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Overview 

Everyone negotiates, but not everyone negotiates well. 
Getting to YES dissects effective tactics to help 
negotiators of all levels achieve smoother and more 
amicable agreements, while avoiding the dissatisfying 
and alienating tit for tat  Specific techniques are how 
to distinguish the negotiators themselves from the 
issues at hand, how to consider your best alternatives 
before entering the negotiation, and how to 
communicate effectively when the other side attempts 
to trick or dissuade you. 

“Each side takes a position, argues for it, and makes
concessions to reach a compromise...And so it goes, on and 

on. Perhaps they will reach agreement; perhaps not.”

Chapter 1. Don’t Bargain Over Positions 

All negotiations should be judged by 3 criteria: 
efficiency, relationship health, and a wise outcome. A 
wise  agreement is defined by a negotiation s

durability, fairness, and its reciprocity. The most 
common form of negotiation is positional bargaining, 
in which two opposing parties alternate maintaining 
positions. The competitive nature of this polarizes the 
parties, wasting energy on winning  rather than 
solving the underlying problems.  

f you or your opponent can t separate yourselves from 
your positions, you might feel angry or inflexible, 
leading to drawn-out negotiations and turbulent 
relationships. Yet if you concede your position too 
quickly, you will appear sloppy, vulnerable, and risk 
weakening relationships and future negotiations. 

Negotiation has 2 levels: Substances & Procedure 
( what  & how ). The second level often goes unnoticed 
but is critically important. Principled Negotiation, the 
antithesis of Positional Bargaining, uses 4 elements to 
produce wise agreements efficiently and amicably  

1. Separating people and problems. 
2. Focusing on interests, not proposed positions. 

3. Inventing multiple mutually profitable options 
before deciding what to do. 

4. Generating measures of objective standards. 

These 4 tactics can guide you through the negotiation 
process from start to finish. Think of Principled 
Negotiation as a 3-step process: (1) Start with analysis 
to diagnose the situation. (2) Afterward comes 
planning, in which you generate ideas and decide your 
approach. (3) Lastly, there is discussion and 
communicating with the other party.  

Overall, principled negotiation facilitates cooperation, 
efficiency, and amicably reached decisions. The first 4 
methods described will help you generate satisfying 
outcomes while avoiding the pitfalls of committing to a 
specific position and losing sight of motives or 
underlying interests. 

Chapter 2. Separate the People 
From the Problem 

In Positional Bargaining, people and substance are in a 
dichotomy: either you concede your position, or you 
don t rincipled Negotiation recogni es how vital it is
to clearly distinguish the people from the problem.  

The minimum goal is to maintain a strong relationship 
that produces a satisfactory agreement. Be mindful 
with language because misunderstandings and 
inconsistencies may be interpreted as personal attacks.   

Sharpen your skills by spotlighting these 3 aspects: 

1. Perception: Remember, reality is subjective and 
what your opponents  believe is real for them.  
Empathy can help span the divide by bolstering 
understanding and generating appropriate 
expectations. Use your language and actions to 
reframe negotiations as a cooperative effort rather 
than a battle, which will ultimately make the 
product  more palatable.  Clearly separate people 

from problems. Additionally, you can focus on 
“Face-Saving.” Frequently misinterpreted as 
something negative, face-saving is reconciling 
existing principles and past actions to a current 


