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  Book Overview

  
  




The book Getting to Yes is widely regarded as the industry standard for effective negotiation. It provides tested strategies and methods that will assist you in resolving any problem and identifying solutions that are beneficial to all parties involved.
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Roger Fisher, an American legal scholar who taught at Harvard Law School from 1922 until his death in 2012, passed away in 2012. He was a founding member, along with his other co-authors, of the Harvard Negotiation Project.

William Ury is a trained anthropologist who currently works as a peace negotiator for a variety of businesses and governments all over the world.

Bruce Patton is a lecturer at Harvard as well as the co-founder of Vantage Partners, an international consulting organization that assists businesses in being more successful in their negotiations.








  
  
  Introduction

  
  




When you consider that only a few decades have passed, it can be difficult to fathom, yet choices were rarely arrived at as a consequence of talks or debates. In most cases, only one person was responsible for its creation: whoever was in control.




When I was younger, the world was a hierarchical place: at home, every decision concerning the family was made by the “wise father,” and at work, everybody adhered to the path that was dictated by the company’s boss. However, times have changed, and the world is no longer a hierarchical place.




These kinds of authoritarian organizations are becoming increasingly uncommon in today’s world. As a result, hierarchies are becoming flatter, information is becoming easier to acquire, and an increasing number of individuals are participating in decision-making at all levels.




Because of this, it is now significantly more essential for us to engage in conversation with other people and incorporate their perspectives into our decision-making processes. Politicians today engage in conversation with their constituents, and businesses actively encourage employee input into policy and operational decisions.




Even the interactions between parents and children are becoming more democratic. It is impossible for a parent in this day and age to simply say to their child, “Don’t do that; it’s unhealthy,” because the child can simply go online, find counterevidence, and argue that the parent’s statement is false.




In today’s world, reaching agreements in any sphere of life often requires engaging in some form of negotiation. Although there are significant differences between arguing with friends about which movie to see and bargaining over prices with suppliers or negotiating international arms embargoes, all types of negotiations are, in many respects, very similar to one another.




You can dramatically improve the results of all of your discussions if you prepare yourself with the appropriate information and resources beforehand. It is well worth your time to become skilled at negotiation because you will be engaging in some form of bargaining on a daily basis for the rest of your life.




Master the art of bargaining, since life is all about compromise and compromise is everything.
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Do your best to avoid trench warfare. It is extremely expensive with a very low return on investment.




Trench warfare is a form of conflict that occurs far too frequently. In this form of conflict, both sides take a position, fiercely defend it, and only make concessions if they absolutely have to. In such a scenario, finding a solution is not the product of successful negotiation; rather, it is the consequence of either one side being more obstinate than the other or of reaching a compromise that both parties can, to a greater or lesser extent, live with.




The problem with these kinds of disagreements is that both sides are stuck on the positions they took at the beginning of the conflict. Instead of working together to find a workable solution, both of them are more concerned with “winning” or, at the very least, avoiding an embarrassing loss. A mentality like that makes a win-win solution impossible.




This almost always leads in an all-out war, which consumes a great deal of resources in terms of both time and effort. Even worse, both sides will frequently take stances that are overly severe because they anticipate having to make compromises to the other side. In point of fact, doing so only results in disputes that are drawn out and more excruciating.




Not only can trench warfare make it more challenging to find a solution to the current issue, but it also has the potential to damage the relationships between the two parties: “If that 2% discount is more important to you than our long-term business relationship, maybe you should find an other supplier!” “If that 2% discount is more essential to you than our long-term business connection,”




The use of trench warfare is detrimental in a variety of ways, including the fact that it produces (at best) sub-optimal solutions, eats up a lot of time and energy, and strains relationships.




Do your best to avoid trench warfare. It is extremely expensive with a minuscule return on investment.
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Always keep in mind that you are haggling with actual people.




To think of a negotiation as a debate of facts taking place between people who are completely logical is to lack perspective. When it comes to negotiating, there is never just one reality; rather, there are always at least two different interpretations of how reality should be understood. Both parties will always bring their own personalities, experiences, values, and feelings to the table during any discussion.




This indicates that they will frequently have a unique perspective on events and will provide their own unique interpretations of the “facts.” There are instances when two people can be having completely independent conversations without even being aware that they are doing so.




Additionally, individuals are capable of reacting extremely differently to the same event, particularly if it is a stressful one. If two people are having a protracted and passionate conversation, one of them may become hostile, which may aggravate the other person and cause them to become defensive. When something like this occurs, it renders any further conversation essentially meaningless.




In every negotiation, the presence of conflicting perceptions and intense emotions is a surefire recipe for failure when it comes to reaching a conclusion that is acceptable to all parties. And regrettably, logical debates are not the solution to the problem.




Every single negotiation takes place, in reality, on not one, but two distinct levels: the level of factual arguments, and the level of human perceptions and emotions.




It is impossible to completely separate these two levels, of course, but it is important to keep in mind that there is always an interpersonal level at play in addition to the facts, and that this can be the source of many disagreements or misunderstandings. Keep in mind that there is always a factual level at play in addition to the interpersonal level.




Therefore, confront the feelings, such as wrath or fear. Empathy and a desire to consider not only the facts but also the individuals you are interacting with are required for this task.




Always keep in mind that you are haggling with actual people.















