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CH. 1 – Don’t Bargain Over Positions

· Bargaining over positions creates incentives to stall negotiations
· You can change the game
· Negotiation needs to address the substance
· Soft (friends, agreements, etc) vs. Hard (adversaries, victory, etc) bargaining
· Analysis: diagnose the situation
· Planning: generate ideas, decide what to do
· Discussion: look toward agreement
CH. 2 – Separate the PEOPLE from the Problem

· Don’t want to trigger emotions that could disrupt negotiations
· Deal with people as human beings
· Ongoing relationships more important than a decision on any one issue
· Don’t give into everything (tells them you can just be taken for a ride)
· Their thinking is the problem
· You need to understand their point of view
· Get the other side involved early
· The process is the product
· Conceptualize outcome in a fair way
· Listen actively, speak about yourself, speak to be understood
· Create a working relationship
· Acknowledge them but don’t react to emotional outbursts (do let them let off steam)
CH. 3 – Focus on INTERESTS, Not Positions

· Reconcile interests, not positions (find shared interests)
· Most powerful interests are basic human needs (security, recognition, control over one’s life, economic security, sense of belonging)
· What is true for individuals true for nations/groups
· Be specific about your interests
· Put the problem before the answer (interests/reasoning then conclusions/proposals)
· Talk about where you would like to go
· Use “illustrative specificity” 
· Give positive support to the people equal to the vigor that you emphasize the problem
· Be both FIRM and OPEN
CH. 4 – Invent OPTIONS for Mutual Gain

· 4 major obstacles: premature judgment, searching for the single answer, assumption of a fixed pie, thinking that solving the problem is their problem
· Brainstorm: with your people and the opponent if possible
· Seat participants side-by-side facing the problem (literally)
· Clarify ground rules, including a no-criticism rule
· Look through the eyes of different experts
· Identify shared interests
· Make sure you really do want different things (we both want this orange – I want the fruit, you want the peel to bake with)
· Invent first, decide later
· Seek to make their decision easy
CH. 5 – Insist on Using Objective CRITERIA

· Solution based on principle, not pressure

· Seek fair standards and fair procedures

· Frame each issue as a joint search for objective criteria

· Reason and be open to reason

· Never yield to pressure, only to principle
CH. 6 – What If They Are More Powerful? (DEVELOP YOUR BATNA)

· Protect yourself
· Using a bottom line is costly – limits ability to benefit what you learn during negotiations
· Know your BATNA!
· Formulate a trip wire – know when to stop
· The better your BATNA, the greater your power
· Consider the other side’s BATNA
· BATNA will raise what is minimally acceptable
· BATNA especially important when dealing with a more powerful adversary
CH. 7 – What If They Won’t Play? (NEGOTIATION JUJITSU)

· You can change the game by playing a new one
· Negotiation jujitsu: step aside and use their strength for your own gain
· Don’t attack their position but look behind it
· Invite criticism and advice on your opinions
· Ask questions and pause (silence key!)
· One-text procedure: invite in an expert to recast discussions (architect for a house)
· Mediate your own dispute
CH. 8 – What If They Use Dirty Tricks?

· Discussing the dirty tactic makes it less effective and may cause other side about alienating you completely

· Common dirty tricks: deliberate deception, psychological warfare, positional pressure tactics

· Recognizing the tactic will nullify its effect

· Don’t be a victim!
CONCLUSION

· Learn from doing

· Don’t concentrate on “winning” but achieving a better process for dealing with differences

· You can get what you deserve and be decent
