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A
HIGH profit alone is insuffi-
cient to make an impact in
today’s business scene.
Most consumers now de-
mand that companies de-

velop their own green practices. To-
gether with the financial benefits it
offers, sustainable business practice
has now become a strategic deci-
sion.

In recognition of this develop-
ment in the business world, we
from Business Solutions – the busi-
ness case club of Nanyang Business
School (NBS) – chose to incorporate
the sustainability theme into our an-
nual international undergraduate
case competition.

Known as Asian Business Case
Compet i t i on a t Nanyang
(ABCC@Nanyang), the annual case
competition has been attracting un-
dergraduate teams from all over the
world since its launch in 2007. To
show our strong commitment to sus-
tainability, we decided to make
ABCC@Nanyang this year totally car-
bon-neutral.

To reduce greenhouse gas emis-
sions, we conducted the prelimi-
nary round of the case competition
over the Internet. Competing teams
were judged based on their video
presentations submitted online.

Subsequently, only the top nine
teams travelled to Singapore last
month. Previously, all participating
teams from the top business school
worldwide had to fly across the
globe to compete here.

The huge cut in the number of
participants travelling by air to Sin-
gapore alone reduced CO2 emis-
sions by about 36 tonnes. At the
same time, the online preliminary
round also allowed the ABCC orga-
nising committee to invite more
business schools to participate. It is
the only such competition organised
by a Singapore business school.

Another green initiative by the
ABCC was the use of public trans-
port locally. In a departure from the
usual way of ferrying international
guests to Singapore’s various tourist
attractions by chartered buses, we
favoured the environmentally friend-
lier mode of public transportation.
By doing so we wanted our guests to
enjoy “Xperience Singapore” by
travelling like us, Singaporeans.

On the logistics side, we decided
to print only what was really neces-
sary using recycled paper and opted

for a caterer within walking dis-
tance from the accommodation ven-
ues and even asked for biodegrada-
ble cutlery.

However, it was inevitable that
CO2 was emitted during the course
of the competition. Thus, in order to
achieve carbon-neutrality, we pur-
chased the carbon credits to offset
the unavoidable emissions. We are
truly delighted to announce that our
green efforts to achieve zero carbon
emission came to fruition as
ABCC@Nanyang 2010 has been cer-
tified carbon neutral by The Carbon-
Neutral Company, the world’s lea-
ding independent verifier of car-
bon-neutrality.

ABCC’s efforts were not only lim-
ited to achieving zero carbon emis-
sions, but it also promoted sustaina-
ble business practices throughout
the course of events.

Firstly, sustainability was a re-
sounding theme in the case competi-
tion. According to Jen Chong, a par-

ticipant from our NBS home team,
“A business case that revolves
around the sustainability topic
would not be a surprise and still
posed a challenge to my team, just
like any other case”.

At the same time, the ABCC com-
mittee also felt strongly about
spreading the case culture further
and decided to introduce the con-
cept to pre-university students and
the online community.

Spreading the case culture
Currently, we have more than 1,700
followers in our ABCC@Nanyang Fa-
cebook page who had participated
actively by voting for the best video
and kept in touch with the develop-
ments in the sustainability issue.

We also invited polytechnic stu-
dents to catch a glimpse of the busi-
ness world through a Pre-University
Case Programme. Students from
Nanyang Polytechnic, Ngee Ann Po-
lytechnic and Singapore Polytechnic

attended an interactive tutorial ses-
sion on the art of business case anal-
ysis prior to the grand finals.

Ursula Tang and Xu Wei – two of
our Business Solutions members
who had previously represented
NBS in the finals of international
case competitions in the Nether-
lands, Thailand and New Zealand –
introduced the polytechnic students
to the essentials of solving a busi-
ness case. They guided the polytech-
nic students to systematically an-
swer a business ethics case in educa-
tion using the case method.

Ivy Lim Ai Mun, a lecturer from
Nanyang Polytechnic, agreed that
her students gained a good expo-
sure from the programmes pre-
pared, with the Pre-University Case
Programme acting as a bridge for
the students to better understand
the complexities of the business
case presented in ABCC grand fi-
nals. She also noted that the stan-
dard of the presentations by our fi-

nalists was high, making the
ABCC@Nanyang a good learning ex-
perience for her students.

Of the nine teams invited to Sin-
gapore, only the teams from Maas-
tricht University, Auckland Universi-
ty of Technology and Nanyang Busi-
ness School managed to reach the
grand finals held on Oct 14.

These three competing squads
presented their solutions on the tri-
ple bottom line of profit, people and
planet management and post-acqui-
sition integration issues faced by a
South-east Asian agri-business firm
to the panel of judges, the business
case creators, academics and stu-
dents.

With their sound recommenda-
tions focusing on Asia as well as
their perceptive plan to assimilate
the operations and cultures of the
parent and the acquired company
overseas, Maastricht University
emerged as the champion of our
ABCC@Nanyang 2010.

Despite the huge efforts required
to fulfil ABCC’s new initiatives, the
organising committee remained en-
thusiastic throughout the series of
events.

Said Wang Chunhui, the opera-
tions and logistic director of ABCC:
“Organising events of this scale is al-
ways a challenge but doing so with
a sustainability focus made it more
meaningful. By taking the initiative
to organise what was probably the
world’s first green case competi-
tion, I think that our focus on sus-
tainability practices will be a good
example to follow for other case
competitions around the world.”

In addition, the sustainability
theme was a strong differentiating
factor when we sought sponsorship.
Rachel Chin, the chairwoman of AB-
CC, said that the focus on the envi-
ronment helped attract generous
funding from organisations such as
Patni Computer Systems that value
sustainability.

The third year marketing stu-
dent added: “Sustainability is the
key issue of our time. Through AB-
CC we hope to influence the next
generation of business leaders to
live by the principles of sustainabili-
ty.”

The writer is a Bachelor of
Accountancy and Bachelor of

Business (Banking and Finance)
undergraduate student at Nanyang

Business School, Nanyang
Technological University

‘I
’LL make him an offer he can’t
refuse.’

So said mafia head Don Vi-
to Corleone in the 1972 epic
film, The Godfather, to his god-
son, Johnny Fontaine. A sing-
er, Fontaine had approached
Corleone for help in persuad-

ing a studio head to give him a film role.
That was when Corleone uttered the infa-
mous words above.

Like the Sicilian mafia in The Godfather,
many people used to see negotiation as a sit-
uation in which both parties’ interests were
diametrically opposed. This outdated per-
spective is called the zero-sum perspective.
Negotiators who adopt this mindset may
find themselves in a less-than-desirable posi-
tion.

While most of us would never be asked to
negotiate on issues of organised crime, we
are nonetheless always negotiating. It is in
our DNA. As rational beings, dependent on
social contact, we are constantly motivated
to optimise our resources to satisfy our
wants.

We find ourselves in negotiation scenari-
os throughout our lives. As children, we may
have pleaded with our parents for an hour
more of TV time in return for doing chores.
As employees, we may have tried to justify
an increment with the boss, while at a per-
sonal level, we may seek a middle ground in
heated conversations with our better halves.

Whatever the scenario, you may actually
find yourself ultimately conceding more than
you have to. In a case where it is all or noth-
ing, the negotiation process becomes a
tug-of-war. This, in turn, could end up with
you conceding defeat. This is known as soft
bargaining.

Conversely, you may be in a hard-bar-
gaining attack mode, ready to shoot down
any alternative offers and stand firm. This
could blind you to other, more lucrative out-
comes if you were not so focused on “win-
ning”.

The last outcome could be a compromise
of seeking the middle ground. While this out-
come looks the most equitable, it is not al-
ways the most optimal. Compromising on a
midpoint should never be the objective of a
good negotiator at the onset. One should nev-
er just “meet in the middle” for the sake of
doing so.

So what can you do to be a good negotia-
tor? Well, you should do your homework, for
starters. Excellent preparation encompasses
three general abilities: a self-assessment of
aspirations; an objective assessment of the
counterpart(s); and an accurate understand-
ing of the situation or context.

You should also assess yourself. A good
negotiator needs to determine what consti-
tutes an ideal situation for him or herself.
This is known as the aspiration or target. A
target allows one to work towards an opti-
mal outcome. Set it too low and you will
open the negotiation by requesting some-
thing that is immediately agreeable. This re-
sults in a regrettable state known as the win-
ner’s curse.

The immediate acceptance of one’s offer
by the other party signals that a negotiator
did not ask for enough. Set it too high and
you will price yourself out of the discussions
completely. Setting high aspirations with re-
alistic expectations is crucial as a platform
for negotiations.

In addition to focusing on strategies to
yield win-win outcomes, setting bold targets
matched with competent bargaining strate-

gies is crucial to the negotiation process,
which can be unpredictable. It is dynamic
and organic. Like snowflakes, no two are ev-
er completely identical. While planning tar-
get aspirations and possible responses is im-
portant, one can never be sure of how
his/her counterpart will react.

A negotiator needs to be able to deter-
mine his or her best alternative to a negotiat-
ed agreement (BATNA) should his target not
be attained. A BATNA determines the point
at which a negotiator is prepared to walk
away from the negotiation table. A BATNA is
not something that a negotiator wishes for;
rather, it is determined by harsh reality and
external factors.

The best means of preparation is to con-
tinually try to improve your BATNA. One
strategy is not to fall in love with one thing –
for example, a house, a job, a set of circum-
stances, but rather two or three options.
Knowing your BATNA provides you with the
ability to exercise options and not be forced
into an agreement.

Knowing the other party
A good negotiator should also do as much re-
search and homework as possible to deter-
mine what the other parties’ interests are in

the negotiation. For example, which issues
are of utmost importance to the other party?
What alternatives are most preferable to the
other party?

As much as you would prepare alterna-
tives to an ideal agreement, you can be sure
that your counterparts would do the same.
So do anticipate their BATNA. This is proba-
bly the most important piece of information
a negotiator can have in a negotiation. It is
unlikely that your counterpart will reveal his
or her BATNA unless he or she is extremely
naïve. However, a negotiator should do as
much research as possible on the other par-
ty’s BATNA before negotiating.

Not all negotiations are smooth-sailing.
Different contexts call for different approach-
es.

A negotiation revolving around the con-
cept of exchange would generally be smooth-
er than one of dispute resolution. A one-off
transaction would probably not require as
much rapport building as a negotiation
which seeks to establish a long-term contrac-
tual or repetitive relationship.

Nonetheless, the central tenet to a suc-
cessful negotiation is the same. It is to under-
stand motivation. By understanding the mo-
tives that drive the process, you will be able

to adapt better to the environment and make
the situation work for you.

For effective negotiation to happen, you
need to first find out what the parties have in
common rather than focus on what is pulling
both sides apart.

At all levels of society, from personal rela-
tionships to international relations, under-
standing what motivates you and your coun-
terparts is crucial to attaining what you want
to obtain at the negotiation table. The right
negotiation techniques can go a long way in
helping you to achieve your goals.

Last but not least, here’s a final tip from
one of the most charismatic negotiators of
the 20th century, ex-US president John F
Kennedy: “While we should never negotiate
out of fear, we should never fear to negoti-
ate.”

So put aside those anxieties, play your
cards right, and achieve.

The writer is a lecturer on world issues
and communication at Ngee Ann

Polytechnic’s School of Interdisciplinary
Studies, which also offers courses in life

skills, entrepreneurship, media & the arts,
and science & technology.

‘Effective Negotiation’ is one of the
modules he presents

Understand the motives involved in the process, set
high aspirations with realistic expectations, and keep
improving your BATNA, says DON MANUEL RODRIGUES

All for a green cause: ABCC@Nanyang ambassadors and international participants enjoying themselves in
Little India, travelling across the island on environmentally friendlier public transport

Be smart
with your
finances
FANCY becoming the next Warren
Buffett or George Soros? Or even the
famous Robert Kiyosaki? Then read
on.

The Young Investors’ Forum, part
of the BT-Citibank Tertiary Outreach
Programme, isn't another dry page out
of your financial textbook. To
complement our editorial content, we
have a whole host of exciting activities
lined up for you. But first, we must get
you to invest. No, not your money, but
your TIME to read The Business
Times. Stay tuned every Monday to
find out what's in store for you, as this
page will bring you opportunities to:

Network with industry movers and
shakers.

 Invest and win attractive prizes in
our financial games.

Glean real-world investment insights
at high-powered roundtables and
seminars.

Hold discussion sessions with the
kingpins of the financial world.

Comment on real world issues and
events.

 Intern at the world's largest global
financial institution.
So, don't be an armchair reader.
Engage yourself. Now.

Chance to Win
If you’ve an interesting business
venture or overseas experience to
share, write in now. Email your stories
(800-1000 words long) and photos to
btnews@sph.com.sg with ‘Campus Life’
as the subject heading and include
your name, tertiary institution and
contact details. From now till
November, all readers whose stories
get published will win a copy of
Managing Your Wealth, a six-part
investor education series by Citi.

THE Business Times-Citibank Young
Investors' Forum is published every
Monday in The Business Times. It aims
to raise the financial awareness of
university and polytechnic students
and cultivate a better understanding of
business issues. The series is part of
BT and Citibank's tertiary outreach
programme.

How to be
a better
negotiator
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