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POSITION BASED
Position based discussions involve holding on to a fixed idea, 
or  position. It could be that you believe electric scooters should be 
allowed on sidewalks and you won’t entertain any other ideas on the 
matter. Or you state you need your product delivered in exactly 2 
weeks and will not entertain any other alternatives.  

Another example of position based discussions is when a prospect 
only wants to proceed with the deal at a certain price and a salesperson 
focuses on maintaining that price.  

When people negotiate using positions, they then lock themselves into 
those positions. The more you stand by your position and defend it 
against attack, the more committed you become to it.  

Your ego may start getting associated with your position and you now 
have a new interest in saving face. 

The more attention is paid to positions, the less attention is devoted to 
meeting the underlying concerns of the parties, and agreement 
becomes less likely.

INTEREST BASED
On the other hand, interest based discussions are when both parties 
move forward with the intent to reach a mutually acceptable outcome. 

They come to the table ready to understand the other party’s point of 
view so they can move toward an acceptable outcome.  

An example of this is when you focus on why a prospect wants and 
needs your service, and how you are the best fit to provide that exact 
service. The prospect has an interest in using your service and you 
have an interest in providing it. Both have a mutually beneficial 
outcome from working together.
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FACE THE PROBLEM, NOT THE 
PERSON

Instead, you need to face the problem, not the person. It can be 
di cult to tackle problems if parties view themselves as adversaries in 
a personal face-o .  

Try to look at negotiations as a side-by-side activity in which the two 
of you, with your di erent interests and perceptions, and emotional 
involvement, come together to face a common task. Something you 
will both overcome together. 

To do this, start by having empathy for the person you’re negotiating 
with. Use it as a tool to find common ground between both your and 
their interest.  

Focus on acknowledging the concerns, fears, desires and needs of the 
other party. Although we may not agree with them, the act of 
acknowledging brings the negotiation toward an interest based 
discussion. Which e ectively improve the chances of a successful 
negotiation.  

Then start identifying what are their interests. What is most important 
to them? What do they really want?  

For example, when someone states their position, instead of arguing 
or defending against the position, ask questions to find out the hidden 
interests of the other party.  

You could ask:  

“If you got the outcome you want, what would that do for you?”  

“What would that be good for?”  

“How is that useful?”  

“Why is that important?”  

So we need to start negotiations with an interest-based approach. We 
need to apply empathy and acknowledge the other party’s feelings, 
fears, desires and needs to ensure a successful negotiation process.
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