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CONSULTING THE STAKEHOLDERS



FIRST: THE
ELEMENTS OF THE NEGOTIATION PROCESS

* Implementing the Agreement

« Negotiating the Agreement

* Preparing the Negoftiations

« Establishing a Negoftiating Strategy
« Framing the negotiations and issues
* Analysis of the issues involved

« Exploration of Stakeholders Interests




STAKEHOLDERS

* In any negotiation identification of and
consultations with stakeholders is very
Important

« For negotiations In Services ElAs:
identification is equally important

« Who are the ‘Stakeholders’?¢



ldentification of the stakeholders

Within government:
« Parliament

» Executive agencies
— Cabinet
— Ministries/Departments
— Agencies — regulators

* Provincial or local government
Municipality and other agencies
The other government

The other governments



ldentification of the stakeholders

Outside Governments:

* Private sector
— Companies
— Persons
— Associations
— Chambers
» Civil Society Organisations

» Think tanks / research organisations



What do stakeholders bring to the table

* Commercial interests

* Economic impacts

* Policy issues

* Politics

* Legal dimensions

* |nstitutional considerations, legacy and hiearchy
* Public opinion, morals and cultural values

* Environmental considerations

* Social considerations




What are the consegquences
stakeholders are affected by

* The commercial impact

* The Policy outcome

* Bureaucratic changes

e Political consequences

* Legal precedents

* Macroeconomic consequences
* Environmental changes

e Social reforms



The consultation steps

- Before starting the negotiations
« Study the benefit of engagement

 Inter-governmental consultation — discussion
on study

- Decide to start negotiations - internal
process
« Mandate
« Approach
* Time frame
- Start negotiations
« Consult private sector



The consultation steps (2)

« During negotiation:s:
— Legal Text
* Inter-government
« Regulators

* Law ministry or lawyers
» Think tanks

— Request and offers
* Inter-government
« Regulators
» Private sector
« Civil society



A CONSIDERATION:
INDUSTRY'S PREPAREDNESS

 Who sets the agenda for negotiations?

» To help successfully in policy making
process

» Feedback during negoftiations

o Affer mplementation:
— Trade defense measures
— Circumvention
— Any other issues



RECAP:
STAKEHOLDER BUY-IN ENSURES A SUCCESSFUL
NEGOTIATION STRATEGY

* Frame the issue for negotiations
* |dentify of win/win solutions

* |dentify potential supporters among domestic and
foreign stakeholders

e QOutline message to potential supporters

* |dentify opposing stakeholders & the means for
reducing or deflecting opposition

e Establish the utility, legitimacy and fairness of
proposed outcome



RESEARCH CONSULTATIONS NEGOTIATIONS

PLANNING
COMMITTEE
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‘Excellent! So that s passed then. All we need
do now is draft the consultation document”

—»m-gﬁ

3

13


http://www.google.mn/url?sa=i&source=images&cd=&cad=rja&docid=vgrnb8FwSB_RCM&tbnid=dshF7my-xmCY-M:&ved=0CAgQjRwwAA&url=http://www.cllrandrewwallis.co.uk/category/consultations/&ei=WKE_UpXoNMSUtAaIg4GoCw&psig=AFQjCNFnfIREdbqazBvyyUqC3lYqTrXG3w&ust=1379988184901977
http://www.google.com/url?sa=i&source=images&cd=&docid=E2VQI38YkPGtrM&tbnid=Ug5ZytpmlchFaM:&ved=0CAgQjRwwAA&url=http://web.up.ac.za/default.asp?ipkCategoryID=13594&language=0&ei=9KE_Uoa4LoTVswa5yYDgBQ&psig=AFQjCNHJVxjkp-OseqFv6JzsJmbQFELXrA&ust=1379988340798684
http://www.google.com/url?sa=i&source=images&cd=&cad=rja&docid=nQ0no7PLoECoJM&tbnid=A7thtPE-FEqGeM:&ved=0CAgQjRwwAA&url=http://mnnit.ac.in/rnc/table4.html&ei=RKI_UtafG8SUtAaIg4GoCw&psig=AFQjCNH--XEK50dSGybupFKRHfC4Lfxp3w&ust=1379988420475987
http://www.google.com/url?sa=i&source=images&cd=&cad=rja&docid=EARQ6b88t8ZJFM&tbnid=gtmzdDhIhg6O6M:&ved=0CAgQjRwwAA&url=http://ambassadorschool.blogspot.com/2013/05/leadership-and-frustration.html&ei=gKQ_UrmKJcLXtQa40IHIDw&psig=AFQjCNETKyZrJHJ56tdsKCBn70mx3tDcjg&ust=1379988992644740
http://www.google.com/url?sa=i&source=images&cd=&cad=rja&docid=J5yX1Uiah4R-VM&tbnid=UeGqxDm_9fA2aM:&ved=0CAgQjRwwAA&url=http://www.careers.qut.edu.au/newsletter/student-enews/undergraduate/September11.html&ei=dKU_UuvCG4Xaswb_1YHwBA&psig=AFQjCNGSk97aCEO58n8IQBJtBszW056KcQ&ust=1379989236494157

CONCLUSIONS

 The Importance of proper research
and stakeholders consultations in the
design of trade agreements — very
Important and essential

- There can be several problems
associated with:

« Conflicting interests
 Domestic policies

« |nefficiencies

« Large industry vrs. SME
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