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VIDEO SUMMARY:

In this clip, William Ury discusses ways we can better negotiate organizational tensions to mutually
acceptable solutions.

DISCUSSION QUESTIONS:

1. Ury says, “The greatest single obstacle in negotiation is YOU.” When in a conflict situation,
a successful negotiator finds a place of mental, emotional or spiritual clarity—they “go to the
balcony” and harness the power “not to react.”
Take a few moments to think about a recent time when you negotiated a tricky work situation.
Write your thoughts below.
• In what ways did you “go to the balcony?”

• In what ways did you harness the power “not to react?”

Now, as a group, have each person share one strategy that helps them “go to the balcony”
during a negotiation situation.
2. Another important negotiation strategy is for each party to assess the interests of the other person
(needs, desires, concerns, fears or aspirations) as compared to their position.
Reflect again on that tricky work situation you identified above. Spend two to three minutes
and write out the interests (not position) of the person on the other side of the conflict.

Discuss with your team. How could an assessment of interests help you negotiate a “win”
for both parties?
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3. Identify a current situation you are negotiating. Fill out the chart below listing ways you might
“go to the balcony” and “assess the interests of each party.” When you are finished, share
your insights with your team.
Current Situation
Ways I might
“go to the balcony”
My interests

The other person’s interests

Process the
interests of
each party

4. Close by discussing ways you could encourage each other as a team to be more proactive and
productive in interpersonal disagreements and negotiations.
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