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APPROACH




THE PEOPLE


PRINCIPLED NEGOTIATION FOR [PROBLEM]





People





[Separate the people from the problem – who are they?]








Interests


 [What are their interests and priorities?  – NOT their position]








Options


 [What different options do you have? Consider them ALL]








Criteria


[What’s the criteria upon which the decision will be based?]








Perception


[How does each person view the situation E.g. serious, not even a problem]








Communication


[Active listening – what communication techniques are important? E.g. Acknowledging what has been said, no blame etc.]








Emotion


[How will the people be feeling during negotiations?]
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