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4. Make their decision easy
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Fair Standards improve/not damage relationship
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1. Separate the People

Getting to Yes \ from the Problem

Never yield to pressure

manipulative appeal to trust
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The two become entangled .
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"one-text procedure”

What if they won't play?
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W principled negotiation

one interest multiple positions that satisfy it

usually about negotiation procedure

1. recognize the tactic interests o

behind opposed positions

What if they use dirty tricks?

2. Focus on Interests,

2. raise the issue explicitly
not Positions

Ask
s 559

3. question legitimacy and
desirability

use the 4 principles

€} Each side has multiple interests o

_How to Identify

£ Basic Human Needs
£} make a list &

communicate
Talk oy fy e
4‘make interests come alive ©



http://litemind.com

