
In	  negotiation,	  focus	  on	  …..	  (basic	  interests,	  mutually	  satisfying	  options,	  fair	  
standard)	  
Define	  interest	  –	  what	  you	  want	  
Define	  position	  –	  where	  you	  stand	  on	  an	  issue,	  sometimes	  represents	  an	  opinion	  
Define	  objective	  –	  without	  bias,	  without	  personal	  bias/view	  
Methods	  for	  successful	  negotiation	  

-‐ separate	  people	  from	  problem	  
-‐ focus	  on	  interests,	  not	  position	  
-‐ invent	  options	  for	  mutual	  gain	  
-‐ use	  objective	  criteria	  
-‐ Don’t	  bargain	  over	  positions	  

	  
	  


