Article 30 - Local Negotiations
Presented hy:

Minneanolis NBA Office

- Mariy Mater, N.B.A.
~ Willie Mellen, H.B.A.
- Troy Rorman, H.B.A.
— Merlie Bell, NBA

Changes to Article 30

|+ The 30 consecutive tay period for 2011
Local Negotiations will commence on
August 1, 2011 and will terminate on
September 30, 2011.

« Written notification of intent to neyotiate
must lie provided prior to August 15, 2011,
or the previous LMOU stays in effect. '

‘Changes to Article 30 c

. ofthe 30 day local implementation period,

* hppeal to impasse hy Nevember 4,2011.

Management's Avea official and the APWY's Regional Union
renresentative (NBA) will attempt to resolvo the disputed
issues within 98 tiays after the 60 day implementation
nperiod, or anetlier mutually agreed to date,

Initial proposals must he exchanged within the first 21 days




Article 30

« ltems declared inconsistent or in conflict
shall remain in effect for four (4) months
aiter the local implementation period.

+ Iflocal management refuses to ahiie by an
existiing LMOU item on “in conflict or
inconsistent” groumnds, and arbitrator finds
no reasonahbie hasis, remedyis
anuropriate.

Extending your current LMOU

Ifyou are satisfied with your current LMOU,
you must:

« Inform the Instaliation Head in writing

« Arrange a meeting for the resigning of
the current LMOU

+ Rletter should he written to extend in fuli
force and effect through the 2010-2015
NA

+ Both parties shoulil sign ani dats the letter

If the Union wants to
negotiate a new LMOU:
Send a notification letier to the Installation
Heail advising him/hiex of your intent
.+ Request ameeting to set ground rules
o Estabiish a Local Negotiating Team
s Select a Chief Negotiator
« Seloct an alternate Chief Negotiator
« Make sure all craits are represented

BN
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GCan Management Insist that
the Union negotiate?
> Management has the right to insist on
negotiations
* fittempt to neyotiate in good faith
* listen to, discuss, and consider each item

* Itis notnecessary to reach agreement on
their items

~ What if Management declares
items in conflict or inconsistent?

* The parties can agree to extend the LMOU
with the exception of those items

» The Union should assure that those items
are clearly listed »

* Insist on ali reasons why they have come to
this conclusion

+ Management must identify change in 2010
Agreement they are relying upon

What if the USPS declares an
“unreasonahle hurden”s

« The parties can agrse to extend the LMOU
Wwith the exception of those items

* The Union should assure those items are
clearly listed

* Insist on all reasons why they have come to
this conelusion

+ Demand (in writing) that management
provide all evidence they are relying upon




Preparing to Negotiate

Estalilish respongihbilities for each memhber
of the iegotiating team

Research grievances and labor-
management minutes

Review other LMOU's
Develon a ﬁ'ame Pian

' Gruun(l Rules

* Rule1 Frior to the start of negotiations, set
dates, times and niaces for all sessions,

* Rule2 Identify the chief negotiators and
meinhers for hoth teams.

* Rule3 Make nrovisions for changing chief
negotiators, memhbers, or alternates.

G"““"l n“lﬂs [cont)

* Rule4 Setrules of orier.
* Ruie§ Identify order of huisiness.

» Rule6 Make provisions for suh-




Ground Rules o

< Rule? Have language for utilization of
alternates and/or technicians.

 Rule @ Make provisions for caucusing.

* Rula 9 Make provisions to change or add to
yround rules hy mutnal consent.

Ground Rules o

* Rule18 Sign all ground rules.

 Ruls11 Assure that ne official minutes are
taken. Each team keens their own,

 Ruini2 Reach agreement on the fate the
nronosals will yo into effect.

Ground Rules o

* Rule13 Include provisions to impasse
disputed items.




20 Steps to Successful
Local Negotiations

« Step1 Make sure that menikiers of the
Union’s teain are o7 tlié clock uring
iegotiations.

o $tep2 Set ground rules prior to the date
that negotiations are scheduled to heyin.

20 Steps to Successiul
Local Negotiations o

« Step3d Notify management, in writing, of
the nanes of all tean members. Reguest
the saime from them.

+ Step4 Remiember, the union leternines
who is on its team, not management.

20 Steps to Successful
Local Negotiations o

« StonS Rotate meeting sites hetween the
post office and union office ox utilize a
neutral site such as a library.

« Stop 6 insist that the chair is alternated
hetweeit the union and management.




20 Steps to Successful
Local Negotiations o

o Stop? Insist that all proposals and
counter-proposals he tynewritten by hoth
narties.

< Ston8 Keep accurate records of all
Iropesals and counter-proposals.

20 Steps to Successful
Local Negotiations o

« Stop9 Estahlish an agenda of items to he
discussed prior to each session.

« Stop 10 Give each member of lll)“l teals a
copy of all proposals and counter-
nropesals.

20 Steps to Successful
Local Negotiations o

~  Step11 Complete neyotiations within the
. time frame specified in the ground rules if
nossihle.

o Stan12 Do not allosw management to utilize
ahargaining unit employee to take
minutes. [ notes kent by hoth sitles are
unofficiall




20 Steps to Successful
Local Negotiations o

+ Step13 Union team meinhers must get
permission from its chief negotiator prior
to speaking.

- Stop14 Insist that a private room be
available for caucusing.

20 Stens to Successful
Local Negotiations o

« $ten15 Caucus irior to ayreeiny to
proposals or counter-proposals.

- Stop16 Be careful when expressing ai
opinion which has not heen discussed with
other meimbers of the union's team.

20 Steps to Successiul
Local Negotiations cow

- Step1l The starting and adjournment
times of meetings should he decided hy
mutual consent.

+ Stap18 Negotiations can he conducted
during cvening hous and on Saturday and
Sunday if necessary.




20 Steps to Sueccessful
Local NegotiationS (o

* Stop19 Do not discuss specific yrievances
during negetiation sessions.

-+ Step 28 Keen a cool hieadl.

Bargaining Tips

+ » Bewell prepared
* Be prepared to compromise
* Do not make yuick concessions

« When making a concession, get something
of equai or greater value in return

Bargaining TipS o

* Beflexihie
. * Beauyood listener
.+ When in doubt, caucus
'« Control your emotions
« Be firm, but not argumentative

+ Sommunicate the union's position
« Be prepared to justify what you are
asking for




Bargaining Tins o

« Gonsider the impact of the neyotiated
language

« Once an asreement is reached, getitin
Wwriting

« Doirt accent abuse

- Dot argue over positions

* Don't panic

Listening and
Gommunication Skills

+ Principies of Communication

+ Key Factors of Goodl Listening

Rules for Successiul
Negotiations
. Rule1 Keep the membership informed.

« Rule2 Tryto determine what

ie.

» Rile 3 ldentify what the union’s hottom
line will he.

nianagement's maximum concession will
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Rules for Successiul
Negotiations o

° Rule4 Educate management astothe
reasonableness and necessity of the
nnion's demand.

* Rule5 Meet with team memiers hoth prior
to and after each session.

Rules for Successful
Negotiations cow

* Rule & Assign each member of the
negotiating team specific tasks, such as
researching itemns to he discussed.

* Rula? Before agreeiny to amanagement
proposal or counter-proposal, determine if
the change will cause controversy among
the memhership.

Do’s and Don'ts for
Successful Negotiations.
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no’s

* Rnalyze the propesal to determing ifitis in
the hest interest of thie membershin

* Make eifective nse of connter-proposals

+ Unhold the unioi's position

« Disagree without heiny Wisagreeahie

* Determine from the stari the hoitom line

« Pianthe union's tactics in advance

D0’s
* Tryto predict the nioves management will

make and plan counter-moves

* Review the union's position prior to each
session :

+ Weigh the conisequences of ach offer
carefully '

« Listen carefuliy and read all proposals and
coulnter-pronosals thoreughly

Don'ts

* firrive late for sessions

« Interrupt inanagement's presentation of a
nroposal

* Make commitinents without deliberation.
* Demoistrate anger
+ Give in too rapidiy, even on trivial items
* Demarid the impossille
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Don'ts

.+ Allow management to control the sessions

 Gonduct yourself in an unprofessional
manner

+ Jose sight of the union’s ohligation to the
memhershin

Writing Proposals:
Contractual vs. Conceptual Form

Contractual Form

. » Write the language exactly as it will appear
. Inthe LMOU.

* This methed provides for specifics from the
start of negotiations.

+ The contractual form is yenerally not
preferred hecause it hinders neyotiations;
arguments occur over specitic words and
language.
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Conceptual Form

» The Union ldentifies the prohiem.

» Bothparties exchange ideastoreacha
solution.

* [see the CBRs for examples of this type of
preposall

Ilrganize a Record-
Keeping System

« Prepare each ite as if it were going to
impasse. '

* Riways document the meaning and intent
of proposais and counter-firoposals to
assistif a dispute arises at alater date.

+ One person should he designated to keep

accurate notes. They should not particinate
in discussions.

The Note Taker Should:

* Know all agenda items to ho discussed
« Know the status of all proposals
* Know where discussions stoppeil

+ Know which items are scheduled to iie
discussed at each session

o (see the GBR for an example of the union
status sheet)
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Strategy To Use When
Negotiating a LMOU

* Be well prepared
 Review current LMOU item by item

* Gather necessary information

Obtaining Documents To
Support Your Theory
 Documents may he obtained from the YSPpS,
APWU Headluuarters, other locals, experts.
* Make all requests for information in writing
to the Installation Head,

+ Be specific when requesting the
documents and information needetl.

« Specify in which fermat you wish to recsive
the information.

Subjects for Negotiation

 There are 22 items en which the USPS must
hargain in goed faith. If agreement is not
reached, the APWU can anpeal to impasse
arbitration

* The union may propose items which are not
listed in Article 30. However, the USPS is not
obligated to hargain on those items

« Items outside of the 22 listed in Article 30
can not impasse

15



Management's Right To Impasse

National Agreement grants USPS a limited
right to impasse. USPS can:

« Bargain te reach an agreement

* Declare that the current language poses an
“mireasonaiile burien”

+ Declare the current languaye to he in-
consistent and/or in conflict with new
language in the NR

~ [tems Inconsistent and/or in
Conflict With the NA

- Language Negotiated During Local
Negotiations May Not Violate Provisions
of the National Agreement

In oriler to prepare the local ution to win

these chalienyes, cousider these factors:

;e The wording of the langnage. Gan it he
miae to coxrespond with the NAP

« The application of the languaye. Is it
flexibled Does it allow for deviation?

+ The documentation to support the
language. What is the past practice® What
did the unien trade off to yet the language?

16



Deciding Whether or Not to

Impasse an [tem to Arbitration

Items which can he moved to impasse are:

Union proposals attempting to estallish or
change the 22 items listed in Article 30.
Items within the 22 listed in Article 30
which the USPS refuses to carry over
declaring they are “inconsistent and/or in
conflict” with new language in the GBA,

[cont}

o [tems cuxrently in the LMV, outsiie of the
22ixems, which the USPS refuses to carry
over declaring them as “inconsistent
and/or in conflict” with new language in
the CBA.

Items currently in the LMOU within the 22
items that the USPS deciares to he an
“anreasonahle hurden” to them,
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- Gan the Union Persuade
an Arbitrator?
« Consider what arguments 1o use
* Review available evidence

« The arhitrator will look for a soluticn which
will hest serue hoth parties

« The arbitrator will look at previous LMOY's,
the need for a change and the cost and
henefits to hoth parties

« The arhitrator will determine if the
propesed language conflicts with the GBA

Will the Local Get a
Ghance to Arhitrate?

The Regional Coordinator or NBA has the
authority to settie impasses hefore
|| arhitration .

* Toavoid umlesirahle settiements, provite
the R.C. or NBA with ALL justification for the
proposal , ‘

* Notify the R.C. o NBA of problems with the
LMOU linclude svidence and documentation]

Gan the Local Afford the Costs

FOR LOCAL IMPASSES & FOR USPS
Unreasonahie Burden Impasses:

.+ The local is resnonsilile for proviing an
advocate to arhitrate impasse items

* The local union pays the costs for
arhitration of impasse itemns

Past Practice has hoon for Katlonal APWU to nay costs
of USPS “In Confllct” declarations resulting in lmpasse:
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Impasse Instructions

Pursuant to the MOU located on nages 207-

209 of the 2010-2015 CBA, the parties are

required to:

1 Jointly identify the issue(s) in writing

2 Submit initialed copies of all proposals
and counter-nroposals pertaining to the
issuels] in dispute

Impasse Instructions

[cont)

3 Within 15 days [ November 4, 2011 extention) of
the expiration of the local implementation
period, the moving party must send the initialed
copies of proposals and counter-proposals as
follows:

TR ST R

- Appropriate USPS official at tho
grievance/arhitration processing center

of the employer
- lecal Postmaster/Installation Head

Impasse Instructions

fcont)
* Local Union Presitdent
| * APWU Regional Coordinater*”

+ The Local Union shoulu reyuest a copy of
the Area Appeal Form from their Regional
Goordinator [ see the CBR) e

i
Local Unlon sens coplos to NBA Office: While USPS must send apneal to
Reglonal Coordinater, Local Unjon shoulil send ALL APWU fites to NDA Offloe.
Cloarly mark any courtesy coples of USPS Appeals sent to NBA's ag “USPS
fAuneals.” 00 HOT SEND COPIES Of USPS Apneals to Reglonal Coorinator’s
Offico unttler any circumstancosiil
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item # 1

* Adilitional or longer wash-up neriods

Item #2

* The establishiment of a regular work week
of five flays with either fixed or rotating
tlays off.

tem#3

* Guidelines for the curtailment or
termination of pestal operations o
conforin to local authorities or as local
conditions warrant because of
einergency contlitions
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Item #4

« Formulation of lecal leave program

Item#9

» Duration of the choice vacation herion

ltem # 6

» The determination of the heginning day
of an employee’s vacation period

21



Item #1

+ Whether employees at their option may
request two selections during the
choice vacation period in units of either
9 or 10 days

ltem#8

* Whether Jury Duty and attendance at
National or State Conventions shall he
charged to the choice vacation period

ltem#9

+ Determination of the maximum number of
employees whe shall receive leave eachi
week during the choice vacatien periol

22
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Item #10

|« The issuance of official notices to each

employee of their approved vacation
scheiluie

Item #11

« Determination of the tlate and means of
netifying employees of the heginning of the
new leave year

ltem #12

* The procedures for submission of
applications for annual Ieave during
other than the choice vacation peried
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ltem #13

« The method of seiecting employees
to work on a holiday

ltem # 14

 Whether “overtime desired list” in Article 8
shall e by section and/or tour

ltems # 19,16, 17

o #19 The nwnier of duty assignments within each
craft or occupational groun to be reserved for
temporary or nermanent light duty assignments
#16 The method to he used in reserving light duty
assignments so that no reguiarly assigned
member of the regular workforce will he
adversely affected

#11 The identification of assigiiments that are to
he considered light duty within each craft
represented in the office
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ltem # 18

+ The identification of assignments
comprising a section when itis nroposed
to reassion within an instaliation
empioyees excessed to the needs of a
section

ltem#19

« The assignment of employee parking
spaces

Item # 20

+ The determination as to whether annual
Ieave to attend union activities renuested
prior to determination of the choice
vacation schedule is to he part of the
choice vacation plan
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item # 21

Craft Items 2

Article 37 Sections 2., 3.0.40, 3.A4.c, 3.0,
anil 3.5.2

Article 38 Sections 3.0, 404 and AR5,
Brticle 39 Sections 1.E, 2.A.3, 2.A.4, 2.C and
3.E2 ‘

item # 22

* Local implementation of this Agreement
relating to seniority, reassignment, and
posting '

THANKS FOR
LISTENING

@
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