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After reading this chapter you will be able to:
C.O. 1: Understand the dynamics of negotiating a collective bargaining agreement 
C.O. 2: Implement integrative and interest based processes in a negotiating environment.
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C.O.1: Understand the dynamics of negotiating a collective bargaining agreement. Despite its limitations and risks, negotiating a collective agreement is an indispensable process for realizing common interests between managers and employees on issues such as health and safety, while compromising on conflicting interests such as the size of wage settlement. Negotiating a collective agreement is often seen as an adversarial, win-lose game, like a game of poker. Being involved in collective bargaining means the employer is required to meet with employee representations, receive proposals, discuss them, and bargain in good faith, and make reasonable effort to enter into a collective agreement.  This means than employers and union negotiators must make a sincere effort to reach an agreement through reasonable compromise, and regularly meet and engage in a discussion with a willingness to reach an agreement.

C.O.2: Implement an interest based, mutual-gains process in a negotiating environment. Rather than having the negotiation process that begins when both labour and management overstate their real positions (followed by a series of offers and counter proposals), the integrative process is generally defined by steps: (i) identifying the issue and try to separate the personal issues from the real issues, identifying interests and not positions recognizing a working rule to separate the personality issues from the problems discussed, or to set aside background feelings and ideological differences, (iii) in recognizing mutual interests, developing parties a range of options where there can be mutual gain, and (iv) using objective criteria to assess and select the best alternative
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