STEPS TOWARD WIN/WIN SOLUTIONS
OR “PRINCIPLED NEGOTIATION”

(Based on Getting to Yes by Roger Fisher and William Ury)
1.  IDENTIFY NEEDS AND INTERESTS



Get behind stated positions to the underlying needs and interests.



What are the basic needs at stake for each party?

2.  BRAINSTORM OPTIONS TO MEET THE IDENTIFIED 
NEEDS



Don’t judge ideas—don’t reject anything, however wild it may seem.




Stimulate ideas rather than shut them down.




Evaluation comes later.




A “bad” idea may generate other ideas or become part of an 





eventual solution.



Draw upon everyone’s ideas.



Go for quantity—the more ideas, the better chance of a winner.



Collaborate—build on other people’s ideas.

3.  ESTABLISH OBJECTIVE CRITERIA FOR A SOLUTION



What will a solution need to accomplish?



How will we know we have a solution?



List things the solution should do.

4.  BROADEN AND REFINE OPTIONS TO DEVELOP BEST SOLUTION


Which options show the best possibilities of meeting the interests?



Can some be combined?



How can problems be minimized or offset in some of the options?



Can some elements be strengthened so as to better meet some interests?



All participate in shaping the solution—all parties share in the ownership 




of the solution.
