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MASTERING THE
ART OF
PRINCIPLED
NEGOTIATION: A
DEEP DIVE INTO
GETTING TO YES
NEGOTIATING
WITHOUT GIVING
IN

Negot ia t ion  i s  an
inescapable part of the
human  experience.
W h e t h e r  y o u  a r e
hammering out a multi-
million  dollar  business
deal ,  d iscussing  a
salary  raise  with  your

b o s s ,  o r  s i m p l y
deciding where to have
d i n n e r  w i t h  y o u r
p a r t n e r ,  y o u  a r e
n e g o t i a t i n g .  F o r
decades,  the  default
approach for many has
been either to be soft
and  accommodating,
risking  being  taken
advantage of, or to be
hard  and  aggressive,
r i s k i n g  d a m a g e d
relationships. But what
if  there  was  a  third
way?  A  method  that
allows  you  to  reach
favorable  outcomes
without sacrificing your
pr inc ip les  or  your
relat ionships  with
others.  This  is  the
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transformative promise
of  Getting  To  Yes
Negotiating Without
G i v i n g  I n ,  t h e
groundbreaking  book
by  Roger  Fisher  and
William Ury.
In  this  comprehensive
guide,  we will  explore
the  core  philosophies
of  this  influential  work,
m o v i n g  b e y o n d  a
simple  book  summary
to  provide  actionable
strategies you can use
immediately.  We  will
examine  the  f ou r
fundamental  principles
o f  p r i n c i p l e d
negotiation,  look  at
common  pitfalls,  and
e x p l a i n  h o w  t h i s
framework  helps  you
create  value,  build
stronger  connections,
a n d  a c h i e v e
a g r e e m e n t s  t h a t
actually  stick.  By  the
e n d ,  y o u  w i l l
understand  exactly
how  to  navigate  any
negotiation with clarity,

confidence,  and
integrity.

THE FOUNDATION:
FROM POSITIONAL
BARGAINING TO
PRINCIPLED
NEGOTIATION

To  truly  understand
G e t t i n g  T o  Y e s
Negotiating Without
Giving  In,  you  must
first understand what it
seeks  to  rep lace :
positional  bargaining.
Imagine  two  people
arguing  over  a  single
orange. One wants the
peel  to  make a  cake;
the  other  wants  the
j u i c e .  A  t y p i c a l
positional  negotiation
m i g h t  s e e  t h e m
haggling,  splitting  the
orange in half,  or one
person  bullying  the
other into giving it up.
They  are  locked  into
t h e i r  s t a t e d
positions—"I  need  the
o r a n g e " — w i t h o u t
e x p l o r i n g  t h e
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underlying  interests.
The  result  is  often  a
subpar outcome for at
least  one  party,  and
often for both.
Positional bargaining is
inefficient.  It
i n c e n t i v i z e s
s t u b b o r n n e s s ,
threatens relationships,
and often leaves value
on  the  tab le .  The
method  espoused  in
G e t t i n g  T o  Y e s
Negotiating Without
Giving  In,  known  as
p r i n c i p l e d
negotiation,  offers  a
complete  paradigm
shift. It focuses on the
merits of the issue, not
t h e  e g o s  o f  t h e
negotiators.  It  is  a
method  designed  to
produce wise outcomes
efficiently  and
amicably.

The Four
Pillars of
Principled
Negotiati
on
The  entire  framework
o f  p r i n c i p l e d
negotiation  rests  on
four core points, which
the  authors  instruct
negotiators  to  use  at
e v e r y  s t a g e  o f  a
discussion.  When  you
practice  Getting  To
Yes  Negotiat ing
Without  Giving  In,
y o u  c o m m i t  t o
separating  the  people
from  the  problem,
focusing  on  interests,
inventing  options  for
mutua l  ga in ,  and
ins ist ing  on  us ing
objective  criteria.
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1. SEPARATE THE
PEOPLE FROM THE
PROBLEM

This  is  arguably  the
most  critical  concept.
Nego t i a t i ons  a re
conducted  by  human
beings  with  emotions,
deeply  held  values,
and  different
backgrounds. It is easy
to  become  personally
e n t a n g l e d  i n  t h e
s u b s t a n c e  o f  t h e
negotiation.  When  a
proposal  is  rejected,
y o u  m i g h t  f e e l
re j ec ted .  When  a
counterpart  pushes
back,  you  might  push
back  personally.  The
key  is  to  remember
that  your  counterpart
is a human being, not
an adversary. To truly
master  Getting  To
Yes  Negotiat ing
Without  Giving  In,
you must learn to treat
the  relationship  and
t h e  s u b s t a n c e

independently.
This  involves  several
practical  steps:

Put yourself in
their shoes: Try
to understand
their perspective,
even if you
disagree with it.
Empathy is a tool
for
understanding,
not agreement.
Avoid blame:
Instead of saying
"You are being
unreasonable,"
frame the issue
in terms of a
shared problem.
Say, "This
deadline seems
to be a challenge
for both of us.
How can we
solve it?"
Save face: Allow
your counterpart
to back down
gracefully if they
have made a
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mistake. Make
sure the final
agreement
allows them to
feel good about
the outcome.
Manage
emotions:
Acknowledge
your own
feelings and
theirs explicitly.
"It seems like
you are
frustrated with
this new pricing
model. Let's work
through it."

By  disentangling  the
people issues from the
technical issues of the
deal ,  you  create  a
c l imate  of  mutua l
respect  that  makes
collaborative  problem-
solving  possible.

2. FOCUS ON
INTERESTS, NOT
POSITIONS

This  is  the  engine  of

va lue  c rea t i on  i n
G e t t i n g  T o  Y e s
Negotiating Without
G i v i n g  I n .  Y o u r
position  is  what  you
say  you  want.  Your
interests  are  why  you
want  it.  The  classic
example is the orange.
The position is "I want
t h e  o r a n g e . "  T h e
interest of one person
is the peel for a cake.
The  interest  of  the
other is the juice for a
drink.  By  exploring
interests,  they  realize
they  can  both  get
100%  of  what  they
truly  need.  This  is  a
win-win  scenario  that
positional  bargaining
can  never  uncover.
To  uncover  interests,
ask  "Why?"  and "Why
not?"

"Why do you
need the delivery
by Friday?"
(Perhaps to meet
a client deadline,



6

6 Getting To Yes Negotiating Without
Giving In

2023-06-27

which is the real
interest).
"Why not
consider a longer
payment term?"
(Perhaps
because of cash
flow constraints,
the true interest
is maintaining
liquidity).

B e h i n d  o p p o s i n g
posit ions  often  l ie
shared and compatible
interests. Both sides in
a  contract  negotiation
want  stability  and  a
g o o d  w o r k i n g
r e l a t i o n s h i p .  B y
focus ing  on  these
deeper  drivers,  you
can  begin  to  build  a
package  that  meets
the  core  needs  o f
everyone  involved,
which  is  the  central
promise of Getting To
Yes  Negotiat ing
Without Giving In.

3. INVENT OPTIONS
FOR MUTUAL GAIN

One  of  the  biggest
o b s t a c l e s  t o  a
successful  negotiation
i s  t h e  p r e m a t u r e
judgment  of  ideas.
When  you  are  under
pressure,  it  is  hard to
be  c reat ive .  Most
people  default  to  a
single  "best"  solution
and  fight  for  it.  The
concept  of  inventing
options for mutual gain
encourages  you  to
separate the inventing
s t a g e  f r o m  t h e
deciding stage.  Before
committing to any one
path, you brainstorm a
w i d e  r a n g e  o f
possibilities  that  could
satisfy the interests of
both parties.
Techniques  for  doing
this effectively include:

Brainstorming
sessions: Set
aside time
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specifically for
generating ideas
without criticism.
The wilder the
idea, the better.
Look for low-
cost, high-
benefit trades:
What can you
give up that is
cheap for you
but valuable to
them? What can
you gain that is
valuable to you
but cheap for
them?
Identify shared
interests: Both
parties often
want to save
time, reduce risk,
and maintain a
good reputation.
Find solutions
that serve these
shared goals.
Create
"yesable"
proposals:
Frame ideas in a
way that makes

them easy for
the other side to
agree to. Instead
of a complex
ultimatum, offer
a simple, clear
option.

T h e  p r o c e s s  o f
inventing  options  is
where  the  magic  of
G e t t i n g  T o  Y e s
Negotiating Without
Giving In truly shines.
I t  t r a n s f o r m s
negotiation  from  a
zero-sum battle into a
collaborative  process
o f  j o i n t  p rob lem-
solving.

4. INSIST ON USING
OBJECTIVE CRITERIA

What  happens  when
interests  conflict,  and
you  cannot  find  a
creative  solution  that
satisfies  everyone?
This  is  the  moment
w h e n  m o s t
negotiations  break
down into a test of will.
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"I want it to be $100."
"No,  it  must  be  $80."
T h i s  i s  a  c l a s s i c
positional  battle.  The
antidote,  as  taught  in
G e t t i n g  T o  Y e s
Negotiating Without
Giving In,  is  to insist
on  using  objective
criteria.  Instead  of
deciding  who  is  more
powerful  or  stubborn,
decide based on a fair
standard.
This  means  framing
the discussion in terms
of  p r inc ip les ,  not
pressure.

Market value:
"What are other
similar products
selling for?"
Expert opinion:
"Let's hire a
neutral appraiser
to determine the
value."
Legal
precedent:
"What does the
standard

contract in our
industry
specify?"
Efficiency:
"What is the
most time-
effective way to
get this done?"

B y  a g r e e i n g  o n  a
legitimate  standard
before  discussing  the
n u m b e r s ,  y o u
t r a n s f o r m  t h e
negotiation into a joint
s e a r c h  f o r  a  f a i r
outcome.  You  are  no
longer  fighting  each
other;  you  are  fighting
the  prob lem.  Th is
reduces  the  pressure
to give in and provides
a  powerful  reason  to
reject  an  unfair  offer
without being seen as
difficult.  When  you
practice  Getting  To
Yes  Negotiat ing
Without  Giving  In,
you  never  cave  to
pressure ,  on ly  to
principle.
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BEYOND THE
BASICS:
MASTERING YOUR
BATNA

N o  d i s c u s s i o n  o f
G e t t i n g  T o  Y e s
Negotiating Without
Giving In  is complete
without  understanding
your  BATNA:  the  Best
A l t e r n a t i v e  t o  a
Negotiated Agreement.
Your  BATNA  is  your
walkaway  power.  It  is
what you will do if you
c a n n o t  r e a c h  a n
agreement.  Without  a
strong  BATNA,  you
h a v e  a  w e a k
negotiating  position.

Y o u  m a y  f e e l
compelled to accept a
bad  deal  just  to  get
something.
Understanding  your
B A T N A  g i v e s  y o u
immense confidence. It
helps  you  determine
your  reservation  price
(the lowest  or  highest
you are willing to go).
The  stronger  your
B A T N A ,  t h e  m o r e
power you have to turn
down  a  poor  offer  and
the more creative you
can  be,  knowing  you
have a safety net. The
authors of Getting To
Yes  Negotiat ing
Without Giving In


