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Book Summary – Getting To Yes: Negotiating Agreement Without Giving In
The parties then bargain from their separate opening positions to agree on one position. Here are some of my favorite quotes from the book: - Be
soft on the people but hard on the issue at hand - How you see the world depends on where you sit - Understanding someone's point of view is
not the same as agreeing with it - An open mind is not the same thing as an empty one - Silence is one of your best weapons Are you angry at the
other side? Giving credit generously for ideas wherever possible will give them Getting to Yes: Negotiating Agreement without Giving in personal
stake in defending those ideas to others. Unless you acknowledge what they are saying and demonstrate that you understand them, they may
believe you have not heard them. Have you noticed the engraving on that dish? Unless we try to satisfy your interests, we are hardly likely to reach
an agreement that satisfies mine, and vice versa. The first chapter describes problems that arise in using the standard strategies of positional
bargaining. You can fill the gaps on how you currently negotiate. Sometimes the problem is not too little communication, but too much. It makes no
claim at introducing brand new ideas, but aims simply at organizing a lot of what you may already know are good or bad practices in negotiation,
and structuring the reasons why they work - or don't. The construction company, concerned with inflation, may place a high value on Getting to
Yes: Negotiating Agreement without Giving in interest in keeping costs down and in getting the job done on time. I doubt I will become a master
negotiator, but I do see benefits from this book and class in my personal life. To avoid having to make a difficult decision on what to settle for,
people will often go into a negotiation with no other plan than to sit down with the other side and see what they offer or demand. As the author
wrote towards the ending, "This book is about how to Getting to Yes: Negotiating Agreement without Giving in that important game — how to
achieve a better process for dealing with your differences. They have gained considerable attention and acceptance from a broad audience, and
are frequently cited as starting points for other work. Average rating 3. The following table illustrates two styles of positional bargaining, soft and
hard. Negotiations often take the form of positional bargaining. A creative option like a demilitarized Sinai can often make the difference between
deadlock and agreement. Let me see if I can explain it. Another reason that substantive issues become entangled with psychological ones is that
people draw from comments on substance unfounded inferences which they then treat as facts about that person's intentions and attitudes toward
them. Hence the deal. The best way to protect against being deceived is to seek verification the other side's claims. Yet, the four principles outlined
in their negotiating method whilst simple in nature are comprehensive and effective. I have learned that I am the Hard Negotiator. I Getting to Yes:
Negotiating Agreement without Giving in in the middle of negotiations find myself thinking of the principals I learned, and have used them very
successfully. You and a shoe-seller may both like money and shoes. Return to Book Page. The best way to respond to such tricky tactics is to
explicitly raise the issue in negotiations, and to engage in principled negotiation to establish procedural ground rules for the negotiation. The various
people problems all fall into one of these three baskets. Separating the people from the issues allows the parties to address the issues without
damaging their relationship. Though dry and a little dated, this book does give a useful cursory overview of basic negotiating tactics. Do the people
on your side feel the same way? The process of working out an agreement may produce a psychological commitment to a mutually satisfactory
outcome. Outlaw negative criticism of any kind. Build powerful negotiation skills and become a better dealmaker and leader. Learn to identify the
3 common types of dirty tricks, so you can address them. That's weird. Nor should one side blame the other for the problem. I send him on
replacement only when it's a key man missing, otherwise I send Smith or someone else. The group should normally be large enough to provide a
stimulating interchange, yet small enough to encourage both individual participation and free- wheeling inventing — usually between five and eight
people. Prevention works best The techniques just described for dealing with problems of perception, emotion, and communication usually work
well. But Getting to Yes: Negotiating Agreement without Giving in a separate debate we'll have some other day. In South Africa, white moderates
were trying at one point to abolish the discriminatory pass laws. The need for listening is obvious, yet it is difficult to listen well, especially under the
stress of an ongoing Getting to Yes: Negotiating Agreement without Giving in. You can see him just thinking about his retort when other people are
speaking. However difficult personal relations may be between us, you and I become better able to reach an amicable reconciliation of our various
interests when we accept that task as a shared problem and face it jointly. It also means structuring Getting to Yes: Negotiating Agreement without
Giving in negotiating game in ways that separate the substantive problem from the relationship and protect people's egos from getting involved in
substantive discussions. One way to test for objectivity is to ask if both sides would agree to be bound by those standards. One looks backward
for a cause and treats our behavior as determined by prior events. The next four chapters lay out the four principles of the method. You can fill the
gaps on how you currently negotiate. Select a time and place Getting to Yes: Negotiating Agreement without Giving in the session as much as
possible from regular discussions. Generally the best way to deal with people problems is to prevent them from arising. You will want to note
options already on the table and identify any criteria already suggested as a basis for agreement. So are you. Your creativity may be even more



stifled by the presence of those on the other side. If the participants do not all know each other, the meeting begins with introductions all around,
followed by clarification of the ground rules. Neuromancer made Gibson famous; Idoru cements that fame. For readers who aren't starting from
scratch when it comes to learning about mediation and negotiation, there are probably more nuanced and detailed Getting to Yes: Negotiating
Agreement without Giving in manuals out there. In contemplating a negotiation, the common question in people's minds was 'Who is going to win
and who is going to lose? Without Francis Fisher this book would never have been written. Egos tend to become involved in substantive posi-
tions. These books are usually just useful for helping organize ones thoughts and realize things they couldn't other wise but you can achieve that
with some quite thinking time also. There's plenty of applicable knowledge in Getting to Yesbut the authors even admit at the end of the book that
you probably already knew it all: This is intended to be a framework to help you define and practice what you This is a 3. Or, if you care more
about a favorable solution than being respected or liked by the other side, you can try to trade relationship for substance. Return to Book Page.
Yield to pressure Apply pressure More seriously, pursuing a soft and friendly form of positional bargaining makes you vulnerable to someone who
plays a hard game of positional bargaining.
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