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1
Valuing Mutuality, Proactivity, and

R.E.S.P.E.C.T.

T he Negotiating Success model is based on three equally impor-
tant principles: Mutuality, Proactivity, and R.E.S.P.E.C.T.

(see Figure 1.1). Together they form the cornerstones of the
negotiating process.

Mutuality

People around the world have been deeply indoctrinated in the
concept of win-lose. Although that may produce some excitement
for a sports event, or create drama in elections, it is simply

FIGURE 1.1 The Cornerstones of the Negotiating Process
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self-defeating in negotiations. The best results in the short and
long run will be to work on behalf of each party getting as much of
what is wanted as possible.

Changing from win-lose to mutuality, or win-win, takes a
mental paradigm shift. And change is not easy, but change will
come more quickly if you have an incentive. The motivation to
become a mutuality-based negotiator is in part the self-serving
factor. You do need to win on “your” side. But so does the other
party. So why stop with only half of the equation served?What do
you imagine life would be like if we all changed from self-serving
only to self-serving while serving others? Life is full of choices and
this is one of them. And it makes total sense.

The principle of reciprocity (more in Chapter 5) says that
when we serve others, they will most likely be inclined to return
the favor. You do not need to “believe” this. Check it out in your
own life. If someone has no interest in helping you, are you more
or less likely to help them? But if someone acts in ways that
support and serve your cause, are youmore or less inclined to help
and support that person? If this is true for you, it is likely true for
the other, too.

Like so many of the ideas in this book, mutuality will be
stronger in formal negotiations if you practice win-win interac-
tions regularly, everywhere. Here is where the self-serving factor
comes into play again. Although mutuality-based negotiations
work for everyone in the short and long term, there is also a
personal W.I.I.F.M. (What’s In It For Me) involved. What is in it
for you to practice more mutuality in day-to-day life? Here is
where science and the ancient masters are in agreement.

Perhaps, like me, your academic days are a few years back.
What we learned could only be what was known at the time. If you
were a classmate of Columbus, you would have been taught, and
probably believed, that the world was flat. Inconceivable now
that we so clearly know that is not true. Well, the science of
biology has also continued to expand and grow. New technologic
advances are forever showing us new information. That new
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information shows how old “knowledge” and “beliefs” need to be
updated. One area of the new biology (circa 1995) is about
genome expression: epigenetics. What does this have to do
with negotiations? We are talking about the satisfaction involved
in mutuality.

Here is how it works. Science (via the Swiss physician
Friedrich Miescher) had its first rudimentary identification of
DNA in 1869 (it was always there, but like many things, we simply
could not see it). Then we could not understand it. Then we have
what we think is the understanding. Then that understanding
changes. In the mid-1990s, Dr. Bruce Lipton and others, with the
help of ever-advancing technology, found a major difference
about DNA. It was said that DNA is the blueprint of life. It
was thought to determine lots of who we are and what we do. But
the new science observed that while DNA is indeed a blueprint, it
is influenced to direct us by energies outside of itself. Simply put,
when DNA received signals that are negative (whether from
within us or from our external environment), the DNA expresses
negatively. When positive signals reach the DNA, it expresses
positively.

Let’s take this back to mutuality and personal satisfaction.
Studies show this: When people perform acts of service or
kindness (the start in mutuality), our DNA likes that and expresses
it in ways that feel good to us. Personal satisfaction! The studies
also reveal that the person receiving the act of service or perceived
kindness also feels good. And happily, even people who only
observe acts of service also feel just about as good as the giver and
receiver. All influenced by positive genome expression.

Take these human factors into the negotiation sessions.
When making offers and trading concessions with positive giving
and receiving, the process feels better. The outcomes are more
rewarding to both parties. The memory of that serves well in
future negotiations. If you doubt that, remember how you felt and
what thoughts you had when you were bargaining with people
who only had their own self-interest in mind. Did their methods
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inspire you? Probably the opposite. For most of us, when we feel
pushed too hard by someone who is out to get concessions from
us but not give back in return, we go to acting the same way. That
becomes win-lose. In the long run, win-lose is really lose-lose.
You are bound to go into next negotiations with a jaundiced eye
and ready for combat instead of intelligent exchanges.

To finish this small look at mutuality, it remains true that
there will always be some professionals who are so deeply pro-
grammed in win-lose that you simply will not inspire them to
change. You will be forced to do what you need to do to get what
you and your organization wants. That is reality. But life is all
about doing what you can, when you can, with whom you can. Let
us take that into the next section on proactivity.

Proactivity

Because of the deeply entrenched win-lose training we have
talked about, the ball will often be in your court to lead the
way to mutuality-based negotiating. What an amazing opportu-
nity each one of us has to influence positive change. And again, the
beauty of this positive change is that everyone wins.

Start the shift now. Begin with yourself. Reflect on your
competitive attitudes and actions. Do they serve you as effectively
as a win-win approach would? Try little experiments of asking for
what you want while seeing how you can help others get what they
want, too.

For example, a parent has been in the habit with his or her
child of often saying no.Momhas been working at her demanding
job all day and when she gets home, she just wants to kick back for
a while and read the newspaper. Son Mike says to her, “Mommy,
would you play cards with me?” Instead of an immediate no,
consider that Mike might simply need some of your time and
attention. Playing cards is just one strategy that could get him
that. In a mutuality-based interaction, you might ask Mike to get
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up on your lap and read some of the newspaper to him. That could
be win-win. Creativity is a key component of finding mutual
routes to satisfaction. We return to expanding creativity later in
this book.

Remember, it will most likely be you who has to lead the way
to learning that there are more rewarding ways of negotiating
than the ingrained competitive, win-lose approach.

R.E.S.P.E.C.T

By now you might accept that mutuality-based negotiations are
good for everyone. You might also be musing on how you can be
more of a leader in proactively infusing the negotiations process
with win-win attitudes and actions.We now take a look at how the
qualities and practices of R.E.S.P.E.C.T. will add to the positive
possibilities. We take a peek into how respect-laden negotiations
will serve you and the party you are trading with.

R. esponsiveness

What is responsiveness? The dictionary definitions include:
answering and replying, reacting to suggestions, influences,
appeals and efforts. Negotiations entail a series of exchanges.
More specifically, they involve exchanges of information, ideas,
suggestions, requests, and concessions. The more the communi-
cation is one-sided during the process, the weaker one side feels:
disempowered. That party will be less motivated to share critical
information. And withdrawal or withholding imposes unhelpful
limits. Less information with reduced cooperation does not serve
either side!

Increasing responsiveness then is a mutually beneficial atti-
tude and practice in negotiations. Starting in the Discovery Phase
(Chapter 12), make it clear that you intend on being responsive to
their needs and that you expect them to be responsive to yours.

Valuing Mutuality, Proactivity, and R.E.S.P.E.C.T. 7



3GC01 10/25/2013 21:26:46 Page 8

Reciprocity! Clearly get their agreement and do not proceed until
you do so. If you are responding to their arguments but they are
not responding to yours, stop the process and remind them that
you both agreed to responsiveness as an integral part of
negotiating.

For example, let us say that you have been in a fairly good
flow of information exchange and, at some point, the other party
puts a brake on the flow. If you are consciously, actively aware of
the responsiveness factor, you know to stop the negotiation and
explore the new gap. What has occurred to change the other
party’s cooperation? What possible pressures have arisen for
them? Are they using a tactic? (More to come in Chapter 16.)
Paying attention to responsiveness will only serve to help moving
forward or regain the flow of mutually beneficial exchange.

E. mpathy

What is empathy? Various dictionary definitions include: the
ability and willingness to understand and relate to the feelings
of another. Both sides will come into a bargaining session with
worries, unmet goals, personal pressures, and needs. That is just
the way it is. Empathy is the willingness and ability to put yourself
in their shoes as best you can. You must intellectually understand
their problems and, more critically, feel their pain.

Why is emotional connection to someone else’s pain impor-
tant? Most behavior styles appreciate when someone outside
themselves can relate. They do not feel so alone. In mutuality-
based negotiating, the whole idea is to constantly relate to the
other party’s need throughout the negotiating process (even as
you take care of your own needs). And one area of needs will be
emotional, even if it is not openly spoken about (more on emo-
tional intelligence in Chapter 3).

Let us stress that empathizing is not agreeing; it is simply
acknowledging something that is truly going on for the other
person.
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Also remember that the old demand to “leave your emotions
at the door” is pretty much impossible for human beings. We can
manage to the best of our ability, but part of our very biological
structure is to have emotions. Our brains have a thought and then
our brain sends a chemical message to our body saying “this
thought equals this emotion.”

Think of a time in your life when you were especially
troubled by some event or circumstance. It does not matter
whether it was at work or home. And pick an instance when
someone around you let you know that they could relate to what
you were going through; that they cared about you. Most of us
appreciate that. Most people feel supported by what the person
did or said. That feeling of support creates a certain level of
bonding. And negotiations simply go better when the participants
feel more rather than less connection with the other. In media-
tion, a form of negotiation, the first thing done is to find common
ground. Empathy helps establish common ground.

Please, do not believe or disbelieve this but check it out in the
relationships in your own life.

So, the unmet goals, pressures, needs, and so on, will be part
of just about any negotiation. And that predictability will serve
you. Anticipate that you will have ample opportunities to empa-
thize with their situation(s). Find ways to relate via empathy. This
common ground will absolutely enhance the relationship between
or among you.

Here is one last suggestion: Tailor your empathy to the style
of the other party, using your knowledge of their negotiation style
(from Chapter 4). Everyone processes differently, and one style of
empathizing will not be right for all personality types. To be
effective, you have to meet people where they are.

S. ervice

Mutuality-based negotiating means being of service to each other.
Think of customer service. What are all of the personal traits and
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effective behaviors that make a good customer service interaction
for you? Do you appreciate when someone is attentive and
responsive to your needs? Treats you like you want to be treated?
Has a “Can Do!” attitude and set of actions? How pleased are you
when someone serves you? How displeased are you when you get
poor service?

The same effects of providing good or poor service are part
and parcel of the negotiation process. Imagine these approaches
being used with you from the other party: respectfulness, honor,
truthfulness, caring, positive attitude, honesty. Imagine actions
that include: deep listening, quick and thorough responses, orga-
nized interchanges. These approaches and actions are all aspects
of good service—negotiations thrive when they are present.

An example: You have done your preparation (Chapter 11)
for a negotiation session. You know what you can and cannot
offer. You start the conversation in the discovery phase by
designing an agreement that states that each of you will work
with the other (to be of service) to have a good enough, win-win
outcome. The other side asks for a concession. Again, you know
what you can and cannot give. In a strong but empathetic voice,
you say, “Well, we can’t give you that, but here is what we can give
you.” If what you offer is needed by the other side, there will be a
feeling of service connected with the exchange. Constantly look
for ways to serve the people and the process.

P. erspectives

What is a perspective? It is frequently defined as a point of view,
belief, or opinion.

When two or more parties come together in the negotiation
process, there are likely to be at least two or more perspectives to
deal with. In fact, every aspect of a negotiation will have its own
set of perspectives riding along.

When do perspectives derail the proceedings? When peo-
ple get positional. When they are entrenched in a perspective
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and it is the only perspective or view they can see (or care to see).
Movement bogs down when only one perspective is active.

When do perspectives enhance the proceedings? When
people consciously look for as many perspectives as possible.
When parties pool these perspectives and then look to see
which one or ones will be most effective for both sides
winning.

Most of us have never had a course in finding the right
perspectives. Standard academia simply does not address this vital
process. So, most people do not know that they are the ones who
choose their point of view in every moment of life. It just takes a
new radar screen, a new intention of perspective-awareness to
start finding the truth of this.

Here is an exercise to play with to deepen your under-
standing of perspectives and ability to choose yours at will. Think
of a current, somewhat negative situation in your life (personal or
professional) that is unresolved. For an example, we use the tough
situation of being told you have a form of cancer (not life-
threatening at this point). Did you know you have a choice in
how you respond? The following methodology will make it
clearer.

For the sake of keeping the process simple here, we look at
only two contrasting perspectives: “This Is Hard” and “I Can
Handle This.” (In real life, there are unlimited points of view to
choose from—more to come in Chapter 8 and creativity.) We just
name the situation Cancer and first look at it through the eyes of
the more negative perspective, This Is Hard.

Thoughts: From the perspective of This Is Hard, what thoughts
will you have? Some might include: “Why me?” “How will my
family take this bad news?” “Who will pay for all of the medical
co-pays?” “I’ll never be able to sleep at night worrying about
what will happen.” And so on.
Emotions: Thoughts produce emotions within us. The emo-
tions you might have when strongly in the perspective of
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This Is Hard might be: “I feel—anger, sadness, fear, confu-
sion, and so on.”
Body sensations: Thoughts produce chemicals that are sent
throughout the body; we call them emotions. These chemicals
also produce body sensations that can be felt and observed. If
you are angry, you might have a tensed jaw. Sadness might be
felt in your eyes. Fear could show up as a knot in your stomach.
Confusion may be felt as an uneasy feeling all over.

Summary: All of these thoughts, emotions, and body sensa-
tions are responses to the way we look at something: in this case,
the situation of cancer as viewed through the lens of This Is Hard.

Now let’s put that point of view aside and try on another.
The situation of cancer remains exactly the same, but this time
you try on looking at it through the lens of I Can Handle This.

Thoughts: “Even though this is a surprise, I’ve had lots of
surprises in life. I can take this one on.” “I can beat this!”
“This is important and I’ll find a way to pay for the medical
expenses.” “I realize even more so how precious life is.”
“Millions of people have survived cancer; I will, too!” “Because
of this wake-up call, I will celebrate more of my successes.” And
so on.
Emotions: “I feel hopeful, strong, determined, and so on.”
Body sensations: The chemicals of emotion that your new
thoughts produce might be felt in your body as powerful hands,
lighter all around, resolute facial muscles, and so on.

Summary: These thoughts, feelings, and body sensations will
be different from the first example. Which set do you think will
serve you and others in your circle in a more positive way: the first
or second?

The idea is to become aware that each of us is in charge of
how we view life and its circumstances. And that also includes the
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point(s) of view we take during negotiations. It is good to notice
when the frame of mind we are in is moving the process forward
or setting up roadblocks.We have the capacity to shift how we are
looking at anything. And although we do not directly control how
the other party views the bargaining, we can influence how they
look. Asking powerful questions (to come later), pointing out
information or possibilities missed, increasing creativity . . . all
can add to the number of options we have in looking at any and all
things.

It takes willingness to look for effective perspectives. It also
takes skill to invite them out so that both parties can peacefully
select those perspectives best serving the end goal of mutual gain.

E. steem

Esteem is the state of one’s self-worth. People can have low self-
esteem, high self-esteem, or be anywhere in between.

Why pay attention to your own and others’ self-esteem in
negotiations? Low self-esteem will produce fear and uncertainty,
which are qualities that do not lend themselves to vibrant, positive
trading. High-esteem sets the stage for uplifting interactions, so
both parties are involved here.

You:What do you need to do to keep your own self-esteem at
its highest levels? Part of this is how you look at yourself
throughout life—a subject larger than this book deals with.
But true nonetheless. There are things that you can do in
negotiations to bolster your sense of self-worth.

One way to feel good about yourself is to make sure that you
stay true to your values. Negotiations can get tricky. They can also
get dirty. If you lose sight of mutuality (if a value of yours is that
everyone can get a good enough outcome), then you may find
yourself playing the win-lose game that others may practice. Your
self-esteem may slip by doing that.

Another positive step you can take is to be as prepared as time
and available information allows. Have you ever been caught
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short, knowing that you really could have done a better job
beforehand? You might have played the blame game—blaming
yourself or others or circumstances. None of that raises esteem.
Doing what you have committed to do and doing it as well as
possible goes a long way to having you feel okay about your efforts
and about yourself (better esteem).

Other: Although the other negotiating party is ultimately
responsible for their own self-esteem (as we all are), we do have
influence on how they feel. Looking for opportunities to empa-
thize or serve will bring more positive results to negotiating. A
practice of raising self-esteem in others is also a positive option.
We call it “Catching People Doing Something Right.” There are
three useful methodologies for catching people doing something
right:

1. Praise: This is a general positive comment that is intended to
have the other person feeling good. In a negotiation it could
sound something like: “Thanks for pointing it out that way.”
There is no real substance to the communication you just
offered, but the tone of it is uplifting.

2. Acknowledgment: This is positive feedback filled with more
specifics. You might say: “Thank you for telling me that my
offer was a bit off track. You stated what was true but your
tone of voice was not judgmental and you seemed to under-
stand that I made an honest mistake.”

3. Appreciation: This last method of more esteem-raising feed-
back is probably the least commonly used but goes to the
next level. Praise is general, acknowledgment is specific, and
appreciation speaks to the underlying qualities or character
traits that fuel what you are praising or appreciating. Not
everyone deals with life on this level. But if you are someone
who does, and if your negotiating partner does, too, it is very
enriching. To end with the example we have been using, you
might say something like: “Thank you for your honesty in
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telling me that. I think that took courage. It also took some
caring on your part to do your best to not have me feel foolish
for my obvious mistake.”

In summary, notice your impact on others. Do you act in
ways that put down the other party? Do you stomp on their values
during negotiations? Or, do you look for every available oppor-
tunity to raise the other’s spirits and to champion the other’s
efforts? It is a no-brainer that negotiations that promote high self-
esteem on both sides will produce more welcome results on both
personal and business levels.

C. ourage

Courage here means the ability to move through discomfort and
uncertainty on behalf of a win-win negotiation.

Negotiations are filled with emotions. Pressures abound.
Differing personal styles create degrees of comfort and dis-
comfort. Most negotiators do not consciously check in on their
feelings. There is a real drawback to pushing aside the emotions
that are not only real within us but are also messengers (more to
come on emotional intelligence in Chapter 3).

What is the connection between feelings and courage? You
would not need courage if you were not afraid or apprehensive or
cautious. These emotions, and others, can and do hold people
back. If you are like most of us, they sometimes hold you back,
too. If you were not raised in a family that dealt openly with
emotions or have not taken it on yourself to consciously attend to
your emotions, you may have an internal learning curve on this
subject. But it is well worth it (again, more to come later).

Courage, then, is the ability, by degree, to face uncomfortable
feelings.There are negotiators who use intimidation.Theywant to
overpower you to get what they want. They are not win-win
players. There are many reasons for their being that way, but
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what you get to deal with is how they are in your negotiation
sessions.

So stepping through the discomfort takes courage. Why
would you do that? Because there is a lot at stake professionally
and personally. Professionally, you have your success on the line
in each and every negotiation. Personally, you have your values
and self-worth (self-esteem) at risk.

For example, you are negotiating for a car with a bully
salesperson. While it is always a choice to walk away, even that
can take courage for some people. So you are in a discussion where
it feels like the dealership is getting all of the benefits. Every time
you request a possible concession they can give, perhaps upgrad-
ing the stereo system if you finance with them, they have an
argument that denies you. You could cave in from the pressure to
stop asking for what you want (because that is what it really is). Or
you could bring the conversation to a halt, stand firm in posture,
tone, and attitude, and explain why there will be no sale if they do
not cooperate in trading. But to do that, you may well have to
overcome the negative voices within you. You will probably have
to acknowledge the knot in your stomach (fear) and say what you
need to say in spite of old habits of backing down. All of that takes
an inner strength and commitment from what we call courage.

Like everything else in life, increasing your courage will not
simply happen on the spot in heated negotiations because you
want it to. Increasing courage takes time and practice. It really
needs to become a way of life. When you incrementally increase
your ability to face your fears (large and small) on a daily basis, you
will absolutely be stronger in times of greater challenge, like
during intense negotiations.

“How do I increase my courage?” you ask. Again, this is a
process that takes time, but you have to start somewhere. Start
small—very small isfine.Take amoment to identify something that
repeatedly causes you to feel a little uncomfortable—something
that has held you back fromasking forwhat youwant or doingwhat
you want. Examples are everywhere for most of us.
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For instance, you might want to tell a best friend or partner
something that has not set well with you for some time. What
would make it a little easier for you to broach the subject? Think
about what would be in it for them (W.I.I.F.M.) to do something
about it. What tone of voice might you use in addressing your
issue? Howmight you empathize with how they view things? Plan
a strategy in advance as to what you will say and how you will say
it. Have a plan for what you will do or say if they do not receive
your comment or suggestion well. Step into your courage and give
it a try.

After you have survived that (and you will), make it a
practice—once a day works well—to do something a little coura-
geous. Like any other muscle, the courage muscle needs exercise
to be strong when it really counts.

And it really counts in negotiations. It certainly takes courage
to lead the way to mutuality, when others do not know the way.
They may actively buck the way. It can take courage to make
requests for what you really want. But negotiations are typically a
series of requests and responses. It takes courage to stand up for
your personal values in the heat of some bargaining sessions. It
takes courage to face conflict head on. But again, the more you
practice anywhere, the more courage you will have everywhere.

T. ruth-Telling

Truth-telling goes hand in hand with courage. Telling the truth
can be defined as the avoidance of lying, deception, mis-
representation, and nondisclosure.

We start with lying. Let’s define lying as an intentional
misrepresentation of an objective truth. What happens in any
relationship (and negotiators are in a bargaining relationship)
when one person knowingly lies to the other? When the truth
becomes known, when the act of lying is revealed, mistrust
follows. Mistrust in a negotiation will inevitably turn it into a
contest of wariness—win-lose if you will.

Valuing Mutuality, Proactivity, and R.E.S.P.E.C.T. 17
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Even though we cover tactics in Chapter 16, an initial
conversation fits in perfectly here. For the sake of this mutuality-
based negotiations book, a strategy is defined as a plan of action
designed to achieve a goal. A tactic is a purposeful set of actions
designed to put you in a weaker position. There is quite a
difference in intent and often in outcome between the two.

Let’s come back to lying and the byproduct, mistrust, by using
anexampleofa tactic.Let’s say thatyouarenegotiatingwhile selling
your car to a relative. Like a good negotiator, and even though they
are kin, you spent a little time getting to know the potential buyer
a bit better. You found more common ground and feel an even
stronger degree of trust with your young cousin. You have also
establishedyourrangeandalternatives (moretocomeinChapter9).
You know what your bottom line is: in this case, the least you will
take for the car before walking away from the negotiation. You feel
like you are at least in thegeneral ballparkbut youknowyouneed to
get more than is being offered. Then your relative uses the tactic
“Empty Pockets.”When still too far apart for a sale, he tells you the
lastfigure offered is all hehas; that is the absolute limit. Youare torn
because you need the money as a down payment for your next car,
but after all, this is family. So against your inner voice of better
judgment, you sign the title over to him despite being short the
money you wanted from the transaction. Later, you find out from
this cousin’s older sister that their father basically told his son, your
cousin, that hewould fund the carwith an amount quite a bit higher
than your cousin admitted to. Youwere deceived! Youwere lied to!
How does that make you feel? Disappointed? Angry? Resentful?
Thesearenot emotions thatwill haveyouwanting to see that cousin
anytime soon.

The same set of dynamics occurs time and again in transac-
tional or win-lose business negotiations. For a short-term gain,
people lie or misrepresent and the result is always going to be
future mistrust. If you were the liar, and if this is truly a one-time-
only negotiation, you will not have to deal with the losing person’s
distrusting attitude again. Okay, the deception won’t come back
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to bite you from out there. But you will still have to live with
yourself. Your integrity and authenticity have been compromised.
Although youmay have gotten the physical gain, you are losing on
the ethical plane.

But the process of negotiating is not a simple one. We can’t
kid ourselves; negotiating is a dance of revealing and not reveal-
ing. A good negotiator never puts everything on the table unless
the relationship is deeply established; a tried and true history of
trust. But there is a major difference between intelligently encour-
aging discovery of what the other has and will give and trying to
take him or her for all they are worth via lying.

Still, it is hard for many of us to be as truthful as would serve a
mutuality-based process. Many of us have been trained from an
early age to lie to protect ourselves, to cover our butts. Or at least
not tell the whole truth. Our training starts with not wanting to
get “in trouble”with our parents and teachers and continues on to
our relationships with our boss. Every layer of holdback weakens
trust and diminishes possibilities. If disclosure equals trust and we
are afraid to tell the truth (to disclose), the process stumbles and
bumbles along.

Truth-telling is even more powerful when it is compassion-
ate. Empathy again comes into play. Look ahead to see what the
impact might be on the other person from your truth-telling. This
is not a license to blast people with your truth. Remember,
whatever you have to say is only your perspective. So tell the
truth as you see it with some wiggle room for others to have a
different reality. Then try to meet somewhere in the middle.

Mutuality, Proactivity, and R.E.S.P.E.C.T. Summary

You are a powerful force for the good when you negotiate with
mutuality at the center of the process, when you lead the way
proactively and with positivity, and when everything you do is
done with R.E.S.P.E.C.T.
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Questions to Ponder
• What has been your training regarding win-lose?
• What has been your experience of win-win?
• What would be in it for you (W.I.I.F.M.) to be more
mutuality-based?

• How reactive are you in your day-to-day life?
• How proactive are you?
• What are your leadership strengths and weaknesses?
• What is your current degree of responsiveness?
• How empathetic have you been of late?
• Are you willing to look for five opportunities a day to
empathize?

• What is your attitude about being of service; everywhere?
• How will you find ways to be of service more often?
• What can you do to improve your awareness about
perspectives?

• At any given moment, what perspective are you in?
• How is that perspective serving you?
• What do you need to do to find a better point of view to act
from?

• What is your general current level of self-esteem?
• What can you do to bolster your own esteem?
• Are you willing to look for opportunities to raise self-esteem
in others?

• On a scale of 1 to 10, what is your current overall level of
courage?

• What kinds of things provoke fear or discomfort in you?
• What will you do to confront your fears more regularly?
• What is your current degree of truth-telling?
• What happens within you and in the outside world when
you lie?

• How does it feel when you tell the truth?
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Let us also add a tool here that will help you solidify your
takeaways for the rest of the book. If you just read through
the pages and do not practice, you may remember only about
5 percent of the tips, tools, and insights here. That is a horrible
waste of your precious time. If you are not familiar with
S.M.A.R.T. goal-setting, let us explore what it is and how it
will be useful to you.

(By the way, if you look up S.M.A.R.T. on the Internet, you
will find many, many variations. I had to choose one for simplicity
here, but find the version that works best for you.)

Here are the basics to start with using one of the many
models:

S.M.A.R.T. Goals
S. pecific
M. easurable
A. ctionable
R. elevant
T. ime Bound

Let us use an example involving empathy. Often, people will
start to move toward a desired change with self-talk like, “I want
to improve empathizing.”They think that is a goal. It really is just
a nice intention. We call that non-S.M.A.R.T. desire a wish and
not a goal. Now let us enhance the probability of your actually
succeeding in the direction of empathizing and put S.M.A.R.T.
goal setting into play:

Specific: I will find ways to practice empathizing with my
friends Peter and Christie.
Measurable: I will look for five instances in each of the next
three days to empathize with them.
Actionable: Because I will be seeing Peter and Christie this
coming weekend, and because I knowwhat empathy is and have

Valuing Mutuality, Proactivity, and R.E.S.P.E.C.T. 21
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a desire to improve my empathizing, I can indeed take actions
to practice.
Relevant: I know that empathizing does bring people together
and I want to improve my negotiation relationships, so this is
very much relevant to that goal.
Time bound: I will look for these empathizing opportunities
this coming weekend starting on Saturday morning, April 6, at
10 a.m. and ending this small pilot test program at 5 p.m. on
Monday, April 8.

You can see how clearly this methodology brings more
probable success of your goal to improve your empathizing skills.

In all of the chapters following, we strongly recommend
that you take the time to anchor your learning with S.M.A.R.T.
goal setting. Otherwise, you will retain as little as 5 percent of
what you read.

Goals for Success

From the answers you get to the questions above, write
S.M.A.R.T. goals that will lead to greater success with
mutuality, proactivity, and R.E.S.P.E.C.T.

S.M.A.R.T. Goals for Mutuality, Proactivity, and
R.E.S.P.E.C.T. Success
S. pecific
M. easurable
A. ctionable
R. elevant
T. ime Bound
I will ____________________________________________
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