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Mutual Gain Strategy



Currently perceived choice

• If I say yes…… • If I say no…...



Facts

• Do we have a joint understanding of the facts?

• Evidence (based–informed) decision making

• Reports – studies………….. 



Options and packages

• Hard bargaining or what gains are possible

relevant to the status quo?

• Distinguish interests from positions

• What you want! Why you want it!

• Acceptable outcomes - Meet one‘s own 

interests and that of others - BATNA



Creating value

• Develop options – invent without committing

• Enlarging the pie

• Always seek clarification

• Avoid locking into positions



Before is after….

• Prepare well

• Be professional

• Build trust

• Listen - ask



Principles

• Dont lose sight of your goal

• Separate people from the problem

• Focus on interests not positions

• Create options

• Use objective criteria

• BATNA

https://www.linkedin.com/pulse/20140524162906-7859692-negotiation-101-the-6-principles


