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Introduction: The Enduring Legacy of a Negotiation Classic

Key Enhancements in the 2nd Edition

Negotiation is an unavoidable part of life. Whether you are haggling over a car price, discussing a salary raise,
resolving a family dispute, or brokering a multi-million-dollar business deal, the ability to reach a mutually
acceptable agreement is a critical skill. For decades, professionals and everyday people have turned to one book as
their definitive guide: Getting To Yes Negotiating Agreement Without Giving In 2nd Edition. This seminal
work, originally published by Roger Fisher and William Ury (with Bruce Patton), revolutionized the way the world
thinks about negotiation. The 2nd edition, released in 1991, refined and expanded upon the original concepts,
making it even more relevant for modern readers.

In this article, we will explore the core principles laid out in the book, examine the key enhancements found in the
second edition, and discuss how you can apply its powerful, step-by-step framework to achieve better outcomes
without sacrificing your relationships or values. By understanding and implementing the method of principled
negotiation, you can move beyond positional bargaining and towards agreements that truly satisfy everyone’s
interests.

What Is the Harvard Negotiation Project’s Principled
Negotiation?

The Getting To Yes Negotiating Agreement Without Giving In 2nd Edition is the flagship publication of the
Harvard Negotiation Project. Its central thesis is that most people negotiate using a flawed approach: positional
bargaining. In positional bargaining, each side takes a position, argues for it, and then makes concessions to reach
a compromise. While this might seem natural, it often leads to damaged relationships, inefficient agreements, and
suboptimal outcomes.

Fisher, Ury, and Patton propose an alternative called principled negotiation, a method based on four fundamental
tenets. These tenets are designed to help you separate the people from the problem, focus on interests rather than
positions, invent options for mutual gain, and insist on using objective criteria. Let us break down each of these
principles in detail.

1. Separate the People from the Problem

One of the most common mistakes in negotiation is allowing personal feelings, ego, and emotions to become
entangled with the substantive issues. The authors emphasize that negotiators are human beings first. They have
emotions, deeply held values, and different perceptions. When you treat the other party as an adversary rather than
a partner in problem-solving, you risk escalating conflict.

The second edition provides rich examples of how to address this issue. It suggests that you should listen actively,
acknowledge emotions, and build a working relationship even when you disagree. By focusing on communication
and empathy, you can maintain respect while tackling the hard facts of the disagreement. As the book famously
states, “Be hard on the problem, soft on the people.”

2. Focus on Interests, Not Positions

A position is what someone says they want. An interest is why they want it. Getting To Yes Negotiating
Agreement Without Giving In 2nd Edition teaches that behind opposed positions lie shared and compatible
interests. For example, two people arguing over an orange (one wants the peel for baking, the other wants the
juice) are stuck in a positional conflict. However, if they explore interests, they realize they can both get exactly
what they need from the same orange.

To uncover interests, the book recommends asking “why?” and “why not?” and discussing the underlying needs,
desires, concerns, and fears. The second edition expands on this by introducing the concept of “the other side’s
side” — putting yourself in their shoes to understand what truly drives them. By negotiating on the basis of
interests, you open the door to creative solutions that positional bargaining would never uncover.

3. Invent Options for Mutual Gain

Even when you understand interests, you need to generate a variety of possibilities before deciding what to do. The
authors note that a major obstacle is premature judgment. People often settle for the first plausible solution,
leaving value on the table. Instead, the book suggests brainstorming sessions where you separate invention from
decision-making. Generate many ideas without criticism, then evaluate them later.

The 2nd edition adds a tactical nuance by emphasizing the concept of “expanding the pie” before dividing it. This
can involve identifying low-cost options that are high-value for the other side, and vice versa. By looking for
mutual gains, you transform negotiation from a zero-sum game into a collaborative search for a win-win outcome.

4. Insist on Using Objective Criteria

When interests conflict, you need a fair standard to resolve differences. The book argues that instead of giving in
to pressure or engaging in a battle of wills, you should look for objective criteria. This might include market value,
expert opinion, law, precedent, or scientific standards. The 2nd edition reinforces that this principle helps you
maintain leverage without using threats. For instance, if you are negotiating a salary, you might cite industry salary
surveys rather than simply demanding a number. By framing the discussion around legitimate benchmarks, you
protect your interests while preserving the relationship.

Why choose the Getting To Yes Negotiating Agreement Without Giving In 2nd Edition over the original?
The second edition is not merely a reprint; it includes several important updates that make it a more complete
guide for today’s complex world.

e New Chapter: Ten Questions People Ask — This chapter addresses frequently asked questions about the
principled negotiation method, tackling real-world concerns such as “What if they are more powerful?” and
“What if they won't play?” This addition makes the book more practical and actionable.

¢ Revised Examples and Case Studies — The authors updated examples to reflect contemporary
negotiations, from international diplomacy to everyday business conflicts. The case studies are more diverse
and relatable.

¢ Expanded Discussion on Power Imbalances — The second edition provides a more detailed analysis of
how to negotiate when you are in a weaker position. It introduces the concept of “BATNA” (Best
Alternative to a Negotiated Agreement) and explains how to develop your BATNA to increase your
negotiating power.

e Response to Critics — Some original readers complained that the method seemed naive or overly
cooperative. The authors directly confront these criticisms, clarifying that principled negotiation is neither
soft nor hard, but rather a strategic approach that can be firm yet fair.

Applying the Principles in Real Life

The beauty of the Getting To Yes Negotiating Agreement Without Giving In 2nd Edition is that its
framework works for any negotiation, big or small. Below are practical ways to apply the four principles in
cOmMmon scenarios.

Business Negotiations

In a vendor contract negotiation, a company might be fixated on price (a position). Using principled negotiation,
both sides can explore interests: the buyer needs reliability and quality, the seller needs a long-term relationship
and predictable cash flow. By brainstorming options such as volume discounts, longer payment terms, or shared
marketing co-investments, a mutually beneficial agreement emerges. Furthermore, objective criteria like industry
standards for delivery times can resolve disagreements without conflict.

Interpersonal Disputes

Consider a disagreement with a roommate over cleaning duties. Instead of taking positions (“I always clean the
kitchen, you never do”), focus on interests: both want a clean home, but one values order more while the other
values free time. Using the method, you can invent options (e.g., a rotating schedule, hiring a cleaner, or dividing
tasks by preference) and agree on a fair standard (e.g., each person spends the same amount of time cleaning per
week). The result is a solution that respects both parties and preserves the friendship.

International Diplomacy

Even at the highest levels, the principles of the book have been applied. The Harvard Negotiation Project has
consulted on conflicts ranging from the Middle East to disarmament talks. The authors demonstrate that by
separating people from problems and focusing on underlying interests (security, recognition, economic stability),
even entrenched adversaries can find common ground. The Getting To Yes Negotiating Agreement Without
Giving In 2nd Edition remains a staple in diplomatic training programs worldwide.

Dealing with Dirty Tricks and Hard Bargainers

Not every negotiation partner will be cooperative. Some may use tactics such as lies, personal attacks, or extreme
demands. The 2nd edition devotes significant attention to handling such “dirty tricks.” The key is to recognize the
tactic, name it, and reframe the negotiation back to principled terms. For example, if the other side makes a
personal attack, you can say, “I see that you are upset. Let’s focus on the problem at hand rather than on each
other.” By consistently applying the method, you can neutralize unfair tactics without retaliating.

Why This Book Remains Essential Today

In the decades since its publication, many negotiation books have appeared, but none have matched the clarity,
practicality, and ethical framework of this classic. The Getting To Yes Negotiating Agreement Without Giving
In 2nd Edition is not just about getting what you want; it is about building relationships, solving problems, and
achieving lasting agreements that everyone can live with. In an era of increasing polarization and zero-sum
thinking, its message is more vital than ever. Whether you are a CEQO, a parent, a lawyer, or a student, the lessons
in this book will transform the way you handle conflict.

Conclusion: Your Path to Better Agreements

We have explored the four pillars of principled negotiation—people, interests, options, and criteria—and
discussed the enhancements in the second edition that make it a complete toolkit. The book equips you with a
mindset that is simultaneously soft on people and hard on problems, enabling you to achieve agreements that are
wise, efficient, and amicable. As Fisher and Ury write, “Negotiation is a basic means of getting what you want
from others.” The Getting To Yes Negotiating Agreement Without Giving In 2nd Edition shows you how to
do that without giving in or giving up. Pick up a copy, study the principles, and start practicing. Your next
negotiation—whether over a sandwich or a summit—will be all the better for it.
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