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GETTING 1O YES

> WHO NEGOTIATES ?
CVERYONE NEGOTIRTES SONETHNG EUERIDAY.

> PART (- M’PEOWH

EFFECTIVE NEGSTIRTONS CRITERIA -
(a) Pobuct A WisE AGREENENT,
(b rrrecienT.

() No DANAGE ~+g ReLATIONSH P
BETWEEN THE PARTIES.

A WISE ApEEENELT
. Mcery THE LEATWMATE (NTEREST
OF EAci SIDC TOTHE EXTENT possiLE
o RESDLUES CoNFLICTING INTERESTS
FAIRLY
. DURABLE
o (OOSIDERS CoNHONTY

INTERESTS

BARGAIVIVG OVER PoSITIoNS IS
INEFFECIENT

Yu TerD To START
({ WITH EXTREME PosITions

IT STRANS | SWATERS TiE RoIATIONSHIR

Ll THE FI\E CoRE \NTERESTS
& Avionory
& APPRECATIOV
¥ AFFILIATION
+* RoLe
< STATUS

-, PART Il: THE METHOD
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EASY To FORGET
> MEGOTIATORS ARE PEOPLE.
" So fRE wE.
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THERE ARe Two PARTS To cvERY
/\)E&DT’(AT\OA)tTﬂe SORSTANCE &r
STHE RELATONSHE.

PEOPLE PRARBLEMS DSUALL Y FALL
IN oNE oF THREE CATEAORIES

loo
Q@ PERCEPTIOV 5 —
@ EMoTion v

(3 CoMMuvIcATION

N

#’T HUTUALLY DEVELOPED SoluTioMS
ARE BEST.

-‘;T FAY ATTENTION) TO YouR EMOTIONS.
AND Tp THERS.

‘# LISTEN ACTIELY AND ALKNOWLEDGE
WHAT'S BEIN G SAD.

|



e UNDERSTAUDINA AnD ARREEING ARE
NoT THE SANE. z7's PossBLE To
UVDERSTAND AND DisAcReg ! BUT FIRST,
THEY MEED B kNow WU UMWDERSTAN D
THEM.

® SPEAK ABoT YwRSELF. NoT foe THEM.
ITS DIFFICULT FoR THEM To DISAGREE IF
YURE FUST EXPRESSWG How YoU FEEL.

SPEAK PURPOSEFULLY. DonT qusT SAY
WHATEVER CoMES 10 MIND. TANk oF WHAT
You WANT 70 ACHIEve BY WHAT You Wt Sf

SPEAR AROUT IOTERESTS, noT PosiTIoNS,
Tuis MAKES SoluT IoNS PoSSIBLE . WE USUALLY

s MEAN
AV THAT oPPOSITE POSITIONS K
;rPPo.SI'TE JNTERESTS. THS ISNT A

THE CATE.

CTUALLY

SPEAK TO BE uUnperstood

I7'S YoUR ToR To EXPLAIN YouR
TINTERGSTS  SPECIACALLY.

MAKE Sues You ACKWIGLEDAE THER
(NTERE STS, Too.

Pur THE REASNING FiRsT. TIEN SATE Yoor
PosITion -

TALk ABWT WHAT You WANT To WAPREN
NEXT, NOT ABour WHERE Ypu LAME FRoM.

ARt MIERESTS

S
You HAY HAVE CNFLICTING INTGRE ST
BuT You cAn AGREE ONA SHARED GOAL .

PANCIAED NEGOTIATION
NEGOTIATION T 1I)-T1T50
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@ SEFARNTE THE ACT OF INVENTIVR OFTion S
FRoM THE ACT oF JUOGING THEM

(@ BRMOEN THe orPTions on THE TABLE
INSTEAD OF TRYING To TIGHTEN THe GAP.

@ SEARCH FokR MUTUAL &AINS. IT'S NoT
NECESARILY A ZERD-SuM GAME.

B INVENT WAIS OF MAKING TieR DECISIsv
EASY.

OBJECTIVE LRITERIA

MK FOR Tie THEORY BEHIND T RosiTiaN
IF TREY SURRESTED Tie STANDARD, ADHeRING
To T 1S AN ACT of STReENATH THEY ARE

KEEPING THEIR WORD

NEVER YieD T PRESSURE. ALwAYS
YIELD To PRINCIPLE.

PART m - YES, BUT

o BEST ALTERNATWE To A
NEGOTIATED AGREEMENT

. WHAT wouLD HAPPEN IF Mo AGREEMENT

WAS ReAcHeo ¢

e YUK BATNA GUES You POWER. NoT gEmG

CLEAR on ALTERNATVES 1S AkIN To HAVING JouR
EVES CIoSED,



CONSIDER THE OTHER SIDE'S BATMA.

_> NEGOTIATION Tiu-JITSY

THEIR ATTACK WILL CoNSIST OF 3 ELENENTS:.
(1) Asserng PosTvs Forcefuecy

@ ATTALING JoUR IDEAS

® ArrAccivg You

STATEMENTS OF FACT CAN SEEM THREATWWG,.
WHENEVER You AN, ASk QUESTIONS NSTEAD.

A PI?”U[IF[EO NE GOTIATOR NEITHER ALCEPTS WNof

RETeCTs THe oTWER SE'S PoOSITion.

A GotD NEGOTIATOR NEWER Takes AN mpstmr
DECision om tHE PIT.

PART IV: ConIcLusions

TS Book HELPS Yo PLAY THE GAHE
THAT MATTERS. TN A PRIVCIFLED NEFsTVTON,
No DN E 1S WINNING. SAME AS No ONG PARTY
WINS A MARRIAGE. Te THAT's mer THE LASE.
Yov MAY BE LosING THE KELATION SHIP.




