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• Affirm
agreement on
project/idea/vision

• Reaffirm quality
of relationship

• Acknowledge
doubts and any
vulnerabilities you
may have

• Ask for advice and
support

Allies

Action Strategies for working with 
Allies
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Allies are those people 
who not only share 
your vision but in 
whom you have a great 
deal of trust.



• Reaffirm quality of relationship

• State your position

• State your perception of their position

• Engage in problem-solving

Opponents

Action Strategies for working with 
Opponents
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Opponents are 
people who you 
trust a great deal 
but who disagree 
with your purpose, 
direction and 
goals.



Bedfellows 
• Reaffirm the agreement

• Acknowledge existing
caution

• Be  clear about what you
want from them

• Ask them to reciprocate
(ie: tell you what they
want from you)

• Reach agreement on how
you are going to work
together

Action Strategies for working with 
Bedfellows
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Bedfellows are people 
who are in agreement 
with you in terms of 
purpose and goals but 
in whom you have a 
low to moderate trust.



Adversaries are those 
people in the organisation 
with whom negotiation has 
not worked. They take up 
much of your psychic 
energy and time.

Adversaries

Action Strategies for working with 
Adversaries
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• State your vision for
the project

• State your understanding
of their position

• Identify your own
contribution to the
problem/situation

• Identify your
commitment to any
hostilities

• End meeting with your
current plans

• Make no demands
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Action Strategies for working with 
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Fence sitters

Fence sitters are people 
who simply will not take 
a stand for or against 
you. They are easy to 
talk to and have 
excellent interpersonal 
skills.

• State your position/idea

• Ask them where they stand

• Apply gentle pressure (eg. guilt)

• Encourage them to think about
the project/idea
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Bedfellows

Peter Block (1987). The empowered manager: Positive 
political skills at work. San  Francisco: Jossey-Bass.   


