
ntents

Preface to the Third Edition 
Preface to the Second Edition 
Acknowledgments 
Introduction

XI

xvii
xxi

xxvii

1 THE PROBLEM
1 Don't Bargain Over Positions

1
3

II THE METHOD 17
2 Separate the People from the Problem 19
3 Focus on Interests, Not Positions 42
4 Invent Options for Mutual Gain 58
5 Insist on Using Objective Criteria 82

I I I  YES, BUT ... 97
6 What If They Are More Powerful? 99

(DEVELO P YO U R  BATNA—

BEST ALTERNATIVE T O  A  N EG O TIATED  AGREEM ENT)

7 What If They Won't Play? 109
(USE N E G O TIA T IO N  JUJITSU)

8 What If They Use Dirty Tricks? 131
(TAM IN G  TH E H AR D  BARGAINER)

I V  IN CONCLUSION 147

VTEN QUESTIONS PEOPLE ASK ABOUT 
О ETTI NO TO YES
Analytical Table of Contents 
A Note on the Harvard Negotiation Project

151
195
203

XXV



PEOPLE ASK ABOUT GETTING TO YES

ABOUT FAIRNESS AND "PRINCIPLED" NEGOTIATION
f ix ^o e s  positional bargaining ever make sense?"
2: ЛЛ/hat if the other side believes in a different
~b of fairness?"
3: ^Should I be fair if 1 don't have to be?"

ABOUT DEALING WITH PEOPLE 
4: AVhat do 1 do if the people are the problem?"
5: 'Should I negotiate even with terrorists or someone like 

FjMfcr? When does it make sense not to negotiate?"
О ш яю п  6 : 'How should I adjust my negotiating approach to 

account for differences of personality, gender, culture, and 
soon?"

QUESTIONS ABOUT TACTICS
Question 7: "How do I decide things like Where should we meet?' 

"How should we communicate?' W ho should make the first 
offer?' and 'How high should I start?'"

Question 8: "Concretely, how do I move from inventing options to 
making commitments?"

Question 9: "How do I try out these ideas without taking too 
much risk?"

QUESTIONS ABOUT POWER
Question 10: "Can the way I negotiate really make a difference if 

the other side is more powerful?" And "How do I enhance my 
negotiating power?"


