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G6 Basics of Effective Negotiations

Figure G.6 Getting to Yes along the Reflective Cycle

•   Success: de�ne in terms of 
     real gains 

•   Subordinate Goals: what do 
     you have in common?

•   People: separate the 
     people from the problem

•   Interests: focus on 
     interests, not positions

•   Options: generate a variety
     of possibilities 

•   Criteria: insist that the 
     results be based on some
     objective standard
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