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Defining Win-Win

Think Win-Win is the habit of seeking mutually beneficial solutions in interactions.

It focuses on respect, collaboration, and valuing all parties’ needs, moving away
from a zero-sum approach where one must lose for another to win.
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When leaders develop the Think Win-Win habit, they
foster a culture of trust, innovation and collaboration.
This approach strengthens relationships, improves
teamwork, and drives sustainable success by aligning
individual and organizational goals.

Leaders who take a win-win approach to work have
made a critical decision to see their professional life
as a cooperative arena, not a competitive one. It's
about working toward agreements or solutions that are
mutually beneficial and satisfying.

Many of us base our self-worth on comparisons and
competition, taking an “l win, you lose,” worldview—as
if there is only so much pie, and we are angling for
the biggest slice. It's an approach many of us have
taken, but if we’re honest, fighting our colleagues

and other business contacts is not a very enjoyable
undertaking and can hurt long-term relationships. It's
also problematic to give in to a solution where your
own needs are not met, which can lead to a sense of
resentment or low commitment. Instead, achieving
win-win outcomes requires both self-respect and
consideration for others. We can negotiate in a way
that is rewarding and thoughtful. It's an approach that
demands empathy and confidence, creativity and
sensitivity—but also bravery. Striking the right balance
between courage and consideration is the essence of
maturity and is fundamental to win-win thinking.

Think Win-Win is Habit 4 within The 7 Habits of Highly
Effective People®, a framework developed by Dr.
Stephen R. Covey that has empowered and inspired
millions for over 35 years, transforming lives across

all ages and professions. The 7 Habits is the most
trusted framework to improve individual effectiveness,
leadership, and team performance.

In this guide, we outline the importance of Think Win-
Win and describe how HR professionals and business
unit leaders can use this habit to bring change to
company culture. These real-world examples, tips, and
expected benefits can help your organization use Win-
Win to foster an abundance mindset to drive results.
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The 7 Habits of Highly Effective People

Habit 1: Be Proactive®
Focus and act on what you can control and influence
instead of what you can't.

Habit 2: Begin With the End in Mind®
Define clear measures of success and a plan to achieve
them.

Habit 3: Put First Things First®
Prioritize and achieve your most important goals
instead of constantly reacting to urgencies.

Collaborate more effectively by building high-trust
relationships.

Habit 5: Seek First to Understand, Then to Be
Understood®

Influence others by developing a deep understanding
of their needs and perspectives.

Habit 6: Synergize®
Develop innovative solutions that leverage differences
and satisfy all key stakeholders.

Habit 7: Sharpen the Saw®
Increase motivation, energy, and work/life balance by
making time for renewing activities.
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Why Win-Win Matters to HR
and Business Managers

Private Victories (Habits 1-3) ultimately progress to Public Victories (Habits 4-7).
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Private Victories are characterized by independence,
while Public Victories are characterized by
interdependence or success in working with other
people. In the first three habits we take responsibility
for our life, set our priorities, and focus on achieving
those goals. Having taken those steps, we can then
build trusting relationships and engage with others

in an effective manner. These Private Victories enable
the mastery of your own habits to build character,
interpersonal skills, and cultivate emotional intelligence,
which can then create Public Victories in the workplace
and broadly in life.

Think Win-Win stands as the fulcrum between Public
Victories and Private Victories. Think Win-Win allows
us to apply character that we develop in the first three
habits to engage in higher-level relationships. It begins
with an abundance mindset and seeks Public Victories
based on trust by seeking mutual benefit. Before
embarking on Think Win-Win, we should ask ourselves
some tough questions; Do we have the right mindset?
Do we believe that there is plenty of pie for everyone
and that, together, we can grow the pie? Do we act in

a way that engenders trust and makes others want to
work with us?

Thinking win-win starts with moving past long-held
expressions such as “That’s just the way it is,” or “It's
a dog-eat-dog world.” Such self-talk can reinforce
counterproductive behaviors and push team culture
into toxicity.

Start by thinking about your intent when you act or
speak. Remember that what really matters is the impact
you have. Why are you copying someone on an email?
Are you trying to keep everyone informed, or is your
intent to score a point against someone? Honestly
consider your intent and then imagine the impact your
action might have on others. When we speak to one,
we speak to many. When we act in a certain way, we

set a tone that others will follow. Imagine yourself as a
model of the ideal culture where you would like to work.
Maintaining this type of discipline and approach in

our interactions and conversations can help staff build
solid bridges with colleagues and clients. It also brings
a Think Win-Win approach to your company’s culture,
encouraging the same habits in others.
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Case Study: How
Win-Win Saved
Western Digital

When Thailand experienced its worst flood ever in
October 2011, Western Digital’'s semiconductor plant
near Ayutthaya, Thailand was submerged under six feet
of corrosive floodwater, damaging and contaminating
the facility. The facility included a semiconductor
cleanroom, a sterile environment where air quality,
temperature, humidity, and other environmental factors
are regulated to ensure total cleanliness. Experts
forecasted it would take six months to clean up and
reopen the factory, putting the company at risk of
collapse, but Western Digital reopened operations in
just 46 days—at a fifth of the expected cost and months
before nearby competitor factories were back online.

How did Western Digital manage such a speedy
turnaround following the disaster? Employees
attributed the company’s success to taking a Think
Win-Win approach amid the cleanup, evidenced by
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keeping staff continually employed and by managers
and staff working shoulder-to-shoulder, rolling up their
sleeves and doing whatever it took in the remediation
effort. Before the flood, Western Digital had trained
more than 2,500 of its Thailand staff in the 7 Habits.
Establishing that culture “created a universal language
at Western Digital, a common language,” said Western
Digital Thailand’s Vice President. “| think the culture of
the company is very important. | strongly believe the 7
Habits will enable Western Digital to experience future
success.”

The result of the win-win approach was that 38,000
jobs were saved. Indeed, nine months after the flood,
the facility broke a new record in both production
volume and revenue. One training and development
manager at Western Digital Thailand attributed this
extraordinary achievement to one thing: “Management
and employees used Think Win-Win."
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Improving the Character of Your Company

The old-fashioned, zero-sum approach of “l win, you lose” is fundamentally
unsustainable because it sets up a scenario where winning comes at the

expense of others.

Think Win-Win helps create a culture of empathy
for other perspectives. It's an approach that
shifts from dependence and independence to
interdependence.

e Dependence =“You”
Tell me what to do. It's not my fault. That’s just
who | am.

e Independence =“|”
I'll do my job. You do your job. | don’t need

your help.

e |nterdependence = “We”

| value your strengths. You value my strengths.

Let's create something better than either one
of us could do alone.
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Mastering Think Win-Win is about social awareness
and relationship management. It requires integrity,
maturity, and an abundance mentality. Rather

than choosing between being nice or tough,
win-win requires both, balancing courage and
consideration by embodying three vital values:

Integrity: Sticking to your true feelings, values, and
commitments.

Maturity: Expressing your ideas and feelings
with courage and consideration for the ideas and
feelings of others.

An Abundance Mentality: Believing there is plenty
for everyone.
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Reaching Win-Win Agreements:
Three Practical Tips

© Franklin Covey Co. All rights reserved.

Work Together, Not Against

Both parties begin by discussing what winning
means to them, and then take turns explaining
their counterparty’s point of view back to them.
Next, take turns explaining what you heard from the
other’s point of view, noting all key concerns. What
would be acceptable outcomes? Are there other
options neither of you have considered? Are there
solutions where both parties win?

Separate People From Problems

Don't identify people with certain solutions,
including yourselfl Examine how your feelings
might be impacting your negotiation style. Are your
perceptions, emotions, and communication style
leaving you open to misunderstanding? Examine
and acknowledge your emotions, ask why you feel
the way you do and whether you can alter course
for the common good.

Focus on Interests, Not Positions

Remember that how people behave and negotiate
is influenced by their values, beliefs, status,
responsibilities, and cultural background. Be
courteous, avoid blame, and make sure all parties
feel their interests are considered. Then, seek areas
for compromise.
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Benefits of Win-Win

Thinking Win-Win leads to better outcomes—better agreements,

relationships, and deals.

For example, after a long and complex sales cycle,
salespeople often cave on price and deliver a lower-
than-expected margin—or worse, lose the sale
altogether. When applied correctly, thinking win-win

delivers higher margins and more satisfied customers.

After all, happy customers create a strong market
reputation and repeat business. It's an approach that
coaches sales teams to set aggressive yet realistic
targets and become better negotiators by effectively
managing pressure, exchanging value, and handling
objections.

A good example of the benefits of win-win is U.S.
homebuilder Shea Homes. The firm employs dozens
of subcontractors. For years, each contractor took the
old-school approach of “You do your job, I'll do mine,’
leading to some expensive problems when things
went wrong. Shea had low customer satisfaction
levels and only 13% of homes had zero defects. So,
Shea trained their staff and thousands of employees
at trade partners, hoping everyone would improve
communication and embrace a win-win approach.
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Construction Manager Dave Collins said being trained
in the 7 Habits “gave us a great platform to build those
relationships, to be able to have a way to communicate
and deal with each other with a win-win approach
rather than through conflict” Now, he said, Shea has
better communications and “a win-win relationship”
with their contractors and sub-contractors. The result
is a better market reputation, improved customer
satisfaction, customer referrals 4x higher than the
industry average, and 90% of newly constructed homes
with zero defects.
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In the long run, if it
isn’t a win for both of
us, we both lose. That's
why win-win is the

only real alternative in
interdependent realities.”

— Stephen R. Covey

© Franklin Covey Co. All rights reserved.
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Unlock Potential. Unleash Performance.

We've reimagined the 7 Habits course to be even more relevant and impactful

for today’s workers.

The 7 Habits framework is rooted in universal principles
that are timeless, trusted, and proven. We've kept the
core principles that made 7 Habits indispensable while
making them more relevant, scalable, flexible, and
accessible for today’s needs. The course will spark
engagement across your organization and create
undeniable impact at every level.
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FranklinCovey is the most trusted leadership company
in the world, with operations in more than 160 countries.
We transform organizations by building exceptional
leaders, teams, and cultures that get breakthrough
results. Available through the FranklinCovey All Access
Pass®, our best-in-class content, experts, technology,
and metrics seamlessly integrate to ensure lasting
behavior change at scale. Our approach to leadership
has been tested and refined by working with tens of
thousands of teams and organizations over the past 30
years.

To learn more, email us at info@franklincovey.com.sg, or
visit franklincovey.com.sg.

Or call us at:

6819 9400

Follow Us:
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