
Positions:  What we want
Interests:  Why we want them

Examples:
Pos i t ion :    I  want  a  dog

Interest :    I  want  to  fee l  safe

Pos i t ion :    We need  a  new computer
Interest :    I  want  to  use  my t ime
creat ing  and not  f i x ing  sof tware

Pos i t ion :    We need  to  cance l  the
conference

Interest :    I  need  to  have  a  sense  of
contro l  over  my  l i fe  and  my p lans

Interest-based negotiation:  A
strategy that takes the interests of all

parties into consideration for a
win/win outcome

USE WHEN:
-the  re lat ionship  is  important

-when you need something  f rom each
other

-you could  be  wrong in  your  st rategy,
p lan 

-you have the  t ime
-your  resu l ts  could  be  better  by

engaging  in  th is

Having the Right
Conversation...

1.    Identify al l  of  the interests
by exploring with open-ended

questions
2.    ASK:   "How can we have ___

and ___? "
3.    Begin brainstorming

Open-Ended Questions:
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-Why?
-Can you say more about that?
-Why is this important to you?
-How would having X help you?

-What would be the perfect
solution for you?

-What 's  at the heart of the matter
for you?

Positions & Interests: Are you
having the right conversation?
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