
Probfcm
Positional Bargaining: Which Game
Should You Play?

Soft
PafticipenB are

friends.
The goal is

a9reement.

Make concessions to
cultivate the rela-
tionship.

Be soft on the
people and the
problem,

Trust others.

Change your
position easily.

Make offen.
Disclose your

bonom line.
Accept one-sided

losses to reach.
agreement.

Search for the single
answer; the one
they will accept.

Insist on agreement.

Try to a\^eid a
contest of will.

, Yield to pressure.

Demand concessioris
as a condition of
the relationship.

Be hard on the
problem and fre "
people. I

Distrust others.

Dg in to your posiuon.

Mal(e threa$.
Mislead as to your

bottom line.
Demand one-sided

gains as the price of
agreemenI

Search for the single
answer: the one
youwill accdpr.

Insist on your position.

Try to win a contest of
will.

Apply pressure.

Don't Bargain Over Positions t l

Sofutlon
Change the:Garne+;, r ,
Negotiaie' on the: MeriB,

Prlnclpled ',.

Participants are : '

problem-sotvers
The goal is a wise

outcome reachecl
efficiently and
amicably,

Scprr.tc thc pcoptc
from thc problcm.

8e soft on thi p€ople, i
hard on the problern,

l  , ' -  . l '  '  l l

Proceed independent of
f uS [  . . . . : " , .  ,@

Focul on lntcrcrtr,
not pg8ltlolu. ' 

. .,. ,. ,:
F.rpiorc interists, 'li r:l;:r.ii
Avoicl having a bottom

line. ' ,' li

lnvl.||t optlor|t fot
mutu.f gsln.

Develop multiple
options to choose
frorn; decide later.

Inrlst on ts|ng
obJectl\rc crltcrle.

Try to reach a resull
based on standards
independent of w.ilt.

Reason and be opeh to
reason; yleld to
princlple. nor
pressur,e.


