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Special Feature  

CONNECT  

How Do We Get To YES?   
 

 2365 GC 

 An anthropologist offers us a new approach to negotiation – it’s WIN-WIN! 

1 What’s the biggest obstacle to getting to what we want?  We all tend to think 
it’s the other person – the person we’re negotiating with.  The surprise is - the 
biggest obstacle to getting what we want is none other than - ourselves.   
 

 How do we get to yes?  That’s the question anthropologist William Ury has 
an answer for.  Ury says that we all negotiate, all the time, with people at 
work, clients, partners, family members, friends… ourselves, even.   
“Losing” is often a result of not listening to the “other side.”  We need to meet 
the “other side” where they are – which means we need to listen to them.   
 

  

 

 
  

2 As an anthropologist, William Ury practises mediation, but his real passion is 
what he calls “helping people get to yes.”     
 
On his website, Ury presents a concept called “The Third Side,” otherwise 
known as The Walk from No to Yes.  The Third Side is a way of looking at 
conflicts, not just from one side or the other, but from the larger perspective 
of the surrounding community.  It’s perfectly possible to have natural 
sympathies for one side or the other - and still choose to take the Third Side. 
 
Taking the Third Side means seeking to understand both sides of the conflict, 
encouraging a process of cooperative negotiation and supporting a wise 
solution – one that fairly meets the essential needs of both sides and the 
community. 
 

https://thirdside.williamury.com/what-is-the-third-side/


Magazine: CONNECT M3  
 

2 | P a g e  
 

Anyone can be a ThirdSider.  That includes friends, family and even the 
parties involved in the conflict who are in turn actively supported by other 
people, either people affected by or neutral in the conflict. 
 
Ury believes that getting to YES may be the biggest challenge that we face 
today on this planet.  He asks: How do we deal with our deepest differences?  
To put it another way - how do we get to YES? 
 
Ury believes that, due to the information revolution, we are the first 
generation to reinvent what it means to negotiate to reach an agreement 
with others. 
 
He defines negotiation as simply the act of back-and-forth communication 
between two or more parties or people.  Negotiation can often be difficult – 
many people try to avoid it because it can be so uncomfortable – but Ury 
offers some strategies for negotiation that will change the way many of us 
see the process. 
 
In a half-hour talk online called William Ury: Getting to Yes, he explains these 
strategies and ends his talk by asking the members of the audience to arm-
wrestle with the person next to them.  It’s an epiphany for many of them as 
they understand through experience what he has explained to them about 
negotiating. 
 
I recommend watching his talk.  Unless you never need to negotiate with 
anyone [and who doesn’t?!] what he has to offer is a game-changer!   
 

3 So – how do we succeed in our negotiations?   
 
Let’s define a negotiation in simple terms - just two people, trying to reach an 
agreement with one another over something.  Ury’s approach will apply 
equally to a more complex negotiation involving more than two parties. 
 
The fundamental question, central to his approach, is – how much concern 
do you show for your interests and how much concern do you show for the 
other side - for the other person’s interests?   
 
Ury offers us a choice between four approaches to any negotiation.  He 
shows a grid with four quadrants – a very simple graph.  One axis is our 
concern for our interests.  The other axis is our concern for their interests – 
the person we’re negotiating with.    
 
Just having a high level of concern for one’s own interests, trying to get what 
we want with no regard for the other person, is a rather hard, adversarial 
approach.   
 
The opposite stance is to have a high level of concern for the other person’s 
interests but not one’s own interests.  This results in a rather soft, 
accommodating approach.  “The customer is always right” would lead to this 
latter approach.  
 

https://www.youtube.com/watch?v=-c-SUdBoD6M
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When there's conflict, it’s easy to be uncomfortable with it and try to avoid it, 
which results in not showing concern for our interests - or the other person’s 
interests. 
 
Ury believes that the challenge and the best approach is to simultaneously 
show concern both for your own interests and the other person’s interests. 
This is a mutual gains approach, looking for something that can satisfy both 
sides and it often requires a lot of creativity. 
 
Creativity may be the biggest resource in negotiation.  If we think of 
negotiation as a creative challenge, we can see it as an opportunity. 
 
We often approach negotiation as a game of winners and losers - as if there's 
a pie – and that pie is finite in size [as pies tend to be.]   
The conventional thinking is:  
Whatever share of the pie I get, the other person doesn't get – and whatever 
they get, I don't get.   
 

4 Ury’s approach is to expand the pie – to make it bigger.  This is where 
creative thinking comes in.  He calls this approach “creative negotiation.” 
 
The core principle underlying creative negotiation is the ability to focus on 
interests rather than positions.  We tend to focus on concrete demands or 
stances such as “I want this at a certain price.” 
 
The key to successful negotiation is to always ask yourself the question: 

“Why do I want [ what I want ]?” 
 

So – in other words, what's behind the position we hold?  What are the 
underlying interests - what are the underlying motivations, needs, desires or 
fears that lie behind them?  It's very easy to lose sight of our interests in a 
complex world and during a situation of negotiation - so how do we keep 
sight of our interests?   
 
The biggest obstacle that Ury has found, interestingly, in all the time he’s 
worked in negotiation appears to be counter-intuitive. 
 
We tend to think that the biggest obstacle to us getting what we want is the 
“other side” because they're being difficult.  Certainly, they can be difficult - 
but what Ury has discovered is that the single biggest obstacle to us getting 
what we really need and want in life is right here. 
It's ourselves. 
It's our very natural, human tendency to react. 
 
He says: 

“Negotiation is about influence.  We're trying to change someone else's 
mind - how can we possibly expect to influence someone else if we can't 
first influence ourselves?”  

 
What a fantastic quote - and a fantastic insight. 
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5 Success in negotiation begins with self-mastery - the ability to “get to yes” 
with ourselves first.  The key to doing so is to understand the importance of 
“the balcony.”  Ury describes this brilliantly, but in short, the balcony is a 
mental and emotional balcony overlooking the stage.  The stage is where the 
“action” is happening.  The balcony is a place of perspective and calm - a 
place of self-control.  It’s a place where you can keep your eyes on the prize, 
as he puts it – what you would like to achieve in the negotiating process. 
 
Where does our power come from in a negotiation? Not power over the 
other person – the power to satisfy your interests.  While on the balcony, Ury 
identifies the importance of working out how we can satisfy our interests if 
we’re unable to reach an agreement with the other person at that time.  The 
balcony is the place where you can develop your BATNA, short for “Best 
Alternative To a Negotiated Agreement” - the best course of action you can 
take if you can’t reach an agreement with the other party.  Knowing your 
BATNA enables you to have more confidence and so you are more likely to 
reach a good agreement. 
 
Ury says: 

“Maybe the greatest power we have in negotiation is the power not to 
react - the power to go to the balcony and remember why we're there.  
That, to me, is the foundation of successful negotiation.” 
 

6 Another strategy that Ury presents, one that is used by excellent negotiators, 
is learning how to be “hard” on the problem while being “soft” on the person 
they’re negotiating with.  This is in contrast to the approach we all tend to 
take when the other person is someone we care about – we’re soft on the 
person and soft on the problem.  We let them win, you might say.  The 
opposite is that we’re hard on the problem and on the person.  We might get 
what we want – but the relationship will be negatively affected, even if only 
in the short term. 
 
Excellent negotiators separate the problem and the person in their minds.  
They keep the psychological/emotional/relational aspect of that problem 
separate from the people. 
 
Ury says that the harder we need to be on the problem, the softer we need 
to be on the person.  This means being respectful to them and their 
emotions. 
The most important aspect of this is – we listen to them.  We tend to think 
about negotiation as talking and we think an effective negotiator is an 
effective talker.  However, successful negotiators listen far more than they 
talk.  Why is that?  It’s because a negotiation is an exercise in influence.  
You're trying to change someone else's mind.  How can we possibly change 
someone else's mind unless we know where their mind is?  How can we 
know where their mind is unless we listen? 
 
Listening, to Ury, is a lost skill in today's world, where everything is so fast we 
forget to listen.  Yet listening may be the cheapest concession we can make 
in a negotiation - it's something that costs us nothing.  Listening is for the 
purpose of understanding, not refuting the other person’s view.   
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Ury then shows the audience a picture.  It’s a well-known picture – you’ve 
probably seen it. 
He asks them – what do you see? 
 
Some people see a young woman. 
Some see an old woman. 
Some see a man. 
 
This image is like the “reality” we’re negotiating.  The image makes clear that 
there are very different ways of seeing that “reality.”  There's one reality but 
there are many ways to see it.  Often, the pattern is we feel the need to 
override someone else’s view of that “reality” with our own – “no, it's a 
woman,” “no, it's a man,” “the person's old,” “the person's young.”  We get into 
a big argument about the facts – and hasn’t that happened a LOT on social 
media, especially during the last two and a half years?    
 
We all see reality in very different ways and this is why listening turns out to 
be so key.  It’s not a surrender of how you see the situation, but if you can put 
yourself in the other person's shoes and see the world the way they see it, 
there might be more ways of seeing the situation than we realised.  The only 
way we can begin to see different views of “reality” is by listening to “the 
other side.” 
 
To show rather than tell how creative thinking in negotiation can work, Ury 
finishes his talk by getting the audience arm wrestling.  Many of them have a 
light bulb moment in which their concentration on winning the “battle” 
transforms into the understanding that there is more to gain if they see the 
interaction in a different way.   
 
These people gained the understanding that seeing negotiation - not as an 
adversarial process - but instead as a process of cooperation - means that 
the pie isn’t finite in size – instead, it’s infinite.    
 
I’m not going to explain here what happened during the arm wrestling – 
you’ll have to watch the video! 
 

 CONNECT’S Maxim and Oath 
Connect is only interested in finding and sharing the TRUTH. 

In search of that TRUTH, we only pose questions – we have no answers. 
 

 By: Helen King 

 Source: CONNECT: Magazine 

2 LINK William Ury.COM:  “The Third Side” - The Walk from No to Yes. 

2 LINK YouTube: William Ury: Getting to Yes 

 FURTHER READING 

 LINK Amazon: Book by Roger Fisher and William Ury: Getting to Yes: 
Negotiating an agreement without giving in 
 

https://www.connect-m3.com/magazine
https://thirdside.williamury.com/what-is-the-third-side/
https://www.youtube.com/watch?v=-c-SUdBoD6M
https://www.amazon.co.uk/Getting-Yes-Negotiating-agreement-without/dp/1847940935/ref=sr_1_2?crid=3EL6R5SUACUHX&keywords=william+ury&qid=1662482705&sprefix=william+ury%2Caps%2C88&sr=8-2
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 PLEASE DOWNLOAD AND SHARE THIS ARTICLE 

 

 
 Opportunity to join the CONNECT team and network 

 END 
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