
The New Negotiator

“Preparation is key 
to a successful 

negotiation, it’s not 
about predicting the 

future, it’s about 
minimizing the 

surprise.”
Chris Coats District 2 Vice-President d2vp@affi1935.org
Steve Perry District 3 Vice-President d3vp@affi1935.org

mailto:d2vp@affi1935.org
mailto:d3vp@affi1935.org


When do I start to 
prepare?



Track issues with language

• Even mature contracts 
need clean up 

• Track language that 
has caused grievances

• These make good 
starting points for 
negotiations
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• Confer with your DVP on filing your demand to
bargain letter

• Know what your window for filing is!

• Have your DVP request a Municipal Financial
Analysis

• Collective Bargaining Roadmap on AFFI website
has a template to keep you on track

Preparing for negotiations
6 Months out
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• Determine the makeup of your bargaining team
• Poll your membership to find out the issues 

they would like to see addressed
• Look back through your files for unfinished 

issues bargained previously
• Proofread the contract for clean up items
• See if any other units in your City/District have 

settled.

Where do I start?
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Determine what you want to 
bargain over

• Break down the issues your membership wants to 
negotiate

• Determine what’s feasible and what is not

• Rank your demands from most important to least
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Know the types of bargaining 
topics

Mandatory, Permissive, Economic and 
Non-Economic 
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• Permissive

• Unit Recognition

• Retiree Benefits

• Shift Trades

• Department staffing

• Any Waiver of a 
Statutory right

Mandatory and Permissive
•Mandatory

• Hours of work

•Wages

• Time Off

• Shift Staffing

• Promotional Testing

• Discipline
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Economic vs Non-Economic items

• Economic

• Hours 

•Wages

• Insurance

• Time off

• Other working 
Conditions

• Non Economic

• Station of Shift Bidding

• Vacation picks

• Promotional Weighting

• Other items in the 
contract with no cost
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Getting assistance from 
the AFFI and IAFF
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• Assistance from the AFFI
• Utilize your DVP!!!
• We want to help you succeed

• Confer on current trends and settlements
• Provide ideas or help with strategy
• Assist with data resources 
• We can sit right at the table with you!
• We’re only a phone call away!

Get your DVP Involved



Things your DVP can 
provide

• Use your DVP to make sure you’re fully prepared
• Language help
• MFA’s 
• Determining Comparable communities
• Ranking your “wish list” with what’s attainable
• Preparing your proposal
• Help with tools to argue your point
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Municipal Financial 
Analysis

• Provides overview of the employers overall financial 
standing

• Provides ammunition if the employer cries poor

• Breaks down all the funds and fund balances showing 
what is available



The New Negotiator



The New Negotiator



The New Negotiator

• 3-4 Months out
• Meet up with your DVP to discuss:
• Bargaining issues / topics
• Comparables get up to date list
• Do you have Comps established?
• Any changes?
• Where your local is in comparison to 

comparable communities

Timelines
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Total Compensation 
Analysis
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Never miss your filing 
deadlines!

•Deadlines 
• Protect your right to bargain

• Ensure retroactivity

• Keep the employer from 
making changes during 
negotiations
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• Prepare to file a demand to bargain 90 days out
• Template available on AFFI website
• http://www.affi-

iaff.org/index.cfm?Section=32&PageNum=242
• Bring to designee of City / District 
• Have a copy for them
• A copy for the your local signed & dated  

• If the relationship isn’t there to do in person, 
send a copy certified mail w/ return receipt to 
the employer.

Demanding to Bargain

http://www.affi-iaff.org/index.cfm?Section=32&PageNum=242
http://www.affi-iaff.org/index.cfm?Section=32&PageNum=242
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ARTICLE 28.1 TERM OF AGREEMENT

This Agreement shall be effective as of the 1st day of May, 2020 and shall remain in 
full force and effect until April 30, 2020. It shall be automatically renewed from 
year to year thereafter unless either party shall notify the other in writing at least 
sixty (60) days prior to the April 30, 2024 date that it desires to modify this 
Agreement. In the event that such notice is given, negotiations shall begin not later 
than thirty (30) days prior to such effective April 30, 2024 date. This Agreement 
shall remain in full force and be effective during the period of negotiations and until 
notice of termination of this Agreement is provided to the other parry in the manner 
set forth in the following paragraph.

In the event that either party desires to terminate this Agreement, written notice 
must be given to the other party not less than (10) days prior to the desired 
termination which shall not be before April 30, 2024 as set forth in the preceding 
paragraph.
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• 30 Days prior to CBA Expiration
• File for mediation
• Preserve your rights under 14J & 14L
• That really means MONEY $$$$

• Send Letter to respective FMCS Office
• This starts the arbitration process

Timelines
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At no time should you fail to file
for mediation before the expiration 

of your employer's fiscal year.
In most cases this will coincide 

with the expiration of your 
contract, in many locals this is not 

the case.

Timelines
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You’re nearing Impasse, 
now what?

• Consult your DVP if you’ve been negotiating 
on your own

• It’s time to bring in your attorney

• Poll your bargaining team to determine your 
“last best offer”
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Arbitration – The nuclear 
option
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Arbitration
•Arbitration is risky at 

best

• It’s extremely 
expensive

•You’ll generally do 
better and be 

happier by reaching 
settlement without 

arbitrating



Know your timelines!

• Knowing your timelines is one of the most 
important things you can do when 
preparing to negotiate!

• Missing timelines can hamper your ability 
to bargain or be awarded retroactive pay
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Involve your DVP
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Thanks for attending 
session 1


