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Most people probably wouldn’t describe themselves as negotiators, but the truth is all of us 
negotiate constantly. We negotiate with our co-workers about project details and where to go 
for lunch, with our spouses about household duties and what to have for dinner, and with our 
children about everything. Negotiation is simply communication, but it is a specific type of 
communication intended to reach agreement with another party. Like all forms of 
communication, people have different preferences and ways of expressing themselves. More 
critically, all of us have different ways of interpreting other people’s messages, and this can lead 
to either a good outcome or a breakdown in negotiations.

In the international bestseller, Getting to Yes: Negotiating Agreement Without Giving In, Roger 
Fisher and Willliam Ury describe a negotiation method that separates people from the problem 
and focuses on people’s interests, not their positions. As they state, “Without communication 
there is no negotiation” (p. 35). SOCIAL STYLE is a model that helps people understand their 
own and others’ communication preferences. When used as a foundation for communication, it 
enhances people’s effectiveness at negotiation, be it resolving a curfew with a teenager or the 
fine details of an agreement between a player’s union and team owners. 

SOCIAL STYLE Connections 
SOCIAL STYLE is the world’s most effective interpersonal skills model. The Connections 
Whitepaper Series looks at how SOCIAL STYLE complements and supports other popular 
workplace programs including SPIN Selling, Situational Leadership, Emotional Intelligence, 
Crucial Conversations and The Five Dysfunctions of a Team.

Getting to YES: Negotiating Agreement Without Giving In is a best-selling 1981 non-fiction 
book by Roger Fisher and William L. Ury. The TRACOM Group has no affiliation with the 
authors or publisher.  Neither the authors or publisher of Getting to Yes have reviewed or 
approved this paper. 

SOCIAL STYLE®  

and Getting to Yes

C o n n e c t i o n s

SOCIAL STYLE



w
w

w
.t

ra
co

m
co

rp
.c

o
m

S
O

C
IA

L 
S

T
Y

LE
®
 a

nd
 G

et
tin

g
 t

o
 Y

es

C o n n e c t i o n s

SOCIAL STYLE

When it was first published in the early 1980s, Fisher and Ury’s book was a revelation to many 
people. Negotiation had typically been managed as a win-lose proposition, with parties using 
either hard or soft negotiation tactics whose goals were either victory or agreement. Inevitably, 
these methods of positional bargaining left at least one party feeling dissatisfied and alienated. As 
an alternative, Fisher and Ury helped develop the method of principled negotiation at the Harvard 
Negotiation Project. The method focuses on finding mutual gains when possible, and basing 
decisions on fair standards independent of the will of either side. The method is “hard on the 
merits, soft on the people.”

There are four fundamental elements to principled negotiation:

• Separate the people from the problem

• Focus on interests, not positions

• Invent options for mutual gain

• Insist on using objective criteria

By following these four suggestions, negotiations typically result in judicious agreements that are 
achieved efficiently due to less time and emphasis being placed on becoming entrenched into 
opposing positions, then having to find a way out of those trenches. Further, by separating the 
people from the problem, negotiators can deal directly with one another as human beings 
regardless of their positional differences, making harmonious outcomes more likely. 
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Getting to Yes: An Overview
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Dealing with people is the core of effective 
negotiation, as is pointed out by Fisher  
and Ury:

Failing to deal with others sensitively as 
human beings prone to human reactions can 
be disastrous for a negotiation. Whatever 
else you are doing at any point during a 
negotiation, from preparation to follow-up, it 
is worth asking yourself, “Am I paying enough 
attention to the people problem?” (p. 21).

A constant focus on the people you are 
negotiating with is critical. Just as important 
though, but easily overlooked, is managing 
your own behavior. You will have your own 
strong opinions, which are likely to be 
one-sided, and since negotiation about 
important issues can be highly emotional, 
you may lose control of your behavior and 
say and do things that do not lead to 
effective outcomes. Using SOCIAL STYLE as 
a basis for focusing on people issues, yours 

and the people you’re negotiating with, will help alleviate these critical problems. In fact, the 
authors themselves point out the importance of Style differences in negotiation: “As 
negotiators, different people will have different interests and styles of communication” (p. 168).

Each Style has communication patterns and 
preferences that will affect negotiations, and by 
understanding and adapting to these preferences, 
negotiations are more likely to succeed to each 
party’s satisfaction. The principled negotiation 
model indicates that the most powerful interests 
for a negotiator are basic human needs, such as 
security and control over one’s life. Likewise, each 
SOCIAL STYLE has a core Need. These Needs 
are fundamental to keep in mind during 
negotiations, as the person’s interests may very 
well reflect his or her Style Need.

Awareness of Style and Versatility can help in 
many aspects of negotiation. Though we cannot 
cover all aspects in this paper, let’s look at a 
couple of examples of how Style affects the 
negotiation process.

SOCIAL STYLE and Principled Negotiation
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CONTROLS

ASKS TELLS

EMOTES

1. Monotone
2. Task Subjects
3. Facts/Data
4. Less Hand Movement
5. Rigid Posture
6. Controlled Facial 
     Expressions

1. Inflection
2. People Subjects
3. Opinions/Stories
4. More Hand Movement
5. Casual Posture
6. Animated Facial Expressions

1. Slower Pace
2. Fewer Statements
3. Quieter Volume
4. Non-directive/
    Relaxed Use 
    of Hands
5. Leans Back
6. Less Eye Contact

1. Faster Pace
2. More Statements
3. Louder Volume
4. Directive Use of  
    Hands/Points
    for Emphasis
5. Leans Forward
6. More Eye 
    Contact

Need: Need: To be right
Orientation: Thinking

Growth Action: To declare

Analytical

Need: Personal approval
Orientation: Spontaneity
Growth Action: To check

Expressive
Need: Personal security

Orientation: Relationships
Growth Action: To initiate

Amiable

Results
Orientation: Action
Growth Action: To listen

Driving

CONTROLS

ASKS TELLS

EMOTES
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Although during negotiations much of the focus should be on the other party, it is critical to 
understand your own needs and behavior, and how this can affect the people you’re 
negotiating with. In fact, before getting to know the people you’re negotiating with, you should 
have a firm understanding of yourself. A good starting point is recognizing how your own 
behavior is seen by others, and how this behavior can be interpreted. Controlling your own 
Style tendencies is extremely important for managing your unproductive impact on others and 
achieving success in negotiation.

As an example, consider the Expressive Style. Their Style Need is Personal Approval and they 
try to achieve that need through Spontaneity. They often come across as enthusiastic, and are 
not afraid to share their emotions during negotiations. At the best of times, this is shown 
through excitement and active engagement in the proceedings. However, negotiations are 
often tense and frustrating, and during these times it is likely that individuals will go into their 
Backup Behavior, which for Expressive people is to Attack in a verbally confrontational way. 
During the worst of times, they may become aggressive and combative towards the other 
party, even demeaning them personally. This is a certain way to alienate others and derail  
any negotiation.

Knowing these behavioral preferences and 
cautions ahead of time helps Expressive people 
prepare for negotiations. Their Growth Action is 
to Check their behavior, which they can actively 
practice during the negotiation proceedings. For 
example, throughout the negotiation they can 
pay careful attention to their emotions and how 
these are affecting their outward behavior. 
Whenever a strong emotion is being felt, either 
positive or negative, these individuals should 
pause and consider the most appropriate 
response to the situation.  Likewise, they can 
positively influence negotiations by emphasizing 
their talent for expressing their feelings and 
beliefs. Their natural enthusiasm can be 
contagious and help build support and 
cooperation from the other party.

By checking your Style-related behavior, you are 
taking the first step toward ensuring that 
negotiations focus on the issues, not the people. 

Know Yourself and Control Yourself
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ExpressiveAmiable

CONTROLS

ASKS TELLS

EMOTES

AVOIDS: Withdraws to 
reduce personal tension

Analytical

ATTACKS: Confronts to 
reduce personal tension

ACQUIESCES: Goes along 
to reduce personal tension

AUTOCRATIC: Takes charge 
to reduce personal tension

Driving
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The second half of the equation for separating people from the problem is to focus on the other 
party in the negotiation. By understanding others’ Styles and associated characteristics, you can 
help them express their interests in a productive way that is comfortable for them. This will help 
them to open up and establish a healthy relationship with you.

As an example, consider the Style most opposite from the Expressive Style in our previous example 
- the Analytical Style.  Before a negotiation you can anticipate that these individuals will be formal, 
somewhat detached, and logical. Their Style Need is to be Right, so they will focus on accuracy and 
processes. It would be critical for you to understand these Style characteristics ahead of time so you 
can prepare for the negotiation, especially if you have an Expressive or Amiable Style since these 
tendencies are at odds with their natural Style behaviors. In fact, preparation is one of the things 
Analytical people will expect of you. 

Small tips such as having a specific agenda, sharing information ahead of time as appropriate, and 
encouraging an open conversation that is logical and free from unnecessary emotion will help put 
Analytical people at ease. It is also important not to rush these individuals since they like to have 
time to think through options and decisions. If you push them for fast decisions or try to overwhelm 
them, they will dig in and withdraw from meaningful negotiation. Avoidance, or withdrawing from the 
negotiation, is their Backup Behavior, and looking for early warning signs will help you bring them 
back into the conversation. Signs of withdrawal include becoming quieter than normal, avoiding eye 
contact, and focusing on issues unrelated to the matter at hand. If emotionally charged, Analytical 
people might become obstinate and refuse to negotiate on certain points. This is a more active form 
of Avoidance.

This is just a brief example of how Style, yours and the other person’s, affects negotiations. By 
controlling your Style-related behaviors and helping other parties to meet their needs, you are 
showing Versatility. However, Versatility encompasses more than just this, and specific elements of 
Versatility are crucial for negotiating effectively using the principled negotiation model. 

Know Others and Do Something for Others
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One aspect of negotiation that Fisher and Ury underscore is the inherent emotion that is involved 
for the parties. As they say, “feelings may be more important than talk” (p. 31). Strong emotions on 
either or both sides can bring any negotiation to an impasse.

Just as you should practice Style awareness, it is also important to be attuned to your own 
emotions and the emotions of others. Are you angry or fearful? What is the root cause of these 
feelings? Is the other side also angry or fearful? By understanding your emotions you will be able to 
negotiate from a position of self-awareness. It will also help you understand the emotions that the 
other side is likely experiencing.

With emotional awareness as a base, you can practice Versatility. In particular, the Feedback 
component of Versatility is especially important to implement during negotiations. Feedback 
consists of empathy, active listening, adaptive communication, and building relationships.

Empathy is the ability to take on the perspective of the other party; to see the situation as it appears 
to them. Fisher and Ury point out the importance of empathy:

“The ability to see the situation as the other side sees it, as difficult as it may be, is one of the most 
important skills a negotiator can possess. It is not enough to know that they see things differently. If 
you want to influence them, you also need to understand empathetically the power of their point of 
view and to feel the emotional force with which they believe in it.” (p. 25)

Of course, one of the best ways to empathize with someone is to listen carefully to what they are 
saying. Listening intently is not as easy as it sounds, especially under the stress of negotiations. 
Listening helps you to understand the other side’s positions, perceptions, and emotions. It is 
important to note that in negotiations, understanding someone’s viewpoint is not the same as 
agreeing with it. But listening and understanding are fundamental towards establishing a good 
relationship with the other party. The authors point out that “the cheapest concession you can 
make to the other side is to let them know they have been heard” (p. 37).

Adaptive communication is a follow-
up to active listening. It involves 
using Style awareness to 
communicate with a person in a way 
that’s most comfortable and effective 
for them. For example, if negotiating 
with a Driving Style person you will 
be most effective if you get to the 
point quickly and directly, rather than 
beating around the bush or going 
into lengthy details about what you 
have heard them say.

Versatility and Principled Negotiation
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Listening carefully, showing empathy, and adaptively communicating with the other party will 
all help to build an effective relationship with them. Establishing a good relationship with the 
other side can help to deflate the tension that comes from negotiation, and it is best to do this 
before tension becomes too overwhelming. By developing relationships you establish a 
foundation of trust, and there is no underestimating the weight of mutual trust during 
negotiations. Fisher and Ury emphasize this point: “Knowing the other side personally really 
does help. It is much easier to attribute diabolical intentions to an unknown abstraction called 
the ‘other side’ than to someone you know personally” (p. 39).

As you can see, practicing Versatility, in particular Feedback, is essential for any negotiation. 
Without these critical interpersonal abilities, it is hard to imagine achieving a favorable 
outcome from any form of negotiation.

Principled negotiation is an effective model that provides negotiators with a mechanism 
for achieving mutually beneficial outcomes. The model emphasizes fairness, with a focus 
on issues instead of people. To this end, SOCIAL STYLE and Versatility help negotiators 
understand one another and communicate more effectively. By practicing Style awareness and 
Versatility, the chances of satisfactory outcomes to any negotiation are greatly enhanced.

Versatility and Principled Negotiation – cont.
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6675 South Kenton Street, Suite 118 
Centennial, CO 80111 
303-470-4900 
www.socialstyle.com
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More Performance Resources  
are a Click Away

TRACOM offers a variety of whitepapers, research and productivity tools 
to help individuals and organizations achieve high performance. Click  
www.socialstyle.com or any of the links below:

The “TRACOM SOCIAL STYLE” Channel features short videos 
explaining the SOCIAL STYLE Model and how it benefits Managers,  
Sales Professionals and Individual Contributors.

Our High Performance Blog is an interactive forum for discussions on a 
wide range of performance topics and our Performance Library is your 
one-stop source for all TRACOM resources.  

Follow TRACOM using popular Social Media sites including LinkedIn, 
Twitter and Facebook.

Watch On-Demand Webinars discussing Emotional 
Intelligence and Best Practices in Global Training 

TRACOM also publishes a SOCIAL STYLE Tip of the Day.  
Each Tip contains Style-specific, practical advice for improving 
your productivity and that of those around you.
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