I [l f 4 BLIRR AR B - ¥3: 8 bk

ES

Essentials of Negotiation

Hbs i 55 A

( 3E3ChR - FR+ 585k )

: Z# J. 5145 ( Roy J. Lewicki )
[¥] %4 M. REHT ( David M. Saunders ) &
el - BE (Bruce Barry )

BEROFE

Zssentials of Negotiation  Essentials of Negotiation — Lussentials of Negotiation — ssentils of N egotiatio

L T i

ainaMachine Press




[l Bop 2 B IR kg 80P - (AR

Essentials of Negotiation

ElBw R 55 iR

( Z23ZhR - SR B 5E5hR )

FR J. 5I4EFF { Roy J. Lewicki )
[£] &4 M. REHT ( David M. Saunders ) &
&R - BE (Bruce Barry)

BEROFE

OFESETY E::
China M

Y achine Press



BRHENEF, RATCIAE. RPIGE DR —F T LA R AR & & A CRIGE S, X FhEE DA AT LGE I 18 K fE & 2
Bokaktd, WA —ErEEINAMERL, ABRMEFEE. BEMEORLS AR, RAMEARF, 82,
HEZRE, RFE AR, B8 SCIE A B DA B i ZE ) g D S (R R AT T 3B IR LA

ABERABRTIZ, BESFEETHEESLMASE LA, ClhmBERE . Wl AL, BfFE bRt
BAEAR, URFERERH CRFIEINEF AL,

Roy J. Lewicki, David M. Saunders, Bruce Barry. Essentials of Negotiation, 5th Edition.

ISBN 0-07-353036-0

Copyright © 2011 by The McGraw-Hill Companies, Inc.

This authorized Bilingual edition is jointly published by McGraw-Hill Education (Asia) and China Machine Press.

This edition is authorized for sale in the People’s Republic of China only, excluding Hong Kong, Macao SAR and Taiwan.

Copyright © 2012 by McGraw-Hill Education (Asia), a division of the Singapore Branch of The McGraw-Hill Companies,
Inc. and China Machine Press.

No part of this publication may be reproduced or transmitted in any form or by any means, electronic or mechanical,
including without limitation photocopying, recording, taping, or any database, information or retrieval system, without the prior
written permission of the publisher.

All rights reserved.

AASH PO B LA Dol AR FIZE S 55 — A REE () AR A R A TEHAR .

IRAL © 2012 FHZEHEH5 — A /REE GEM) HIRA T 5P b H A .

SRR A AU R e NRIGFESEN (R EEE, ®BITENTBRX RPEEEHX) 4, R2HRAF
SEATUFRT, * A HRERR S SRR T RO E fls %4, RFEARTEED. FH. ¥, Sk
. R TRENRS.

ABEH M A McGraw-Hill AR5 ArE, EREE N SHE,

HIERT B IRE A B
FRILERA, RS
FHEERME  ALRHRIARNESAH

ABARWBEIZE . EF. 01-2012-0588

BHEMRME (CIP) ¥iE

Rl brpg 55 1 A (BE3ChR - R3S S hR) / (3€) FI4k3r (Lewicki, R. J.), (3%) RfEHT (Saunders, D. M. ) (&) BLH
(Barry, B.) #; BfEGREFEE . —tal: VML HARH:, 2012.7

(2] Fr 22 8 J5TRR bt - T AR )

5 4 J5i 3¢ . Essentials of Negotiation

ISBN 978-7-111-38907-1
LE- LO%- @F - Q8- @K I BES -&IRH— %3 IV. F740.41
A E RRAS BB 1E CIP HdE i (2012) %5 135988 =

BLAE ol M RE (les iy B 75 A 8 22 2 WBBCRS  100037)
o fEgmbE . 4o HE®

&5 3k T e EI R PR 23 =] B AR

2012 48 7 A58 1 RRES 1 ik EMA

214mm x 275mm + 17.5 E[lgk

brife452. ISBN 978-7-111-38907-1

e 39.00 ¢

JLWgASS, ARG, B, BT, mARRITER SR
%Rk : (010) 88379210, 88361066

Wy #kek: (010) 68326294, 88379649; 68995259
Befahsk: (010) 88379007

iR F1EH . hzjg@hzbook.com



tH higisi AR

BB HAE 2001 EIAE T (4TINS A AR S TS R R TR,
TR E R R AR T R AE R %, G252k, BRFAARTLEEFEDN
EPEBAA, SR “BEmEmBAL, mEtR. mEkk” WERE, RiEH¥EER
i ERE R FHE P Ik,

LB Tl K kR e T 0 R0A TR E N KA T, #fE E BN EHL T E R
Hig, 2%, FRNEZFNEUIFER, SEIIELHRARAELZHNHR T “Eire#
JRRRE A - CERRRRT &5, Ty |l AR R 5 E AR 2 B br EERSEWOl H T IZ R
PRI E A, Horh KBS 5 B 2 A5 E S % ok B RO FE I S8k BRI 2 8 2 1E, 24 T ik
ZARVIBMEFHARS Ti%E, ENBREHBTHFNEAT R, RARLEEFITHZIEERNE
ZFERTIBE —ER RN ETRKFE, &6 ENEFENLR X LM PHESANEFROM
AHRSCERE, UG EiRE R ieR S E A, 128 MM RrEeE.

FERBMNFERE) - KEERINEENLE, B TRAFEELRIZRSE SR
BrEEY kR EEBALLRENHRERR, RIMFILCERNBUAHE. KR
W, XtEEEMBEeREEREEREHSEABREZAFEELDEER, RNEESA
NI, PrEMUL KX & Fp A AR AU AR RIEEA AR S EE, HAE%RE
BMNeeRBEXEFEHRE. B KiRFERZEEES, LRREEE, ARHESHT
iR, AFAnEEE, HRIRY, FRFEIIREE,

AT EAFHbARS Tk, R BRERFET R, BADSERESEST 7MY, FikiEE
el R AT RE S R BBk ST B S, i BLJS S AR B A GTRD BN 2 A T RE O 4 B 4
Tk, HERIREHRNIEZAE, RIMTERKE.

Ba, XERXEBRREXCEMMR, 53 TEEKRE. ERKFE. EHAKE. &
RHAREEERREEREZENRDIFFMEY, b85S EREN TESE
FEHERHE RARELSFEHEEFNEIRHEE 5L R UL KM E &K & B E # ¥
R R4 2 DRBANTHRAEEM I E, I hIATHRE ZR%E.

HOR ) KiEEMNRATHRNXEFEM N RLFERRIEY LR EFTFERMREIL,
Al UL it hzjg@hzbook.com S5 A1EK & .

PRI bk A EF AL EFHKRF



i

ELAABRRA BT A £ R A A AR GUR TR, 8O T OE— Mg R
HHERA.
AEHARMML. REFAESL: L8 W. B (John W. Minton, 1946—2007),



RAIERRRARN TR E T Z AT B AR F BRI —F 3. 4R, MRBEN
FHEEARD. UK. RREESFHG X, B, RAR—FREM IS BN F28 B
Kk, KIWEOERRN TG k. BRTEGSPOES L ZRMRZ SN, RINFEERA, &
A, REAFJE R T AR, %] R PR 2 Bl 2 88\ F I7) 1 st A& 4n (A &b F2 47 46
OERBORIFEZREFEMGR, FA—ERANERE, RAFIERE DS FRE DN
Bl EERZAm, WAER IV X EE 4 KF MBA BA RN LEIRE, B
BRZFEVGDH—TR. R, &b, BFEE2R, BRXRFRER bk R b
PR THSCRIR AN D AL B S IR . ER/EEERE/RRFLE BB FPe iR,
&I MBA REREHHATAES MO —LERESRERKIZE. U8, HELHWT LS
FEIRAZFBEMAR T KREMIRAAEE S mARE, BT B8 EARA%E, T
BETEAERA. FRPFCEEFTHNIRE. RES S HE2AREEIF RN LIS hE
ADREFETGET FIIBE B, RIS # R MBA —E R LB IREHBEIRF
Fo ZHREPOEAH RET. HELRAT, BFEEWT Uk “HIRERRS” F—F75
PARFIA EBRRE. Y%, EXEFELARFBRIFIRMHRRELE &£, HERL
LA “RASHRE", “RASHhREBRT, EERAT. “BERRAT. A, hRRIR
H” %, '

It 2R PIFELEE R FPeF Ak EE, W B ZRale? Rk, EELHX(]
RIVHERRER, WA TR, HHR, e oMy, HARNEREFMHXEERR
BH—RE. EXTRENFLES, 2ESFIAXRELATABIHE, R, &
XITRERZEADS RS, FASHEEAFRETOREMEEORWT, G, R iE
CLEFYHE 2 B Z IR JE, anfel it BB A fl s 2 A rh 28, & RIZULTE, 4nfalmxt
HiRE %, XSeEFEEmMABPFE, TLARRRERNTE—TA. RB2F TN
ALBFEMEER, fabl. HERERET. FRER TRAFANAEERGRERZH,
Rl s 28 =B LR, EhilE, #ITRE. BB REMN SR
AT I ES . B, RBERNPOBEERLE, FAEERXTIREN EZRETE
FiX [N ERBE # R EUA G R HIBUE 2 5 i . AR 2 L A AR b B
BEHRAPHE— ARG, ARACHTEKMEFEEMDE. RE, BLRAEROIH,
b ARG B S B B & RN R 22, AR m IR ARV B T AL B b RIEE D .
RHEBRTHRR G ®£T, BF LW RAEA. FERAFARE. Sl 2T
AEXENELE AT EAERRORA G SPEILAE. AUk, THEFZRAY



VI

B&T5 ZIAHIHRER , BB — L BRI LA R U . MR S B, IR R — A sels s, 220
REER, XEZERBMMER, FHLEHAZAEH —FEESR, S taRRE, XA dfd, [
B5ZFRHEE, mXEEUMRAGIRNCHIREITREM TEERIHEEM, Wi aRE T RROKE,
PAREAT R OME IR AT . X e 5 47 fl A IR IR FIBR RO R . fE KPRt farh, SRS DR a s
B ATH RS, KBEFEEMRNLES, HEmKk.

M 20 20 60 SERFF4E, FARFHI T KEL M RAFMPREHOPZE. Kb, £ - §i4F (Thomas
Schelling) FrZEM) (thZEWIMRBE) (The Strategy of Conflict), B 7 - #75 /R (Roger Fisher) i/ Gk K —
% . BkHAr3H 2% ) (Getting to Yes: Negotiating Agreement Without Giving In) . FEAE{E - 5% (Howard Raiffa)
iR CGRAMZER SR (4rt and Science of Negotiation) ¥E TiRHFIFHFHIER, B +£4E%k, X
HEL T — Sk E EEMRAFHRBAR, IEFRERLEZME ERANBEEH SR, G, KEi5
#PrPEA{E - /R (Richard Shell) #y (AR ¥ (Bargaining for Advantage). M #be Dl - BLEFES
(Max Bazerman) B3R (FRMIRHY (Negotiating Rationally) . PHAL K FHI& ¥ B FFeF] - HE A (Leigh
Thompson) AR (iRFIF.OED (The Mind and Heart of the Negotiator) %, 43R, B2 E W ENEM A
BAVARKWENTF 1 FIGHFATEN (EFRRESRAD . F14E3 8% £ B # % M LK% % B i #R
P, EHEMANDTRER, YHEERMRERDSITF, FI4E3F 8% 2010 FHK T HE 6 R (EBRRE
SIRHD HIEF, XEEM O AZANIRA . ERAZS . EIRABO AR — A< BE R L ( F XRT e A ARG
FIRAHFIRL . GIAREFINEE, I THMEM, JIEFBAZH (BFRBESRAD) TBABMERED
. NEEMML, HEEMEAHLE. HEHTEED AR, K EREE RREEXLABEM P FEE
HHTURE, REFERLBNEREMIEABSFEM . HYTEERA, FRRAEMIEIREY, EARH,
M AT E, g AER, EifmizBasitkikL i m,

2009 M EEELE/RAREGRIEEG, ZSABNERAMOGRER G ERNBFHATLIIE. BEEFEDN
A, BEEBREIXE—MEWMARIRANER, 2011 ~ 2012 4, REFRKEAHSFEGRHARTIL
MNEBLER, RREHEAR, EAREHE%R. DR DERFH B RDLA M SRIA R
BEER., ROVART hRZRAEIHFR/NA, &LEAZMBETESFR, URIREN H & HIE & Fp A bR
PhREFBEA S, FEABIMAR, EBEERFIDZERGEIERSY. HRAGERMERE.

A2 44K
2012 % 5 A



1EEE

TR J. 545 (Roy J. Lewicki)

EEBRZBINL KRFERE R FEhebetc, FHEMANDRFEEIR. W EFMgmiE 32 5%
B, HEARTRKENZRRI, FIEFERE HEEPRGREBRBES TR, CAHAER AR
MR FRRFFGIB M H MR BHATAREESE TS | B4 - fibiEEAs
HEFK.

B4 M. £4EHr (David M. Saunders)

hERERKFERFBEBEK, B 2003 FMARFRERFIFAGIGERERERE, FF
1% T AT R MBA T B fl— RS IR, An5& T SRR, ol FIEg SEON TR I i Fe iy
MR, EAGETETAHERXRAL hRMBORLAR R B 5.0 75 FIA L 24 F 75 T % F
530hk. RERTEAR B A H K E b g £ e R RO B R R S R R E S .

ey - @8 (Bruce Barry)

EXEBERRFEFRLMESFRET, KR TRAZE. ZWh, RAOEAFRIMRR
REXEMZRPTIFIHE L, EEBEREHEEREPR R E S £ R ME PR h R E S
PeEE AL,



IX

BJa, 5 128, BAMMT -84, BMETABNAE, AFARAZFRMET 10 & “BELKKR
JE

FHEHHAE

cAPBOLWEITHER. EERETE-AEY, kA ERFBLE&RANBIMOE LTSk,
HoaENTCLWEFIR U BER SRS,

BT T BRI HERR , (A4 B 15 E ARk AT AT k.

cEBRIRBE T 2 BiR.



3

i)

MIBRANLL, AnREA U2 AR, A FTRE AR . 6B E 4 B .

© WAL REPGURAIR F, MBTRER SCRHE D) X — SURA TR, AT A

FERTRRAS Y R B WP T A B E,

THZERIEL KRR E LAIMAAK : Nan Stager (ENZE LYK ). Leigh Anne
Liu ({6 W JHSL K% ). J. Keaton Grubbs ( 5 & 5k BLIT{T JN 37 K% ). Edward
Wertheim ( 4t k2% ) . Holly Schroth (inFI#& Je. il k2% (A 52 Fl| 47 4% ) . Patrizia Porrini (4
B K%:). Monika Renard (i % HikilgF K¥#).

« John Minton SAAFHIEE 2. 3, 4 HiAAT THERR, fib T 2007 ERK ik,
» Steve Stenner JhA SR T K HAVGRERF ), U RIGHh x HERR i . HHRR I AT

EbrgaHER T

E&T - AR RA LA, CHRBRANTAIBLEZREE Laura Spell LA K Z Hi ) 458 Ryan
Blankenship, John Weimeister, John Biernat, Kurt Strand, Karen Johnson, FE % fi#
LB A R S B) BE 45 48 Jane Beck, Allison Cleland, Trina Hauger, LA K GEf%
o BATE B 15T R 18R B 3C 5 2% 728 B EL AR AT 3 M A0 Sk PR Bt 9 351 5 22 28 Robin
Reed,

BATHIR AN RSN 1R (8 FATM R] . SEBHANARLE % 21 A BORFIRIHL S, (EFRAT
RLATEA T,

FAiF ). 5l
g M. £i& M
HEH TR



FiE
EEEN

BE
st

F1E
1.1
1.2
1.3
1.4
1.5
1.6
1.7
1.8
1.9

$2=E
2.1
2.2
2.3
2.4
2.5
2.6

$3=E
3.1
3.2
3.3
3.4

ii\*ljﬂqzkﬁ ....................................... 1
;&:th;gag@ﬁﬁéﬁ*uﬁ;‘i ...................... 3
_F.q%i;a ................................................... 4
iﬁgg”%%ﬂl\]*%?ﬁ ........................................ 6
Eiﬁ;@%\ ................................................... 9
*EE'IH% ................................................. 12
mﬁ?mﬁmﬁﬁ'ﬁﬁ ............................... 15
A]% ......................................................... 18
ﬁﬁ%/mﬁﬁé}E ...................................... 29
2&_—%%%&% .......................................... 24

SE IR FI BT BE A AR - 27
DEETIRHELE oo 29
ﬁkmﬁﬁﬁ% .............................................. 35
PR B FRIERTAZ oo 41
%iﬁ ......................................................... 46
Ziﬁiﬁiﬂl ................................................. 51
ﬁEﬁ%fﬁ;‘% .............................................. 52

BEENRFAI RS BEFIE A - 62
BORIRHIBITETE Yoo 62
ﬁé:‘cﬁ?ﬁ%ﬁﬁﬂ’ﬂwﬁ ........................... 63
g%ﬁiﬁ;ﬂﬂl\]igﬁg ........................... 66

ﬁﬁﬁg'giiﬁﬂﬁimm? .................... 82

F4E
4.1
4.2
43
4.4

F5E
5.1
5.2
5.3
5.4
5.5

$6E
6.1
6.2
6.3
6.4

F7TE
7.1
7.2
7.3
7.4

E8E
8.1

B R AT i K- 9
B HF— 2 % H B AR BB FO AL 89
BB —— LI B ARBY BRI RY oo 91
BERKFIFE: RHOENBRER 96
BREESERES: THRITETR oo 97

@ﬁu‘ -LA%”EIIE% .................... 112
;Eg%] ....................................................... 113
#E%EB’{W%E ............................................ 115
W#élJEPB{]i)\%Uﬁ% ................................ 122
EERXKAPHERBAMFIARNRE - 128
RELE . AERRGRE] s 129

%‘]]‘E ................................................. 136
-‘Lgé;gu q:;ijﬁlt:tﬂ-/A ................................ 136
AATIZE R S R G a] ST ooeeeeeeeereeeeeeeeees 139
ﬂﬂﬂr&%lﬁﬂq]ﬂ'\]/@ﬁ ......................... 144
ZERRFIERNEROFFRI AR e 149
&iﬂ*ﬂiﬁﬁ*ﬂﬁ ......................... 151
HH AR R I E MY EE oo 151
;‘:xjj B’JEX ............................................ 152
A B9 RFE—— AT I T FRERAR F7 - 154
S*Xﬁﬁgﬁm_ﬁlﬁgj ......................... 167
iﬁ;u |:F| H"erfgfﬁ]%ﬂ .................... 170
%ﬂ[ﬂﬁ;@] ........................................ 170



X1I

8.2 “RE” MENERHAMEIERE

ZERHI R EEEE e 172

8.3 WAL HIUTHAIBT HEE - 176
8.4 NEAEMAKKEIE: KR - 181
8.5 I AN BRI X 75 YR S oo 187
% 9 E iﬁ*l]ppa’\]*g .............................. 193
9.1 EFRAMREXRBETHERM 193
9.2 BHARKHMEBEER e 199
£10E ZHFRFSEABREH - 210
101 B RBBZRTR -eemeremmeeesemseesenees 210
10.2 ﬁﬂgﬁ&gﬂj ...................................... 217
ENE ERRHSE LRS- 230
1.1 ERFLH: TAREMBIZE M 231
1.2 RERHASERRAMERE - 231

© A% ek WAL W i www.hzbook.com,

1.3 HEE UL GHRE oo 236
1.4 XAXMBHFDHEM: EEHE- 241
115 XERESHIRHIERE e 244
&2 RHDPPRETE 251
121 MR TFESY woermeersmsmessmsnensisnse s 251
12.2 SHEHIMEREHRHFETOH e 252
12.3 FFRBEBRTTER o 253
12.4  BERSEE A IETRE oo 253
125 HERHI T F G oo 254
12.6 IR LEFEZRITRTE oo 256
127 FARE TR - oooveeeermereermerenensenneninnns 257
12.8 EFFEBIPFTEE o 258
12.9 ZEiCHEMEATEEEXHY e 259
12.10 TRUEFEESJERBEHLI| -ooeveeereseeesmseenens 259
SEYM



Contents

Chapter 1
The Nature of Negotiation 1

A Few Words about Our Style and Approach 3
Joe and Sue Carter 4

Characteristics of a Negotiation Situation 6

Interdependence 9

Types of Interdependence Affect Outcomes 10
Alternatives Shape Interdependence 10
Mutual Adjustment 12
Mutual Adjustment and Concession Making 13
Two Dilemmas in Mutual Adjustment 14
Value Claiming and Value Creation 15
Conflict 18
Definitions 18
Levels of Conflict 18
Functions and Dysfunctions of Conflict 19

Factors That Make Conflict Easy or Difficult
to Manage 19

Effective Conflict Management 22
Overview of the Chapters in This Book 24

Chapter 2

Strategy and Tactics of Distributive
Bargaining 27

The Distributive Bargaining Situation 29

The Role of Alternatives to a Negotiated
Agreement 31

Settlement Point 32

Bargaining Mix 33

Fundamental Strategies 33

Discovering the Other Party’s Resistance Point 34

Influencing the Other Party’s Resistance Point 34
Tactical Tasks 35

Assessing the Other Party’s Target, Resistance Point,
and Costs of Terminating Negotiations 35

Manage the Other Party’s Impressions 37
Modify the Other Party’s Perceptions 39 -

Manipulate the Actual Costs of Delay
or Termination 39

Positions Taken during Negotiation 41
Opening Offers 41
Opening Stance 42
Initial Concessions 42
Role of Concessions 43
Pattern of Concession Making 44
Final Offers 46
Commitment 46
Tactical Considerations in Using Commitments 47
Establishing a Commitment 47

Preventing the Other Party from Committing
Prematurely 49

Finding Ways to Abandon a Committed Position 49
Closing the Deal 51
Hardball Tactics 52

Dealing with Typical Hardball Tactics 52

Typical Hardball Tactics 54
Chapter Summary 60

Chapter 3

Strategy and Tactics of Integrative
Negotiation 62

Introduction 62

What Makes Integrative Negotiation Different? 62

An Overview of the Integrative
Negotiation Process 63

Creating a Free Flow of Information 64



X1V

Attempting to Understand the Other Negotiator’s
Real Needs and Objectives 64

Emphasizing the Commonalities between the Parties
and Minimizing the Differences 65

Searching for Solutions That Meet the Needs
and Objectives of Both Sides 65

Key Steps in the Integrative Negotiation Process 66
Identify and Define the Problem 67

Understand the Problem Fully—Identify Interests
and Needs 69

Generate Alternative Solutions 72
Section Summary 78
Evaluate and Select Alternatives 79

Factors That Facilitate Successful Integrative
Negotiation 82

Some Common Objective or Goal 82
Faith in One’s Problem-Solving Ability83

A Belief in the Validity of One’s Own Position
and the Other’s Perspective 83

The Motivation and Commitment to
Work Together 84

Trust 85
Clear and Accurate Communication 86

An Understanding of the Dynamics of Integrative
Negotiation 86

Section Summary 87

Chapter Summary 87

Chapter 4
Negotiation: Strategy and Planning 89

Goals—The Focus That Drives
a Negotiation Strategy 89

Direct Effects of Goals on Choice of Strategy 90
Indirect Effects of Goals on Choice of Strategy 91

Strategy— The Overall Plan to Achieve
One’s Goals 91

Strategy versus Tactics 91

Unilateral versus Bilateral Approaches to Strategy 92

The Dual Concerns Model as a Vehicle for Describing
Negotiation Strategies 92

Understanding the Flow of Negotiations: Stages
and Phases 96 .

Getting Ready to Implement the Strategy:
The Planning Process 97

1. Defining the Issues 97

2. Assembling the Issues and Defining
the Bargaining Mix 99

Defining Interests 100
Knowing Limits 100
Knowing Alternatives 101

Setting Targets and Asking Prices 101

o A

Assessing Constituents and the Social Context
of the Negotiation 103

Analyzing the Other Party 105
9. Presenting Issues to the Other Party 108

10. What Protocol Needs to Be Followed
in This Negotiation? 109

®

Chapter Summary 111

Chapter 5

Perception, Cognition, and Emotion 112

Perception 113
Perception Defined 113
Perceptual Distortion 113
Framing 115
Types of Frames 116
How Frames Work in Negotiation 117

Another Approach to Frames: Interests, Rights,
and Power 118

The Frame of an Issue Changes as the Negotiation
Ewolves 120

Section Summary 122

Cognitive Biases in Negotiation 122
1. Irrational Escalation of Commitment 123
2. Mythical Fixed-Pie Beliefs 123



Anchoring and Adjustment 124
Issue Framing and Risk 124
Auwailability of Information 125
The Winner’s Curse 125
Qwerconfidence 125

The Law of Small Numbers 126
. Self-Serving Biases 126

10. Endowment Effect 127

11. Ignoring Others’ Cognitions 127

N W

© ® N o

12. Reactive Devaluation 128

Managing Misperceptions and Cognitive Biases
in Negotiation 128

Mood, Emotion, and Negotiation 129

Chapter Summary 133

Chapter 6

Communication 136

What Is Communicated during Negotiation? 136
1. Offers, Counteroffers, and Motives 137

Information about Alternatives 137

Information about Outcomes 137

Social Accounts 138

PR NN

Communication about Process 138
Are Negotiators Consistent or Adaptive? 138

Does It Matter What Is Said Early
in the Negotiation? 139

Is More Information Always Better? 139
How People Communicate in Negotiation 139

Characteristics of Language 139

Use of Nonverbal Communication 141

Selection of a Communication Channel 142

How to Improve Communication in
Negotiation 144

The Use of Questions 145
Listening 145
Role Reversal 148

XV

Special Communication Considerations
at the Close of Negotiations 149

Awoiding Fatal Mistakes 149
Achieving Closure 149
Chapter Summary 149

Chapter 7

Finding and Using Negotiation
Power 151

Why Is Power Important to Negotiators? 151

A Definition of Power 152

Sources of Power—How People Acquire Power 154
Informational Sources of Power 156

Power Based on Personality and Individual
Differences 157

Power Based on Position in an Organization 158
Power Based on Relationships 162
Contextual Sources of Power 166
Dealing with Others Who Have More Power 167
Chapter Summary 168

Chapter 8
Ethics in Negotiation 170

A Sampling of Ethical Quandaries 170

What Do We Mean by “Ethics,” and Why Do They
Matter in Negotiation? 172

Ethics Defined 172
Applying Ethical Reasoning to Negotiation 175

E'thics versus Prudence versus Practicality
versus Legality 175

What Questions of Ethical Conduct Arise
in Negotiation? 176

E'thically Ambiguous Tactics: It's (Mostly)
All about the Truth 176

Identifying Ethically Ambiguous Tactics
and Attitudes toward Their Use 179

Deception by Omission versus Commission 180



XVI1

The Decision to Use Ethically Ambiguous Tactics:

AModel 181

Why Use Deceptive Tactics? Motives
and Consequences 181

The Power Motive 181

Other Motives to Behave Unethically 183
The Consequences of Unethical Conduct 183
Explanations and Justifications 185

How Can Negotiators Deal with the Other Party’s
Use of Deception? 187

Chapter Summary 191

Chapter 9
Relationships in Negotiation 193

The Adequacy of Established Approaches
to Research for Understanding Negotiation
within Relationships 193

Negotiations in Communal Relationships 197

Key Elements in Managing Negotiations
within Relationships 199

Reputation 199
Trust 201
Justice 204

Relationships among Reputation, Trust,
and Justice 207

Repairing a Relationship 207
Chapter Summary 208

Chapter 10
Multiple Parties and Teams 210

The Nature of Multiparty Negotiations 210

Differences between Two-Party Negotiations
and Multiparty Negotiations 211

Summary 215

What Is an Effective Group? 215
Managing Multiparty Negotiations 217

The Prenegotiation Stage 218

The Formal Negotiation Stage—Managing the Group

Process and Outcome 221
The Agreement Stage 227
Chapter Summary 228

Chapter 11

International and Cross-Cultural
Negotiation 230

International Negotiation: Art and Science 231

What Makes International Negotiation
Different? 231

Environmental Context 232
Immediate Context 234
Section Summary 236
Conceptualizing Culture and Negotiation 236
Culture as Learned Behavior 236
Culture as Shared Values 237
Section Summary 240
Culture as Dialectic 240
Culture in Context 240

The Influence of Culture on Negotiation: Managerial
Perspectives 241

Definition of Negotiation 241
Negotiation Opportunity 241
Selection of Negotiators 242
Protocol 242
Communication 242 .
Time Sensitivity 242
Risk Propensity 243
Groups versus Individuals 243
Nature of Agreements 244
Emotionalism 244
Culturally Responsive Negotiation Strategies 244
Low Familiarity 246
Moderate Familiarity 247
High Familiarity 247
Chapter Summary 248



Chapter 12
Best Practices in Negotiations 251

1. Be Prepared 251

2. Diagnose the Fundamental Structure
of the Negotiation 252

3. Identify and Work the BATNA 253

4. Be Willing to Walk Away 253

5. Master the Key Paradoxes of Negotiation 254
Claiming Value versus Creating Value 254

Sticking by Your Principles versus Being Resilient
to the Flow 254

© o N o

10.

XVII

Sticking with the Strategy versus Opportunistic
Pursuit of New Options 255

Honest and Open versus Closed and Opaque 255

Trust versus Distrust 256

. Remember the Intangibles 256
. Actively Manage Coalitions 257

. Savor and Protect Your Reputation 258

Remember That Rationality and Fairness
Are Relative 259

Continue to Learn from Your Experience 259



