Video Title: What is Leverage? Key Concepts in Negotiations
Video URL: https://www.youtube.com/watch?v=ohoAyX_o-nU
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Close Caption Available: No

Description: Leverage is described on pages 41 and 43 of the textbook. The video says that leverage means the ability to apply a small force to move the other party a long way.  Leverage stems from your competitive advantage, including having privileged information.  Traditionally leverage has been seen as a substantial negotiating advantage, like a monopoly position as a supplier, or a sole interested party, as a purchaser. But this is too narrow a view. It can also lead to abuses that will damage the long-term relationship, once that advantage ceases to be present. Leverage is really just a compelling advantage that can come from two main sources. The ability to persuade brings you leverage. You explain carefully to the other side your high-value proposition. 

A strong objective case is another major source of leverage. The objective case is based on value, which in turn can be based on your offer. What does the other party get as a benefit from your offer?  Another aspect of your offer is fairness and equity. Leverage can be compared to a crowbar applied with appropriate force. Too much force can damage your long-term relationship with the other side as well as your reputation

RECOMMENDED EXERCISE: 
1. When you are planning for your next negotiation, think carefully about the sources of leverage you have available to you.




2.	 Consider carefully how you will use your leverage in a way that has integrity and will deliver the best outcome for all parties.




Questions for Thought and Discussion

1.         Britanny spots a used speedboat and trailer perched on a lawn for sale at $6,500. Britanny 
has been on the market for a speedboat. Give one or two leverage points Britanny can use to 
purchase the boat at a slightly lower price.
 






2.	 What inside information might Brittany have that could give her leverage?






3.	Dream up a leverage point a recent college graduate might have in applying for a position he or she wants.






4. 	HR manager Brooklyn is negotiating with the top-management team the possibility of 
offering the employee benefit of pet insurance. What value of pet insurance to an employer 
might Brooklyn identify?






5.	The textbook states, “Leverage stems from knowing what the other party needs and having more information.” Was there any information in the video that supports this conclusion?






