
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:

Go to the Balcony: This metaphorical step encourages negotiators to take a step back from1.
the immediate situation. By gaining perspective, individuals can assess the situation more
objectively and avoid reacting impulsively.

Step to Their Side: Understanding the other party's interests and concerns is crucial. Ury2.
suggests that negotiators actively listen and empathize with the opposing party’s viewpoint,
which can help in identifying common ground.

Reframe the Conversation: Once a negotiator has understood the other party's position, the3.
next step is to reframe the discussion. This involves shifting the focus from positions to
interests, allowing for a more collaborative atmosphere.

Build a Golden Bridge: In this step, negotiators create options for mutual gain. Ury4.
encourages brainstorming solutions that satisfy both parties’ interests, fostering a sense of
cooperation.

What If?: Finally, Ury proposes that negotiators engage in hypothetical scenarios to explore5.
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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为什么英语人名「William」常昵称作「Bill」？ - 知乎
很多的人名在这一时期都被通过替换首个辅音的方法制造出来了。 例如Molly (Mary)>Polly, Rob (Robert)>Bob。 Behind the Name:
Meaning, Origin and History of the Name Bill Why do …

如何看待 2025 年 6 月 30 日小约翰可汗最新一期视频中的莫里斯· …
真实的历史没有故事中的温情脉脉。 1964年，苏联和美共（CPUSA）察觉到资金流被监控了，很快也怀疑到了视频的主角Morris Childs身上，他和KGB的会面被临时
取消，一下子陷入了危险 …

威廉（William）的昵称为什么叫比尔（Bill）？这其中有什么渊 …
Oct 31, 2015 · 谢邀！ Why do people named William get called Bill? 这里有比较详细的分析。 补充一下：W这个字母，在德语字母表里
的发音，读起来就是“Double V”，也就是“两个V”，可 …

威廉玛丽学院国内认可度怎么样？ - 知乎
熟悉美国留学的应该都知道WM叭，很有名的文理学院教育体制，不过WM实话说规模已经不算传统意义上的文理学院了 华盛顿杰斐逊 都是alumni QS 这个排名乐呵一下就行，
Emory 也很惨 …

为什么Fundamental of power electronics这本书没有人进行正式的 …
David Middlebrook终身成就奖，2023年度IEEE William E. Newell电力电子奖章。 他是电力电子领域经典教材《Fundamentals of
Power Electronics》的作者。

怎么区分外国人的名字 first name与last name?_百度知道
怎么区分外国人的名字 first name与last name?first name是名，Leszek是名， Godzik是last name是姓。姓名排列次序是名在姓前，一般由教名、
名字和姓三部分组成，在正文中要按此 …

为什么Bill是William的昵称？_百度知道
Jul 17, 2007 · 为什么Bill是William的昵称？William 威廉 来源：法国。 涵意：一位强而有力的战士或保护者。而bill这个名字在古希腊神话中，是指战神的后代比
尔，也是勇悍的士兵啊 所以作 …

如何评价威廉. 叶芝（William Yeats)的 "the second coming"？
事实上，第19行的“二十世纪”和对伯利恒的提及似乎证实了这首诗与基督教的联系，因为两者都提到了耶稣基督的诞生。 【参考资料】William Butler Yeats (威廉·巴特
勒·叶芝)《The Second …
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1、威廉·莎士比亚（William Shakespeare 1564－1616)，是英国文学史和戏剧史上最杰出的诗人和剧作家，也是西方文艺史上最杰出的作家之一，全世界卓越的剧
作家之一。 他的剧本被翻译 …
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Unlock the secrets of negotiation with William Ury's insights in "Getting Past No." Discover how to
overcome resistance and achieve your goals. Learn more!
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