Video Title: How to Make a Bigger Pie in Negotiation
Video URL: https://www.youtube.com/watch?v=h8ilNEEhxeU
Run Time: 11:45
Source: Bob Bordone/YouTube
Close Caption Available: Yes

Description: Overcoming the fixed-pie assumption is described on page 58 of the textbook. The presenter is Bob Bordone, a Senior Fellow at Harvard Law School and the Founder and former Director of Harvard Law Schools Negotiation Mediation Clinical Program. He is also the Founder and Principal of the Cambridge Negotiation Institute and has written and taught on negotiation, mediation, and conflict resolution for more than 20 years. 
	The key point of this video is that for negotiation to have a win-win outcome you often need to expand resources by creating more value. It can be easy to revert to a “me versus you” attitudein negotiation. But it is better if there are enough resources shared to satisfy all parties. 
The introductory story about the girls sharing the orange explains the theme. Instead of each girl 
getting one half the orange their interests would be best served by one girl getting the inside of 
the orange to eat, and the other girl getting the peel so that she could use for baking a cake. 
	It is necessary to move from positions (such as wanting more of the orange) to interests (such as what you want to do with the orange).  If you collaborate in negotiation, you will often serve your interests. For example, if you are negotiating for a salary, look beyond the initial offer that you want. The company might offer tuition assistance for an advanced degree. You need to identify your true interests, such as wanting to advance your career. During negotiation, there might be low costs things that are important to you such having the opportunity to work remotely one day per week. 
		The flexible mindset Bordone refers to is to recognize that differences between the negotiators can create value. One side might not have the money to pay right now, and the other party might want the money now.  Yet if payment is delayed and interest paid for the deal, both parties might be satisfied.
	Brainstorming can be valuable to help identify things that can expand value to the 
negotiation such as a vendor offering onsite training about using the complex equipment sold 
to the customer.

Questions for Thought and Discussion

1. What is the meaning of the analogy a fixed pie in negotiation refer to?






2.	Overcoming the fixed-pie assumption focuses heavily on adding value to the resources being negotiated. Assume that you are selling a single-family house. What values could you add to the house that would be attractive to the potential buyer?






3.  How might negotiating a starting salary result in expanding resources?
 





4. The video suggests brainstorming to identify possible ways of adding value to the resources being negotiated. Who should do the brainstorming? 






5. In what ways do automobile dealers add value to the negotiation for the price of a vehicle?




