INnferesf-Based
Negotiafion

why Negofiate?

Principles of Negofiation

Separare the People
from the Problem

-irst recognize that
during conflict you are
elther in "fight" or "flight",

Esfablish a healhy
motive for the
relationship and fell
Jourself posifive stories.

Separate Inferesfs from
Posifions

Inferesfs are what we
want; poslifions are how
we gef them. Consider
basic human needs for
securify, economic well-

being, respect,
belonging, efc.

Competing Collaborating

Avoiding Accommodating

ASSERTIVE =
=

COOPERATIVE

Generate Options for Insist on Using
Mufual Gain Objective Criferia

Brainstorm solutions that Use rules, policies,
meef all parties needs.  procedures o establish
Avold evaluafing each crirerion.  Makes
Jnfil all options are negoliatlon much
generated. simpler.




Negotiation Plan*

2. Goals and Decision Makers
Problem Stafrement: My specific, high expectaftions:  largel decision makers:

1. The Plan

| must negofiate with
0 gel

Boffom Line: INnfluencers:

3. Underlying Needs & Inferests

My underlying needs & interests  Their possible underlying needs

5 T laraas Plans & guestions fo discover

Jdnderlying inferests

4. Leverage

“What will | do If there is no deal?

-IF no deal, what will they do?

-Leverage favors’



5. Possible Proposals

0. Standards & Norms

Mine -
Thelrs -

My counfer arguments-

8. Slfuafion & Sfraregy
Analysis

9. Best Modes of
Communicarion

10.  Overall Poslifioning
Theme

Other Helpful Information

*Adapted from G. Richard Shell's, Bargaining_for
Advantage




