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The Chapter “Getting Past No” delves further into negotiating skills.  The PRINCE Analysis is useful in identifying potential allies and opponents and possible leverage points.  However, the PRINCE analysis is based on the power level and its application.  Sometimes negotiation will involve going beyond alliances to create partnerships.  The book Getting Past No: Negotiating Your Way from Confrontation to Cooperation helps to reframe a relationship from barriers to joint problem solving.  The author of this book, William Ury, focuses on breakthrough negotiations in which people sit side by side, facing the problem to find a solution that satisfies both sides.  The key of breakthrough negotiations is to change the game. 

The six steps to Getting Past No will be analyzed using a situation that I commonly face at work.  Previously, residents were required only to pay for electricity.  A new system, abbreviated RUBS, required residents to also pay hot and cold water, sewer, and trash at the time of their lease renewal.  Though the average cost per apartment is $20, numerous residents are unhappy with the change. 

Preparation

The preparation stage involves interests, options, standards, alternatives, and proposals.  The most important of these in my situation have been options and alternatives.  One of the options I have offered is to forgo the standard increase of $25 in exchange for the implementation of the RUBS system.  An alternative I give residents is $200 in upgrades to their apartments, such as painting, a ceiling fan, or over-the-stove microwave.

Control Your Reaction 

When going into negotiations, the person with whom you are debating might use a display of power through obstruction, attacking, or deception.  Obstruction may take the form of “take it or leave it”, “I can’t do anything, it’s policy,” or just take the form of continual delay by saying, “I’ll get back to you,” and then they don’t follow through.  In negotiating with residents who will be going on the RUBS system, often times residents will say to me, “If you want me to continue being a resident, you will do this for me.”  A lot of times upset residents will tell me they need to speak to their roommate and will not initiate contact with me.  If power is being applied, it is important that the negotiator buy time to think.

Redirect Emotion

     To redirect the opposing side’s emotion, the skills of actively listening, acknowledging their points, and building points of agreement can be used.  In my situation, actively listening involves hearing the resident’s all the way out without interrupting them.  Second, I can acknowledge the resident’s points and feelings.  I usually say, “I understand that budgets are tighter with the downward economy.”  Finally, building points of agreement would involve agreeing wherever I can.  

Move Away from Fixed Positions 

The third step to getting beyond no is to move away from fixed positions.  This step involves reframing the discussion away from positions toward identifying interests, inventing creative options, and discussing fair standards for selecting an option.  The easiest way to do this is to ask problem-solving questions.  In the situation at my work, I may ask, “What would you do?” or “What makes that fair?” or simply “Why or why not?”  After asking these questions, I wait and use the silence that follows the question.

Get Beyond Resistance
To get beyond resistance, it is important to involve the other side.  Further, one should pay attention to unmet needs and also help the other side save face.  Involving the other side involves drawing out the partner’s ideas and build on them.  In the situation at work, this is accomplished by offering choices.  To help residents save face, I help them back away without backing down.  This involves relying on a standard of fairness, such as all resident must go on the RUBS system.  The final step in getting beyond resistance is to go slow to go fast.   This involves giving people time to get used to the idea, encourage the resident to discuss it with roommates, and do not ask for a commitment until the end of the negotiation.

Get Beyond Power
   Instead of forcing power on the person with whom you are negotiating, it is better to demonstrate that the other side may have miscalculated the best way to achieve his or her interests.  For example, let the person know the consequences of failing to reach an agreement.  Another helpful tool is to warn, but not threaten.  A person may also attempt to neutralize the partner’s attacks.  I have found this helpful especially as residents threaten to go over my head and discuss the issue with my supervisor.  I simply say, “Please feel free to discuss this with the head manager.  She is fully aware of the situations and I expect she will provide you with a similar response.”

