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Summary:

Getting Past No: Negotiating in Difficult Situations by William Ury is a book that provides strategies for negotiating in
difficult situations. Ury argues that the key to successful negotiation is to move beyond the traditional win-lose approach
and instead focus on finding a mutually beneficial solution. He outlines a five-step process for negotiating in difficult
situations, which includes: (1) separating the people from the problem, (2) focusing on interests rather than positions, (3)
inventing options for mutual gain, (4) using objective criteria to evaluate options, and (5) using power to move the
negotiation forward. Ury also provides advice on how to handle difficult people, how to use power effectively, and how to
create a win-win situation. He emphasizes the importance of understanding the other person's point of view and being
willing to compromise in order to reach an agreement. He also stresses the importance of being prepared and having a
plan of action before entering into a negotiation. Overall, Ury's book provides useful strategies for negotiating in difficult
situations and is a valuable resource for anyone looking to improve their negotiation skills.

Main ideas:

#1.      Understand the Other Side: It is important to understand the other sideâ€™s interests and needs in order
to effectively negotiate. This includes listening to their concerns and trying to empathize with their position.

Understanding the other side is essential to successful negotiation. It is important to take the time to listen to their
concerns and try to understand their perspective. This means actively listening to their point of view and attempting to
put yourself in their shoes. Doing so will help you to better understand their interests and needs, and will help you to
come up with creative solutions that meet both parties' needs. Additionally, it will help to build trust and create a more
collaborative atmosphere. By taking the time to understand the other side, you will be better equipped to negotiate a
successful outcome. 

It is also important to remember that negotiation is a two-way street. Both parties should be willing to compromise and
work together to find a solution that works for everyone. This means that both sides should be open to hearing the
other's point of view and be willing to make concessions. By understanding the other side's interests and needs, you will
be better able to come up with a mutually beneficial solution. 

#2.      Separate the People from the Problem: It is important to separate the people from the problem in order to
focus on the issue at hand and not get sidetracked by personal issues.

Separating the people from the problem is a key concept in negotiation. It means that when discussing a problem, the
focus should be on the issue itself and not on the people involved. This is important because it allows the parties to
focus on the problem and come up with a solution without getting sidetracked by personal issues. It also helps to create
an atmosphere of mutual respect and understanding, which can help to facilitate a successful negotiation.

When separating the people from the problem, it is important to remember that the people involved are not the problem.
Instead, the focus should be on the issue itself and how to resolve it. This means that the parties should avoid personal
attacks and instead focus on the facts and the potential solutions. It also means that the parties should be willing to
listen to each other and consider each others perspectives. By doing this, the parties can come to a mutually beneficial
agreement.

Separating the people from the problem is an important concept in negotiation. It allows the parties to focus on the issue

Page 1/8

https://books.kim
https://books.kim/mp3/book/www.books.kim_526_summary-Getting_Past_No__Neg.mp3


at hand and come to a successful agreement without getting sidetracked by personal issues. It also helps to create an
atmosphere of mutual respect and understanding, which can help to facilitate a successful negotiation.

#3.      Focus on Interests, Not Positions: It is important to focus on interests, not positions, in order to find a
mutually beneficial solution. This means understanding the underlying needs and motivations of the other side.

When negotiating, it is important to focus on interests, not positions. Positions are the stated goals of each side, while
interests are the underlying needs and motivations that drive those goals. By focusing on interests, both sides can work
together to find a mutually beneficial solution. 

For example, if two parties are negotiating a salary, the position of one side may be to offer a certain amount, while the
position of the other side may be to demand a higher amount. However, the underlying interests of both sides may be to
reach an agreement that is fair and equitable. By focusing on these interests, the two sides can work together to find a
solution that meets both of their needs. 

Focusing on interests, rather than positions, can help to create a more collaborative and productive negotiation. It allows
both sides to understand each other's needs and motivations, and to work together to find a solution that meets both of
their needs. This can help to create a more positive and successful negotiation process. 

#4.      Generate Options for Mutual Gain: It is important to generate options for mutual gain in order to find a
solution that works for both parties. This means brainstorming creative solutions that meet both sidesâ€™
needs.

Generating options for mutual gain is an important part of successful negotiation. It involves coming up with creative
solutions that meet the needs of both parties. This can be done by brainstorming ideas and considering different
perspectives. It is important to be open-minded and think outside the box when generating options. It is also important to
be flexible and willing to compromise in order to find a solution that works for both parties. By generating options for
mutual gain, both parties can come away from the negotiation feeling satisfied with the outcome.

When generating options for mutual gain, it is important to consider the interests of both parties. This means looking at
the situation from both sides and understanding what each party wants to achieve. It is also important to be aware of the
other party's constraints and limitations. This will help to ensure that the options generated are realistic and achievable.
It is also important to be open to feedback and willing to adjust the options if necessary.

Generating options for mutual gain is an important part of successful negotiation. It requires creativity, flexibility, and an
understanding of both parties' interests. By taking the time to generate options for mutual gain, both parties can come
away from the negotiation feeling satisfied with the outcome.

#5.      Insist on Using Objective Criteria: It is important to use objective criteria when making decisions in order
to ensure fairness and avoid bias. This means relying on facts and data rather than personal opinions.

When making decisions, it is essential to use objective criteria in order to ensure fairness and avoid bias. Objective
criteria means relying on facts and data rather than personal opinions. This is important because personal opinions can
be influenced by a variety of factors, such as personal biases, emotions, and preconceived notions. By relying on
objective criteria, decisions can be made in a more impartial and equitable manner. 

Objective criteria can be used to evaluate a variety of different situations. For example, when hiring a new employee,
objective criteria can be used to evaluate the applicants. This could include looking at their qualifications, experience,
and references. By relying on these objective criteria, the hiring process can be conducted in a more impartial and
equitable manner. 

It is important to insist on using objective criteria when making decisions. This will help to ensure that decisions are
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made in a fair and unbiased manner. It will also help to ensure that decisions are based on facts and data rather than
personal opinions. By insisting on using objective criteria, decisions can be made in a more equitable and impartial
manner. 

#6.      Know Your BATNA: It is important to know your Best Alternative To a Negotiated Agreement (BATNA) in
order to have leverage in the negotiation. This means understanding your walk-away point and being prepared
to walk away if necessary.

Know Your BATNA is an important concept to understand when entering into a negotiation. It is the best alternative to a
negotiated agreement that you have if the negotiation fails. Knowing your BATNA gives you leverage in the negotiation,
as it allows you to walk away if the other party does not meet your demands. It is important to understand your
walk-away point and be prepared to walk away if necessary. 

Having a clear understanding of your BATNA is essential for successful negotiations. It allows you to assess the value of
the agreement being offered and determine if it is better than your BATNA. If it is not, then you can walk away and
pursue your BATNA instead. Knowing your BATNA also allows you to set realistic expectations for the negotiation and
helps you to avoid making concessions that are not in your best interest. 

In order to know your BATNA, you must first understand your own interests and objectives. You must also understand
the interests and objectives of the other party. This will help you to identify potential solutions that are mutually beneficial
and will help you to assess the value of the agreement being offered. 

Knowing your BATNA is an important part of successful negotiations. It gives you leverage in the negotiation and allows
you to walk away if the other party does not meet your demands. It also helps you to set realistic expectations and avoid
making concessions that are not in your best interest. 

#7.      Use the Power of Silence: It is important to use the power of silence in order to gain leverage in the
negotiation. This means not speaking until the other side has made their point and allowing them to fill the
silence.

Using the power of silence in a negotiation can be a powerful tool. It allows the other side to make their point and fill the
silence, which can give you leverage in the negotiation. By not speaking until the other side has made their point, you
can gain insight into their position and use that information to your advantage. It also allows you to take a step back and
assess the situation before responding. This can help you to remain calm and collected, and to think more clearly about
the negotiation. 

The power of silence can also be used to create an atmosphere of respect and understanding. By allowing the other
side to speak without interruption, you are showing them that you are listening and that you value their opinion. This can
help to build trust and create a more productive negotiation. 

Using the power of silence in a negotiation can be a powerful tool. It allows you to gain insight into the other sides
position, to assess the situation, and to create an atmosphere of respect and understanding. By using the power of
silence, you can gain leverage in the negotiation and come to a mutually beneficial agreement. 

#8.      Use the Power of Questions: It is important to use the power of questions in order to gain insight into the
other sideâ€™s interests and needs. This means asking open-ended questions and listening to the answers.

Using the power of questions is an effective way to gain insight into the other side's interests and needs. Asking
open-ended questions allows you to explore the other side's perspective and understand their motivations. This can help
you to identify areas of common ground and potential solutions. Additionally, it can help you to build trust and create a
more collaborative atmosphere. Listening to the answers to your questions is also important, as it allows you to gain a
better understanding of the other side's position and interests. This can help you to develop more effective strategies for
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negotiation and to reach a mutually beneficial agreement. 

#9.      Make the First Offer: It is important to make the first offer in order to gain leverage in the negotiation. This
means being prepared to make an offer that is fair and reasonable.

Making the first offer is an important part of the negotiation process. It gives you the opportunity to set the tone for the
negotiation and to establish your position. By making the first offer, you can demonstrate your willingness to negotiate
and your commitment to finding a mutually beneficial solution. It also gives you the opportunity to set the parameters of
the negotiation and to establish the range of acceptable outcomes. 

When making the first offer, it is important to be prepared and to make an offer that is fair and reasonable. This means
doing your research and understanding the other party's interests and needs. It also means being willing to compromise
and to make concessions if necessary. By making a reasonable offer, you can demonstrate your commitment to finding
a solution that works for both parties. 

Making the first offer is an important part of the negotiation process and can give you the leverage you need to reach a
successful outcome. By being prepared and making a fair and reasonable offer, you can demonstrate your commitment
to finding a mutually beneficial solution. 

#10.      Anchor the Negotiation: It is important to anchor the negotiation in order to gain leverage in the
negotiation. This means making the first offer and setting the tone for the negotiation.

Anchoring the negotiation is a powerful tool for gaining leverage in a negotiation. It involves making the first offer and
setting the tone for the negotiation. By making the first offer, you are able to establish a baseline for the negotiation and
create a reference point for the other party to consider. This can be especially effective if the offer is reasonable and fair,
as it can create a sense of obligation for the other party to meet your offer. Additionally, anchoring the negotiation can
help to create a sense of urgency, as the other party may feel the need to respond quickly to your offer. 

When anchoring the negotiation, it is important to be aware of the other party's interests and objectives. This will help
you to make an offer that is reasonable and fair, and that will be seen as such by the other party. Additionally, it is
important to be aware of the other party's power and resources, as this will help you to make an offer that is within their
means. Finally, it is important to be aware of the other party's timeline, as this will help you to make an offer that is timely
and appropriate. 

Anchoring the negotiation can be a powerful tool for gaining leverage in a negotiation. By making the first offer and
setting the tone for the negotiation, you can establish a baseline for the negotiation and create a reference point for the
other party to consider. Additionally, it is important to be aware of the other party's interests, power, resources, and
timeline in order to make an offer that is reasonable and fair. 

#11.      Create a Win-Win Solution: It is important to create a win-win solution in order to ensure a mutually
beneficial outcome. This means finding a solution that meets both sidesâ€™ needs and interests.

Creating a win-win solution is essential for successful negotiations. It involves finding a solution that meets both sides'
needs and interests. This means that both parties should be willing to compromise and make concessions in order to
reach an agreement. It is important to be open to different ideas and solutions, and to be willing to listen to the other
side's perspective. It is also important to be creative and think outside the box in order to come up with a solution that
works for both parties. 

In order to create a win-win solution, it is important to focus on the interests of both parties rather than their positions.
This means looking at the underlying needs and motivations of each side and finding a solution that meets those needs.
It is also important to be flexible and willing to adjust the solution as needed. Finally, it is important to be patient and to
take the time to work through the negotiation process in order to reach a mutually beneficial outcome. 
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#12.      Use Objective Standards: It is important to use objective standards in order to ensure fairness and
avoid bias. This means relying on facts and data rather than personal opinions.

Using objective standards is an important part of any negotiation. It helps to ensure that decisions are based on facts
and data rather than personal opinions. This helps to ensure fairness and avoid bias. Objective standards can be used
to evaluate proposals, assess the value of an offer, and determine the best course of action. They can also be used to
set expectations and create a common understanding of the situation. 

Objective standards can be based on industry standards, market trends, or other reliable sources of information. They
should be clearly defined and agreed upon by all parties involved in the negotiation. This helps to ensure that everyone
is on the same page and that the negotiation is conducted in a fair and equitable manner. It also helps to ensure that the
outcome of the negotiation is based on facts and data rather than personal opinions. 

Using objective standards is an important part of any negotiation. It helps to ensure that decisions are based on facts
and data rather than personal opinions. This helps to ensure fairness and avoid bias. It also helps to ensure that the
outcome of the negotiation is based on facts and data rather than personal opinions. By using objective standards,
negotiators can ensure that the negotiation is conducted in a fair and equitable manner and that the outcome is based
on facts and data rather than personal opinions. 

#13.      Use the Power of Empathy: It is important to use the power of empathy in order to understand the other
sideâ€™s interests and needs. This means listening to their concerns and trying to see things from their
perspective.

Using the power of empathy is a powerful tool in negotiation. It involves actively listening to the other side and
attempting to understand their interests and needs. This means taking the time to really listen to their concerns and
trying to see things from their point of view. It is important to remember that the other side is likely to have different
interests and needs than you, and it is important to take those into account when negotiating. By understanding the
other side's interests and needs, you can better craft a solution that meets both of your needs. 

Empathy also helps to build trust and rapport between the two parties. When the other side feels that you are genuinely
trying to understand their interests and needs, they are more likely to be open to negotiation. This can help to create a
more productive and successful negotiation. 

Finally, using the power of empathy can help to create a more positive atmosphere during the negotiation. When both
sides feel that their interests and needs are being taken into account, it can help to create a more collaborative and
cooperative atmosphere. This can help to ensure that the negotiation is successful and that both sides are satisfied with
the outcome. 

#14.      Use the Power of Persuasion: It is important to use the power of persuasion in order to convince the
other side to accept your offer. This means presenting your case in a logical and persuasive manner.

The power of persuasion is an invaluable tool in any negotiation. It involves presenting your case in a logical and
persuasive manner, so that the other side can see the benefits of your offer. This means making sure that your
arguments are well-structured and that you have evidence to back up your claims. You should also be aware of the
other sides interests and be prepared to make concessions if necessary. 

When using the power of persuasion, it is important to be aware of the other sides emotions and to be sensitive to their
needs. You should also be aware of the other sides interests and be prepared to make concessions if necessary. It is
also important to be aware of the other sides body language and to be aware of any non-verbal cues that may indicate
that they are not open to your offer. 

Finally, it is important to be patient and to be willing to listen to the other sides concerns. This will help to build trust and
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create an atmosphere of mutual respect. By using the power of persuasion, you can create a win-win situation for both
parties and ensure that the negotiation is successful. 

#15.      Use the Power of Leverage: It is important to use the power of leverage in order to gain an advantage in
the negotiation. This means understanding your BATNA and being prepared to walk away if necessary.

Using the power of leverage is an important tool in any negotiation. Leverage is the ability to use something to gain an
advantage in a negotiation. It can be used to increase the chances of getting what you want, or to increase the pressure
on the other side to make concessions. Leverage can come from many sources, such as having a better BATNA (Best
Alternative to a Negotiated Agreement), having more information, or having a stronger bargaining position. 

Having a better BATNA is one of the most important sources of leverage. Knowing your BATNA and being prepared to
walk away if necessary gives you the power to make sure you dont settle for less than you deserve. It also gives you the
confidence to push for the best possible outcome. 

Having more information can also be a powerful source of leverage. Knowing the other sides interests, goals, and
constraints can help you craft a better deal. It can also help you anticipate their reactions and plan your strategy
accordingly. 

Finally, having a stronger bargaining position can give you an edge in the negotiation. This could mean having more
resources, more time, or more flexibility. It could also mean having a better understanding of the issue or a better
understanding of the other sides interests. 

Using the power of leverage can be a powerful tool in any negotiation. Knowing your BATNA, having more information,
and having a stronger bargaining position can all give you an advantage in the negotiation. By leveraging these sources
of power, you can increase your chances of getting what you want and ensure that you dont settle for less than you
deserve. 

#16.      Use the Power of Incentives: It is important to use the power of incentives in order to motivate the other
side to accept your offer. This means offering rewards or concessions that are attractive to the other side.

Using incentives is a powerful tool in negotiations. It can be used to motivate the other side to accept your offer, as well
as to create a win-win situation. Incentives can come in many forms, such as offering rewards, concessions, or other
forms of compensation. For example, you could offer a discount on the price of a product or service, or you could offer a
bonus or other reward for accepting your offer. Incentives can also be used to create a sense of urgency, such as
offering a limited-time discount or bonus. 

Incentives can be used to create a sense of fairness and equity in the negotiation process. For example, if one side is
offering a lower price than the other, you could offer a bonus or other reward to the other side in order to make the deal
more equitable. Incentives can also be used to create a sense of trust and goodwill between the two sides, as they can
demonstrate that you are willing to make concessions in order to reach an agreement. 

Incentives can be a powerful tool in negotiations, but it is important to use them wisely. It is important to make sure that
the incentives you offer are attractive to the other side, and that they are not too costly for you. It is also important to
make sure that the incentives are fair and equitable, and that they do not create an imbalance in the negotiation
process. 

#17.      Use the Power of Commitment: It is important to use the power of commitment in order to ensure that
the agreement is honored. This means getting the other side to commit to the agreement in writing.

Using the power of commitment is an important part of successful negotiation. When both parties commit to an
agreement, it is more likely to be honored. This is why it is important to get the other side to commit to the agreement in
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writing. This can be done by having both parties sign a contract or other document that outlines the terms of the
agreement. This document should be clear and concise, and should include all the details of the agreement. It should
also include a clause that states that the agreement is binding and enforceable in a court of law. By having both parties
sign this document, it ensures that both parties are held accountable for honoring the agreement.

In addition to getting the other side to commit to the agreement in writing, it is also important to ensure that both parties
understand the terms of the agreement. This means that both parties should have a clear understanding of what is
expected of them and what the consequences are if they do not fulfill their obligations. This can be done by having both
parties discuss the agreement in detail and make sure that all questions are answered. This will help to ensure that both
parties are on the same page and that the agreement is honored.

#18.      Use the Power of Negotiation: It is important to use the power of negotiation in order to reach a mutually
beneficial agreement. This means understanding the other sideâ€™s interests and needs and finding a solution
that meets both sidesâ€™ needs.

Using the power of negotiation is a great way to reach a mutually beneficial agreement. It is important to understand the
other side's interests and needs and to find a solution that meets both sides' needs. This requires active listening, open
communication, and a willingness to compromise. It is also important to be aware of the other side's motivations and to
be prepared to make concessions if necessary. Negotiation is a process of give and take, and it is important to be
flexible and to be willing to make adjustments to the agreement if needed. Negotiation is a skill that can be learned and
practiced, and it is an important tool for resolving conflicts and reaching agreements. 

#19.      Use the Power of Preparation: It is important to use the power of preparation in order to be successful
in the negotiation. This means being prepared with facts and data and having a clear understanding of your
interests and needs.

Using the power of preparation is essential for successful negotiation. Before entering into a negotiation, it is important
to have a clear understanding of your interests and needs, as well as the facts and data that support them. This will help
you to be better prepared to make your case and to understand the other partys interests and needs. Additionally, it is
important to have a plan for the negotiation and to anticipate potential obstacles and strategies for overcoming them. By
being prepared, you will be better able to negotiate effectively and to reach a mutually beneficial agreement.

Having a good understanding of the negotiation process and the strategies that can be used to reach a successful
outcome is also important. This includes understanding the different types of negotiation tactics that can be used, such
as the use of power, persuasion, and compromise. Additionally, it is important to be aware of the different types of
negotiation styles and to be able to adjust your approach to fit the situation. By being prepared and understanding the
negotiation process, you will be better able to reach a successful outcome.

#20.      Use the Power of Follow-Through: It is important to use the power of follow-through in order to ensure
that the agreement is honored. This means monitoring the agreement and taking action if necessary.

Using the power of follow-through is essential to ensure that agreements are honored. This means that it is important to
monitor the agreement and take action if necessary. It is important to stay on top of the agreement and make sure that
all parties involved are following through with their commitments. If any party is not following through, it is important to
take action to ensure that the agreement is honored. This could include setting up a meeting to discuss the issue, or
taking legal action if necessary. It is important to remember that follow-through is essential to ensure that agreements
are honored and that all parties involved are held accountable.

Follow-through is also important to build trust between the parties involved. When agreements are honored, it shows
that all parties involved are reliable and trustworthy. This can help to build strong relationships and create a sense of
security between the parties. Follow-through also helps to ensure that agreements are respected and that all parties
involved are held accountable for their actions. This can help to create a sense of fairness and respect between the

Page 7/8

https://books.kim


parties.

Using the power of follow-through is an important part of any negotiation. It is essential to ensure that agreements are
honored and that all parties involved are held accountable. Follow-through is also important to build trust between the
parties and to create a sense of fairness and respect. By using the power of follow-through, it is possible to ensure that
agreements are honored and that all parties involved are held accountable.
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