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What is the book about?
It is based on the work of the Harvard Negotiation Project, a group that deals with 
all levels of negotiation and conflict resolution.

Offers strategies for coming to a mutual agreement without “getting angry or 
getting taken.”

Key Points:

● The four steps of Principled Negotiation
● BATNA
● Tricks against dirty negotiation



Principled 
Negotiation



Positional vs. Principled Negotiation



1. Separate 
people from 
the problem

"In a negotiation, particularly in a bitter 
dispute, feelings may be more 

important than talk." (p. 31)

● Clarify each party's needs and 
goals

● Acknowledge everyone’s 
emotions 

● Communicate clearly to avoid 
false assumptions



2. Focus on 
interests, not 

positions
"If you want someone to listen and 

understand your reasoning, give your 
interests and reasoning first and your 
conclusions or proposals later." (p. 54)

● Understand the underlying 
motivations, needs, desires, 
fears, and concerns

● Avoid “you sentences” that are 
accusatory



3. Generate 
options for 

mutual gain
"Before you even begin to negotiate, it 

makes sense to envision what a 
successful agreement might look like." 

(p. 175)

● Seek solutions or alternatives 
that result in a “win-win”



4. Insist on 
using objective 

criteria
"In short, the approach is commit yourself to 
reaching a solution based on principle, not 
pressure. Concentrate on the merits of the 
problem, not the mettle of the parties. Be 

open to reason, but closed to threats." (p. 84)

● Focus on having a fair standard 
and sticking to a joint search for 
an objective solution.



BATNA



Best 
Alternative 
To a 
Negotiated 
Agreement

● The negotiator is only as strong 
as the quality of his or her 
alternatives

"Some parties locked into adversarial 
ruts seem unable to consider 

alternative approaches until they 
reach the brink of mutual annihilation, 

and some not even then." (p. 155)



Tricks against 
dirty negotiation



What to do 
when the other 
person is using 

nasty 
negotiation 

tactics

● Do not be silent
● Do not react in kind
● Draw attention to the trick and 

establish fairer rules 



What I liked
● Four steps of Principled Negotiation

○ Easy-to-follow steps
○ Clear, concise

● BATNA
○ Acknowledges that sometimes it is better to find an alternative than resulting in a 

lose-lose
○ Offers solution to those with a weaker stance

● Tips against dirty negotiation
○ Focuses on keeping a clear head and pointing out the flaws in the other person’s 

logic



Is it worth reading?
Pros

● Great tips for basic negotiation
● The authors are credible and have 

other books about negotiation
● Easily Digestible
● Offers solutions for people who do 

not like to be “dominant” in conflict 
situations

Cons

● Not enough real-world examples
● Some tips are already well-known 
● Some tips are not easy to apply 

(easier said than done)
● Authors encourage all negotiation be 

done in person, that is not plausible 
in modern times.

● Book is 40 years old, outdated



Reviews



Questions?


