

between individuals or business organisations through identifying a point of compromise 

(Hertanto, 2017). Business organisations often participate in negotiation process to find out 

mutual solutions for market related problems. 

Rationale of negotiation 

Usually, different business organisations participate in negotiation process for the following 

reasons. 

❖ The rational attitude of involved parties: individuals are naturally rational and they 

try to find out solutions through mutual understanding and benefit (Brodt, 2005). 

❖ Reducing common decision-making errors: Individual decisions lack different 

aspects of environment and business. Therefore, the business organisations involve in 

negotiation process to use multiple thinking opportunity which reduce errors (Fraser, 

2010). 

❖ The Lure of Rationality: As human beings are rational, they seek for rational 

solution which depends on discussion among different parties (Fuller, 2011). 

❖ Fallacies of Prominence: business organisations involve in negotiation with well-

known parties to reduce risk in decision making process (Crump, 2011).  

❖ Confidence among the negotiators: Negotiation always brings confidence among 

the involved parties as the parties believe that combined effort is more effective than 

individual effort (Boyce, 2010). 
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Significance of negotiation skills 

Negotiation process can hold the following significances for business organisations. 

Build & improve relationship: Negotiation is highly effective in resolving conflict among 

parties inside or outside of an organisation. Often the investors and stakeholders involve in 

negotiation to find solutions for conflict among them (Butler, 2005).  

Improve customer’s satisfaction: Negotiation with customers help business organisations to 

understand their demand and develop better solutions for the customers which improve 

customer relationship (Lewicki, 2015).   

Improve bottom line: Management often find negotiation with the employees to solve 

conflict in the bottom line of the organisation. 

Create a win-win situation: In business transactions, negotiation is highly effective for 

creating win-win situation for the involved parties (Sebenius, 2017).   

Improves the understanding of the organisational goal and strategy: Negotiation with the 

organisational members help the members understands business policies necessary for 

achieving business goal and developing business strategies (Raudenbush, 2005).  

Stakeholders of negotiation 

In business negotiation process, the following stakeholders play key role in the negotiation 

process. 

1. Parties: Negotiating parties are the key participators between whom the negotiation 

process begins. For example, in a negotiation process of Oldham Council, the local 

business organisations and Oldham Council are the negotiating parties (Boes, 2014). 

2. Representatives: The regulatory bodies from the government perform the role of 

representatives in negotiation process among business organisations (Matz, 2015).  

3. Others: Third parties with the role of arbitrator and solicitor may also get involved in 

the negotiation process among business organisations (Marsh, 2001).  

Negotiation tactics and dealing with winning 
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Based on the characteristics and demand level of the involved parties, there are five 

negotiation tactics to make the negotiation process effective.  

❖ Collaborate: Negotiating parties can create situation where the parties support each 

other in getting their benefits so that both of the parties can win in the situation 

(Kowalski, 2018). 

 

Figure 1: Key negotiation tactics and strategies. 

Source:  (Hertanto, 2017). 

❖ Avoiding: In conflict situations, negotiating parties can avoid points of conflict to 

resolve the conflict situation mutually. In this situation both the parties lose their 

interest from the conflict situation (Brodt, 2005).  

❖ Compromising: Negotiating parties can come to a mutual point of compromise 

where each party can with a portion of the total interest leaving equal portion to the 

other parties (Fraser, 2010). 

❖ Competing: Sometimes the negotiating parties compete each other for the large share 

of interest. Power and lobbying are the usual practice in a competing negotiation 

(Fuller, 2011). 

❖ Accommodate: The negotiation may take one side when one of the parties leave its 

interest to keep relationship with the other party. Accommodation strategy creates 

win-lose situation for the negotiator parties (Crump, 2011). 
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Effective negotiation process includes several steps for the parties involved in the 

negotiation. The business organisations play different roles in each steps of the negotiation 

process. The process of negotiation is described below.  

 

Figure 2: Key steps of negotiating and generating deals. 

 Source: (Boyce, 2010).  

Preparing to negotiate: Business organisations develop necessary arrangements before 

entering the negotiation process. preparing the agenda, decision on the target of both parties 

are the activities in the preparation stage of a business negotiation (Butler, 2005).  

Request for Proposal: In formal bidding procedure, business organisations express their 

demand and the time of bidding in the RFP. The phase is significant for the business 

organisations as the RFP includes primary plan for the bidding procedure. The background 

information of the business organisations and the negotiation are included in the RFP. The 

bidding procedure initiates with the proposal and acceptance for the bid (Lewicki, 2015). 

Preparing to negotiate

Request for Proposal

Determining goals

Tactics and Strategies

Closing the deal
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Determining goals: Effective negotiation process requires every party involved in the 

negotiation process developing their goals. The goal of every party demonstrates the target 

and demand of the parties from the negotiation process. Therefore, all the parties express 

their goal prior to starting the negotiation process (Sebenius, 2017).  

Tactics and Strategies: Negotiation includes tactics from both sides of negotiators as the 

negotiators come to negotiation with some purposes and they try to achieve their goal from 

the negotiation. Tactics may be different to different parties and different situations 

(Raudenbush, 2005). 

Closing the deal: Negotiation process get closed after signing the papers by the negotiators. 

Business organisations, in the mean time, evaluates the conditions of other parties and their 

interest from the negotiation. After cost-benefit analysis, the involved parties sign the papers 

and complete the negotiation process (Boes, 2014). 

 

Request for proposal  

The document that includes the description of the requirements for a negotiation from the 

involved parties can be defined as request for proposal. Business organisations or individuals 

involved in the negotiation process explain their offers and the conditions for the negotiation 

in the RFP so that the other parties can consider their proposal (Matz, 2015).  

Request for proposal and elements of the process 

RFP includes the elements necessary for evaluation of the parties involved in the negotiation 

process. The elements of RFP are described here. 

❖ Introduction and background: the document includes the background information 

of the organisations and other parties in the negotiation process. The past information 

of organisational performance and market position are the crucial background 

information for evaluation of the proposal. Oldham Council includes its background 
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information, its objectives and the strategies to be applied in the negotiation process in 

the introduction of RFP (Marsh, 2001).  

❖ Needs identification: The involved parties describe their needs and demands from 

the negotiation process. The stage is designed for the parties in a negotiation process 

so that the parties can decide on their needs from the negotiation process (Kowalski, 

2018). 

❖ Scope of proposal and work: RFP needs to include the scope of the negotiation 

process and the document. The scope of work describes the activities that can be 

included in the negotiation proposal and the activities that should be excluded from 

the proposal (Hertanto, 2017). 

❖ Budget elements: The proposal should describe the costs and outcomes in the budget 

element. Oldham Council suggests the business organisations in preparing the budget 

for negotiation so that the organisations can prepare an acceptable budget (Brodt, 

2005).  

❖ Timeline: Projects describes in RFP should describe the timeline within which the 

project and negotiation will be accomplished. The schedule for activities described in 

the proposal is described by the timeline (Fraser, 2010).  

❖ Mention case studies: Case studies of the business organisations especially, the start-

up business organisations describe their mission, vision and objectives in the RFP to 

make other parties assess their performance and reliability of the proposal (Fuller, 

2011).  

Procurement 

The process of determining the sources, quantity and quality of products while purchasing the 

products can be defined as procurement. Procurement is the contractual agreement that 

allows the business organisations purchase products under a contract (Crump, 2011).  

Types of procurement 

The following types of procurement options are available for business organisations.  
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❖ Open tendering: The procurement process includes open, unbiased bidding and 

competitive process for getting procurement agreement. Usually the large projects are 

brought under procurement through the open tendering process (Boyce, 2010). 

❖ Restricted tendering: the procurement process in restricted tendering include 

selected parties for the procurement process. The selected parties place their offer for 

competitive procurement process in the tendering organisation (Butler, 2005). 

❖ Competitive dialogue: The procurement process is a kind of restricted procurement 

where the bidding parties and the tendering organisation express their competitive 

dialogue. The highest bidder in the dialogue session gets the procurement agreement 

(Lewicki, 2015). 

❖ Single-Source: The procurement process includes only one party for creating the 

procurement agreement. In case of emergencies, business organisations apply the 

single-source procurement strategy (Sebenius, 2017).  

 

Contractual process for personal and classified information 

Proper documentation is necessary in the contract creation process. In personal and classified 

contract generation process, information of the contract conditions and considerations is 

necessary to apply the contract properly. The following process is maintained in personal and 

classified contracts (Raudenbush, 2005). 
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Figure 3: Process for both personal and classified information. 

Source: (Boes, 2014). 

Formulating file management team: Primarily, a file management team is necessary to 

manage the information of the contract. For example, Oldham Council arranges file 

management team members who collect and manage the information required for the 

contracts (Matz, 2015).  

Establishing file management procedure: The management body develops the managerial 

procedure to collect, save and recalling the information whenever necessary. The 

management body also hold responsibility of providing all the members in the negotiation 

process with a copy of the management procedure (Marsh, 2001).   

Formulating schedule & file plan: The management body develops appropriate schedule 

for the information management. It also develops plan for file management procedure to 

prioritise files (Kowalski, 2018).  
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Organising existing tasks: the existing files related to the contract should be managed in 

terms of data and time. The existing tasks are essential for accomplishment of the contracts 

(Hertanto, 2017). 

Purge unnecessary content: The managerial body needs to identify the unnecessary 

contents and files and exclude the files and documents from the data management procedure 

immediately (Brodt, 2005).  

Arranging storage and disposal: The information management procedure should include 

strategies for storing and disposing information based on the necessity of the information in 

the negotiation process.  

Continuous maintenance: the stated procedure for collecting, storing, recalling and 

disposing information is a continuous process. The information management system 

maintains the circular arrangement for the information in the procurement and negotiation 

process (Fraser, 2010).  

Master agreement and required elements for master agreement 

Agreement where two parties develop two or more contracts within a single agreement can be 

defined as master agreement. The elements of master agreement are described below.  

❖ Scope of work: The area of performance of the master agreement should be included 

in the agreement process so that the parties can perform their roles according to the 

scope of the agreement (Fuller, 2011).  

❖ Dispute resolution: Master agreement includes necessary arrangement and 

documents that reduces the probability of disputes among the parties (Crump, 2011).  

❖ Terms and condition: Necessary terms and conditions related to the behaviour and 

performance of the involved parties are included in a master agreement (Boyce, 

2010).  

❖ Payment terms: The quantity, time and other terms of payment should be included in 

a master agreement so that the parties can accomplish the agreement effectively 

(Butler, 2005). 
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❖ Timeliness: Schedule and delay conditions for the accomplishment of the agreement 

are the timeline related information in a master agreement (Lewicki, 2015).  

❖ Termination process: Conditions of termination and the timeline for the termination 

of the agreement is crucial information included in a master agreement between 

organisations (Sebenius, 2017). 

Contract law 

The legal enforcement related to the contract between parties in order to ensure the protection 

of interest of all the parties involved in a contract. Oldham Council often seeks protection of 

contract law whenever it develops contract with other business organisations (Raudenbush, 

2005). 

Breach of contract 

The disagreement or incapability of any of the parties within a contract to perform the terms 

and roles required for the contract is termed as breach of contract. Disagreement of any of the 

parties of a contract due to change in environment, disability or other conditions can be 

treated as breach of contract (Boes, 2014).  

Consequences of breach of contreact 

The following outcomes may arise from the breach of a contract. 

❖ Basically, it terminates the contract (Matz, 2015). 

❖ It hampers the commitment and trust between the involved parties (Kowalski, 2018). 

❖ It affects reputation of the condition violating party for which the party may suffer in 

the future contracts (Marsh, 2001). 

❖ It may bring financial loss or other losses for the involved parties (Hertanto, 2017). 
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Dear audience, welcome to our presentation on the pitching and negotiation process in 

Cuisine Coffee.   
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The presentation session is going to demonstrate the process of developing a proposal for the 

opening of a shop of Cuisine Coffee. 
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The Cuisine Coffee is going to set a new branch in the London City, UK for which it needs to 

develop a proposal. The Cuisine Coffee offers several soft drinks which have significant 

demand in the market of London. 

 

The objectives of the proposal is to- 

❖ Establish new coffee shop 

❖ Reduce cost of start-up 

❖ Invest more on business growth 
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The pitching process initiates with the identification of a problem such as raising fund for a 

new start-up. The Cuisine Coffee has a problem in starting a new branch in London. 
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The Cuisine Coffee needs to describe the problem to the stakeholders so that the stakeholders 

can decide on the start-up business of the Cuisine Coffee. The initial  objectives of the 

Cuisine Coffee are presented here. 

 

The SWOT analysis of the Cuisine Coffee reveals the potentials and capabilities of the 

Cuisine Coffee that will be helpful in achieving the objectives of Cuisine Coffee.  
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The market analysis of the Cuisine Coffee indicates the market variables such as market 

segments, target market, market growth, key competitors, and key stakeholders of the Cuisine 

Coffee. 
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The Cuisine Coffee has identified some marketing strategies such as social media marketing, 

discounting and promoting the product. The marketing strategies are derived from the market 

analysis. 

 

The Cuisine Coffee is going to offer different types of coffee and refreshment drinks to the 

customers. 
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Initial costs for establishing the new branch of Cuisine Coffee includes decoration, security 

fee, raw material cost and other establishment costs. 
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The presented table shows an estimated revenue for the first month of Cuisine Coffee. 

 

The estimated monthly profit is presented here. 
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The initial fund for the coffee shop will be collected from the internal source of Cuisine 

Coffee and bank loan. 

 

Pitching process includes several steps to develop necessary documents and information for 

the organisation. Business organisations like Cuisine Coffee apply several strategies to 

develop plan for start-up business. Market analysis and analysing business capabilities 

according to the business objectives is highly necessary to successfully establish new 

business in a market. Moreover, business organisations need to collect necessary fund from 

the available sources. 
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Evaluation Form 

The successful development of the pitch for the Cuisine Coffee, the bank can develop another 

form to assess the possibilities in the pitch process. The following benefits have been 

identified from the primary assessment from the bank in terms of the pitch of Cuisine Coffee.  

❖ The pitch describes necessary inputs and required elements for the bank to enter into 

the contractual agreement with Cuisine Coffee.  

❖ The pitch is supposed to be effective in convincing the management of the bank to 

enter into the bidding process. 

❖ It describes the outcomes for HSBC from the bidding process and helps Cuisine 

Coffee in getting the tender of the project. 

❖ The pitch creates new opportunity for the Cuisine Coffee and the HSBC bank in the 

market in terms of financial gain from the contract. 

❖ The pitch is supposed to be effective in developing the contract between the bank and 

the coffee shop. 

❖ The pitch also shows the improvement areas for the proposal and contract in the time 

when the coffee shop fails to convince the bank.   

Contingency planning for dealing with rejection 

Contingency planning shows an organisation how to deal with rejection (Brodt, 2005). The 

HSBC bank may reject the proposal and the pitch may fail. In that situation, the Cuisine 

Coffee can use the development options to develop contingency for further negotiation and 

contract. 

The positive elements achievable from the pitch in terms of development of the contract with 

the HSBC Bank for the canteen are described below. 
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1. The management of the HSBC Bank has understood our demand and our capabilities 

to perform in the contract process. The bank has agreed to make a contract with the 

Cuisine Coffee regarding the canteen. 

2. The management of the HSBC bank has accepted the budget presented in the pitch 

and has approved the contract of the Cuisine Coffee. 

3. The pitch has made the answers for us easy when developing the contract with the 

HSBC bank. 

There was a problem when dealing with the pitch with the HSBC bank. The time 

management in the pitching and contract development process went wrong and we needed 

additional time to develop the pitch and convince the management for the contract.  

Rejection of contract 

Disagreement on the terms and conditions of a pitch or a contract can result in rejection of the 

contract (Fraser, 2010). The HSBC bank could reject our proposal if the management 

disagreed on any term and element of the pitch. However, if that happened we would identify 

the causes for rejection and develop better offer for the future pitches.  

What we will do for rejection 

In case of rejection from the management of HSBC bank, we are going to apply the following 

strategies to save the contract and improve the situation. 

❖ We have plan for communication with the management of the HSBC bank and 

negotiate with the management for possible solution. 

❖ We can offer better solutions to the HSBC bank and can add better reference for the 

contract. 

❖ We can convince the management of the bank with additional values that are not 

available in the other contractual offers. 
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The pitching process include several obligations for us towards the bank. Successful 

implementation of the pitch and contract relies on the fulfilment of the obligations as required 

by the bank.  

Contractual implementation and fulfilling obligations 

As we are trying to get the opportunity to set a branch of Cuisine Coffee at the canteen of 

HSBC bank, we need to identify necessary obligations. The following obligations are 

identified from the pitch and contract and we are going to fulfil them. 

❖ We need to concentrate on the conditions of business provided by the HSBC bank and 

maintain the business activities following the conditions. 

❖ We need to secure the information of the stakeholders, the bank and other parties 

involved with our business operation to sustain the contract. 

❖ Maintenance of the required quality of the performance is necessary to sustain the 

contractual relationship with the bank. 

❖ We have to ensure proper documentation for the business activities with the bank. 

❖ Proper monitoring system is necessary to maintain quality of performance and satisfy 

the contractual obligations. 

❖ Development and maintenance of sound relationship with the management of the 

bank can provide us opportunity to grow business with the bank.  

Terminating contracts 

Contract gets void by the wrong action of no action of the parties involved in the contract 

(Fuller, 2011). The following reasons behind the termination of our contract have been 

identified during the contract development process. 

❖ Unexpected performance in terms of profitability and contractual obligations can 

terminate the contract (Crump, 2011). 

❖ Breach of any condition by any of the parties can terminate the contract. 
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❖ Unethical or illegal issues in the canteen that may hamper the reputation of the bank 

can terminate the contract. 

❖ When the contract reaches its deadline, the contract will end automatically (Boyce, 

2010).  

Conclusion 

Negotiation is the strategy for business organisations that supports the business organisations 

to enter into new contracts. Negotiation includes several conditions and elements for the 

involved parties. There are several types of agreement for business organisations with which 

the organisations can develop contract with other organisations. Pitching strategy is also 

effective in creating contract with other organisations. However, all the tools are effective in 

certain situations. Wrong performance or avoidance of the conditions may result in 

termination of contract among different parties. 
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