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1. MESO negotiation involves presenting multiple proposals of equal value simultaneously to a bargaining counterpart.
2. Making multiple offers can create value for negotiators, help the offering party claim more value, and make them appear more flexible and accommodating.
3. The only cost of this strategy is that it requires thorough preparation prior to the negotiation.
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May be slightly imbalanced: The article presents the information in a generally reliable way, but there are minor points of consideration that could be explored further or claims that are not fully backed by appropriate evidence. Some perspectives may also be omitted, and you are encouraged to use the research topics section to explore the topic further.
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The article is generally reliable and trustworthy as it provides evidence from four studies conducted by Medvec, Galinsky, Leonardelli, and Claussen-Schulz which supports the claims made in the article about the benefits of MESO negotiation techniques. The article also provides a clear explanation of how MESO negotiation works and what its advantages are. Additionally, the article includes related posts which provide further information on negotiation strategies and resolving values-based disputes. 
The only potential bias in the article is that it does not explore any counterarguments or potential risks associated with using MESO negotiation techniques. It also does not present both sides equally as it focuses solely on the benefits of using this strategy without exploring any potential drawbacks or disadvantages. However, overall, this article is reliable and trustworthy as it provides evidence to support its claims and provides a clear explanation of how MESO negotiation works.
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· Negotiation strategies
· Values-based dispute resolution
· Advantages of MESO negotiation
· Disadvantages of MESO negotiation
· Risk associated with MESO negotiation
· Counterarguments to MESO negotiation
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