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tnsurance Adjuster

OK. Mr. Giffth, Ive got an ad
here in today’s paper offer-
ing an ‘89 Taurus for
$6,800.

49.000. Why?

Let me see..... $450.

No.

5125,

Tom

the matter and talk again? Is
Wednesday at eleven a
good time to talk?

1 see. What does it say about
the mileage?

Because mine only had 25,000
miles. How many ollars
does that increase the
worth in your book?

Assuming the 56,800 as one
possible base, that brings
the figure to 57,250, Does
the ad say anything about a
radio?

How much extra for that in
your book?

How much for air condition-
ing?
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Insurance Adjuster Tom
We have studied your case
and we have decided the
policy applies. That means
you'e entitled to a settle-
ment of $6,600. 1 see. How did you reach that
figure?
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One party

cares more about:
Form

Economic considerations
Internal considerations
Symbolic considerations
Immediate future

Ad hoe results
Hardware

Progress

Precedent

Prestige, reputation
Political points

The other party
cares more about:

Substance

Political considerations
External considerations
Practical considerations
More distant future
The relationship.
Ideology

Respect for tradition
This case

Results

Group welfare
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M 1say yes
=1 sell out the Revolution.

1 will be criticized as pro-
American,

~The others will probably not
agree with me; if they do
and we release the hos-
tages. then:

—iran looks weak
~We back down to the US.

~We get nothing {no Shah, no
money].

~We do not know what the
US. will do.

But

+There is a chance that eco-
nomic - sanctions  might
end.

+Our relations with other na-

tions, especialy in Europe,
may improve.

it1say no
+1 uphold the Revolution.

+1will be praised for defending
Islam.

+We wil probably al stick to-
gether.

+We get fantastic TV coverage
o tell the world about our
grievances,

“+Iran ooks strong,
+We stand up to the US.

+We have a chance of getting
something (at least our
‘money back)

+The hostages provide some
protection against US. in-
tewvention

But:
—Economic sanctions will no
doubt continue.

~Our relations with other na-
tions, especially in Europe,
‘will suffer.
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Problem
Positional Bargaining: Which Game Should You Play?

Soft Hard

Panicipants are friends. Participants are adversaries.

The goal is agreement. The goal is victory.

Make concessions to cultivate  Demand concessions as a
the relationship. condition of the relationship.

Be soft on the people and the  Be hard on the problem and
problem. the people.

Trust others. Distrust others.

Change your position easily. Dig in to your position.

Make offers. Make threats

Disclose your bottom line. Mislead as to your bottom

line.

Accept one-sided losses to Demand one-sided gains as
reach agreement. the price of agreement.

Search for the single answer:  Search for the single answer:
the one they will accept. the one you will accept.

Insist on agreement. Insist on your position.

Try to avoid a contest of will. Try to win a contest of will

Yield to pressure. Apply pressure.
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Options: Generate a variety of possibilties before decid-
ing what to do.

Criterla: Insist that the result be based on some objective
standard.
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Customer
How much do you want for
this brass dish?

©h come on, it's dented. 11l
give you $15.

Well, | could go to 520, but |
Would never pay anything
like $75. Quote me a realis-
tic price.

Shopkeeper

That is a beautiful antique.
Isn'tit? | guess | could let it
4o for 575,

Reallyl | might consider a seri-
ous offer, but $15 cenainly
isn't serious

You drive  hard bargain,
‘young lady. $60 cash, right
now.
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If I say yes

If1say no
~ Infiation and economic prob-
lems will continue.

~There is a risk that the US.
might take miliary action
{but 2 marty's death is the
most glorious)

However:

+The US. may make futher
commitments about our
money,  nonintervention,
ending sanctions, etc.

+We can always release the
hostages later.
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Stronger
Substantive
Permanent
Comprehensive
Final
Unconditional
Binding
First-order

Weaker
Procedural
Provisional
Partial

In principle
Contingent
Nonbinding
Second-order
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Insurance Adjuster
That's how much we decided
the car was worth.

How much are you asking
for?

58,0001 That's too much!

OK. Il offer you $7,000. That's
the highest | can go. Com-
pany policy.

Lok, $7.000 is all you'l get.
Take it or leave it

Tom

| understand, but what stan-
dard did you use to deter-
mine that amount? Do you
know where | can buy 3
comparable car for that
much?

Whatever I'm entitied to under
the policy. | found a sec-
ondhand car just about like:
it for §7,700. Adding the
sales and excise tax, it
would come to about
$8,000.

¥'m ot asking for $8.000 or
56,000 or $10,000, but for
fair compensation. Do you
agree that it's only fair | get
enough to replace the car?

How does the company figure
that?

$7,000 may be fair. | don't
know. I cetainly understand
your position if you'e
bound by company policy.
But unless you can state
objectively why that
amount is what I'm entied
0,1 think Il do better in
court. Why don't we study
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Market value
Precedent

Scientific judgment
Professional standards
Efficiency

Costs

What a court would decide
Moral standards

Equal treatment

Tradition

Reciprocity

Erc.
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Tenant's perceptions
The rent s already t00 high.

With other costs going up, |
can't afford to pay more for
housing.

The apantment needs painting

I know people who pay less
for a comparable apartment.

Young people like me can't af-
ford to pay high rents.

The rent ought to be low be-
cause the neighborhood is
rundown.

1am a desirable tenant with
o dogs o cats

1always pay the rent when-
ever she asks for it

She is cold and distant; she
never asks me how things
are.

Landiady’s perceptions

The rent has not been in-
creased for a long time.

With other costs going up, |
need more rental income.

He has given that apartment
heavy wear and tear.

I know peaple who pay more
for a comparable apartment

Young people like him tend to
‘make noise and to be hard
on an apanment

We landlords shouid raise
rents in order to improve the
qualiy of the neighborhood.

His hif drives me crazy.

He never pays the rent until |
ask for it

1am a considerate person
‘Who never intrudes on a
tenant's privacy.





OEBPS/fish_9781440673108_msr_cvt_r1.jpg





OEBPS/fish_9781440673108_oeb_005_r1.gif
People:  Separate the people from the problem.
Interests: Focus on interests, not positions.
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Problem

Posiional Bargaining: Which Game

Should You Play?

Solution
Change the Game—
Negotiate on the Meris

Soft

Pamcipans ate
frends.

The goalis
agreement

Make concessions (o
culivate the rela-
tonship,

Be softon the
people and the
problem.

Toust others.

Change your
position easi.

Make ofers

Disciose your
bottom line.

Accept one-sided
losses to reach
agreement

Search for the single
answer. the one.
they will accept

Insist on agreement.

Ty 10 avoid a
contest of wil

Yield to pressure.

Hard
panicipants are
aaversaries

The goal i victory.

Demand concessions
a5 2 condition of
the relationship.

B hard on the
problem and the
people.

Distust others.

Dig in 0 your positon.

Make theas.

Misiead a5 to your
oo ine.

Demand one-sided
gains as the price of
agreement.

Search for the single
answer. the one
you will accep.

Insist on your positon.

Tty to win a contest of
wil

Apply pressure

Principled

Paricipants are
problem-solvers.

The goal is 2 wise:
outcome reached
effciently and
amicably.

Separate the people
from the problem.

Be soft on the people,
hatd on the problem.

Proceed independent of
st

Focus on Interests,
ot positions.

Explore interests.

Avoid having a botom
tine.

Invent options for
mutual galn.

Develop multiple
options to choose
from; decide later.

Insist on using
objective criterla.

Ty to reach a result
based on sandards
independent of wil

Reason and be open to
reason; yield to
principle. not
pressure.
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Getting to

YES

Negotiating Agreement
Without Giving In

BY

ROGER FISHER
AND

WirLiam Ury

WwWITH BRUCE PATTON,
EDITOR

SECOND EDITION BY
FISHER, URY, AND PATTON

Penguin Books
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Customer Shopkeeper

525. it cost me a great deal more
than that. Make me a seri-
ous offer.

$37.50. That's the highest | will

. Have you noticed the engrav-

ing on that dish? Next year
pieces like that will be
worth twice what you pay
today.
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Getting to

YES

Negotiating Agreement
Without Giving In

BY

ROGER FISHER
AND
‘WiLLiam Ury

WITH BRUCE PATTON,
EDITOR

SECOND EDITION BY
FisHER, URy, AND PATTON

Penguin Books
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WHAT IS WRONG  WHAT MIGHT BE DONE

Step Il Approaches
What are possibi strat-

egies or prescrptions?
What are some theo-

retical cures?
Generate broad ideas
‘about what might be
done.

Step 1. Problem
What's wrong?
Wnat are curent
w symptoms?
™E Wnat are diliked
REAL facts contrasted

with 3 preferred
stuation?

= _5

Step IV, Action Ideas

What might be done?

‘Wnat specifc steps.
mignt be taken to
deal with the prob-
lem?






