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Negotiation Skills:
Mutual Gains Approach

This is a strategic and systematic approach focused on collaboration among the parties and consensus building to reach an agreement. The process typically follows four steps: Prepare, Create Value, Distribute Value and Follow Through.
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Distribute
Create Value

Value

Explore interests
on both sides
Suspend criticism

Invent options
without
committing
Use neutrals to
improve
communication

Behave in ways
that build trust

Discuss standards
or criteria for
“dividing” the pie
Use neutrals to

suggest possible
distributions

Design nearly self-
enforcing
agreements

Follow
Through

Agree on
monitoring
arrangements

Make it easy to
live up to
commitments
Align
organizational
incentives and
controls

Keep working to
improve
relationships

Agree to use
neutrals to resolve
disagreements
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