
Insights from Getting to Yes by Roger Fisher andWilliam Ury

�Standard strategies for negotiation often leave people dissatisfied, worn out, or alienated�and frequently
all three.� � Getting to Yes

Avoid a long, drawn out negotiation and preserve the relationship between you and the person you�re negotiating with by using the
following set of negotiating principles:

Try on Their View

�(The people you negotiate) have egos that are easily threatened. They see the world from their own personal
vantage point, and they frequently confuse their perceptions with reality. Routinely, they fail to interpret what
you say in the way you intend and do not mean what you understand them to say. Misunderstanding can
reinforce prejudice and lead to reactions that produce counterreactions in a vicious circle; rational exploration
of possible solutions becomes impossible and a negotiation fails.� � Getting to Yes

At the start of a negotiation, try on the other side�s point of view:

Imagine how the other person arrived at their position and why they want what they want.
Feel the pressure they�re under to win the negotiation their boss doesn't want them to compromise or their wife is pressuring
them to get the best deal possible.
Then summarize their position in a way that satisfies them, by saying, "Let me see if I can summarize your position��

If you're an office manager in a salary negotiation, show your employee you understand their position by saying, "Let me see if I can
summarize your position: you want a larger raise than the standard 5% annual raise because you've hit all your annual targets and you feel
like you're taking on harder projects than most people in the office."

With some back and forth clarification, your employee will feel understood andmore inclined to work with you to develop a mutually
beneficial agreement.

Invent a Win Win Agreement

You and your friend both want the last lemon in the fridge � the whole lemon. Instead of compromising and
cutting the lemon in half, you focus on your interests and discover that your friend wants the lemon to add
lemon zest to her cake recipe, and you want the lemon to add lemon juice to your water. Due to your
differences, you both get what you want without compromising! Zest the lemon for her, and then juice the
lemon for yourself.

�Agreement is often based on disagreement. It is as absurd to think, for example, that you should always begin by reaching agreement
on the facts as it is for a buyer of stock to try to convince the seller that the stock is likely to go up. If they did agree that the stock would
go up, the seller would probably not sell. What makes a deal likely is that the buyer believes the price will go up and the seller believes it
will go down. The difference in belief provides the basis for a deal.� � Getting to Yes

To invent a win win agreement, focus on how values, believes, and interests differ. What does one party care more about than the other
(immediate gain, long term opportunity, saving money, building a relationship, results, etc.)?

Insist on Using Objective Criteria

If you can't reach a mutually beneficial agreement, act like a judge, and insist on using objective criteria to decide
your case.

Let's say you got in a car accident and totaled your car, and your insurance adjuster�s final offer is $5,000. That
isn�t enough to replace your car. The insurance adjuster doesn�t want to negotiate and insists he is following
company policy.

To settle the dispute, you insist on using objective criteria and ask: �What's your basis?� and "How did you arrive at that figure?"

If he insists it�s company policy, find three comparable used cars to determine fair market value, reference the �blue book� standard value
for your car's make, model, and year, and look up past settlements to determine howmuch a court may award you in a settlement case.

When your negotiation reaches an impasse or you�re being bullied into an agreement, it�s helpful to ask: "Howwould a court decide this?�
Research standards, existing precedent, cultural norms, or a list of experts who can objectively arbitrate the negotiation.

�Any method of negotiation may be fairly judged by three criteria: It should produce a wise agreement if
agreement is possible. It should be efficient. And it should improve or at least not damage the relationship

between the parties.� � Getting to Yes

www.ProductivityGame.com 60


