	HYDRO NEGOTIATION TRAINING
	


	Sponsors

Alabama Power

EPRI

Southern California Edison
US Institute for Environmental Conflict Resolution
Advisors

American Rivers

Natural Heritage Institute

Federal Energy Regulatory Commission

US Department of Interior

USDA Forest Service

Consultants

Consensus Building Institute

(MIT/Harvard)
Kearns & West, Inc.

Information

For more information, contact The Consensus Building Institute:

Dr. Jonathan  Raab

617.261.7111

raabj@aol.com
Patrick Field

617.492.1414

pfield@igc.org

	Mutual Gains Negotiation and Collaborative Process Training for FERC Hydro Relicensing, Shoreline Management and Environmental Issues

Description

Hydroelectric-specific materials and interactive workshop to train hydro operators and/or stakeholders to be more effective negotiators while running effective stakeholder and/or collaborative processes. This training can also be applied to the underlying environmental and societal issues related to running any modern day hydroelectric facility.

Win As Much as You Can

It is in everyone’s best interest to win but not, ultimately, if the “other side” loses.  Successful negotiators develop solutions that can stand the test of time, meet the needs of their stakeholders, preserve ongoing relationships, leave nothing on the table and conserve time, money and natural resources.  

The “pie” doesn’t have to be fixed.  Mutual gains negotiation techniques help negotiators get what they want by making sure the “other side’s” needs are met at the lowest cost to themselves.  They also help negotiators understand when it is not in their best interest to negotiate.  The result: durable, optimal and amicable agreements, with less time devoted to unproductive discussions.

Mutual gains techniques are particularly valuable in complex, multi-party negotiations that involve “trading across” resources.  Whether relicensing a hydroelectric project, developing a shoreline or recreation plan, or dealing with total maximum daily loads (TMDLs) issues the goal is to reach workable solutions that expand the options for mutual gain.

Winning is fine.  Winning as much as you can is better.

Training for Success

Mutual gains techniques can be learned.  Brief lectures, hydro-specific case studies, interactive negotiation simulations, and analysis combine to help participants:

· Know when or when not to negotiate,

· Understand mutual-gains concepts,

· Audit negotiation skills and become more effective negotiators,

· Assess the “other side’s” negotiating position,

· Understand how to apply objective criteria when seeking settlement,

· Clarify the advantages of collaborative rather than adversarial approaches,

· Explain difficult negotiating stances, e.g., not releasing economic information, taking issues off the table, etc.,

· Practice overcoming common hydro sticking points, and 

· Gain exposure to hydro issues and processes.

(more on reverse)

Customized “Active” Agenda

The agenda is customized to address your specific needs and interests.  You can train your internal team, external stakeholder groups, or both.  One-day, one-and-a-half days or two-day sessions emphasize mutual gains concepts and how they can be applied to hydro negotiations among stakeholders.

We make you work.  This is an interactive training that makes you reach settlements, solve problems and practice negotiating your way out of difficult situations.

Some highlights

· General negotiation simulations, including “Win As Much As You Can” and “Packaging Issues and Trading Across Differences”

· Brief lectures on mutual gains negotiations and relicensing process sticking points

· Interactive case studies that address “Studies & Scoping” and “Stakeholder Process” with hypothetical hydro interests, issues and challenges

· Complex, tailored, multi-party negotiation simulation involving developing a  “Protection, Mitigation & Enhancement” package, with debrief exercise

· Implementation clinic to apply the lessons learned to your specific case.




