
FISHER Roger / URY William, Getting to yes – negotiating an agreement without giving in, 2012. 

 
Problem: which game should you play? 

Solution – 
change the game 

Explanation 

 Soft Hard Principled  

Approach Participants are 
friends. 
 
The goal is 
agreement. 

Participants are 
adversaries. 
 
The goal is victory. 

Participants are 
problem-solvers. 
 
The goal is a wise 
outcome reached 
efficiently and 
amicably. 

 

People Make 
concessions to 
cultivate the 
relationship. 
 
Be soft on the 
people and the 
problem. 
 
Trust others. 

Demand 
concessions as a 
condition of the 
relationship. 
 
Be hard on the 
problem and the 
people. 
 
Distrust others. 

Separate the 
people from the 
problem:  
 
 
Be soft on the 
people, hard on 
the problem. 
 
Proceed 
independent of 
trust. 

Agreement becomes 
more easy if both 
parties feel 
ownership of the 
ideas and don’t feel 
like they’re being 
ridiculed by having to 
accept. 
 
Listen actively and 
acknowledge what is 
being said 

Interests Change your 
position easily. 
 
 
Make offers. 
 
Disclose your 
bottom line. 

Dig in to your 
position. 
 
 
Make threats. 
 
Mislead as to your 
bottom line? 

Focus on 
interests, not 
positions. 
 
Explore interests. 
 
Avoid having a 
bottom line. 

Behind opposed 
positions lie shared 
and compatible 
interests, as well as 
conflicting ones. 
Ask “why” and “why 
not”, to separate the 
interest from the 
position 
 

Options Accept one-sided 
losses to reach 
agreement. 
 
Search for the 
single answer: 
the one they will 
accept. 

Demand one-sided 
gains as the price 
of agreement. 
 
Search for the 
single answer: the 
one you will 
accept. 

Invent options 
for mutual gain. 
 
 
Develop multiple 
options to 
choose from; 
decide later. 

Separate inventing 
from deciding 
Look for mutual gain  
Make the other 
party’s decision easy 

Criteria Insist on 
agreement. 
 
 
Yield to pressure. 

Insist on your 
position. 
 
 
Apply pressure. 

Insist on using 
objective 
criteria.  
 
Reason and be 
open to reason; 
yield to principle, 
not pressure. 

Agree first on 
principle 
Reason and be open 
to reason 
Never yield to 
pressure 

 



 

Stages of a negotiation 

1. Analysis, diagnosing the situation  Gather, organize and think about the information 
Identify your interests and the interests of others 
Consider partisan perceptions, hostile emotions, and 
unclear communications 
Note options on the table and identify criteria as a 
basis for an agreement 

2. Planning, generating ideas  How do you propose on handling the people  
problems? 
Of your interests, which are the most important? 
What are some realistic objectives? 
Generate additional options and criteria. 

3. Discussion, addressing differences Address perceptions 
Address frustration and anger 
Address difficulties in communication 
Understand the interests of the others 



 

Note: these are all stereotypical and are only for extreme cases, there are moderate versions of all. 

Bottom left  Usually get left behind, because they don’t intervene enough or lack to get 
their point across, although they are usually very informed about the topic. 

 Negotiation methods Speaking face to face during unmods? 

Bottom right  Usually spend their time disturbing the debates with irrelevant remarks; but 
aren’t usually in the resolution at the end.  

Negotiation methods Whataboutism, denying, or diverting topics so that a 
certain problematic won’t be discussed. 

Top left Usually avoid to find consensus, because they disregard governmental 
interests by unrealistically focusing on ideological solutions… And are 
therefore ignored by those who follow their country’s interests. 

Negotiation methods Pointing out all the problems but suggesting very few 
solutions, ignoring their country’s positions for the 
greater good, reasserting the UNs goals 

Top right Their positions are their priority and they will rarely compromise that position. 
These are the countries that usually have the most negotiating power to start 
with, because of their economic or military position in the world. 

Negotiation methods Reasserting their positions as the idealistically correct 
ones, intimidation, economic or military pressure 

Center They are the mediators of the world. They have their positions and interests, 
but resort to peaceful methods and constructive solutions that will work with 
the majority.  

Negotiation methods The Tyrion Lannister approach (extracting interests 
from positions and fueling those), using their own 
national solutions as examples for the world, 
suggesting  solutions based on objective criteria.
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How to use the Rules of Procedure to your advantage 

Speak! You won’t get your point across from keeping quiet. 

Moderated caucus Keep the attention away from problems which you don’t want addressed 

Questions during mod Use rhetorical questions to disbalance the speaking delegate (“but wouldn’t 
you say that your solution is contradictory to what you’ve said in the previous 
debates, concerning…?”), or ask questions they would not be able to answer 
to discredit them (“would you be able to bring forward some statistics to 
underline that point?”) 

Unmoderated caucus Build consensus around your position (through your interests) on a face-to-
face basis, summon all your allies, reassert yourself as leader of the bloc if you 
wish to 

Cons. of the whole To exclude those who are not in your alliance, to monopolize the debates 

Amend resolutions  Those that aren’t from your bloc, to implement your ideas in them.  

Division of the quest. If you like a certain part of the resolution but don’t want the others, ask to 
have a separate vote on both parts 

Reordering  If whichever resolution is voted on first passes, the others are not voted on. It 
is in your interest to have your resolution voted on first.  

Direct response If you feel your country has been directly insulted in an unfair manner, you 
can motion for a direct response immediately. The chair will grant the 
response at their discretion.  


