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Most managers tend to behave irrationally in negotiations, according to the
authors of this book. For example, managers tend to be overconfident, to
recklessly escalate previous commitments, and fail to consider the tactics of the
other party. Drawing on their research, the authors show how we are prisoners of
our own assumptions. They identify strategiesto avoid these pitfallsin
negotiating by concentrating on opponents behaviour and developing the ability
to recognize individual limitations and biases. They explain how to think
rationally about the choice of reaching an agreement versus reaching an impasse.
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Most managers tend to behave irrationally in negotiations, according to the authors of this book. For
example, managers tend to be overconfident, to recklessly escalate previous commitments, and fail to
consider the tactics of the other party. Drawing on their research, the authors show how we are prisoners of
our own assumptions. They identify strategiesto avoid these pitfalls in negotiating by concentrating on
opponents' behaviour and devel oping the ability to recognize individual limitations and biases. They explain
how to think rationally about the choice of reaching an agreement versus reaching an impasse.
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Editorial Review

Review

James Ramsey President, James Ramsey & Associates This book offers tremendous insight on the
negotiation process. Bazerman and Neale have not only written about theory, but made it applicablein the
real world.

From the Back Cover

'‘Based on gobs of evidence with real managers, the authors not only identify common errors that many
negotiators make, but offer sage prescriptive advice on how you can avoid such errors yourself and perhaps
exploit the errors of others.'

About the Author

Max H. Bazer man isthe J. J. Gerber Distinguished Professor of Dispute Resolution and Organizations and
Margaret A. Nealeisthe H. L. and Helen Kellogg Distinguished Professor of Dispute Resolution and
Organizations at the J. L. Kellogg Graduate School of Management at Northwestern University. They are co-
authors of Cognition and Rationality in Negotiation (Free Press, 1991).

Users Review
From reader reviews:
Annette Morrison:

Reading a e-book can be one of alot of exercise that everyone in the world likes. Do you like reading book
thus. There are alot of reasons why people enjoy it. First reading abook will give you alot of new data.
When you read a publication you will get new information because book is one of many ways to share the
information as well as their idea. Second, reading through a book will make anyone more imaginative. When
you reading a book especially tale fantasy book the author will bring you to imagine the story how the
characters do it anything. Third, you may share your knowledge to other folks. When you read this
Negotiating Rationally, you may tells your family, friends and also soon about yours reserve. Y our
knowledge can inspire others, make them reading a guide.

Curtis Tyson:

Spent afree time to be fun activity to do! A lot of people spent their spare time with their family, or their
particular friends. Usually they performing activity like watching television, likely to beach, or picnic in the
park. They actually doing same task every week. Do you fedl it? Do you want to something different to fill
your own free time/ holiday? May be reading a book might be option to fill your totally free time/ holiday.
Thefirst thing that you ask may be what kinds of book that you should read. If you want to try out look for
book, may be the e-book untitled Negotiating Rationally can be very good book to read. May be it may be
best activity to you.



Timothy Bullock:

Do you have something that that suits you such as book? The guide lovers usually prefer to select book like
comic, short story and the biggest the first is novel. Now, why not striving Negotiating Rationally that give
your entertainment preference will be satisfied simply by reading this book. Reading practice al over the
world can be said as the method for people to know world better then how they react when it comes to the
world. It can't be claimed constantly that reading addiction only for the geeky person but for al of you who
wants to possibly be success person. So , for all you who want to start reading as your good habit, you could
pick Negotiating Rationally become your own personal starter.

Karina M cDer mott:

Don't be worry should you be afraid that this book will probably filled the space in your house, you will get
it in e-book means, more simple and reachable. That Negotiating Rationally can give you alot of pals
because by you considering this one book you have point that they don't and make a person more like an
interesting person. This book can be one of a step for you to get success. This e-book offer you information
that probably your friend doesn't realize, by knowing more than other make you to be great persons. So , why
hesitate? We need to have Negotiating Rationally.
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