
Following is a definition of INTEREST-BASED BARGAINING (IBB): 

 

INTEREST-BASED BARGAINING (IBB). A bargaining 
technique in which the parties start with (or at least focus on) 
interests rather than proposals; agree on criteria of acceptability 
that will be used to evaluate alternatives; generate several 
alternatives that are consistent with their interests, and apply 
the agreed-upon acceptability criteria to the alternatives so 
generated in order to arrive at mutually acceptable contract 
provisions. The success of the technique depends, in large 
measure, on mutual trust, candor, and a willingness to share 
information. (Compare with the duty to bargain in good faith.) 
But even where these are lacking, the technique, with its focus 
on interests and on developing alternatives, tends to make the 
parties more flexible and open to alternative solutions and thus 
increases the likelihood of agreement. 

IBB often is contrasted with "position-based" bargaining, in 
which the parties start with proposals (which implicitly are 
solutions to known or inferred problems). However, even in 
position-based bargaining the parties normally are expected to 
justify their proposals in terms of their interests by identifying 
the problems to which the proposals are intended as solutions. 
(There is no case law in which FLRA has held that a refusal to so 
justify proposals constitutes bad faith bargaining.) Once the 
interests are on the table, the parties are in a position to 
evaluate their initial and subsequent proposals--whether 
generated by group brainstorming (a common method of 
generating alternatives in IBB) or by more customary methods--
in terms of the extent they are likely to effectively and efficiently 
solve problems without creating additional problems. For an 
analytical treatment of the process, see Walton and McKersie`s 
discussion of "integrative" bargaining in A Behavioral Theory of 
Labor Negotiations.  For a popular treatment of the process, see 
 Getting to Yes, by Fisher and Ury. 
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Santa Rosa Junior College 
Interest Based Problem Solving  

Ground Rules 
 

 
1. When the parties reach consensus on a straw design, it is each individual’s ethical responsibility to actively, 

publicly support and promote it to constituents. 
 
2. Individuals will come to meetings prepared.  Identify tasks at the end of each meeting including who is 

responsible and the deadline. 
 

3. Before the first negotiating session, the parties will have surveyed their respective constituents and identified 
the issues for negotiation and the underlying interests associated with each issue. 

 
4. The parties will mutually identify and develop data used in issue resolution, including criteria and/or 

standards. 
 

5. The parties will not leave the interest phase of issue resolution until each negotiating team can restate the 
other party’s interests. 

 
6. Respect one another at all times.  This means language used, body language, facial expressions, tone and 

tenor of voice. 
 

7. Every member is empowered to refocus the group’s attention to the ground rules. 
 



Elements of Interest-Based
Problem Solving

1. Describe the problem.
2. Identify stakeholders & their interests.
3. Create options.
4. Evaluate options against their interests.
5. Commit to solutions.
6. Agree to a plan of action.
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