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Ostrich eggs - Negotiations Role Play 
Instructions for the role play

1. Read your role for 5 minutes.

2. The two purchasing agents, Watina and Karasi, start their plane conversation and talk for 8 minutes. In the mean time the Senabas prepare their role together. They can choose their own approach and need not necessarily agree with each other.

3. The two purchasing agents, Watina and Karasi, go to Mr Senaba together, begin the conversation and talk for 15 minutes.

4. Feedback in groups of ….

Score on a scale of 100


Watina:

Senaba:

Karasi:


Read each other’s role, discuss


Compare this case with your negotiating experiences

5. Plenary evaluation

Watina

You are a purchasing agent for a large wholesale catering business which sells eggcakes prepared with ostrich eggs to a large number of very exclusive restaurants.

You need at least 650 eggs every month. You would like to purchase even more as the market is growing. The general manager of your firm has stressed the fact that he is engaged in negotiations with new clients.

On one of your business trips to Tipwa you “happen to meet” a fellow purchasing agent. During your conversation you discover that he is also planning to buy ostrich eggs. You know that the only supplier of quality ostrich eggs cannot deliver more than 1000 eggs monthly.

Senaba, the supplier, has a monopoly position and has announced he will raise the price by 100% from $6 to $12 each. The two of you, Watani and Karasi, decide to negotiate together first, because you suspect being played off against one another. Your plane will arrive at its destination in 8 minutes.

You cannot afford to buy lower quality eggs, so you are dependent on Mr Senaba.
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Karasi

You have worked in a medical laboratory in Pasina for a few months now, you are on a one-year contract. Your company has recently introduced a new product on the medical market: a special kind of calcium tablet. It has been received very well and the demand has been steadily increasing.

Your superior has put you on the plane to Tipwa to buy the necessary ostrich eggs. He has emphasised that 800 eggs will be needed every month to be able to meet the demand.

You “happen to be” on the same plane with a fellow-purchasing agent. During your conversation you discover that he is also planning to buy ostrich eggs. You know that the only supplier of quality ostrich eggs cannot deliver more than 1000 eggs monthly. Senaba, the supplier, has a monopoly position and has announced he will raise the price by 100% from $6 to $12 each.

The two of you decide to negotiate together first, because you suspect being played off against one another. Your plane will arrive at its destination in 8 minutes. You cannot afford to buy lower quality eggs, so you are dependent on Senaba. Given the latest reports of a salmonella infection in the poultry sector the Head of the laboratory has insisted you raise this matter with the supplier.
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5. Plenary evaluation

Senaba

You have owned an ostrich farm close to Pasina for 2 years now. Among other things your farm produces 1000 ostrich eggs a month. The production will not grow in the next few years. For the eggs you have two regular customers from Pasina who buy your entire stock. You have recently informed their respective firms of your plans to increase the price by 100% (from $6 to $12 a piece). This will cover the necessary investments.

Laboratory tests done by the Ministry of Agriculture have shown that the damage your enterprise is causing to the environment is extremely high. You will have to adapt your farm equipment to meet the new national requirements. Besides lacking the technical know-how, you have a financial problem. The high costs of investments and a temporary loss in production are forcing you to increase your prices drastically. If you don’t, you might just as well close down due to an impending bankruptcy. 

Your eggs are top quality and so is your ostrich meat. However, the meat sales are not up to those of the eggs and your frozen stock is growing fast. The selling price is $30 per kilogram, which leaves you with at least $15 pure profit.

In a few minutes the two purchasing agents, Mr Watina and Mr Karasi from Pasina, 

will arrive. You have scheduled the appointments consecutively.

Ostrich Eggs: Points to observe

1.
What was the outcome of the negotiation?

2.
Looking at the negotiation process, what were positive and what were negative points?

3.
What were positive and/or negative contributions to the negotiation process of the different parties? What would you have done differently?

4.
Which of the principles of negotiation have you noticed, what did you see, when did


you see this and was the principle effectively used?

5.
Which of the principles were not applied?


Did you miss them, at what moment could they have been applied in order to improve the negotiation process?
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