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Look Also to the Interests of Others
I. Introduction

Php 2:4  Let each of you look not only to his own interests, but also to the interests of others.
Matt 22:39; 1 Cor 13:5; Matt 7:12; Matt 10:16
II. Cooperative vs. Competitive (PAUSE) 
 Negotiation
1. Prepare
2. Affirm Relationships

3. Understand Interests (1 Sam 25:1-44)
4. Search for Creative Solutions

5. Evaluate Options Objectively and Reasonably (Dan 1:11-16)
III. Conclusion
� The method described in The Peacemaker is more or less identical to the theory of “principled negotiation” made famous by Fisher and Ury in their seminal work, Getting to Yes (which in turn was an application of a game theory concept first proposed by John Nash).  In their work, the authors identify four key steps to principled negotiation/non-adversarial bargaining:


Separate the people from the problem


Focus on interests, not positions


Invent options for mutual gain


Insist on using objective criteria





The authors conclude that if a principled resolution is not possible, then the appropriate action is to abandon negotiation in favor of the BATNA (“Best Alternative to a Negotiated Agreement”). In doing so, the individual maintains integrity by refusing to give in to pressure rather than principle.





