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Where are we headed?
I . Where Might Biases Lurk in Your 

Negotiation Contexts?

II. “Be SURE” Negotiation Preparation

























REDUCE BIAS



Can you think of an example? 

…of negotiating with a faculty member when ambiguity about norms or standards 
or procedures got in your way?

…of roles you or others have been assigned that where responsibilities and 
expectations were ambiguous?

…of conflict with a group of faculty that was characterized by ambiguity about 
norms, standards, or procedures?

Sample Scenarios















Be SURE Workbook: “S”











Be SURE Workbook: “U”





Be SURE Workbook: “R”







Be SURE Workbook: “E”











Be SURE Workbook: “E” cont.





Negotiate WELL Resources
For Negotiators
https://cpl.hks.harvard.edu/negotiate-well

For Educators
https://case.hks.harvard.edu/negotiate-well-case-collection/

hannah_bowles@hks.harvard.edu


