














Collaborating and Negotiating within your IRTCollaborating and Negotiating within your IRT

PREFORMING (Hi h(Hi h P f iP f i ))PREFORMING (High (High PreformingPreforming))

Th lt f hi hl ti t d tTh lt f hi hl ti t d tThe result of highly motivated team The result of highly motivated team 
members who are willing to deal effectively members who are willing to deal effectively 
with conflictwith conflictwith conflictwith conflict
While an established high performing IRT While an established high performing IRT 
can continue to operate at this stage, a new can continue to operate at this stage, a new ca co t ue to ope ate at t s stage, a eca co t ue to ope ate at t s stage, a e
MB project, a new member, new agency MB project, a new member, new agency 
directives/policies, etc. can cause a team to directives/policies, etc. can cause a team to 

t t f th li tt t f th li trevert to one of the earlier stages.revert to one of the earlier stages.
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Collaborating and Negotiating within your IRT

Knowledge Knowledge
is hidden Hoardingis hidden Hoarding
(Directing) (Coaching)

Trust Distrust Forming Storming
Unknown

Performing NormingSynergizing Collaborates

Knowledge Knowledge
Creation Sharing

Performing Norming

Creation Sharing
(Delegating) (Supporting)



Building ConsensusBuilding ConsensusBuilding ConsensusBuilding Consensus
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Building ConsensusBuilding ConsensusBuilding ConsensusBuilding Consensus
((Consensus Consensus vsvs Unanimity)Unanimity)

The goal of consensus building is The goal of consensus building is 
not to persuade people to change not to persuade people to change 
their position, but to reach their position, but to reach p ,p ,
common and unanimous common and unanimous 
agreement on how to proceed andagreement on how to proceed andagreement on how to proceed and agreement on how to proceed and 
end up with a proposal that parties end up with a proposal that parties 
can find acceptablecan find acceptablecan find acceptable.can find acceptable.
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Building ConsensusBuilding Consensusgg
You know when your group has You know when your group has 
reached consensus whenreached consensus whenreached consensus when….reached consensus when….

1. Each member of the group understands 1. Each member of the group understands 
the position of the other members and feels the position of the other members and feels 
th h b d t dth h b d t dthey have been understood. they have been understood. 

2 At th d h b i illi t2 At th d h b i illi t2.  At the end, each member is willing to 2.  At the end, each member is willing to 
support the decision (total agreement is not support the decision (total agreement is not 
always possible)always possible)always possible).  always possible).  
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Negotiation StylesNegotiation StylesNegotiation StylesNegotiation Styles
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Positional NegotiationPositional NegotiationPositional NegotiationPositional Negotiation
Win/Lose

M
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S Lose/Lose Lose/Win

YOUR GOALS
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InterestInterest--Based NegotiationBased NegotiationInterestInterest Based NegotiationBased Negotiation
Win/Win
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YOUR GOALS
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InterestInterest--Based Problem SolvingBased Problem Solving
~ Set the stage (ground rules)
~ Separate people from the problem
~ Identify  the Interests and ignore positional 

statements
~ Ask “What’s important to you?” 
~ Use objective criteria
~ Create and evaluate options (look for the 

win-win options)
~ Generate agreement 
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How to Go From:How to Go From:How to Go From:How to Go From:
PositionalPositional to to Interest BasedInterest Based

Don’t Start with Solutions~ Don t Start with Solutions

I P iti l St t t~ Ignore Positional Statements

~ Ask “What’s important to you?”
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