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Steyn Reddy Associates (SRA) has launched a new 19 Part Series, which over the 
coming months will be taking a look at the key steps in the land access and 
resettlement process, from project assessment and planning through to negotiations 
and into implementation (physical resettlement, livelihoods restoration and moves) 
and monitoring & evaluation. 

We will also be looking at important related topics including government-led 
resettlement, cultural heritage management, land management and benefit sharing & 
community investment.

The Negotiation Process

Resettlement is one big internal and external negotiation - Start a well-planned 
process early to give yourself time and flexibility to negotiate. 

The negotiation process should be at the heart of the land access and resettlement 
process.
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All impacts and topics should be discussed as part of a comprehensive process and 

package – Avoid piecemeal discussions with affected communities.

To plan and manage the negotiation process, the project should prepare a 

Negotiations Plan. This would be a confidential internal project document setting out 
the project’s negotiation strategy, tactics and related aspects.



You can also find an in-depth treatment of all these topics in Land Access and 
Resettlement: A Guide to Best Practice (Reddy, Smyth, Steyn), available from Green 
Leaf Publishing: www.greenleaf-publishing.com/land-access-and-resettlement

If there is a resettlement related topic you would particularly like to see discussed in 
this Series, you can also email us your suggestions at info@steynreddy.com

Don’t forget to sign-up to our newsletter on www.steynreddy.com 
for regular updates

Things To Bear in Mind:

Make sure you have right team - Resettlement negotiations are not for the faint 
hearted, inexperienced or unprepared.

Community representatives must be truly representative.

Offer nothing during negotiations without it first being fully costed and mandated.

Ensure adequate feedback to the broader community during the negotiation process.

Do not promise what you cannot deliver.

Whatever the project initially offers, communities will feel it has more to offer.

Truly engage - It is impossible to build communities’ confidence and support if they 
believe that outcomes are pre-determined.

Do not just give, be seen to negotiate – Get something in return.

Negotiated packages need to be fair, consistent, and transparent - Packages offered 
should provide true replacement value and improvements.

Record the negotiation proceedings.

Enter into comprehensive and clear agreements detailing the commitments of all 
parties.

Need a Win/ Win outcome to ensure implementable agreements.


