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- Introduction: Fisher and questions
- Negotiation styles
- Three important aspects:
- Defining positions
- Interests behind the positions
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- Take aways



Book Summary of Gefting to Yes: Negotiating Agreement
Without Giving In by Roger Fisher and William Ury

Citation:

Fisher, Roger and William Ury, Gefting fo Yes: Negotiating Agreement Without Giving

in. Mew Yark, NY: Panguin Books, 1983,

This Book Summary written by: Tanya Glaser, Conflict Research Consortium

In thiz clasaic text, Fisher and Ury describe their four principles for effective
negotiation. They also describe three common obstacles o negotiation and discuss

ways o cvercome them.

Fizher and Ury explain that a good agreement is one which is wise and afficiant, and
which improves the parties’ relationship. Wise agreemeants satisfy the parties’
interests and are fair and lasting. The authors' goal is to develop a mathod far
reaching good agreements. Megotiations often take the form of positional bargaining.
In pesitional bargaining each pan cpens with their position an an issue, The parlies
then Bargain from thelr saparale opening positions o aghee on ane pasition,
Haggling aver a price is a typical example of positional bargaining. Fisher and Ury
-argue that positional bargaining does not tend to proeduce good agreements. [Lis an
inefficient means of reaching agreements, and the agreemants tend to neglect the
parhaa interests. It encourages stubbornness and so tends to harm the parties”

hip. Principled

provides a better way of reaching good

agreemeants. Fiahar and Ury devalop four principles of negotiation. Their process of
principled negotiation can be used effectively on almost any type of dispute. Their
four principleas are 1) saparate the peopla from the problem; 2) foous on interasts
rathar than positions: 3) ganarate a vanaty of options before satfling on an
agreemeant; and 4) insist that the agreement be based on ohjective critera. [p. 11]

These principles should he ahserved at each stage of the negatiation process, The
process begins with the analysis of the situation o problem, of the olher parties'
Interests and perceplions, and of the existing oplions, The next slage |s to plan ways
«of rasponding to the situation and the other parties. Finally, the parties discuss the
prablem trying to find a solution on which thay can agree.
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they will tend to take responseas b
Separating the people from the is
without damaging their relationah
subatantive problem.

The authors identify three basic s
percaption among the parties. Sir
interpretations of the facts, it is or

siualion. Crileria should be both leglimate and practical. Scientilc indings,

a reas of ohje
Cine wary Ia fesd o abyeclviy s 4 ase il both sdes woukd agres to be baund by
those slandards. Ralher than agresing in substaniive oritera, he partes may creale
lair procedue o resaning har dae. For xamle, cidren iy aity dvide a
pieca ol cake by haning one chikd cut 1, and ihe olher chocse thi

Trers ane ints | kisap i
b ba a shamd parch ko

egedite, Saccre, nach Early sl apap
i bar weling tes reesansither Prnr pessliers
ari i ks b, Thise, weivbe Tomy sheuld ki masorakhe, sagelistens musl
k. Wemirs i cilrmr fuarty shubbendy nefussis
T Tiesl prarly ey shill the discussion b & s lor
substanive Gilena 10 3 seareh for prosedural Griena

When the Osher Party s Mare Pawerful

M regaliatian i power. However,
Fisner and Uny supgest ways Lo prolect the wea ker narty aganst 3 poor agreement
and I e Ihe wesker pary ake the most of her asssts.

Oflen negelisions wil esiabish a “Eellam bee” in an aliesed lo proled ihemschies
againal A pocr agreerent. The botiors Ine i what e pany adopales a5 he warst
acceplable culcome. Negatalam decde in advance of st negofalons fa rect

any jorapasal bl thal ine. Fisher and Liry argue agai i

amaainyg haic beckl wirlive 10 8
regoiisted agrmament (BATHA) The aulhars nole tha “lhe resson you negiale =
0 produce something betier than the msulis you can oblain wihoul negetising o
10M1] Thes wessser party shoukd reject agreements thal woud kave therm wo

than ther BATHA. Wit a “ar-dnuflnuraﬂmﬂa party i simply negaliatng
blinhy, The BATHA, is al sl ol Power ina
regeiiian comes from Iumll‘vlotﬂk away froee nagobalios, Thus the party
walh frve bt BATMA i v e poweriul party in the negolalion. Generally, e
weaker party can take uniistersl ther o

Troey must enlity potenial opparun Bes and lase steps o further deveiop s
opporuniles. The weaker party wil have a better undersianding of the negtalion
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Wihwens the Deher Party Wan't Use Principled Negatiation
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Focus an Interasts

Good agreemends faos on (he partes” nberests, rather than ther poslions. As
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10 prodieet i beng deceived & 10 Seek verlication fuz olher soe's dams. 1L may

Ptk 0 s hem dor duriver darifeaian of & Saim, or 4o pul (he dam i wiliig.
[T

liar, fr i, s eaking @ perscnal alack. Ancther camemon lype of Laclic

pearty il it pul s wnd

presasars, Th pr i
Frincpked nagallions i s uss of hinals .mpm.»d..p

T last ciame of Irick taclics ane poslional pressurs (adics which allempl i siucue
gl istians 52 thal oy one sde can make conessions, The iricky side may mfuse

Fral, carw ke miny i phy cznilisnoms

Towe prnalini st s whitwer

dairg Ihis i 5 wery im parlant ok 12 boe £een st calng fhe cthar party &

Qi e i hanen il iFd Ty s e, ey erussl chivcast Iheen g thae, 15
At itk accoun, Pl party s syplan
rwi ivterenil ebesarty, Ther cnbane gicke wil e rcr molieatn B ke these |
it ezt i e fii prarty Bhemss Tl Ty e prayeng aibetion b tha oihe sitd's
niemsts. Discussians svould iook forward § the desired solubon, aiher than
facuging on past svnnts, Partes shaud keep a dear faeus on their niensts, bt
mmam apen i difierent proposais and pasilions

‘Ganarate Options.

Fiaher and Ly y four cbstackes aptons for saiving 3
neatiem . Paries may decide premalunehy an an oplian and so fail I consider
slemaliver. The paries may be ienl an acerowiig heir apsians 1o lind he tngie
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agpealng io e dher sde, and thal the aiher s ide would find easy Lo agee lo. Ta do

Wis il & imponant 1o dent iy the decision masens and P 5 Sracly oward
Wreere. Propasals are ease |9 agree t when hey seem Rglieals, o when fey an
suppoied by p | Thiesls st molhalng ageee ment
s ane banefoal afiers.

Use Objective Criteria
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Zero Sum or win-win?

Win-win negotiation .
Mutual gain?

Interest Interest
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