




W E  KNOW 
YOU'VE TRIED 
EVERYTHING 

FOR YOUR NAILS. 

DON'T GIVE UP 

N O W  THERE'S 
2ND NAIL™ 

FROM 
MAX FACTOR. 

IT PROTECTS, 
MENDS, 

BONDS TO 
YOUR NAILS 

· FOR INSTANT
STRENGTH. 

ACTUALLY 
WORKS. 

DEFINITELY 
WORKS. 

@ 

I ,:: >x

.. 
8 
;= > 

2 
( )> z >

a feeling that may very well lead to dis-
satisfaction with the relationship and 
even alienation from it. And although we 
would like to lay the blame for this in 
our partners' laps, the fault lies closer 
to home. 

Finding the Right Voice 
Some of us are bad at negotiating be-
cause we never find a comfortable voice 
in which to deal. We picture successful 
negotiators as tough tycoons and Team-
ster officials, and we conclude that we 
have to talk like union bosses in order to 
bargain competently. Or we mistake nag-
ging for negotiating. But neither tough 
guys nor na-gs are in genuine negotiating 
positions; the first expect unconditional 
acceptance of their demands, while the 
second plead for what they want, assum-
ing an unequal position in the relation-
ship. Negotiators, on the other hand, 
assume equality and do themselves and 
their partners the service of stating their 
needs clearly, hearing out their partners, 
and compromising with them in those 
places where the two diverge. 

" I  was definitely a whiner," says my 
friend Nancy about the way she used to 
negotiate with her partner. " I f  there was 
something I didn't like about our rela-
tionship, I whined about it. Instead of 
working out a deal with him, I'd say 
things like, 'Why .don't you ever help me 
when we have company?' As you can 
imagine, this set his teeth on edge and did 
me very little good. It took me a while to 
figure out that I was trying to deal with 
my husband the way I dealt with my fa-
ther when I was a little girl and that the 
technique was a lot Jess serviceable at 
thirty than it was at three." 

Nancy believes she's getting better at 
negotiating these days. While she still 
finds it hard occasionally to speak in 
adult tones when she has an issue to nego-
tiate with her partner, she says that now 
she stops to listen to herself and to ask, 
"Does that sound like a mature individ-
ual talking or a five-year-old?" 

In her search for a comfortable voice 
to use during negotiations, Nancy got no 
help from her partner, nor should she 
have expected any. It's not our partners' 
responsibility to speak for us or even to 
encourage us to speak for ourselves. They 
have their own priorities and their own 
agendas, and our silence is their ally. The 
good news is that we don't need their 
help. Once we recognize the rightness 
and naturalness of negotiating with them, 
we inevitably find the right and natural 
voice in which to do it, all on our own. 

Confronting the Issues 
Ifwe're uncomfortable with the idea of 
negotiating, we tend to put off dealing 
with the issues that demand attention. 
Unfortunately, if an issue isn't attended 
to, it gathers emotional weight and be-

Negotiating with 

our partners means 

making our needs 

clear and working 

out ways to have 

those needs met. 

comes more difficult to handle. Attend-
ing to it right away means we're less 
likely to be angry during the negotiating 
process and less likely to engender recip-
rocal animosity in the very person whose 
goodwill we covet. The woman who ad-
mits there's a question to discuss and 
who says, "Let's agree on one night a 
week when we both go out separately 
with our friends," is negotiating. The 
woman who tries to ignore the question L 
and who finally screams, "I f  you go out ; 
with your friends again tonight I won't   
be here when you get home," is intent "' 
On punishing her partner and is much less 
likely to satisfactorily resolve things i'.   with him. 3 Also, by failing to negotiate promptly c: 
we deprive ourselves and our partners   e. of vital mutual knowledge. We can't l 
learn how our partners feel about an issue l  
or even whether it is an issue for them if i 
we don't bring it up. The fact is that what   may loom as an important question for I

one partner may be minor in the other's   
eyes, and it may be something easily   !::: worked out in negotiation. But until the "' t question is raised, this is unknown.   "Perhaps because I have to contest is- « 
sues and confront people all day Jong," 
says a woman attorney I know, "I  was 
reluctant to do the same thing at 
home. So I'd wind up waiting until I was 
furious about something before blurting 
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out my feelings." This, she found, was t 
a totally unsatisfactory way to approach..   
sensitive issues between herself and her· 
partner. 

"I used to hate the fact that my hus-
band never took responsibility for a 
meal," she recalls. "I was the one who 
always had to think up and shop for din-
ner, even if my day was just as crowded 
as his. So, one night when I was particu-
larly tired, I just blew up about it. Well, 
my husband was stunned. Not only didn't 
he know I felt resentful, he actually 
thought I wanted to be totally responsible 
for dinner, that I didn't trust him to come 
up with a meal." Now, she says, they've 
worked out a way to take turns being re-
sponsible for dinner. My friend cooks one 
night, and her partner brings home a 
take-out meal the next, and they both feel 




