                             Negotiation & Scope Management

1. Warm-up: The Impossible Client 
SCENARIO
The deadline is Friday. Today is Wednesday.
Your development team has nearly completed a mobile application. The client suddenly requests:
- A completely redesigned user interface.
- Three additional features.
- Support for two more languages.
- Comprehensive testing before Friday.
- No additional budget and no deadline extension.

Discuss in pairs or small groups:
1. Is the client being unreasonable, or is the team failing to manage expectations?
2. Which requests would you prioritize, postpone, or reject?
3. What risks could arise if the team agrees to everything?
4. How can the project manager say “no” without damaging the relationship?
5. Should the client be allowed to change requirements after development has started?
Speaking challenge: Students must express disagreement without using the words no, impossible, or unreasonable.

Example opening:
“We understand why these features are important. However, given the current timeline, we may need to reconsider the scope or agree on a phased release.” 

2. Vocabulary in Context 

Study the key terminology and its use in professional communication.
Term	Meaning	Ukrainian equivalent
Project scope	The work and deliverables included in a project	Обсяг робіт проєкту
Scope creep	Uncontrolled expansion of project requirements	Неконтрольоване розширення обсягу робіт
Stakeholder	A person or group affected by a project	Зацікавлена сторона
Change request	A formal request to modify agreed requirements	Запит на зміну
Trade-off	A compromise between competing priorities	Компроміс між пріоритетами
Constraints	Limits involving time, budget, or resources	Обмеження
Deliverables	Specific outputs a project must produce	Результати проєкту
Feasibility	The practicality of achieving something	Здійсненність
Push back	Politely challenge a request or proposal	Дипломатично заперечувати
Prioritize	Decide what is most important	Визначати пріоритети
Align expectations	Ensure people share a realistic understanding	Узгоджувати очікування
Reach a consensus	Arrive at a mutually acceptable decision	Досягати консенсусу
Mitigate risk	Reduce the likelihood or impact of a problem	Зменшувати ризик
Out of scope	Not included in the agreed project requirements	Поза межами погодженого обсягу робіт

Task A. Complete the sentences
Use the correct vocabulary item from the table. You may need to change its grammatical form.
1. Adding new features without reviewing the timeline can lead to __________.
2. Before accepting the client's request, we need to assess its __________.
3. The requested integration wasn't included in the original __________.
4. We need to __________ the client's expectations with the team's actual capacity.
5. Could we submit a formal __________ for the additional functionality?
6. Given the limited budget, we need to make a __________ between speed and functionality.
7. Let's __________ the features that provide the greatest value to users.
8. The product manager needs to __________ by explaining why the proposed deadline is unrealistic. 

Task B. Discussion
Choose three terms and use each in a realistic sentence about a software project.

Example: “The team accepted several additional features without adjusting the deadline, which resulted in scope creep.” 

3. Diplomatic Language Toolkit 
Professional negotiation is not simply about refusing requests. It involves acknowledging the other person's needs, explaining constraints, and offering workable alternatives. 





A. Soften your language

Direct / potentially confrontational	More diplomatic
That's impossible.	That may be difficult to achieve within the current timeframe.
We can't do that.	We may need to explore an alternative approach.
Your deadline is unrealistic.	I'm concerned that the proposed deadline may not be feasible.
That's not our responsibility.	Could we clarify which team would be best placed to handle this?
You need to change your requirements.	Would you be open to revisiting the requirements?
We don't have enough resources.	Our current resources may limit what we can deliver at this stage.
You're asking for too much.	We may need to narrow down the priorities for this release.
That wasn't in the agreement.	That falls outside the scope we originally agreed on.

B. Five strategies for successful negotiation

1. Acknowledge the request
“I understand why this feature is important to your customers.”
Purpose: Show that you have listened before challenging the request.
2. Explain the constraint
“The main challenge is that implementing this feature would require additional testing.”
Purpose: Focus on objective constraints rather than blaming people.
3. Offer alternatives
“One option would be to release the core functionality first and introduce the new feature in the next sprint.”
Purpose: Replace a dead end with a practical solution.
4. Persuade with evidence
“Based on our current estimates, adding this feature now could delay the release by at least a week.”
Purpose: Support your position with estimates, risks, and business impact.
5. Seek agreement
“Would it be reasonable to include this in the next release, provided we agree on the revised priorities?”
Purpose: Move toward a clear, mutually acceptable decision.

C. Useful negotiation phrases
Clarifying requirements
- Could you clarify what you mean by…?
- What problem are we trying to solve?
- Is this a must-have or a nice-to-have?
- What would happen if we postponed this feature?
Disagreeing diplomatically
- I see your point, although…
- I understand your reasoning; however…
- I'm not entirely convinced that this approach would…
- We may need to take another factor into consideration.
Making proposals
- Would you consider…?
- What if we were to…?
- One possible compromise would be to…
- We could achieve this by adjusting the scope rather than the deadline.
Managing conflict
- Let's focus on the underlying issue.
- I think we're working toward the same goal.
- Perhaps we could identify a solution that works for both sides.
- Let's separate the immediate priorities from the longer-term improvements.

Task C. Make it more diplomatic
Rewrite each statement using professional negotiation language. There is no single correct answer.
1. “You keep changing your mind, and it's delaying everything.”
2. “We can't add five features in two days.”
3. “The developers won't agree to that.”
4. “Your budget is too small for what you want.”
5. “This feature is unnecessary.”
6. “If you want everything, you'll have to wait.”
Extension: Add an alternative or a proposed next step to each answer.

4. Negotiation Challenges 
Work in pairs. Student A represents a stakeholder or client; Student B represents a project manager or developer. Negotiate a solution for each situation.
CHALLENGE 1
The last-minute feature
Client
The launch is next week. You want a chatbot added to the application before launch because a competitor has just introduced one.
Developer
The chatbot would require integration, security checks, and testing. You want to protect the launch date.

Goal

Agree on whether to launch a basic version, postpone the chatbot, or revise the release plan.

CHALLENGE 2
The multilingual support problem
Product owner
The application must support English, Ukrainian, Polish, and German by Friday.
Localization specialist
Only the English and Ukrainian versions have been reviewed. The other translations need linguistic and technical testing.
Goal
Negotiate a realistic rollout plan without compromising quality.

CHALLENGE 3
The budget conflict
Client
You want additional analytics, a redesigned dashboard, and automated reports, but the budget cannot increase.
Project manager
The original agreement covers only basic analytics. The team has limited capacity.
Goal
Prioritize features and agree on a scope adjustment, phased delivery, or a revised budget.

          5. Main Role-play: Client vs Developer 
          Case study: The Friday Release
Background: Your team is developing an online booking platform. The client has approved the project scope, and the release is scheduled for Friday. It is now Monday morning.
The client has requested four additional features:
- Online payment integration.
- A customer feedback system.
- Support for two additional languages.
- An AI-powered recommendation feature.
The development team estimates that completing all four features would require at least three additional weeks. The client refuses to extend the deadline because the product has already been advertised.
Role A: The client
You are the product owner. You need the platform to succeed commercially.
Your objectives:
- Insist that at least some new features be included.
- Explain why the features are important to the business.
- Resist extending the deadline.
- Persuade the project manager to find a solution.
Useful expressions:
- “From a business perspective, we need to…”
- “Our customers expect…”
- “Could your team find a way to…?”
- “We have already committed to…”
- “What would it take to make this possible?”
Role B: The project manager
You are responsible for delivery, quality, and team workload.
Your objectives:
- Protect the team from unrealistic expectations.
- Explain the risks of adding features at the last minute.
- Identify the highest-priority requirements.
- Propose a compromise that preserves business value.
Useful expressions:
- “Based on our current estimates…”
- “We need to take the potential risks into account.”
- “I would recommend prioritizing…”
- “An alternative would be to…”
- “If we keep the current deadline, we would need to…”
Your negotiation task

By the end of the conversation, agree on:
1. Which features will be included in Friday's release.
2. Which features will be postponed.
3. Whether the scope, budget, or timeline needs to change.
4. Who will communicate the decision to the rest of the team.
5. How the agreement will be documented.

6. Reflection & Consolidation 
Exit ticket
Сomplete the following statements:
1. One useful expression for pushing back professionally is…
2. When a client changes requirements, the first thing I should do is…
3. One way to protect the project scope without damaging a relationship is…
4. A successful negotiation means…
5. One phrase I will use in my next professional conversation is… 

Homework: Pushback — Responding to Unrealistic Client Requests
Task: Write professional responses to the following five client messages. Each response should contain 60–90 words.
Your response must:
- Acknowledge the client's needs.
- Explain the constraint or risk.
- Use at least two diplomatic expressions.
- Offer a realistic alternative.
- End with a proposed next step or a question inviting agreement.
Request 1: Unrealistic deadline

“We need the complete application delivered by Friday. I know the team estimated three weeks, but this deadline is non-negotiable.”


Request 2: Scope creep

“I've reviewed the prototype and thought of six more features. Please add all of them without changing the price.”


Request 3: Conflicting priorities

“The marketing team wants the new dashboard, but the sales team insists on automated reporting. Both must be ready for the next release.”


Request 4: Quality vs speed

“We don't have time for another round of testing. Just deploy the new version tomorrow.”


Request 5: Multilingual communication

“Our international team misunderstood the requirements again. Please make sure everyone delivers exactly what I asked for, without scheduling another meeting.”
