NEGOTIATING PN T ey

busy non-profit leaders.

CHANGE: focus on interests, not positions

“Like it or not, you are a negotiator.”* For change makers especially, negotiating skills
are critical to successful advocacy, yet few do it well. Most attempt a trade-off between
getting what we want and getting along with people.

Principled negotiation offers a better method, and one of the main tenets is to focus on
interests, not positions.
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If only they had shared

their interests during
. . the negotiation!
Putting It Into Practice T . |

Express your interests clearly. The purpose of negotiating is to serve your interests. The chance
of that happening increases when you communicate them. Make them come alive with vivid details.

Acknowledge their interests, too. If you want the other side to appreciate your interests, begin
by demonstrating that you understand and appreciate theirs.

Explain your interests before your proposed solution. If you lead with your demands, the
other side may not even hear your reasoning as they are mentally preparing counter-arguments.

Look forward, not back. You will satisfy your interests better if you talk about where you would
like to go rather than where you have come from.

Be hard on the problem, soft on people. Do not commit to your position, but do commit
strongly to your interests. Attacking the problem increases pressure for an effective solution, while
giving support to the humans on the other side can improve the relationship and increase the
likelihood of reaching a mutually advantageous agreement.

* These insights are from “Getting to Yes: Negotiating Agreement Without Giving In” by
Roger Fisher, William Ury, and Bruce Patton. JEN NIFER
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