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Negotiation
Negotiation is a strategic communication process that involves two or more parties with different interests
or goals attempting to reach a mutually acceptable agreement. It is a fundamental skill in strategic
partnership management as it allows parties to resolve conflicts, make decisions, and create value.
Negotiation can take place in various settings, such as business deals, labor disputes, or international
diplomacy. Successful negotiation requires effective communication, problem-solving, and compromise.

Conflict Resolution
Conflict resolution is the process of addressing disputes or disagreements between parties in a constructive
and mutually beneficial manner. It involves finding solutions to conflicts through negotiation, mediation, or
other peaceful means. Conflict resolution is crucial in strategic partnership management as it helps parties
maintain positive relationships and achieve common goals. Effective conflict resolution requires active
listening, empathy, and a willingness to collaborate.

Alternative Dispute Resolution (ADR)
Alternative dispute resolution (ADR) refers to methods of resolving conflicts outside of traditional court
litigation. ADR techniques include negotiation, mediation, arbitration, and conciliation. ADR is often faster,
less expensive, and more flexible than going to court. In strategic partnership management, ADR can be a
valuable tool for resolving disputes and maintaining positive relationships between partners.

Arbitration
Arbitration is a form of alternative dispute resolution in which an impartial third party, known as an
arbitrator, hears arguments from both sides and makes a binding decision to resolve the dispute.
Arbitration is often used in complex business disputes or international conflicts. In strategic partnership
management, arbitration can be an effective way to resolve disagreements between partners without going
to court.

BATNA
Best Alternative to a Negotiated Agreement (BATNA) is a concept in negotiation theory that refers to the
course of action a party will take if negotiations fail and no agreement is reached. Knowing your BATNA is
essential in negotiation as it gives you leverage and helps you make informed decisions. In strategic
partnership management, understanding your BATNA can empower you to negotiate effectively and
achieve favorable outcomes.

Collaborative Negotiation
Collaborative negotiation is an approach to bargaining in which parties work together to achieve a mutually
beneficial outcome. Instead of viewing negotiation as a zero-sum game, collaborative negotiators focus on

Read online: https://certificates.HealthCareCourses.org.uk/glossaries/
3184842/negotiation-and-conflict-resolution

HealthCareCourses (An LSIB brand) · 23 Jun 2026



G LO S S A RY

creating value and building trust. In strategic partnership management, collaborative negotiation can lead
to stronger relationships, better outcomes, and long-term success.

Compromise
Compromise is a strategy in negotiation where parties make concessions to reach an agreement. It involves
giving up something in exchange for something else. Compromise is a key element of successful
negotiation as it allows parties to find common ground and move forward. In strategic partnership
management, the ability to compromise is essential for building productive relationships and resolving
conflicts.

Conflict of Interest
A conflict of interest occurs when an individual or organization is involved in multiple interests that could
potentially undermine their ability to act impartially. In strategic partnership management, conflicts of
interest can arise when partners have competing goals or priorities. It is important to identify and address
conflicts of interest to maintain trust and integrity in partnerships.

Mediation
Mediation is a form of alternative dispute resolution in which a neutral third party, known as a mediator,
helps parties reach a mutually acceptable agreement. The mediator facilitates communication, clarifies
issues, and guides the negotiation process. Mediation is often used in interpersonal conflicts, workplace
disputes, or family matters. In strategic partnership management, mediation can be an effective tool for
resolving disagreements and improving collaboration between partners.

Power Dynamics
Power dynamics refer to the distribution of power or influence between parties in a negotiation or conflict.
Understanding power dynamics is crucial in strategic partnership management as it can impact the
outcome of negotiations and relationships. Power can come from various sources, such as expertise,
resources, or relationships. Effective negotiation involves navigating power dynamics to achieve mutually
beneficial agreements.

Principled Negotiation
Principled negotiation is an approach to bargaining developed by Roger Fisher and William Ury in their
book "Getting to Yes." It emphasizes separating the people from the problem, focusing on interests rather
than positions, generating options for mutual gain, and insisting on objective criteria. Principled negotiation
is a collaborative and problem-solving method that can lead to better outcomes and stronger relationships
in strategic partnership management.

Strategic Partnership
A strategic partnership is a formal agreement between two or more organizations to collaborate on
projects, share resources, or pursue common goals. Strategic partnerships are formed to create value, drive
innovation, and achieve competitive advantage. In strategic partnership management, establishing and
maintaining successful partnerships is essential for growth and sustainability. Effective negotiation and
conflict resolution are critical skills in managing strategic partnerships.
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Win-Win Negotiation
Win-win negotiation is an approach to bargaining in which both parties work together to find a solution
that satisfies their interests and needs. Instead of focusing on competition or compromise, win-win
negotiators seek creative solutions that benefit all parties. In strategic partnership management, win-win
negotiation can foster trust, cooperation, and mutual success. By seeking win-win outcomes, partners can
build strong and lasting relationships.

Zero-Sum Game
A zero-sum game is a situation in which one party's gain is equivalent to another party's loss. In zero-sum
games, the total amount of resources or value is fixed, so any gain by one party must come at the expense
of another. Zero-sum thinking can lead to competitive and adversarial behavior in negotiations. In strategic
partnership management, it is important to avoid zero-sum thinking and instead focus on creating value
and mutual benefit for all parties involved.
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