william ury getting past no

William Ury’s Getting Past No is a groundbreaking work that explores the art
of negotiation and conflict resolution. Released in 1993, this influential
book builds upon Ury's previous work, "Getting to Yes," co-authored with
Roger Fisher. While "Getting to Yes" focuses on principled negotiation,
"Getting Past No" delves deeper into the challenges individuals face when
they encounter resistance and rejection in negotiations.

In this article, we will explore the key concepts of Ury's work, the five
steps to getting past no, the importance of understanding human psychology in
negotiations, and practical applications of these strategies in various
contexts.

Understanding the Core Concepts

William Ury emphasizes that negotiation is not merely a transactional process
but a complex interplay of emotions, interests, and relationships. The main
premise of "Getting Past No" is that when individuals encounter a "no," it is
essential to understand the underlying reasons for this rejection. Ury’s
approach encourages negotiators to reframe their perspective and utilize
strategies that move them beyond initial resistance.

The Importance of Relationships

One of the central themes in Ury's work is the significance of relationships
in negotiations. When faced with a "no," individuals often react defensively
or aggressively, which can further entrench the opposing party's position.
Ury advocates for building a rapport and maintaining a constructive
atmosphere, which can facilitate a more productive dialogue. This is
especially crucial in situations where long-term relationships are at stake,
such as in business partnerships or family disputes.

Emotional Intelligence in Negotiation

Ury emphasizes the role of emotional intelligence as a critical component in
negotiations. Understanding one's own emotions and those of others allows
negotiators to navigate challenging conversations more effectively. By
recognizing emotional triggers and employing empathy, individuals can diffuse
tension and create an environment conducive to collaboration.



The Five Steps to Getting Past No

Ury outlines a structured approach to overcoming objections in negotiations,
which can be distilled into five essential steps:

1. Go to the Balcony: This metaphorical step encourages negotiators to take
a step back from the immediate situation. By gaining perspective,
individuals can assess the situation more objectively and avoid reacting
impulsively.

2. Step to Their Side: Understanding the other party's interests and
concerns is crucial. Ury suggests that negotiators actively listen and
empathize with the opposing party’s viewpoint, which can help in
identifying common ground.

3. Reframe the Conversation: Once a negotiator has understood the other
party's position, the next step is to reframe the discussion. This
involves shifting the focus from positions to interests, allowing for a
more collaborative atmosphere.

4. Build a Golden Bridge: In this step, negotiators create options for
mutual gain. Ury encourages brainstorming solutions that satisfy both
parties’ interests, fostering a sense of cooperation.

5. What If?: Finally, Ury proposes that negotiators engage in hypothetical
scenarios to explore alternative solutions. This can open the door to
creative thinking and facilitate agreement.

Practical Applications of Ury's Strategies

The strategies outlined in "Getting Past No" are applicable in various
contexts, from corporate negotiations to personal relationships. Below are
some practical applications of Ury's techniques:

Business Negotiations

In the business world, negotiations can often become contentious, especially
when stakes are high. Ury's methods can help professionals navigate tough
conversations, whether they are negotiating contracts, resolving disputes, or
managing partnerships. By employing the five steps, business leaders can
foster a collaborative environment that encourages productive dialogue and
enhances long-term relationships.



Conflict Resolution

Ury's strategies are particularly relevant in conflict resolution settings,
such as mediation and arbitration. By focusing on understanding the
underlying interests and reframing the conversation, mediators can help
disputing parties find common ground. This approach not only resolves
immediate conflicts but also promotes a culture of collaboration and
understanding.

Personal Relationships

In personal relationships, disagreements are inevitable. Ury's emphasis on
emotional intelligence and relationship-building can help individuals
navigate conflicts with family members or friends. By applying the five
steps, people can move past "no" and work towards solutions that respect
everyone’s needs and feelings.

Conclusion

William Ury’s "Getting Past No" is a valuable resource for anyone looking to
improve their negotiation skills and navigate conflicts more effectively. By
emphasizing the importance of relationships, emotional intelligence, and
structured problem-solving, Ury provides a comprehensive framework for
overcoming objections in negotiations. Whether in business, personal
relationships, or broader conflict resolution contexts, the strategies
outlined in this book can facilitate more productive dialogues and lead to
mutually beneficial outcomes.

As we navigate an increasingly complex world filled with diverse perspectives
and interests, the lessons from "Getting Past No" remind us of the importance
of empathy, understanding, and collaboration in achieving successful
negotiation outcomes. By embracing Ury's principles, individuals can not only
get past "no" but also build stronger, more resilient relationships in all
areas of life.

Frequently Asked Questions

Who is William Ury and what is his role in
negotiation?

William Ury is a renowned negotiation expert, co-founder of the Harvard
Negotiation Project, and co-author of the influential book 'Getting to Yes'.
He focuses on strategies for effective negotiation and conflict resolution.



What is the main premise of Ury's 'Getting Past No'?

The main premise of 'Getting Past No' is that negotiators can overcome
resistance and opposition by understanding the psychology of the other party,
using techniques that foster cooperation rather than confrontation.

What are some key techniques Ury suggests for
getting past 'no'?
Ury suggests techniques such as active listening, acknowledging the other

party's perspective, finding common ground, and reframing the conversation to
focus on mutual interests.

How does Ury emphasize the importance of emotional
intelligence in negotiation?

Ury emphasizes that emotional intelligence is crucial for negotiators to
manage their emotions and those of others, allowing them to navigate
conflicts more effectively and build rapport.

What role does preparation play in Ury's approach to
negotiation?
Preparation is fundamental in Ury's approach. He advocates for thorough

research on the other party's needs and interests, which enables negotiators
to craft solutions that are more likely to be accepted.

Can Ury's methods be applied in everyday situations,
not just formal negotiations?

Yes, Ury's methods are applicable in everyday situations, such as resolving
personal conflicts, workplace disputes, or even family disagreements, as they
promote understanding and collaboration.

What impact has 'Getting Past No' had on modern
negotiation practices?

Ury's 'Getting Past No' has significantly influenced modern negotiation
practices by introducing concepts that prioritize empathy, collaboration, and
problem-solving over adversarial tactics.

Are there any criticisms of Ury's negotiation
strategies?
Some critics argue that Ury's strategies may not always be effective in high-

stakes negotiations where parties are deeply entrenched, suggesting that a
more assertive approach might be necessary in such scenarios.
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