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vs.
• BATNA ZOPA

• anchoring

• objective standard

• aspiration

•

• reservation Price RP
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•
–
–

mutual-gains negotiation (a.k.a. “Win-Win”)

–
–

•
•
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•

–
•
•

–
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•
– distributive bargaining
– “fixed sum”

BATNA
“Win/Win”

“Win/Win”
–

•
– integrative bargaining
–
– (joint problem-solving)
–
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“Win/Win”

Ua = 5 x1 +  10 x2 +  za

Ub = - 8 x1 - 3 x2 +  zb

x1 -5  x2 +3
Ua +15 Ub +31
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•

•

Pareto superior.
• Pareto optimal.

–

–

–
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BATNA ZOPA
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“ ”
•

•

•
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•

–
(value creation)

– “fixed sum”
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• “Win/Win”
– “fixed sum”
–
–

– (fair)

Raiffa, H. (1982) “Art and Science of Negotiation” Chapter 11.

e.g.
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1,000 2,000
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• (distributive)

• (integrative)
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1,000
100

1,000
100

1,000
200

900
200

1,000
100

500

100
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BATNA

BATNA

http://www.cbuilding.org/

Mutual Gains Approach to NegotiationMutual Gains Approach to Negotiation

© 2003 by Consensus Building Institute, Inc.
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• Mutual Gains Approach to Negotiation
•

–
BATNA BATNA

•
–
–

–
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•
•
•

–
•

–

•
– 2nd table
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7
• Parties
• Interest
• BATNA
• Value

• Barriers
• Power
• Ethics

Adapted from Wheeler, M. (2002). Negotiation Analysis: 
An Introduction, HBS Press.
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• (Interest)
• (Alternatives) BATNA
• (Options)
• (Objective standards, legitimacy)
• (Communication)
• (Relationships)
• (Commitment)

Fisher, R. and Ertel, D.  Getting Ready to Negotiate: Getting to Yes Workbook. Penguin. 1995
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•
• BATNA
•
• contingent agreement

–

–



262017
© 2017 Masahiro Matsuura, All Rights Reserved.

“click-whirr”
• (Reciprocation)

• (Commitment and Consistency)

• (Social proof)

• (Liking)

• (Authority)

• (Scarcity)
1991.
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•
•
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• (Silence)

• (Limited Authority)

• (Anger)
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• Boulwareism

• Br’er Rabbit
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• Belly-up

• Mutt and Jeff
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•
– (institution)

•
• BATNA, ZOPA, 
•

–
–


