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Preface

Welcome to the fifth edition of Essentials of Negotiation! Again, this book represents our
response to many faculty who wanted a brief version of the longer text, Negotiation (Sixth
Edition). The objective of this shorter version is to provide the reader with the core con-
cepts of negotiation in a more succinct presentation. Many faculty requested such a book
for use in shorter academic course, executive education programs, or as a companion to
other resource materials. It is suitable 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 Sixth Edition of
Negotiation. The fundamental difference between this and the Sixth 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 shortening process includes
editing out some of the more research-oriented references and descriptions, 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 (the first four editions) or
Negotiation (Sixth 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 problem of interdependence
with other people, and briefly explores the challenges of managing 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 is-
sues, defining negotiation objectives, and planning the steps one will pursue to achieve
those objectives.

The next five chapters describe the fundamental psychological subprocesses of
negotiation: perception, cognition, and emotion; communication; power and influence; and
ethical judgment. In Chapter 5, we review the basic processes of perception, cognition, and
emotion in negotiation; we specifically examine common cognitive and judgment biases
made by negotiators, and how emotion can affect negotiations. In Chapter 6, we examine
communication dynamics. We look at the ways that negotiators communicate their interests,
positions and goals, and how this information is communicated to the other. Chapter 7 focuses
on power. We look at the capabilities negotiators can muster power to pressure 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 effective negotia-
tor 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 ne-
gotiation 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 individuals 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 Fourth Edition of Essentials

e All of this book has been revised and updated. The authors reviewed every chapter,
utilizing extensive feedback from faculty who have used the book in previous edi-
tions. The content in some of the chapters has been reorganized to present the mater-
ial more effectively.

*  We have further improved the graphics format and page layout of the book to make it
visually more interesting and readable.

e We have added learning objectives to the beginning of each chapter.

e The new structure of this book will be paralleled by a major revision to our readings
and classroom activities book, Negotiation: Readings, Exercises and Cases, Sixth
Edition, edited by Roy Lewicki, Bruce Barry, and David Saunders to appear in 2010.
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 (or call
800-634-3963, or visit the Web site at www.mhhe.com).

¢ Instructional resources, including a test bank, chapter outlines, PowerPoint slides,
and extensive assistance on ways that new instructors can improve their teaching of
negotiation skills, are available to accompany this volume. Instructors should contact
their McGraw-Hill/Irwin representative.

Overview of the Chapters in This Book

The book is organized into 12 chapters. The first four chapters address the “fundamentals
of negotiation.” In addition to this first overview chapter, Chapters 2 and 3 explore the basic
strategy and tactics of distributive bargaining and integrative negotiation. Chapter 4
explores how parties can plan and prepare a negotiation strategy and effectively anticipate
their encounter with the other negotiator.

The next four chapters explore critical negotiation subprocesses. In Chapter 5, we
discuss how a negotiator’s perceptions, cognitions, and emotions tend to shape (and often
bias) the way the negotiator views and interprets bargaining interaction. Chapter 6
examines the processes by which negotiators effectively communicate their own
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interests, positions, and goals, and make sense of the other party’s communications.
Chapter 7 focuses on power in negotiation; the chapter begins by defining the nature of
power, and discussing some of the dynamics of using it in negotiation, followed by an
exploration of the key sources of power available to most negotiators. Finally, in Chapter 8,
we discuss whether there are, or should be, accepted ethical standards to guide negotiations.
We identify the major ethical dimensions raised in negotiation, describe the ways nego-
tiators tend to think about these choices, and provide a framework for making informed
ethical decisions.

Much of our discussion thus far assumes that the negotiation parties do not have an
established long-term relationship. Chapter 9 looks at way that established relationships
impact current negotiations, and considers three major concerns: reputations, trust, and
fairness—that are particularly critical to effective negotiations within a relationship. In
Chapter 10, we examine how negotiations change when there are multiple parties at the
table—such as negotiating within groups and teams—who are attempting to achieve a col-
lective agreement or group consensus. In Chapter 11, we examine how different languages
and national culture changes the “ground rules” of negotiation. This chapter discusses some
of the factors that make international negotiation different, and how national culture affects
the rhythm and flow of negotiation.

Finally, in Chapter 12, we reflect on negotiation at a broad level. We look back at the
broad perspective we have provided, and suggest 10 “best practices” for those who wish to
continue to improve their negotiation skills.
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people. We especially thank

e Many of our colleagues in the negotiation and dispute resolution field, whose
research efforts have made the growth of this field possible and who have given us
helpful feedback about earlier editions to improve the content of this edition.

*  The following individuals who reviewed the text and offered their helpful feedback:
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usable volumes!
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CHAPTER|

The Nature of Negotiation

Objectives
1. Understand the definition of negotiation, the key elements of a negotiation process,
and the distinct types of negotiation.

2. Explore how people use negotiation to manage situations of interdependence—that
is, that they depend on each other for achieving their goals.

3. Consider how negotiation fits within the broader perspective of processes for manag-
ing conflict.

4. Gain an overview of the organization of this book and the content of its chapters.

“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 benefit
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—the international union—to
discuss the cuts. If the pilots do not agree to concessions, it is unlikely that other unions—
flight attendants, mechanics, 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
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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 disruption 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 away from the
convention. In response, demonstration organizers request permission to hold a rally in one
of the city’s major metropolitan parks. The city attempts to ban the demonstration because
that park was recently landscaped at a major expense to the city, and it fears the mass of
demonstrators will ruin the work. Each side attempts negotiation but also pursues complex
legal maneuvers to get the courts on their side.

Ashley Johnson is one of the most qualified recruits this year from a top 25 business
school. She is delighted to have secured a second interview with a major consumer goods
company, which has invited her to its headquarters city and put her up in a four-star hotel
that is world-renowned for its quality facilities and service. After getting in late the night
before due to flight delays, she wakes at 7:30 a.m. to get ready for an 8 a.m. breakfast meet-
ing with the senior company recruiter. She steps in the shower, grabs the water control knob
to turn it, and the knob falls off in her hand! There is no water in the shower at all; appar-
ently, repairmen started a repair job on it, turned the water off somewhere, and left the job
unfinished. Ashley panics at the thought of how she is going to deal with this crisis and
look good for her breakfast meeting in 30 minutes.

Do these incidents look and sound familiar? These are all examples of negotiation—
negotiations that are about to happen, are in the process of happening, or have happened in
the past and created consequences for the present. And they all serve as examples of the
problems, issues, and dynamics that we will address throughout this book.

People negotiate all the time. Friends negotiate to decide where to have dinner.
Children negotiate to decide which television program to watch. Businesses negotiate to
purchase materials and sell their products. Lawyers negotiate to settle legal claims before
they go to court. The police negotiate with terrorists to free hostages. Nations negotiate to
open their borders to free trade. Negotiation is not a process reserved only for the skilled
diplomat, top salesperson, or ardent advocate for an organized lobby; it is something that
everyone does, almost daily. Although the stakes are not usually as dramatic as peace
accords or large corporate mergers, everyone negotiates; sometimes people negotiate for
major things like a new job, other times for relatively minor things like who will wash
the dishes.

Negotiations occur for several reasons: (1) to agree on how to share or divide a limited
resource, such as land, or property, or time; (2) to create something new that neither party
could do on his or her own, or (3) to resolve a problem or dispute between the parties.
Sometimes people fail to negotiate because they do not recognize that they are in a negoti-
ation situation. By choosing options other than negotiation, they may fail to achieve their
goals, get what they need, or manage their problems as smoothly as they might like to. Peo-
ple may also recognize the need for negotiation but do poorly because they misunderstand



