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Harvard Business Review : Harvard Business Review on Winning Negotiations (Harvard Business Review 
Paperback Series)  before purchasing it in order to gage whether or not it would be worth my time, and all praised 
Harvard Business Review on Winning Negotiations (Harvard Business Review Paperback Series): 

1 of 1 people found the following review helpful. Negotiation techniques for winning results and avoiding mistakes in 
negotiations.By Stewart PaulsonWinning Negotiations is an exception compendium of key articles from the Harvard 

http://f3db.com/pub/links.php?id=B004V3TI3M


Business Review. Like the many compediums of top articles that Harvard Business Review Paperback series makes 
available, it is informative, well written and filled with exception guidance.The book is a time efficient book for busy 
people.The book focuses on understanding the process of negotiation; the importance of understanding why the 
opposition holds a polarized position different than your own; importance of recognizing and including both the 
economic contract and the social contract in negotiations; where cost and revenue synergies are most likely to occur in 
merger and aquisitions; when to walk away and how to manage the walk away procedure. Important to the process of 
negotiation is discipline, diligence, and detailed analysis by a competent team of company representatives that are not 
undermind by higher authorities carrying out separate negotiations with the target. I highly recommend this book to all 
readers. The principles taught on negotiation can be effectively used in all aspects of life, often outside of a business 
application. The book is a concise read as are most of the Harvard Business Review Paperback Series, but contains a 
wealth of valuable information.1 of 1 people found the following review helpful. UnderstandableBy David WesterThis 
was a required read for graduate school. A collection of authors wrote these sections in an easy to understand format. 
Harvard Business Review has been turning out better academic books lately. If you must have for yourself or for 
academic purposes, this book will bring a better perspective into view.1 of 1 people found the following review 
helpful. Top DrawerBy L. WilliamsExcellent examples of negotiations. Would highly recommend. Great book that is 
worth reading, Many good examples of difficult negotiations. Buy it!

Persuade others to do what you want--for their own reasons.If you need the best practices and ideas for making deals 
that work--but don't have time to find them--this book is for you. Here are 10 inspiring and useful perspectives, all in 
one place.This collection of HBR articles will help you:- Seal or sweeten a bargain by uncovering the other side's 
motives- Conquer faulty assumptions to make the right deals- Forge deals only when they support your strategy- Set 
the stage for a healthy relationship long after the ink has dried- Make promises you can keep- Gain your adversaries' 
trust in high-stakes talks- Know when to walk away


