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INTRODUCTION: A
BLUEPRINT FOR
BETTER
AGREEMENTS

F e w  b o o k s  h a v e
transformed  how  we
think  about  conflict,
collaboration, and deal-
making  as  profoundly
as Getting To Yes By
Roger  Fisher  And
William Ury. Since its
first  publication  in
1981,  this  landmark
text  from the Harvard
Negotiation Project has
sold millions of  copies
worldwide and become

the  definitive  guide  to
what  the  authors  call
" p r i n c i p l e d
negotiation."  Unlike
t r a d i t i o n a l  h a r d
bargaining, which often
damages  relationships
and  leaves  value  on
the table,  the method
outlined  in  this  book
offers  a  way  to  reach
agreements  that  are
fair,  efficient,  and
amicable. Whether you
are  negot ia t ing  a
salary  raise,  resolving
a  family  dispute,  or
brokering  a  mult i -
million-dollar  business
deal,  the  principles  in
Getting  To  Yes  By
Roger  Fisher  And
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William Ury provide a
practical  and  powerful
framework. This article
explores the core ideas
of  the  book,  explains
how  to  apply  them,
and  examines  why
t h e y  r e m a i n  s o
relevant  in  today's
complex  world.

THE ORIGIN
STORY: WHY THIS
BOOK WAS
WRITTEN

Before  diving  into  the
methodology,  it  helps
to  understand  why
Fisher  and  Ury  wrote
this  book.  In  the  late
1970s,  the  field  of
n e g o t i a t i o n  w a s
dominated  by  two
opposing  styles:  soft
negotiation  and  hard
negot ia t ion .  So f t
negotiators  wanted  to
avoid  conflict  at  all
costs,  often  making
concessions too quickly
and  leaving  the  table
f e e l i n g  t a k e n

advantage  of.  Hard
n e g o t i a t o r s ,  b y
contrast,  saw  every
negotiation as a battle
of  wills,  using threats,
p r e s s u r e ,  a n d
positional  demands  to
" w i n . "  B o t h
a p p r o a c h e s ,  t h e
authors  argued,  were
deeply  flawed.  Soft
bargaining  left  people
vulnerable,  while  hard
bargaining  poisoned
relationships and often
led  to  impasse  o r
subpar  outcomes.  The
authors sought a third
way—a  method  that
was  neither  soft  nor
hard,  but  principled.
The result was Getting
To  Yes  By  Roger
Fisher  And  William
U r y ,  a  b o o k  t h a t
i n t r o d u c e d  a
systematic approach to
negotiation  based  on
mutua l  in terests ,
objective  criteria,  and
respect for the people
involved.
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THE FOUR PILLARS
OF PRINCIPLED
NEGOTIATION

At the heart of Getting
To  Yes  By  Roger
Fisher  And  William
U r y  a r e  f o u r
fundamental principles.
These  principles  are
designed  to  be  used
together,  forming  a
complete  system  for
a p p r o a c h i n g  a n y
negotiation.

1.
Separate
the
People
from the
Problem
Human  emot ions ,
egos, and relationships

can  easi ly  become
entangled  with  the
substantive  issues
being  negot iated.
Fisher  and  Ury  argue
that  negotiators  must
learn  to  dea l  w i th
people issues—such as
emotions,  perceptions,
and  communication
breakdowns—independ
ently from the problem
itself.  This  does  not
mean  ignoring  the
h u m a n  e l e m e n t ;
r a t h e r ,  i t  m e a n s
recognizing that every
negotiator  has  two
kinds of  interests:  the
substance  of  the  deal
and the quality of the
r e l a t i o n s h i p .  B y
treating the other party
as a human being with
legitimate  emotions
and  perspectives,  you
can  address  personal
concerns  w i thout
letting them derail the
process.  For  example,
instead of  attacking a
counterpart's  position,
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y o u  m i g h t
acknowledge  their
fee l ings  and  then
r e d i r e c t  t h e
conversation  to  the
facts  at  hand.  This
principle is one of the
most  quoted  insights
from Getting To Yes
By Roger Fisher And
William  Ury  because
it  is  both  simple  and
profoundly  difficult  to
practice when tensions
run high.

2. Focus
on
Interests,
Not
Positions
A  " p o s i t i o n "  i s
something a negotiator
has  decided  upon—a
specific demand, like "I
want a 10% raise." An

"interest,"  however,  is
the  underlying  need,
desire,  or  motivation
t h a t  d r i v e s  t h a t
position—such  as  "I
want to feel valued for
my contributions" or "I
need  to  cover  rising
living  costs."  Fisher
and  Ury  demonstrate
t h a t  p o s i t i o n a l
bargaining  leads  to
gr id lock  because
people  become  ego-
invested in their stated
positions.  By  instead
exploring  each  party's
interests, you open the
d o o r  t o  c r e a t i v e
solutions  that  satisfy
everyone.  A  classic
example from the book
involves  two  people
a r g u i n g  o v e r  a n
orange.  Each  insists
they  need  the  whole
orange.  Only  when
they  explore  their
in te res ts  do  they
discover one wants the
juice  and  the  other
wants  the  peel  for
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baking. By focusing on
interests,  they  can
both  get  what  they
truly need. This insight
is  a  cornerstone  of
Getting  To  Yes  By
Roger  Fisher  And
William  Ury  and  a
power fu l  t oo l  f o r
unlocking  deadlocked
negotiations.

3. Invent
Options
for
Mutual
Gain
People  often  assume
that  negotiation  is  a
zero-sum  game—my
gain is your loss. Fisher
and Ury challenge this
a s s u m p t i o n  b y
e n c o u r a g i n g
n e g o t i a t o r s  t o
brainstorm  creative

options  that  benefit
both sides. The key is
to separate the act of
inventing options from
the  act  o f  judging
t h e m .  D u r i n g  a
negotiation,  parties
o f t e n  g e t  s t u c k
b e c a u s e  t h e y
prematurely  criticize
new ideas. Instead, the
authors  recommend  a
s t r u c t u r e d
brainstorming  session
where  all  options  are
welcomed,  no  matter
how  far-fetched.  Only
after generating a wide
range  of  possibilities
should  you  evaluate
them.  This  principle
helps  expand  the  pie
before  dividing  it.  In
the context of Getting
To  Yes  By  Roger
Fisher  And  William
Ury, this is where true
collaboration  happens.
By  looking  for  shared
interests  and  low-cost
concessions,  both
parties can walk away



6

6 Getting To Yes By Roger Fisher And
William Ury

2024-08-10

with  more  than  they
i n i t i a l l y  t h o u g h t
possible.

4. Insist
on Using
Objective
Criteria
When  interests  clash,
us ing  pressure  or
willpower  to  decide
w h o  g e t s  w h a t  i s
counterproduct ive .
Instead, Fisher and Ury
advocate for relying on
o b j e c t i v e
standards—fairness,
precedent,  market
value,  expert  opinion,
or law. When you can
p o i n t  t o  a n
i n d e p e n d e n t
b e n c h m a r k ,  t h e
negotiation becomes a
joint  search  for  a  fair
outcome rather than a
contest  of  endurance.

For  example,  if  two
business  partners
disagree  on  how  to
split  profits,  instead  of
one  person  trying  to
strong-arm  the  other,
t h e y  c a n  l o o k  a t
industry  standards  for
similar  partnerships.
This  principle  protects
both  par t ies  f rom
arbitrary decisions and
p r e s e r v e s  t h e
r e l a t i o n s h i p .  I n
Getting  To  Yes  By
Roger  Fisher  And
William  Ury,  using
objective criteria is the
final  safeguard  against
the pitfalls of both soft
and hard bargaining.

BATNA: YOUR
MOST POWERFUL
NEGOTIATION
TOOL

Beyond  the  four  core
principles,  one  of  the
most  influential
concepts from Getting
To  Yes  By  Roger
Fisher  And  William
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Ury  is  BATNA—the
Best  Alternative  To  a
Negotiated Agreement.
Your  BATNA  is  your
fallback  option  if  the
current  negotiation
fails.  If  you  cannot
reach a deal, what will
y o u  d o  i n s t e a d ?
Knowing  your  BATNA
gives  you  immense
power  because  i t
defines your walk-away
point. A strong BATNA
gives  you  confidence
and  leverage,  while  a
weak BATNA puts you
at a disadvantage. The
a u t h o r s  a d v i s e
negotiators  to  always
identify  and  improve
their  BATNA  before
e n t e r i n g  a n y
n e g o t i a t i o n .  F o r
instance, if you are job
hunting,  your  BATNA
might be your current
job  or  another  offer.
The  stronger  your
alternatives,  the  less
you  need  any  single
deal, and the more you

can  negotiate  from  a
position  of  strength.
T h i s  c o n c e p t  h a s
become  a  staple  of
modern  negotiation
training and is  one of
the  most  actionable
t a k e a w a y s  f r o m
Getting  To  Yes  By
Roger  Fisher  And
William  Ury.

PUTTING THE
PRINCIPLES INTO
ACTION

Understanding  the
theory  is  one  thing;
applying  it  in  real-life
situations  is  another.
The authors of Getting
To  Yes  By  Roger
Fisher  And  William
Ury  provide  a  clear
roadmap  for  how  to
p r e p a r e  f o r  a n d
conduct  a  principled
negotiation.  First,
identify  the  parties
i n v o l v e d ,  t h e i r
interests,  and  your
own. Second, generate
a  l i s t  o f  p o s s i b l e
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options  before  the
negotiation  begins.
T h i r d ,  r e s e a r c h
objective  criteria  that
might  apply.  Fourth,
know your BATNA and
the other party's likely
BATNA.  During  the
negotiat ion  itself ,
communicate  clearly,
listen  actively,  and
reframe  positional
s t a t e m e n t s  a s
o p p o r t u n i t i e s  t o
explore interests. If the
other side attacks you
personally,  remember
to separate the people
from  the  problem.  If
they  refuse  to  budge
from their position, ask
questions that uncover
t h e i r  u n d e r l y i n g
interests. If they try to
use pressure, appeal to
objective  standards.
This  structured  yet
flexible  approach  is
what  makes  Getting
To  Yes  By  Roger
Fisher  And  William
Ury  so  versatile.

Dealing
with
Difficult
Tactics
Not  every  counterpart
will play by the rules of
principled  negotiation.
S o m e  m a y  u s e
deliberate  deception,
pressure  tactics,  or
personal  at tacks .
Fisher and Ury address
t h i s  d i r e c t l y  b y
teaching  readers  how
to  negotiate  the  rules
of  the  game  itself .
When someone uses a
dirty  trick,  you  can
n a m e  t h e  t a c t i c
without  accusing  the
person.  For  example,
you  might  say,  " I t
seems  l ike  you  are
trying  to  pressure  me
with a deadline. Is that
your  intention,  or  is
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there  a  genuine  time
constraint  we need to
a d d r e s s ? "  T h i s
technique, often called
"negotiation  jujitsu,"
allows you to  turn  an
opponent's tactics into
a  conversation  about
fair process. By staying
firm on principles while
remaining  flexible  on
methods ,  you  can
h a n d l e  e v e n  t h e
toughest  negotiators.
This practical advice is
one reason Getting To
Yes By Roger Fisher
And  Wi l l iam  Ury
r e m a i n s  a  g o - t o
r e s o u r c e  f o r
professionals  in  law,
business,  diplomacy,
and  everyday  life.

COMMON
MISUNDERSTANDI
NGS ABOUT THE
BOOK

Despite its widespread
acclaim,  Getting  To
Yes By Roger Fisher
And  William  Ury  is

s o m e t i m e s
misunderstood.  Critics
occasionally claim that
the  method  i s  too
idealistic  or  that  it
assumes  everyone  is
acting in good faith. In
reality, the authors are
deeply pragmatic. They
acknowledge  that
some  negotiations
involve  genuinely
conflicting  interests
and that not all parties
are  cooperative.  The
principled  approach  is
not about being "nice"
at all costs; it is about
being  effective.  It  also
does not promise that
every  negotiation  will
end  in  agreement.
Sometimes,  the  best
outcome  is  to  walk
away and pursue your
B A T N A .  A n o t h e r
misunderstanding  is
t h a t  t h e  m e t h o d
requires you to reveal
your  vulnerabilities.  In
fac t ,  t he  au tho r s
encourage  sharing
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information about your
interests, but not about
your  bottom  line  or
y o u r  B A T N A  i f
reveal ing  i t  would
weaken  your  position.
The  book  is  a  toolkit,
not  a  rigid  doctrine,
and  its  principles  can
be  adapted  to  any
context.

THE LEGACY AND
MODERN
RELEVANCE

M o r e  t h a n  f o u r
decades  a f te r  i t s
publication,  Getting
To  Yes  By  Roger
Fisher  And  William
Ury continues to shape
how  negotiation  is
taught and practiced. It
has  been  translated
i n t o  d o z e n s  o f
l anguages  and  i s
required  reading  in
business  schools,  law
schools,  and  public
p o l i c y  p r o g r a m s
around the world. The
Harvard  Negotiation

Project,  which  Fisher
and  Ury  co-founded,
remains  a  leading
research  center,  and
the book's  ideas have
been  integrated  into
fields  as  diverse  as
conflict  resolution,
i n t e r n a t i o n a l
diplomacy, and human
resources. In an era of
increasing  polarization
and  complex  global
challenges,  the  need
f o r  p r i n c i p l e d
negotiation  has  only
g r o w n .  W h e t h e r
dealing  with  a  difficult
coworker,  negotiating
a  peace  t reaty,  or
buying a car, the tools
in this book provide a
p a t h  t o  b e t t e r
o u t c o m e s .  T h e
enduring  popularity  of
Getting  To  Yes  By
Roger  Fisher  And
Wi l l i am  Ury  i s  a
testament to the power
of its core insight: that
the  most  successful
negotiations  are  not
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about  winning,  but
about  finding  solutions
that work for everyone.

CONCLUSION: WHY
THIS BOOK STILL
MATTERS

In  a  world  that  often
rewards  aggression
and  cunning,  Getting
To  Yes  By  Roger
Fisher  And  William
Ury  offers  a  refreshing
alternative.  It  proves
that you do not have to
sacrifice  your
principles  to  get  what
you  want,  and  that
being  fair-minded  can
actually  give  you  a
strategic  advantage.
T h e  f o u r
principles—separating
people from problems,
focusing  on  interests,
inventing  options  for

mutual gain, and using
objective  criteria—are
as  relevant  today  as
they  were  in  1981.
Combined  with  the
powerful  concept  of
BATNA,  they  form  a
complete  system  for
navigating conflict with
skil l  and  integrity.
Whether  you  are  new
to  negotiation  or  a
seasoned  professional,
r e t u r n i n g  t o  t h e
lessons  of  this  book
can sharpen your skills
and  improve  your
results.  The  ultimate
message  of  Getting
To  Yes  By  Roger
Fisher  And  William
U r y  i s  o n e  o f
empowerment:  by
changing  how  you
negotiate,  you  can
change your life for the
better.


