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Positions vs. Interests

• How do you define success?
Are you looking to convince the other person to come to your 
positions? Why do you want what you want?

• Focus on satisfying your interests not selling your 
positions

Interests are the underlying objectives you are trying to satisfy 
through the negotiation. Make sure you know what those 
interests are before you engage the other party.

• You have an opportunity to meet your interests and to 
understand and satisfy the other side’s interests as 
well.

Your job is to ask questions and understand the other party.
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To uncover interests

AS
K 
OE

Q

Ask open-ended questions:
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To uncover interests

AS
K 
OE

Q

LISTEN (INTERESTS)
Listen to what the other person is saying:
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To uncover interests

AS
K 
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LISTEN (INTERESTS)

REFLECT

Reflect what you heard back to the person:


