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Don't flinch...
He's totally bluffing.

How to
negotiate?
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Negotiating Agreement
Without Giving In

Roger Fisher and William Ury
end far the Second Editson Bruce Patlon
of the Harvard Negotiaimn Project




cb &

Consensus Building Process e

o o Assess the
= loint monitorin "
~[- Dispuie resolution Potential

= Evaluation & re-design

Implement, Design and 'm rﬁ;lﬂt:mil}r

Adapt and Decide on « Decision rules

Learn Process * Work plan
» Facilitator

* Juestions
* Expens
* Methods
_ Seek Joint * Reports
* Commitments g
* Dissenters Gains
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* Mutual Gains Approach

* Add issues/stakeholders
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Key elements of the Mutual Gains
Approach

1. Focus on Interests (Why you want it), not Positions
(What you want)

2. Know your BATNA (Best Alternative to a Negotiated
Agreement)

Invent Options for Mutual Gains

. Use Objective Criteria

. Build Relationships Along with Agreements

o U M W

. Use Joint Fact Finding
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Thank you!

Christine Mentzel
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