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Financial Sector Linkages Training Course 
 
SESSION SIX 

 

Negotiating for "Win-Win" Outcomes 
 
 
Objective: To enable participants to identify ways whereby linkage arrangements     

can be negotiated so that they are optimal for banks, MFIs and ultimately 
their clients. 

  
Time:   One to two hours 
 
Materials:  Prepare copies of the following handouts for each participant: 

  Handout 6: Role play brief for Agramfi Chief Financial Officer 
  Handout 7: Role play brief for Gibank Special Loans Executive 
 
Notes:  
 
i. Well in advance of this session choose two participants who are clear, articulate 

speakers and are willing to act out an impromptu ‘play’ for twenty to thirty minutes in 
front of the rest of the group.  One of the selected participants should be asked to play 
the role of the Chief Financial Officer (CFO) of Agramfi and the other should be the 
Gibank Special Loans Executive (SLE). If possible, the chosen participants should 
actually be bankers or MFI staff in real life and it may be most effective if the banker is 
male and the Agramfi CFO is female.  

 
ii. Explain that Agramfi wishes to negotiate a loan from Gibank and they are going to act 

out an interview between the two officers concerned.  If they are not confident enough 
to play the roles on their own, select two other participants – one to act as special 
advisor to the Agramfi CFO and the other to act as personal assistant to the Gibank 
SLE. 

 
iii. If feasible, ask the role players to come to the session wearing clothes that 

demonstrate their origins. The banker should be very formal in a suit and tie and smart 
shoes and the MFI CFO should be more casually dressed, maybe wearing sandals.   

 
iv. The role players should arrive thirty minutes before the session is scheduled to begin. 

Give one copy of the Agramfi CFO brief to the Agramfi team, and one copy of the 
Gibank Special Loans Executive brief to the other.  Stress that neither ‘side’ should see 
the role play brief of the other as this would negate the purpose of the session.  Ask 
the teams (or individuals) to prepare their negotiating strategy in separate rooms and 
not to communicate with each other.  

 
v. Prepare the seating at the front of the classroom to imitate a formal corporate office.     
 

Session Guide: 
 
1. Explain the objective of this session to the remainder of the participants.  Then 

distribute a copy of both role play briefs to them, and allow them fifteen minutes to go 
through each one and familiarise themselves with the background to the Agramfi / 
Gibank meeting they are about to watch.  Ensure that none of the participants has the 
opportunity to communicate with any of the role players before they enact the role 
play. 
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2. Ask the group to listen carefully to the role play and decide whether the actors manage 
to identify mutually beneficial ways they can co-operate or whether they focus solely 
on the interest cost of the loan where one party can only gain at the expense of the 
other’s loss.   

 
 
3. Then ask the Gibank representative(s) to come in and sit in the office you have 

prepared to await the MFI visitor/s.  When they are ready, ask the Agramfi 
representative(s) to knock on the door and be admitted by the banker.  The role 
players should then conduct their meeting undisturbed by the instructor or the other 
participants. Half way through the meeting come in and tell the Gibank representatives 
that their other appointment will be arriving in 15 minutes.  When you want to end the 
role play, come back in and tell them their appointment has arrived.  

  
 
4. After the ‘meeting’, invite the watching participants to summarise what has been 

agreed.  Write this on the board. 
 

Then ask them to identify any possibilities for mutually profitable partnership which 
may have been missed by the role players.    

 
The optimal outcome might be: 

� The loan is agreed at 9%, a compromise between the two parties.  

� The parties agree to discuss the possibility of future securitisation deals, to reduce 
Agramfi’s gearing, and possible partnership deals which would allow Agramfi to 
concentrate on social intermediation.  

� Agramfi agrees to introduce good clients who want larger individual loans to the 
nearest Gibank branch and Gibank agrees to welcome them as direct customers.  

� Gibank agrees to appoint Agramfi as a savings collection agent to collect deposits 
from its clients and to deposit them in their own savings accounts with its nearest 
branch. 

� Gibank agrees to introduce Agramfi to its insurance subsidiary so that they can 
negotiate an agency arrangement. 

� Gibank agrees to offer low-cost remittance services to Agramfi clients whose family 
members are working abroad.  

� Gibank agrees to offer ‘internships’ for young bankers to spend time with Agramfi 
on special project studies.  

� Gibank agrees to introduce the manager of its branch nearest to Agramfi’s office to 
discuss a long term retail banking relationship. 

 
 
5. Give the Gibank role players a copy of the Agramfi role play brief and vice versa. Ask 

them to describe how they planned for the meeting and to explain why they missed any 
of the above possibilities, if they did.    

 
Ask participants to suggest other ‘win-win’ opportunities for such negotiations and to 
describe occasions when their banks or MFIs have or have not identified them.  Stress 
that successful negotiations are not those when one wins or the other loses, but when 
both parties feel that they have ‘won’.  

 


