win win negotiation

win win negotiation is a strategic approach to bargaining where all parties
involved achieve mutually beneficial outcomes. This method contrasts with
zero-sum negotiations, where one party's gain is another's loss. Adopting a
win win negotiation mindset encourages collaboration, trust, and long-term
relationships. It emphasizes understanding interests rather than positions,
fostering solutions that satisfy the needs of everyone involved. Effective
communication, creativity, and problem-solving are key components in
mastering this negotiation style. This article explores the principles,
techniques, and benefits of win win negotiation to enhance negotiation skills
in various contexts.
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Understanding Win Win Negotiation

Win win negotiation is a collaborative process aimed at finding solutions
that satisfy the interests of all parties involved. Unlike competitive
negotiation tactics that focus on maximizing individual gain, this approach
prioritizes mutual benefit and sustainable agreements. It is grounded in the
belief that negotiations do not have to be adversarial and that creating
value rather than dividing value leads to better outcomes. Understanding the
fundamentals of win win negotiation involves recognizing the difference
between positions and interests, as well as the importance of open
communication and trust-building.

Difference Between Win Win and Win Lose Negotiation

In win lose negotiations, one party’s success directly results in the other
party’s failure, often leading to resentment and damaged relationships. In
contrast, win win negotiation seeks to expand the pie by addressing the
underlying needs and concerns of both sides. This approach often results in
creative solutions that would not emerge in a purely competitive environment.
Win win negotiation fosters cooperation, respect, and ongoing partnerships.



The Role of Interests Over Positions

Positions are the explicit demands or statements made by negotiators, while
interests are the underlying reasons or motivations behind those positions.
Focusing on interests rather than positions helps negotiators understand what
is truly important to each party. This understanding allows for the
development of options that meet the essential needs of all involved,
facilitating win win outcomes.

Key Principles of Win Win Negotiation

Several core principles underpin successful win win negotiation. These
principles guide negotiators in creating value and building agreements that
everyone can endorse. Emphasizing collaboration, transparency, and mutual
respect ensures that the negotiation process remains constructive and
productive.

Mutual Respect and Trust

Respect and trust are foundational to any effective negotiation. When parties
trust each other, they are more likely to share relevant information,
consider alternative perspectives, and work toward common goals. Establishing
a respectful atmosphere reduces defensive behaviors and encourages openness.

Effective Communication

Clear, honest, and active communication is critical in win win negotiation.
This includes active listening, asking clarifying questions, and articulating
thoughts clearly. Effective communication helps prevent misunderstandings and
allows parties to identify shared interests and potential trade-offs.

Focus on Interests, Not Positions

By prioritizing interests, negotiators can explore underlying needs, desires,
and concerns. This focus enables the discovery of creative options that
satisfy both parties, moving beyond rigid position-taking and adversarial
posturing.

Problem-Solving Orientation

Win win negotiation adopts a problem-solving mindset rather than a
confrontational stance. Negotiators collaborate to overcome obstacles and
generate solutions that maximize value for all parties. This orientation
encourages flexibility and innovation during the negotiation process.



Strategies and Techniques for Successful Win
Win Negotiation

To implement win win negotiation effectively, negotiators can employ various
strategies and techniques that promote collaboration and value creation.
These tools facilitate the identification of shared goals and the development
of mutually acceptable agreements.

Preparation and Research

Thorough preparation is essential for successful negotiation. Understanding
both one’s own interests and those of the other party enables better
anticipation of needs and potential areas for agreement. Researching market
conditions, alternatives, and relevant data supports informed decision-
making.

Building Rapport

Establishing a positive relationship with the other party creates a
foundation of trust and openness. Techniques such as finding common ground,
showing empathy, and maintaining a respectful tone help build rapport and
facilitate cooperation.

Exploring Options Together

Negotiators should brainstorm multiple options before deciding on the final
agreement. Joint exploration of possibilities encourages creativity and
increases the likelihood of finding solutions that satisfy all parties’
interests.

Using Objective Criteria

Relying on objective standards, such as industry benchmarks, legal standards,
or expert opinions, helps ensure fairness and reduces conflict. Objective
criteria provide a neutral basis for evaluating options and building
consensus.

Effective Questioning

Asking open-ended questions allows negotiators to uncover interests, clarify
misunderstandings, and encourage dialogue. Skilled questioning promotes
deeper understanding and reveals opportunities for collaboration.



Active Listening

Active listening involves fully concentrating on the speaker, understanding
their message, and responding thoughtfully. This technique demonstrates
respect, fosters trust, and uncovers valuable information that can lead to
win win solutions.

Creating Multiple Issue Deals

Negotiating across multiple issues simultaneously offers more opportunities

for trade-offs and value creation. This technique allows parties to concede

on less important issues in exchange for gains in areas they prioritize more
highly.

Common Challenges and How to Overcome Them

Despite its advantages, win win negotiation can face obstacles such as
mistrust, competitive mindsets, and communication barriers. Recognizing these
challenges and employing strategies to address them is crucial for success.

Dealing with Competitive Negotiators

When facing parties with a win lose or competitive approach, it is important
to remain patient, emphasize shared interests, and demonstrate the benefits
of collaboration. Setting clear boundaries and using objective criteria can
also help manage aggressive tactics.

Overcoming Lack of Trust

Building trust takes time and consistent effort. Transparency, reliability,
and small cooperative gestures contribute to establishing credibility.
Negotiators should focus on creating a safe environment for open dialogue.

Managing Communication Breakdowns

Miscommunication can derail negotiations. To prevent this, parties should
clarify assumptions, summarize key points regularly, and use active listening
techniques. When necessary, involving a neutral third party or mediator can
facilitate communication.

Handling Emotional Responses

Emotions can cloud judgment and hinder constructive negotiation. Recognizing



emotional triggers, maintaining professionalism, and taking breaks when
needed help manage emotional dynamics. Fostering empathy also reduces
tensions.

Benefits of Win Win Negotiation in Business and
Beyond

Win win negotiation offers numerous advantages that extend beyond the
negotiation table. Implementing this approach can improve relationships,
enhance reputations, and contribute to long-term success in various sectors.

Strengthening Relationships

Negotiations that result in mutually beneficial outcomes build trust and
goodwill. Strong relationships foster ongoing collaboration, repeat business,
and positive referrals, which are valuable assets in any professional
setting.

Encouraging Innovation

The collaborative nature of win win negotiation promotes creative problem-
solving. By exploring diverse perspectives and needs, parties can develop
innovative solutions that might not emerge in competitive negotiations.

Reducing Conflict and Litigation

Win win negotiation minimizes adversarial conflicts and reduces the
likelihood of disputes escalating to legal action. Agreements based on mutual
satisfaction are more durable and less prone to breakdown.

Enhancing Reputation and Credibility

Organizations and individuals known for fair and collaborative negotiation
practices build reputations for integrity and professionalism. This positive
image attracts partners, clients, and opportunities.

Increasing Efficiency and Productivity

By focusing on common interests, win win negotiation streamlines decision-
making processes and reduces the time spent on disputes. Efficient
negotiations contribute to faster implementation and better resource
utilization.



Improves trust and cooperation

Creates sustainable agreements

Promotes long-term partnerships

Encourages open communication

Facilitates creative solutions

Frequently Asked Questions

What is a win-win negotiation?

A win-win negotiation is a collaborative approach where all parties involved
seek mutually beneficial outcomes, ensuring that everyone gains value and
maintains positive relationships.

What are the key principles of a win-win
negotiation?

Key principles include focusing on interests rather than positions, effective
communication, creativity in problem-solving, building trust, and aiming for
solutions that satisfy all parties.

How does a win-win negotiation differ from a win-
lose negotiation?

In a win-win negotiation, all parties strive for outcomes that benefit
everyone, while in a win-lose negotiation, one party's gain comes at the
expense of the other, leading to potential conflict and damaged
relationships.

What strategies can be used to achieve a win-win
negotiation?

Strategies include active listening, understanding the other party's needs,
exploring multiple options, focusing on common goals, and maintaining open
and honest communication.

Why is win-win negotiation important in business?

Win-win negotiation fosters long-term partnerships, builds trust, encourages
cooperation, reduces conflicts, and leads to sustainable agreements that



benefit all stakeholders.

Can win-win negotiation be applied in personal
relationships?

Yes, win-win negotiation helps resolve conflicts amicably in personal
relationships by encouraging empathy, understanding, and solutions that
satisfy the needs of all individuals involved.

Additional Resources

1. Getting to Yes: Negotiating Agreement Without Giving In

This classic book by Roger Fisher and William Ury introduces the principled
negotiation method, focusing on mutual gains and separating people from the
problem. It emphasizes finding win-win solutions by focusing on interests
rather than positions. The book offers practical strategies to negotiate
effectively while maintaining positive relationships.

2. Never Split the Difference: Negotiating As If Your Life Depended On It
Written by former FBI negotiator Chris Voss, this book blends psychological
tactics with negotiation techniques to achieve better outcomes. Voss
emphasizes empathy and tactical empathy to understand the other party's
perspective, aiming for collaborative and beneficial agreements. It is a
compelling guide to turning negotiations into win-win scenarios.

3. Negotiation Genius: How to Overcome Obstacles and Achieve Brilliant
Results at the Bargaining Table and Beyond

By Deepak Malhotra and Max Bazerman, this book explores strategies to
negotiate successfully in complex situations. It provides tools for creating
value in negotiations and managing difficult counterparts while focusing on
integrative solutions. The authors combine research and real-world examples
to help readers become effective negotiators.

4. The Art of Negotiating the Best Deal

Gerard Nierenberg's book delves into techniques that foster cooperation and
mutual benefit in negotiations. It highlights the importance of listening,
understanding needs, and crafting solutions that satisfy all parties
involved. The book is a foundational text for mastering win-win negotiation
skills.

5. Start with No: The Negotiating Tools That the Pros Don't Want You to Know
Jim Camp challenges traditional negotiation tactics by advocating for the
power of saying “no” to reach better agreements. His approach encourages
negotiators to control the process and create win-win outcomes by avoiding
premature concessions. The book offers a fresh perspective on achieving
successful negotiations.

6. Beyond Winning: Negotiating to Create Value in Deals and Disputes
Robert H. Mnookin and co-authors present methods to transcend adversarial



negotiation and focus on creating value for all parties. The book discusses
practical approaches to dispute resolution and deal-making that prioritize
collaboration. It is a key resource for those seeking mutually beneficial
negotiation results.

7. Negotiating for Dummies

This accessible guide by Michael C. Donaldson covers essential negotiation
principles and techniques suitable for beginners and seasoned negotiators
alike. It emphasizes preparation, communication, and problem-solving to
achieve win-win outcomes. The book provides actionable tips to enhance
negotiation confidence and effectiveness.

8. Getting More: How You Can Negotiate to Succeed in Work and Life

Stuart Diamond offers a unique approach to negotiation based on emotional
intelligence, fairness, and flexibility. His methods focus on understanding
diverse perspectives and leveraging them to create value for everyone
involved. The book is praised for its practical advice and real-world
applicability in win-win negotiation scenarios.

9. The Power of a Positive No: How to Say No and Still Get to Yes

William Ury explores the delicate balance of saying no while maintaining
constructive relationships and moving toward agreement. The book teaches
readers how to assert their needs firmly yet positively, fostering
collaboration and mutual respect. It is an important resource for negotiators
aiming to protect their interests without sacrificing partnership.
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win win negotiation: The Truth About Win-Win Negotiating Leigh L. Thompson, 2010-07-29
This is the eBook version of the printed book. This Element is an excerpt from The Truth About
Negotiations (9780136007364) by Leigh Thompson. Available in print and digital formats. What
“win-win” negotiation really means—and how to put it to work for you Seasoned negotiators will tell
you the only good negotiation is one that ends in a win-win. Yet some people think that simply means
reaching any agreement. Others think it’s a negotiation that leaves all parties still speaking. Still
others think it means dividing everything equally down the middle. Although all these outcomes are
desirable, none captures the central concept of a win-win negotiation...

win win negotiation: The Win-Win Approach: Negotiating outcomes that benefit all
parties Silas Mary, 2025-01-17 The Win-Win Approach teaches readers how to negotiate in a way
that creates mutually beneficial outcomes. This book moves beyond traditional, competitive
negotiation tactics and offers a collaborative approach where both parties can walk away satisfied.
By focusing on understanding each other’s interests, building trust, and fostering open
communication, The Win-Win Approach empowers readers to create lasting agreements that
enhance relationships and drive results. Through practical tips and techniques, this book shows how
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to navigate even the toughest negotiations with ease and professionalism, ensuring that all parties
leave the table with a sense of achievement. The Win-Win Approach is ideal for business leaders,
entrepreneurs, and professionals seeking to improve their negotiation skills and achieve outcomes
that benefit everyone involved.

win win negotiation: The Win Win Negotiator Ross Richard Reck, Brian G. Long, 1985 How
to negotiate favorable agreements that last.

win win negotiation: WIN-WIN: An Everyday Guide to Negotiating David Goldwich,
2020-06-15 We all negotiate every day, yet few people ever learn how to negotiate. Those who do
usually learn the old-school, adversarial approach that is only useful in a one-off negotiation where
you will never see the other party again. However, such transactions are becoming increasingly rare
because most of us deal with the same people repeatedly—our spouses and children, our friends and
colleagues, our customers and bosses. We need to achieve successful results for ourselves while
maintaining healthy relationships with our negotiating partners. In today’s interconnected world, a
win-win outcome is fast becoming the only acceptable result. This book will show you how to get that
win-win. You will also learn how to: distinguish interests from positions and uncover hidden interests
use negotiating alchemy to create value out of nothing appreciate the beauty of no on your way to
yes force your counterpart to consider your needs frame issues to your advantage recognize when to
make the first offer make and demand concessions know when to compromise and when to try for
something better develop a powerful Plan B so you cannot lose manage emotions, biases, and other
psychological pitfalls use common negotiating tactics and counter-tactics overcome an impasse
negotiate successfully with powerful counterparts prepare for any negotiation using an eight-step
template and much more!

win win negotiation: WIN-WIN NEGOTIATION Silviu Vasile, Negotiation skills are about two
things: influence, and this is the leadership qualities you have, and the power of persuasion and
reaching agreement. These two qualities can be practiced daily because the negotiation process
never stops. You will always want something you don't have and to get the service or product you
want you will have to turn to the person or people who do. Bargaining, as I said, is the way to satisfy
an interest. It is, without doubt, a form of communication and persuasion, which is why we have
introduced both persuasion and communication into the Culture of Value. It is information that if you
go through it you will be able to succeed better in your quest to get what you want. Negotiation is a
skill that can be learned easily. It helps you cope in certain circumstances. You can use negotiation
techniques in sales, purchases, contracts. The most important thing is that a negotiator learns to
prepare. It depends on how much you want to get what you want in the end. The more you want, the
better you will prepare for the negotiation and show during the negotiation process that you are not
so interested in the final result. A good negotiator knows how to plan everything efficiently and well.
All you need to do is to value your ideas and believe that you are valuable. Negotiating is not a
battle, not for today or tomorrow but for your whole life. I can only challenge you to read this book
as well as the others in Value Culture and wish you success!

win win negotiation: Good for You, Great for Me Lawrence Susskind, 2014-06-03 You've read
the classic on win-win negotiating, Getting to Yes but so have they, the folks you are now negotiating
with. How can you get a leg up and win? Win-win negotiation is an appealing idea on an intellectual
level: Find the best way to convince the other side to accept a mutually beneficial outcome, and then
everyone gets their fair share. The reality, though, is that people want more than their fair share;
they want to win. Tell your boss that you've concocted a deal that gets your company a piece of the
pie, and the reaction is likely to be: Maybe we need to find someone harder-nosed than you who
knows how to win. We want the whole pie, not just a slice. However, to return to an earlier era
before win-win negotiation was in fashion and seek simply to dominate or bully opponents into
submission would be a step in the wrong direction -- and a public relations disaster. By showing how
to win at win-win negotiating, Lawrence Susskind provides the operational advice you need to satisfy
the interests of your back table -- the people to whom you report. He also shows you how to deal
with irrational people, whose vocabulary seems limited to no, or with the proverbial 900-pound




gorilla. He explains how to find trades that create much more value than either you or your
opponent thought possible. His brilliant concept of the trading zone -- the space where you can
create deals that are good for them but great for you, while still maintaining trust and keeping
relationships intact -- is a fresh way to re-think your approach to negotiating. The outcome is often
the best of both possible worlds: You claim a disproportionate share of the value you've created
while your opponents still look good to the people to whom they report. Whether the venue is
business, a family dispute, international relations, or a tradeoff that has to be made between the
environment and jobs, Susskind provides a breakthrough in how to both think about, and engage in,
productive negotiations.

win win negotiation: Win-Win David Goldwich, 2020-08-26 We all negotiate every day, whether
we realize it or not. Yet few people ever learn how to negotiate. Those who do usually learn the
traditional, win-lose negotiating style rather than an approach that is likely to result in a win-win
agreement. This old-school, adversarial approach may be useful in a one-off negotiation where you
will probably not deal with that party again. However, such transactions are becoming increasingly
rare, because most of us deal with the same people repeatedly -our spouses and children, our friends
and colleagues, our customers and clients. It's essential to achieve successful results for ourselves
and maintain a healthy relationship with our negotiating partners at the same time. In today's
interdependent world of business partnerships and long-term relationships, a win-win outcome is
fast becoming the only acceptable result. This book will show you how to get that win-win.

win win negotiation: Win-Win Negotiation Techniques David Goldwich, 2011-02-25 We all
negotiate every day, yet few people ever learn how to negotiate. Those who do usually learn a
win-lose approach that is only useful in a one-off negotiation where you will never see the other
party again. However, such transactions are becoming increasingly rare because most of us deal
with the same people repeatedly. In today's interdependent world of business partnerships and
long-term relationships, a win-win outcome is fast becoming the only acceptable result. Win-win
negotiators understand that maintaining their winning relationships is just as important as
negotiating winning agreements. They consistently achieve win-win results by using a set of win-win
negotiating skills and techniques. You too can develop a win-win negotiator's mindset and discover
that negotiating can be both fun and rewarding. International trainer and author David Goldwich
shows you how to develop the mindset, skills and techniques to negotiate win-win agreements,
including: preparing to negotiate using tactics and counter-tactics identifying interests creating
value developing your Plan B maintaining your relationships managing emotions deciding what to do
when things get ugly Book jacket.

win win negotiation: The Truth about Negotiations Leigh L. Thompson, 2008 “The 53 Truths
provide incredible insight into the art and science of negotiating. This is a must read for sales
professionals but is equally beneficial to all who wish to be better negotiators.” -CHRIS WEBER,
Vice President, West Region Enterprise, Microsoft Corporation “Negotiation skills can and must be
learned. In her new book, Leigh provides the framework. A must read for negotiators at all levels of
ability.” ~-ANTHONY SANTIAGO, Vice President, Global Sourcing & Supplier Management,
Bristol-Myers Squibb “A superbly presented summary of practical tools and techniques for
negotiating in all types of situations, and creating win-win solutions that result in enduring business
relationships. Provides substantiated evidence of what works successfully-and pitfalls to avoid-in the
game of negotiation.” -RUSSELL D’SOUZA, International Credit Manager, Hallmark Cards, Inc. You
can learn to be a world-class negotiator and get what you want! ¢ The truth about how to prepare
within one hour ¢ The truth about negotiating with friends, colleagues, and spouses * The truth
about the win-win litmus test This book reveals 53 PROVEN NEGOTIATION PRINCIPLES and
bite-size, easy-to-use techniques that work.

win win negotiation: The Negotiation Toolkit Roger ]J. Volkema, 1999 The Negotiation
Toolkit offers a fresh new approach to mastering the crucial skills of bargaining and negotiating.
This hands-on workbook integrates questions and answers, self-assessments, mini-surveys, feedback
measures, and action challenges to help readers build personal confidence and negotiating prowess.
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win win negotiation: STTS David Goldwich, 2010 We all negotiate every day, whether we
realise it or not. Yet few people ever learn how to negotiate. Those who do usually learn the
traditional, win-lose style. In today's interdependent world of business partnerships and long-term
relationships, however, a win-win outcome is fast becoming the only acceptable result. Win-win
negotiators value their business and social relationships-winning in a given negotiation is not as
important as maintaining their winning relationships, but this does not mean they must sacrifice
their interests. Win-win negotiators believe they can win both the negotiation and the relationship.
Written in a lively, succinct and easy-to-read style, David Goldwich shows you how to develop the
win-win negotiator's mindset and introduces the core skills and techniques to successfully negotiate
win-win agreements. Learn the art of a win-win negotiation, and achieve win-win results in all your
negotiations today!

win win negotiation: Persuasive Negotiating PDF eBook Derek Arden, 2015-07-02 Negotiation
is an essential business skill; but do you really know how to do it really well? This is your simple,
straightforward and empowering guide to effective business negotiations will help you get the result
you want - first time, every time.

win win negotiation: Contract Negotiations Gregory A. Garrett, 2005-01-01 Contract
Negotiations: Skills, Tools and Best Practices discusses today's dynamic performance-based business
environment in both the public and private business sectors. Contract Negotiations covers the
important aspects of contract negotiation planning, conducting contract negotiations, documenting
contract negotiations and contract formation. You'll find an engaging discussion of the competencies
and skills that must be mastered to become a world-class contract negotiator. The book features a
proven effective contract negotiation process, supplemented with numerous tools, forms, templates,
case studies and best practices.

win win negotiation: Win Win: Negotiation Derek Arden, 2015 The only obstacle to getting
what you want is you!

win win negotiation: Negotiations and Change Thomas A. Kochan, David B. Lipsky, 2003 While
building on those foundations, the essays demonstrate the continued robustness and relevance of
Walton and McKersie's behavioral theory by suggesting ways it could be used to improve the
management of change.--BOOK JACKET.

win win negotiation: Successful Negotiation Robert B. Maddux, 1999

win win negotiation: Mastering the Art of Negotiation in 10 Steps Seraphina Blake,
2024-06-12 Mastering the Art of Negotiation in 10 Steps: Win-Win Strategies offers a fresh
perspective on the art of negotiation, challenging the traditional notion of negotiation as a zero-sum
game. Drawing from the groundbreaking work of renowned experts like Roger Fisher, William Ury,
Ralph D. Stacey, and Herb Cohen, this book presents a revolutionary approach to achieving mutually
beneficial outcomes. Through ten comprehensive steps, author Seraphina Blake guides readers
through the principles and strategies of win-win negotiations, empowering them to navigate complex
scenarios with confidence, empathy, and a collaborative mindset. Packed with real-world examples
and practical exercises, this book is an essential toolkit for professionals, entrepreneurs, and anyone
seeking to master the art of negotiation and foster long-lasting, productive relationships.

win win negotiation: Negotiation Brad Winn, Marc Sokol, 2023-09-27 This dynamic text
explores the theory and practice of negotiation while unpacking how to develop the head, heart,
hand, and stomach of a successful negotiator. Authors Brad Winn and Marc Sokol frame negotiation
as a creative process that can produce lasting positive results for all parties involved.

win win negotiation: Negotiation Max H. Bazerman, 2025-01-14 From the world’s leading
expert on negotiation, an essential guide to negotiating in any situation—whether over Zoom, across
political and cultural divides, or during a supply chain crisis The world has changed dramatically in
just the past few years—and so has the game of negotiation. COVID-19, Zoom, political polarization,
the online economy, increasing economic globalization, and greater workplace diversity—all have
transformed the who, what, where, and how of negotiation. Today, traditional negotiating tactics,




while still effective, need to be tailored to vastly different situations and circumstances. In
Negotiation: The Game Has Changed, legendary Harvard Business School professor Max Bazerman,
a pioneer in the field of negotiation, shows you how to negotiate successfully today by adapting
proven negotiation principles and strategies to the challenging new contexts you face—from
negotiating across cultural and political differences to trying to reach an agreement over Zoom or
during a supply chain crisis. Negotiation offers a groundbreaking new way of thinking about the
importance of the unique context of any negotiation—and when and how it should influence how you
negotiate. At the same time, the book provides a concise and expert overview of essential
negotiating techniques for anyone new to the subject or who wants a refresher. The result is a
must-read—a powerful toolkit for successfully negotiating in a world where the game of negotiation
has changed.

win win negotiation: Financially Focused Project Management Thomas M. Cappels, 2004
Financially Focused Project Management is a comprehensive reference covering almost every aspect
of effective project management and providing breakthrough proven financial methods to ensure
profitability.
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Home | Windows Blog 6 days ago Get to know Windows 11, the Windows that brings you closer to
what you love.News and features for people who use and are interested in Windows, including
announcements

WIN Definition & Meaning | Win definition: to finish first in a race, contest, or the like.. See
examples of WIN used in a sentence

Our Team - WIN Our committed staff, board members, and volunteers work around the clock to
ensure that the women and children at Win receive the tools they need to rebuild their lives and
break the

Win Sports - YouTube Después de cada fecha, es el espacio que estabas esperando para ver desde
otra perspectiva lo mejor que paso en el Futbol Colombiano. Ven a 'Cancherear' con nosotros
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