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Welcome to the Fourth Edition of Essentials of Negotiation. Again, this book represents
our response to many faculty who wanted a brief version of the longer text, Negotiation
(Fifth Edition). The objective of this shorter volume is to provide the reader with the
core concepts of negotiation in a more succinct version. Many faculty requested such
a book for use in shorter academic courses, executive education programs, or as an
accompaniment to other resource materials for courses in negotiation, labor relations,
conflict management, human resource management, and the like.

Overview of This Book

The organization of this volume generally follows the more complete Fifth Edition
of Negotiation. The fundamental difference between this and the Fifth Edition text is
that this book contains only 12 chapters, while the complete Fifth Edition contains
20 chapters. The first four chapters have only been minimally shortened for this volume,
because we believe that the content is essential to any negotiation course. (The shorten-
ing process includes editing out some of the more research-oriented references and de-
scriptions, deleting many of the boxes and sidebars, and occasionally some secondary
sections.) Similarly, the last chapter is reproduced in full. The other seven chapters from
Negotiation have been included, but shortened by 25-50 percent each.

For the instructor who was not familiar with Essentials (First, Second, and Third
Editions) or Negotiation (Fifth or earlier Editions), a brief overview is in order. The first
four chapters introduce the reader to “Negotiation Fundamentals.” The first chapter
introduces the field of negotiation and conflict management, describes the basic prob-
lem of interdependence with other people, and briefly explores the challenges of man-
aging that interdependence. Chapters 2 and 3 then present the two core strategic
approaches to negotiation: the basic dynamics of competitive (win-lose) bargaining
(Chapter 2) and the basic dynamics of integrative (win-win) negotiation (Chapter 3).
Chapter 4 describes the fundamental prework that negotiators must do to get ready for a
negotiation: selecting the strategy, framing the issues, defining negotiation objectives,
and planning the steps one will pursue to achieve those objectives.

The next four chapters describe the fundamental psychological subprocesses of
negotiation: perception, cognition, emotion, communication, power, influence, and ethical
judgment. In Chapter 5, we review the basic processes of perception, cognition, and emo-
tion in negotiation; we specifically examine common cognitive and judgment biases made
by negotiators, and how emotion can affect negotiations. In Chapter 6, we examine com-
munication dynamics. We look at the ways that negotiators communicate their interests, po-
sitions, and goals, and how this information is communicated to the other. Chapter 7
focuses on power. We look at the capabilities negotiators can use to muster power to pres-
sure the other side, so as to change his or her perspective or give in to our arguments. In
Chapter 8, we examine the ethical standards and criteria that surround negotiation. The ef-
fective negotiator must recognize when ethical questions are relevant and what factors must
be considered to address them effectively.
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The next two chapters examine the social contexts in which these negotiations
occur, and which also therefore influence how they evolve. In Chapter 9, we examine
how the negotiation process changes when the parties have an established relationship
with each other, and how the type of relationship affects the negotiation process. We also
examine the key roles played by trust, justice, and negotiator reputation in shaping
negotiations. In Chapter 10, we look at multiparty negotiations, when multiple individ-
uals must work together as a group, team, or task force to solve a complex problem or
make a decision.

In Chapter 11, we attempt to clarify how international and cross-cultural differences
can shape the diverse ways that parties approach negotiations.

Finally in Chapter 12, we present a new concluding chapter, summarizing the
book’s content and offering ten “best practices” principles for all negotiators.

Comparison of This Book to the Third Edition of Essentials

In addition to this major chapter organization, which required a more extensive treat-
ment of subjects than in previous editions, there are several other changes worth noting:

e The physical layout of the book has been improved. We have tried to add more
white space, a wider trim size with wider margins, and more readable charts and
figures.

e The content of the book has been revised and updated. Every chapter was re-
viewed by the authors, based on extensive feedback from faculty who have used
the book in previous editions. Many of the chapters have been rewritten to present
the material more effectively.

¢ In our continued effort to enhance the book’s readability, we have also updated
and revised many of the boxes and cartoons that offer real-life perspectives on
negotiation dynamics.

*  As noted earlier, the structure of this book parallels that of a completely revised
readings and classroom activities book, Negotiation: Readings, Exercises and
Cases by Lewicki, Barry, and Saunders (Fifth Edition, 2007), also published by
McGraw-Hill/Irwin. This text and reader can be used together, or separately. We
encourage instructors to contact their local McGraw-Hill/Irwin representative for
an examination copy (call 800-634-3963, or visit the Web site at www.mhhe.com).

Supplementary Materials

A test bank, chapter summaries, and PowerPoint transparencies have been prepared for
the Essentials of Negotiation. Instructors should request these materials from a McGraw-
Hill/Irwin representative. The CD-ROM also contains a number of instructional tools for
the effective organization and instruction of a negotiation course.
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CHAPTER

The Nature of Negotiation
R F I AFAE

“That’s it! I’ve had it! This car is dead!” screamed Chang Yang, pounding on the steering
wheel and kicking the door shut on his 10-year-old Toysun sedan. The car had refused to
start again, and Chang was going to be late for class (again)! Chang wasn’t doing well in
that management class, and he couldn’t afford to miss any more classes. Recognizing that
it was finally time to do something about the car, which had been having numerous
mechanical problems for the last three months, Chang decided he would trade the Toysun
in for another used car, one that would hopefully get him through graduation. After
classes that day, he got a ride to the nearby shopping area, where there were several repair
garages and used car lots. He knew almost nothing about cars, and didn’t think he needed
to—all he needed was reliable transportation to get him through the next 18 months.

A major international airline company is close to bankruptcy. The fear of terrorism,
a number of new “budget-fare” airlines, and rising costs for fuel have all put the airline
under massive economic pressure. The company seeks $800 million in wage and bene-
fit cuts from the pilots’ union, the third round of cuts in two years, in order to head off
the bankruptcy. Rebuffed by the chief union negotiator for the pilots, the company seeks
to go directly to the officers of the Air Line Pilots Association to discuss the cuts. If the
pilots do not agree to concessions, it is unlikely that other unions—flight attendants, me-
chanics, and so on—will agree, and bankruptcy will be inevitable.

Janet and Jocelyn are roommates. They share a one-bedroom apartment in a big city
where they are both working. Janet, an accountant, has a solid job with a good company,
but she has decided that it is time to go back to school to get her MBA. She has enrolled
in Big City University’s evening MBA program and is now taking classes. Jocelyn works
for an advertising company and is on the fast track. Her job not only requires a lot of
travel, but also requires a lot of time socializing with clients. The problem is that when
Janet is not in evening class, she needs the apartment to read and study and has to have
quiet to get her work done. However, when Jocelyn is at the apartment, she talks a lot on
the phone, brings friends home for dinner, and is either getting ready to go out for the
evening or coming back in very late (and noisily!). Janet has had enough of this disrup-
tion and is about to confront Jocelyn.

Thousands of demonstrators opposed to the policies of a nation’s government seek
to protest a national political convention that will nominate the government’s leader to
run for reelection. City police forbid protesters from demonstrating near the convention
site and authorize a protest location under a crumbling urban expressway, half a mile




