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This book examines the central role of negotiation in gaining, exercising, and retaining leadership within organizations, large and small, public and private. Its aim is to instruct readers on the way to use
negotiation to lead effectively. For far too long conventional wisdom has proposed that strong leaders refuse to negotiate, viewing negotiation as a sign of weakness. Leading people requires charisma, vision,
and a commanding presence, not the tricks for making deals. For many executives, negotiation is a tool to use outside the organization to deal with customers, suppliers, and creditors. Inside the organization,
it’s strictly “my way or the highway.” Salacuse explains that leaders can increase their effectiveness by using negotiation in each of the three phases of the leadership lifecycle: 1) leadership attainment, 2)
leadership action; and 3) leadership preservation and loss. Drawing on experience in wide variety of settings, including the author’s own leadership positions, the book will examine high profile leadership
cases such as the rise and fall of Carly Fiorina at Hewlett-Packard, the skillful negotiations by Warren Buffet to save Salomon Brothers from extinction, and the successful efforts by the partners at Goldman
Sachs to negotiate a new vision and direction for that financial giant. Leaders and managers should pick up this book to learn how effective negotiation is essential to both gaining and exercising leadership
and to overcoming threats to a leader’s position.
A history of Israel in the context of the modern Jewish experience and the history of the Middle East
Describes a method of negotiation that isolates problems, focuses on interests, creates new options, and uses objective criteria to help two parties reach an agreement
The potential membership of Turkey to the European Union (EU) carries significant challenges for EU policymaking and integration, and this volume brings together academics from several disciplines,
including international relations, economics, sociology, and public administration, to present a holistic picture of the economic dimension of the accession process. Assessing the current strengths and
weaknesses of the Turkish candidacy, this study provides a historical overview of EU-Turkey economic relations, a comprehensive review of the EU-Turkey customs union agreement, as well as a discussion
of the implications of membership for various sectors of the Turkish economy. This comprehensive analysis of Turkey’s bid for EU membership will interest government officials and academics alike as more
candidate countries seek accession in the years ahead.
On November 17, 1938, Great Britain, the United States, and Canada, after four years of discussion and manoeuvre, signed two wide–ranging and interlocking trade agreements. A few large elements
dominated the talks. The Americans wanted to breach the walls of the British imperial preferential tariff system. The British were anxious to retain markets and political support in the British dominions and the
Baltic, while protecting their domestic agriculture and improving political relations with the United States. Canada, whose acquiescence and co–operation were necessitated by the pre–existing network of
trade agreements, hoped to win new export markets, to retain old ones, and to achieve international political tranquility through economic means. Although the negotiations began with a mixture of lofty and
ignoble motives, in the end the latter predominated. The authors have drawn on archival and statistical materials in all three countries to provide a clear and detailed account of the economic context of the
mid–1930s, the process of negotiations, the issues, and the political and economic significance, both then and now, of the final agreements. Their work is a valuable case–study of the problems that face any
country that tries to negotiate freer trade. It is therefore full of contemporary resonance and relevance, and will be of interest to students of and specialists in modern history (European, British, and North
American), international relations, and international economic policy.
A former international hostage negotiator for the FBI offers a new, field-tested approach to high-stakes negotiations—whether in the boardroom or at home. After a stint policing the rough streets of Kansas
City, Missouri, Chris Voss joined the FBI, where his career as a hostage negotiator brought him face-to-face with a range of criminals, including bank robbers and terrorists. Reaching the pinnacle of his
profession, he became the FBI’s lead international kidnapping negotiator. Never Split the Difference takes you inside the world of high-stakes negotiations and into Voss’s head, revealing the skills that
helped him and his colleagues succeed where it mattered most: saving lives. In this practical guide, he shares the nine effective principles—counterintuitive tactics and strategies—you too can use to become
more persuasive in both your professional and personal life. Life is a series of negotiations you should be prepared for: buying a car, negotiating a salary, buying a home, renegotiating rent, deliberating with
your partner. Taking emotional intelligence and intuition to the next level, Never Split the Difference gives you the competitive edge in any discussion.
The four vital steps for successful negotiation--explained with wit and clarity by a master negotiator. Using examples from his own broad range of negotiating experiences, Freund presents a "game-plan"
approach to negotiating--a technique far more successful than hardball competition or win-win cooperation.

Negotiate and communicate to get what you want—no matter who’s on the other side of the table! Four great books show you how to negotiate, persuade, influence…get what you
want! In How to Get What You Want…Without Having to Ask, best-selling author Richard Templar brings his inimitable blend of originality, imagination, wisdom, and straight talk to
the challenges of getting people to say “yes” to you! Templar offers up to 100 clever, simple, pain-free techniques for becoming the kind of person people want to
support…helping people say yes…saying just the right thing if you do need to ask! Next, in How to Argue, leading lawyer Jonathan Herring reveals the secrets and subtleties of
making your case and winning hearts and minds. Herring covers everything from making your point more crisply to keeping your cool in heated situations. In The Truth About
Negotiations, Leigh L. Thompson teaches 53 proven negotiation principles and bite-size, easy-to-use techniques that work. You’ll learn how to prepare within one hour…negotiate
with friends, colleagues, and spouses…master the win-win litmus test…become a truly world-class negotiator. Finally, in The Art of Asking: Ask Better Questions, Get Better
Answers, Terry J. Fadem reveals the core questions that every manager needs to master...shows how to avoid the mistakes business questioners make most often...identifies
ten simple rules for asking every question more effectively. You’ll learn how to ask tough questions and take control of tough situations... use questions to promote innovation,
drive change, identify hidden problems, and get failing projects back on track! From world-renowned leaders in business negotiation and communication, including Richard
Templar, Jonathan Herring, Leigh L. Thompson, and Terry J. Fadem
The Democratic Republic of Congo (DRC) has been widely derided as a failed state, unable to meet the basic needs of its citizens. But while state infrastructure continues to
decay, many essential services continue to be provided at the local level, often through grassroots initiatives. So while, for example, state funding for education is almost nonPage 1/5
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existent, average school enrolment remains well above average for Sub-Saharan Africa. This book addresses this paradox, bringing together key scholars working on public
services in the DRC to elucidate the evolving nature of governance in developing countries. Its contributions encompass a wide range of public services, including education,
justice, transport, and health. Taking stock of what functions and why, it contributes to the debate on public services in the context of 'real' or 'hybrid' governance beyond the
state: does the state still have a function, or is it no longer useful and relevant? Crucially, how does international aid help or complicate this picture? Rich in empirical detail, the
contributors provide a valuable work for students and scholars interested in the role played by non-state actors in organizing statehood – a role too often neglected in debates on
post-conflict reconstruction.
Drawing on a wealth of new sources, this work documents the evolving relationship between Moscow and Peking in the twentieth century. Using newly available Russian and
Chinese archival documents, memoirs written in the 1980s and 1990s, and interviews with high-ranking Soviet and Chinese eyewitnesses, the book provides the basis for a new
interpretation of this relationship and a glimpse of previously unknown events that shaped the Sino-Soviet alliance. An appendix contains translated Chinese and Soviet
documents - many of which are being published for the first time. The book focuses mainly on Communist China's relationship with Moscow after the conclusion of the treaty
between the Soviet Union and Kuomingtang China in 1945, up until the signing of the treaty between Moscow and the Chinese Communist Party in 1950. It also looks at China's
relationship with Moscow from 1920 to 1945, as well as developments from 1950 to the present. The author reevaluates existing sources and literature on the topic, and
demonstrates that the alliance was reached despite disagreements and distrust on both sides and was not an inevitable conclusion. He also shows that the relationship between
the two Communist parties was based on national interest politics, and not on similar ideological convictions.
Discover the Power Of Better Negotiating Negotiation is one skill everyone needs in order to get more of what they want -- to sell more, to keep costs down, to manage better, to
strengthen relationships -- to win! Thomas shows you exactly how the best negotiators reach long-lasting positive solutions that build profits, performance, and relationships. This
indispensable guide covers all you'll ever need to know about negotiating, including: The 21 rules of successful negotiating -- and how to defend against them! "Quickies" -specific tips on how to successfully negotiate with bosses, children, car dealers, contractors, auto mechanics, and many others Why Americans are among the worst negotiators
on Earth How to overcome your natural reluctance to bargain Why win-win negotiating is so vital How to thoroughly prepare for your negotiations How to deal with counterparts
who intimidate or harass you How to negotiate ethically -- and deal with those who don't How to negotiate more successfully across cultural lines Thomas's Truisms -- 50
memorable negotiating maxims The psychology of negotiating, historical illustrations, day-to-day applications, and much, much more!
A practical guide to getting out of debt and understanding the option of personal bankruptcy The current credit and financial crises have prompted Joan Feeney, a preeminent
Massachusetts Bankruptcy Judge, and Theodore Connolly, a Finance and Bankruptcy Attorney, to write a book that will help people handle their financial troubles. The Road Out
of Debt seeks to assist those considering bankruptcy by demystifying the bankruptcy process and explaining what you can expect to gain (or lose) from it. With the insights of
both a bankruptcy judge and a bankruptcy lawyer, you'll be able to determine when it's best to avoid bankruptcy, when you should seek bankruptcy protection, and, most
importantly, how best to work through the bankruptcy process, if you so choose. With millions of Americans personally facing dire financial situations, job losses, home
foreclosures, and other major financial challenges, no book could be more timely. An exceptional resource for anyone contemplating bankruptcy or otherwise trying to figure out
how to handle their debt Puts the bankruptcy process in perspective and reveals specific steps to follow Discusses how to decide whether or not bankruptcy is the right path for
you Written by a well-respected bankruptcy judge and bankruptcy attorney As more people find themselves entering financial difficulties, an increasing number of them will need
information to help them through these problems. The Road Out of Debt provides you with the serious solutions needed to overcome a personal financial crisis.
"Using new and largely inaccessible Vietnamese sources as well as French, British, Canadian and American archives, Pierre Asselin sheds valuable light on Hanoi's path to war.
Step by step the narrative makes Hanoi's revolutionary strategy from the end of the French Indochina War to the start of the Anti-American Resistance Struggle for Reunification
and National Salvation (the Vietnam War) transparent. The book reveals how North Vietnamese leaders moved from a cautious policy emphasizing nonviolent political and
diplomatic struggle to a far riskier pursuit of military victory"-WHAT do you want to earn your doctorate FOR, and HOW? Sooner or later, many doctoral candidates have doubts as to whether the journey they have embarked on really
makes sense for them, and/or want to get more out of their investment of time and energy. The solution often lies in self-guidance and personal responsibility which is where this
book comes in. It offers various ideas and suggestions for how to strengthen your competency in self-leadership. What do you want to earn your doctorate for, and how? That is
the central question of this book, which is aimed at doctoral candidates, teachers, university training centres, and whoever is interested in self-leadership. Lead yourself on a high
level, taking full responsibility for yourself during your doctoral journey, and, going forward, as a leader in your field of expertise.
“The 53 Truths provide incredible insight into the art and science of negotiating. This is a must read for sales professionals but is equally beneficial to all who wish to be better negotiators.”
–CHRIS WEBER, Vice President, West Region Enterprise, Microsoft Corporation “Negotiation skills can and must be learned. In her new book, Leigh provides the framework. A must read for
negotiators at all levels of ability.” –ANTHONY SANTIAGO, Vice President, Global Sourcing & Supplier Management, Bristol-Myers Squibb “A superbly presented summary of practical tools
and techniques for negotiating in all types of situations, and creating win-win solutions that result in enduring business relationships. Provides substantiated evidence of what works
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successfully–and pitfalls to avoid–in the game of negotiation.” –RUSSELL D’SOUZA, International Credit Manager, Hallmark Cards, Inc. You can learn to be a world-class negotiator and get
what you want! • The truth about how to prepare within one hour • The truth about negotiating with friends, colleagues, and spouses • The truth about the win-win litmus test This book reveals
53 PROVEN NEGOTIATION PRINCIPLES and bite-size, easy-to-use techniques that work.
This book examines the significance of Christianity and constructions of masculinity in the lives of long-haul drivers and how truckers work to construct narratives of their lives as "good, moral"
individuals. Using qualitative research, the narratives of evangelical truckers and their navigation of modern masculinity, work and family obligations, and identity are explored.
Japan's modern international history began in 1858 with the signing of the 'unequal' commercial treaty with the US. Over the next 15 years, Japanese diplomacy was reshaped in response to
the Western imperialist challenge. This book explains the emergence of modern Japan through early treaty relations.
Your practical and fearless guide to surviving the world’s biggest break-up Whether you’re a staunch Remainer, a buccaneering Brexiteer, or are wavering between the two camps, you’ll
want to be fully au fait with all the issues surrounding Britain’s exit from the EU—wherever in the world you and your business are based. This book, by leading businessman and entrepreneur
Nicholas Wallwork, will arm you with everything you need to negotiate the post-Brexit landscape and end up just where you need to be. Kicking off with the history behind the tightly fought
June 23 referendum, Brexit for Dummies covers the origins of British Euroscepticism right up to the most recent legal and policy changes in place following the vote. As well as looking at the
influence Brexit has already had—both domestically and internationally—the book takes a glimpse at what lies ahead, giving you vital insights into how to protect your business right now and to
capitalize on new opportunities in the future. Changing customs: how to negotiate the new import-export rules Think global: how is Brexit influencing the international economy? Get moving:
what do immigration policy changes mean for my business? Buy or sell?: make the smartest foreign investment decisions both inside and outside Britain Love it or loathe it, Brexit has
profound implications for your business, and this guide will help you stop worrying and prove that au revoir doesn’t mean goodbye for good.
We all want to get to yes, but what happens when the other person keeps saying no? How can you negotiate successfully with a stubborn boss, an irate customer, or a deceitful coworker? In
Getting Past No, William Ury of Harvard Law School’s Program on Negotiation offers a proven breakthrough strategy for turning adversaries into negotiating partners. You’ll learn how to: •
Stay in control under pressure • Defuse anger and hostility • Find out what the other side really wants • Counter dirty tricks • Use power to bring the other side back to the table • Reach
agreements that satisfies both sides' needs Getting Past No is the state-of-the-art book on negotiation for the twenty-first century. It will help you deal with tough times, tough people, and
tough negotiations. You don’t have to get mad or get even. Instead, you can get what you want!
100 years since the end of German colonial rule in Namibia, the relationship between the former colonial power and the Namibian communities who were affected by its brutal colonial policies
remains problematic, and interpretations of the past are still contested. This book examines the ongoing debates, conflicts and confrontations over the past. It scrutinises the consequences of
German colonial rule, its impact on the descendants of victims of the 1904–08 genocide, Germany’s historical responsibility, and ways in which post-colonial reconciliation might be achieved.
You have been negotiating your entire life: in kindergarten, at school, at work, at home, while shopping, in business… Sometimes however bargaining is accompanied by disputes, claims or
even harm to one of the parties involved. Unnecessarily. Thanks to this book, you will learn how to negotiate in a smart and conscious way, so as instead of taking the advantage and winning
at all cost reach the balance and profits for each of the parties. An extraordinary book on ordinary negotiations! You have been negotiating your entire life: in kindergarten, at school, at work, at
home, while shopping, in business… Sometimes however bargaining is accompanied by disputes, claims or even harm to one of the parties involved. Unnecessarily. Thanks to this book, you
will learn how to negotiate in a smart and conscious way, so as instead of taking the advantage and winning at all cost reach the balance and profits for each of the parties. Probably the first
book on negotiating intelligence! (not only for businessmen!) There are tens of books on negotiations that have been written in Poland, and hundreds (or maybe thousands) that have been
written worldwide. Is this one better? I don’t know. But it’s certainly different. Apart from classic (and less classic) negotiating techniques and fighting off unwanted bargains, it presents
individual, sometimes funny, sometimes bloodcurdling adventures of the author who has always had an inclination towards negotiating and not taking things for granted. How did these – not
always well-thought-of and not always strategically played – negotiations end? Read this book and find out! Oh, and one more thing: this book is not only about business negotiations, because
we actually negotiate always and anywhere. The more you realize it and the more consciously you start doing it, the more efficient yet ethical your negotiations will be. You will learn: 1. Why
most people do not like (and are even afraid) to negotiate. 2. What is holding you when you want to ask for a better offer. 3. What aims you can reach knowing the basic rules of the game. 4.
What does a classic negotiating process look like. 5. Why not any negotiations are worth…winning. 6. Which techniques are the most efficient ones. 7. What tips, tricks and strategies will make
you an efficient negotiator. 8. How to defend yourself against unethical tricks of the other party. 9. What to do when negotiations end in failure. Opinions on the product: Easy to listen to. Many
ways of negotiating and tips on how not to fall into the hands of trained telemarketers. Thanks to this book I managed to bargain 2k in 2 minutes. Admittedly, I labored over this, since this was
the first time for me, but it was worth it! A great book with excellent examples taken from the life of the author himself. It really works, and I had the opportunity to experience this myself a few
times already. This audio book paid off in just 30 seconds J I can sincerely recommend it! Having finished this book, I went to my bank and demanded that my account be managed for free for
one year and that I get two free cards, and the bank agreed. However, Go and bargain is not for everyone, you have to be strongly motivated to trade and simply like it. Thanks Mr.
Dutko.]when it is worth passing up on bargaining and accepting the offer as it is how to win in a smart, responsible, ethical and classy way in what way you can learn about the motivation
behind the other party, predict its behavior, anticipate its attack and avoid traps why is it worth negotiating fair and in accordance with the win-win principle. More reviews:
www.goodreads.com/book/show/26514503-targuj-si---zen-negocjacji (polish version) & www.goodreads.com/book/show/40024627-go-and-bargain Table of Contents: Why do you need
another book on negotiations? There are many road signs Negotiations, Inc. Manipulation – a bridge too far Why do we negotiate? Negotiations – the best business in the world Ask and it will
be given to you. A question worth 1200 zloty Who should negotiate? Different negotiating targets Why are you afraid to bargain? Negotiating is no conflict! What is holding you? Only the poor
do not bargain The anatomy and physiology of negotiations – 57 principles worth their weight in platinum Preparing the ground Negotiating foreplay Main phase Striking a bargain A few tips at
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the end Other tips and tricks Negotiating aikido – how to defend yourself Ethics and negotiating savoir-vivre Dutko, how much did you negotiate? Wise men on negotiating and exerting
influence Go on, leave! Are you a publisher? Would like to buy exclusive rights to publish this book in your country? Send us your offer (the amount for the purchase of rights + interest on
sales) and the sample agreement in english or polish at dutkon@dutkon.pl.

Not since Pearl Harbor has an American president gone to Congress to request a declaration of war. Nevertheless, since then, one president after another, from Truman to
Obama, has ordered American troops into wars all over the world. From Korea to Vietnam, Panama to Grenada, Lebanon to Bosnia, Afghanistan to Iraq—why have presidents
sidestepped declarations of war? Marvin Kalb, former chief diplomatic correspondent for CBS and NBC News, explores this key question in his thirteenth book about the
presidency and U.S. foreign policy. Instead of a declaration of war, presidents have justified their war-making powers by citing "commitments," private and public, made by former
presidents. Many of these commitments have been honored, but some betrayed. Surprisingly, given the tight U.S.-Israeli relationship, Israeli leaders feel that at times they have
been betrayed by American presidents. Is it time for a negotiated defense treaty between the United States and Israel as a way of substituting for a string of secret presidential
commitments? From Israel to Vietnam, presidential commitments have proven to be tricky and dangerous. For example, one president after another committed the United States
to the defense of South Vietnam, often without explanation. Over the years, these commitments mushroomed into national policy, leading to a war costing 58,000 American lives.
Few in Congress or the media chose to question the war's provenance or legitimacy, until it was too late. No president saw the need for a declaration of war, considering one to
be old-fashioned. The word of a president can morph into a national commitment. It can become the functional equivalent of a declaration of war. Therefore, whenever a
president "commits"the United States to a policy or course of action with, or increasingly without, congressional approval, watch out—the White House may be setting the nation
on a road toward war. The Road to War was a 2013 Foreword Reviews honorable mention in the subject of War & Military.
The mutual gains approach is a proven method of producing fairer, more stable, and wiser results in environmental, health, and safety negotiations. This book provides a
comprehensive introduction to this approach to environmental regulation.
Real world negotiation examples and strategies from one of the most highly respected authorities in the field This unique book can help you change your approach to negotiation
by learning key strategies and techniques from actual cases. Through hard to find real world examples you will learn exactly how to effectively and productively negotiate. The
Book of Real World Negotiations: Successful Strategies from Business, Government and Daily Life shines a light on real world negotiation examples and cases, rather than
discussing hypothetical scenarios. It reveals what is possible through preparation, persistence, creativity, and taking a strategic approach to your negotiations. Many of us enter
negotiations with skepticism and without understanding how to truly negotiate well. Because we lack knowledge and confidence, we may abandon the negotiating process
prematurely or agree to deals that leave value on the table. The Book of Real World Negotiations will change that once and for all by immersing you in these real world scenarios.
As a result, you’ll be better able to grasp the true power of negotiation to deal with some of the most difficult problems you face or to put together the best deals possible. This
book also shares critical insights and lessons for instructors and students of negotiation, especially since negotiation is now being taught in virtually all law schools, many
business schools, and in the field of conflict resolution. Whether you’re a student, instructor, or anyone who wants to negotiate successfully, you’ll be able to carefully examine
real world negotiation situations that will show you how to achieve your objectives in the most challenging of circumstances. The cases are organized by realms—domestic
business cases, international business cases, governmental cases and cases that occur in daily life. From these cases you will learn more about: Exactly how to achieve WinWin outcomes The critical role of underlying interests The kind of thinking that goes into generating creative options How to consider your and the other negotiator’s Best
Alternative to a Negotiated Agreement (BATNA) Negotiating successfully in the face of power Achieving success when negotiating cross-culturally Once you come to understand
through these cases that negotiation is the art of the possible, you’ll stop saying "a solution is impossible." With the knowledge and self-assurance you gain from this book, you’ll
roll up your sleeves and keep negotiating until you reach a mutually satisfactory outcome!
This book examines the multifunctional role negotiations play in the jurisprudence of the International Court of Justice. Prior negotiations may be necessary to bring to the surface
and clarify the legal aspects of a dispute before its submission to the ICJ. Negotiations may play a potential and parallel role during the course of the proceedings; results of
negotiations may find their way into the judicial reasoning and may even form part of the basis of the judicial settlement. The Court’s judgment may require further negotiations
for its implementation. A failure of this process may bring the parties back before the Court. This volume presents a detailed and critical examination of the case law of the ICJ
through the prism of the functional interaction between negotiation and judicial settlement of disputes. In cases where legal interests of third States are involved this functional
interaction becomes even more complex. The focus is not on the merits of each individual case, but on the Court’s contribution and clarification of this functional interplay. The
systematic analysis of the Court’s jurisprudence makes this book essential reading for those involved with and studying international law and justice.
An expert in the field of business communication introduces an effective, easy-to-understand approach to the art of negotiation and persuasion that explains how to maximize
negotiation skills in both one-on-one meetings and a formal negotiating session, with tips on assessing situations, avoiding self-sabotage, dealing with cultural customs, and
more.
The best-selling first edition of The Long Road to Peace in Northern Ireland (0853236771) included essays from Senator George J. Mitchell, Sir David Goodall, Sir George
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Quigley, Lord Owen and Niall O'Dowd among others, and demonstrated the evolution of peace in Ireland, culminating in the Good Friday Agreement. Now Marianne Elliott, one
of the world's leading historians of Ireland, has updated the book and commissioned new essays to ensure that this vital resource for students, scholars, politicians and the
interested general reader continues to illuminate the peace process through the words of some of its pivotal figures. The essays all relate to the nature of peacemaking as a
process rather than an event signalled by the signing of an agreement. The significant role of 'third party' diplomacy is touched on by many contributors, as is the need for
pragmatism, compromise, and a recognition that it is those people at the polar extremes of any dispute that have to be drawn in if a lasting agreement is to be achieved.
In 2013, China’s President Xi Jinping launched what is now known as the Belt and Road Initiative (BRI). Since then, the initiative has instilled apprehension, enthusiasm and
uncertainty around the globe in equal measure. The Belt and Road Initiative: Opportunities and Challenges of a Chinese Economic Ambition strives to reflect upon and
synthesize the challenges and opportunities faced by China and indeed the rest of the world pertaining to the implementation of such an ambitious project. It covers perspectives
from regions both in and around Asia, as well as from Europe, the United States and Africa. In addition to this, the initiative is discussed through the lens of various disciplines
such as geo-politics, marketing, currency, finance, leadership, negotiation, security and the digital component of the Silk Road. The resulting compilation provides for a thoroughly
extensive and pluralistic examination of the BRI, lending the reader a peek into what the world may anticipate from China and this project in the years to come.
The principle of policy coherence has been the object of a contentious debate in the European Union’s external relations, though discussions have been mainly limited to its foreign policy and
its ability to speak with one voice in the international arena. Despite being institutionalised in the Treaty of Maastricht, policy coherence for development (PCD), which implies taking into
account the needs and interests of developing countries in non-aid policies, failed to make headway in the European Union, remaining the unheeded concern of some NGOs and a small group
of Member States. A change of direction occurred in the early 2000s when the European Commission, taking advantage of a number of favourable conditions and using an astute strategy,
managed to set an ambitious agenda for the European Union. This volume analyses the linkages between aid and various non-aid policies, namely trade, agriculture, fisheries, security,
migration, and the social dimension of globalisation. Its aim is to shed new light on the EU’s policy-making process, by looking at the nexus between various policy sub-systems, and on the
role that the EU wants to play in the international arena, by looking at the impact of its policies on international development. This book was published as a special issue of the Journal of
European Integration.
A comprehensive study of the politics and personalities of the rise and fall of Hungary's communist regime, first published in 1996.
Since the early 1950s, there has been agreement in the US concerning the desirability of improving relations with the Soviet Union. Policymakers have often disagreed, however, about how to
implement policy and this book looks at the policy of individual administrations.
Economic and monetary union in the European Union represents a massive change for Europe and for the world. The Road to Maastricht identifies why the agreement was possible and how
the agreement was made. The book examines the motives that inspired European political leaders, the strategies that they pursued, and the institutions that were used to achieve monetary
union. Drawing on a wide range of sources and unprecedented research and interviews, the book combines careful political analysis with new information about the way in which European
Monetary Union was negotiated. It delves into the complex forces at work in Europe, including the cross-national political interactions, to produce an authoritative account of the boldest and
riskiest venture in the history of European integration.
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