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Negotiation Readings Cases And Exercises
This book provides students with a comprehensive understanding of the
fundamental components of the negotiation process and the challenges that face
negotiators. It contains, in a single volume, text material on current theory and
research, readings from diverse perspectives, cases that demonstrate how
negotiation has been effectively or ineffectively applied in practice, role-playing
exercises that enable students to hone their skills, and questionnaires that
assess personal qualities that can influence negotiation processes and
outcomes.
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
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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.
Negotiation is a critical skill needed for effective management. Negotiation 8e by
Roy J. Lewicki, David M. Saunders, and Bruce Barry explores the major concepts
and theories of the psychology of bargaining and negotiation, and the dynamics
of interpersonal and intergroup conflict and its resolution. It is relevant to a broad
spectrum of management students, not only human resource management or
industrial relations candidates.
At last, here is a book that shows women how to recognize the Shadow
Negotiation -- in which the unspoken attitudes, hidden assumptions, and
conflicting agendas that drive the bargaining process play out -- and how to use
that knowledge to their advantage. Each time people bargain over issues -- a
promotion, a contract with a new client, a bigger role in decision-making -- a
parallel negotiation unfolds beneath the surface of the "formal" discussion.
Bargainers constantly maneuver to determine whose interests and needs will
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hold sway, whose opinions will matter, and how cooperative each person will be
in reaching an agreement. How the issues are resolved hangs on the actions
people take in the shadow negotiation, yet it is in this shadow negotiation that
women most often run into trouble. The most productive negotiations take place
when strong advocates can connect with each other. Good results depend
equally on a bargainer's positioning her ideas for a fair hearing and on being
open to the other side's point of view. But traditionally women have not fared well
on either front. Often, they let negotiable moments slip by and take the first "no"
as a final answer, or their efforts to be responsive to the other side's position are
interpreted as accommodation. As a result, women can come away from
negotiations with fewer dollars, perks, plum assignments, or less say in decisionmaking than men. To negotiate effectively, women must pay attention to acts of
self-sabotage as well as to the moves others make in the shadow negotiation. By
bargaining more strategically, women can establish the terms of their advocacy,
their voice, and at the same time encourage the open communication essential to
a collaborative discussion in which not only acceptable, but creative, agreements
can be worked out. Written by Deborah M. Kolb and Judith Williams, two
authorities in the field, The Shadow Negotiation shows women a whole new way
to think about the negotiation process. Kolb and Williams identify the common
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stumbling blocks that women encounter and present a game plan for turning their
particular strengths to their advantage. Based on extensive interviews with
hundreds of business-women, The Shadow Negotiation provides women with a
clear, insightful guide to the hidden machinations that are at work in every
bargaining situation.
Introduction to the case book / Dr. Thorsten Reiter -- The acquisition of Whole
Foods Inc. by Amazon / Charles-Armand Roger Sollberger Solari, Piotr
Wojtaszewski and Sandra Frei -- Negotiation of the Iran nuclear deal / Irena
Marina, Julien Petat and Adrian Budac -- The Air France strikes / Niklas Harder
and Adriano Käppeli -- Walt Disney`s acquisition of 21st Century Fox / Valentin
Steinhauser, Georgia Sofia Botsis and Robin-Resham Singh -- The Lufthansa
strikes / Max-Philip Dirk, Leon Guckelberger and Patrick Eschler -- Bayer vs.
Monsanto / Luca Franziscus, Julia Reis Coury and Luca Loris Gerini -- The TransPacific partnership agreement / Amanda Wegener and Michele Floridia -- Closing
remarks on the case book / Dr. Thorsten Reiter.
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
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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,
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governmental cases and cases that occur in daily life. From these cases you will
learn more about: Exactly how to achieve Win-Win 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!
We all negotiate on a daily basis. We negotiate with our spouses, children,
parents, and friends. We negotiate when we rent an apartment, buy a car,
purchase a house, and apply for a job. Your ability to negotiate might even be the
most important factor in your career advancement. Negotiation is also the key to
business success. No organization can survive without contracts that produce
profits. At a strategic level, businesses are concerned with value creation and
achieving competitive advantage. But the success of high-level business
strategies depends on contracts made with suppliers, customers, and other
stakeholders. Contracting capability—the ability to negotiate and perform
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successful contracts—is the most important function in any organization. This
book is designed to help you achieve success in your personal negotiations and
in your business transactions. The book is unique in two ways. First, the book not
only covers negotiation concepts, but also provides practical actions you can take
in future negotiations. This includes a Negotiation Planning Checklist and a
completed example of the checklist for your use in future negotiations. The book
also includes (1) a tool you can use to assess your negotiation style; (2)
examples of “decision trees,” which are useful in calculating your alternatives if
your negotiation is unsuccessful; (3) a three-part strategy for increasing your
power during negotiations; (4) a practical plan for analyzing your negotiations
based on your reservation price, stretch goal, most-likely target, and zone of
potential agreement; (5) clear guidelines on ethical standards that apply to
negotiations; (6) factors to consider when deciding whether you should negotiate
through an agent; (7) psychological tools you can use in negotiations—and traps
to avoid when the other side uses them; (8) key elements of contract law that
arise during negotiations; and (9) a checklist of factors to use when you evaluate
your performance as a negotiator. Second, the book is unique in its holistic
approach to the negotiation process. Other books often focus narrowly either on
negotiation or on contract law. Furthermore, the books on negotiation tend to
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focus on what happens at the bargaining table without addressing the
performance of an agreement. These books make the mistaken assumption that
success is determined by evaluating the negotiation rather than evaluating
performance of the agreement. Similarly, the books on contract law tend to focus
on the legal requirements for a contract to be valid, thus giving short shrift to the
negotiation process that precedes the contract and to the performance that
follows. In the real world, the contracting process is not divided into independent
phases. What happens during a negotiation has a profound impact on the
contract and on the performance that follows. The contract’s legal content should
reflect the realities of what happened at the bargaining table and the performance
that is to follow. This book, in contrast to others, covers the entire negotiation
process in chronological order beginning with your decision to negotiate and
continuing through the evaluation of your performance as a negotiator. A
business executive in one of the negotiation seminars the author teaches as a
University of Michigan professor summarized negotiation as follows: “Life is
negotiation!” No one ever stated it better. As a mother with young children and
as a company leader, the executive realized that negotiations are pervasive in
our personal and business lives. With its emphasis on practical action, and with
its chronological, holistic approach, this book provides a roadmap you can use
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when navigating through your life as a negotiator.
The process of negotiation, standing as it does between war and peace in many
parts of the globe, has never been a more vital process to understand than in
today's rapidly changing international system. Students of negotiation must first
understand key IR concepts as they try to incorporate the dynamics of the many
anomalous actors that regularly interact with conventional state agents in the
diplomatic arena. This hands-on text provides an essential introduction to this
high-stakes realm, exploring the impact of complex multilateralism on traditional
negotiation concepts such as bargaining, issue salience, and strategic choice.
Using an easy-to-understand board game analogy as a framework for studying
negotiation episodes, the authors include a rich array of real-world cases and
examples—now updated with the results of the Paris climate change
agreement—to illustrate key themes, including the intensity of crisis situations for
negotiators, the role of culture in communication, and the impact of domesticlevel politics on international negotiations. Providing tools for analyzing why
negotiations succeed or fail, this innovative text also presents effective exercises
and learning approaches that enable students to understand the complexities of
negotiation by engaging in the diplomatic process themselves.
When discussing being stuck in a "win-win vs. win-lose" debate, most negotiation
Page 9/22

Download Ebook Negotiation Readings Cases And Exercises
books focus on face-to-face tactics. Yet, table tactics are only the "first
dimension" of David A. Lax and James K. Sebenius' pathbreaking 3-D
Negotiation (TM) approach, developed from their decades of doing deals and
analyzing great dealmakers. Moves in their "second dimension"—deal
design—systematically unlock economic and noneconomic value by creatively
structuring agreements. But what sets the 3-D approach apart is its "third
dimension": setup. Before showing up at a bargaining session, 3-D Negotiators
ensure that the right parties have been approached, in the right sequence, to
address the right interests, under the right expectations, and facing the right
consequences of walking away if there is no deal. This new arsenal of moves
away from the table often has the greatest impact on the negotiated outcome.
Packed with practical steps and cases, 3-D Negotiation demonstrates how
superior setup moves plus insightful deal designs can enable you to reach
remarkable agreements at the table, unattainable by standard tactics.
The great majority of startups fail, and most entrepreneurs who have succeeded
have had to bounce back from serious mistakes. Entrepreneurs fumble key
interactions because they don’t know how to handle the negotiation challenges
that almost always arise. They mistakenly believe that deals are about money
when they are much more complicated than that. This book presents
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entrepreneurship as a series of interactions between founders, partners, potential
partners, investors and others at various stages of the entrepreneurial process from seed to exit. There are plenty of authors offering ‘tips’ on how to succeed
as an entrepreneur, but no one else scrutinizes the negotiation mistakes that
successful entrepreneurs talk about with the authors. As Dinnar and Susskind
show, learning to handle emotions, manage uncertainty, cope with technical
complexity and build long-term relationships are equally or even more important.
This book spotlights eight big mistakes that entrepreneurs often make and shows
how most can be prevented with some forethought. It includes interviews with
high-profile entrepreneurs about their own mistakes. It also covers gender
biases, cultural challenges, and when to employ agents to negotiate on your
behalf. Aspiring and experienced entrepreneurs should pay attention to the
negotiation errors that even the most successful entrepreneurs commonly make.
A member of the world renowned Program on Negotiation at Harvard Law School
introduces the powerful next-generation approach to negotiation. A member of
the world-renowned Program on Negotiation at Harvard Law School introduces
the powerful next-generation approach to negotiation. For many years, two
approaches to negotiation have prevailed: the “win-win” method exemplified in
Getting to Yes by Roger Fisher, William Ury, and Bruce Patton; and the hardPage 11/22
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bargaining style of Herb Cohen’s You Can Negotiate Anything. Now awardwinning Harvard Business School professor Michael Wheeler provides a dynamic
alternative to one-size-fits-all strategies that don’t match real world realities. The
Art of Negotiation shows how master negotiators thrive in the face of chaos and
uncertainty. They don’t trap themselves with rigid plans. Instead they understand
negotiation as a process of exploration that demands ongoing learning, adapting,
and influencing. Their agility enables them to reach agreement when others
would be stalemated. Michael Wheeler illuminates the improvisational nature of
negotiation, drawing on his own research and his work with Program on
Negotiation colleagues. He explains how the best practices of diplomats such as
George J. Mitchell, dealmaker Bruce Wasserstein, and Hollywood producer Jerry
Weintraub apply to everyday transactions like selling a house, buying a car, or
landing a new contract. Wheeler also draws lessons on agility and creativity from
fields like jazz, sports, theater, and even military science.
In his highly anticipated follow up to the bestselling “Getting to Yes: Negotiation
Agreement Without Giving”, Harvard University’s world renowned negotiation
expert William Ury provides the definitive guide to attaining success at work and
at home.
Negotiation Fundamentals. Negotiation subprocesses. Negotiation contexts.
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Individual differences. Negotiation across cultures. ...
Combining insights in negotiation research with the tactics used by some of the
world's leading business strategists, Bargaining for Advantage is a practial guide
to becoming a more effective negotiator. Richard Shell explores the hidden
psychology and patterns that govern every bargaining situation. Driven by stories
about everything from hostage taking and high stakes business deals to
everyday encounters, this work offers a step-by-step approach that draws on
your own communication style to make you a skilful negotiator.
Negotiations are challenging and sometimes scary. You prepare and know what you
want, but then things go terribly wrong. Your emotions get in the way. Sometimes you
don't even try, or lose your way and fail to achieve your objectives. This book helps you
get out of your own way, manage your emotions, and negotiate effectively.
Negotiation is a critical skill needed for effective management. Negotiation: Readings,
Exercises, and Cases 7e by Roy J. Lewicki, Bruce Barry, and David M. Saunders takes
an experiential approach and explores the major concepts and theories of the
psychology of bargaining and negotiation and the dynamics of interpersonal and intergroup conflict and its resolution. It is relevant to a broad spectrum of management
students, not only human resource management or industrial relations candidates. The
Readings portion of the book is ordered into seven sections: (1) Negotiation
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Fundamentals, (2) Negotiation Subprocesses, (3) Negotiation Contexts, (4) Individual
Differences, (5) Negotiation across Cultures, (6) Resolving Differences, and (7)
Summary. The next section of the book presents a collection of role-play exercises,
cases, and self-assessment questionnaires that can be used to teach negotiation
processes and subprocesses.
Negotiation is stuck—it's time for something new. Almost everything is negotiable,
almost every interaction a negotiation. And in no field is this clearer than in business,
where every day we need to work with others to get things done. But when we have
real differences, is a win-win always possible? Or must every negotiation be a zero-sum
game, with a winner and a loser? Over the last half century, these two opposing
philosophies have ruled the field: the win-lose, tooth-and-nail battle plan identified with
training guru Chester Karrass, and the win-win, "principled" creed of Getting to Yes, by
Harvard's Roger Fisher and William Ury. Both were game changers in their day, but
neither approach fully meets the challenges of today's volatile, disruptive,
ultracompetitive business environment, where strategic problem-solving is a crucial
skill, and time is of the essence. In Creative Conflict, negotiation experts Bill Sanders
and Frank Mobus provide something new. They use a dynamic, dialectical approach to
show that negotiations are driven by competition and cooperation at the same time,
counterintuitively revealing that conflict is at the core of every negotiation. When we
tiptoe around conflict, we negotiate in a half-hearted way that limits our results. Creative
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negotiators probe and push until they hit a wall of disagreement, then figure out how to
get past it. The authors construct a simple framework based on three basic but distinct
contexts: bargaining, dealmaking, and relationship building. They then instruct readers
on how to skillfully pursue their own interests while simultaneously seeking ways to
expand a deal's scope and value for both sides. Based on the popular Mobus Creative
Negotiating seminars and the authors' experience working with Fortune 500
companies, Creative Conflict is a business book written for businesspeople, by
businesspeople. It's your go-to guide for boosting your skills and confidence as a
negotiator—and learning to strike a better deal.
Presents a comprehensive guide to the essential skills, strategies, techniques, and
creative mindset of successful negotiation, drawing on the latest behavioral research
and real-life case studies to explain how to prepare for and execute negotiations, from
identifying opportunities to overcoming resistance and defusing hardball tactics.
Reprint. 30,000 first printing.
Negotiation is a critical skill needed for effective management. NEGOTIATION:
READINGS EXERCISES, AND CASES, 5/e takes an experiential approach and
explores the major concepts and theories of the psychology of bargaining and
negotiation, and the dynamics of interpersonal and inter-group conflict and its
resolution. It is relevant to a broad spectrum of management students, not only human
resource management or industrial relations candidates. It contains approximately 50
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readings, 32 exercises, 9 cases and 5 questionnaires.
This companion volume to the negotiation classic Getting to Yes explores the
negotiation process in depth and presents case studies, charts, and worksheets for
blueprinting and personalized negotiating strategy.
"It is a very practical book aiming to describe various ways of negotiating. . . . The
author's use of a conversational style makes for easy reading. . . . A useful and light
book which serves as an introduction to the area." --Counselling at Work "Although the
book's format makes it of particular interest to teachers thinking about a possible text to
assign for a semester-length general course in negotiation, the average reader may
also enjoy this blend of theoretical and practical perspectives." --Negotiation Journal
How does negotiation work? What are the options and procedures for a thorough
negotiation? What problems and deficiencies does one encounter in negotiation? How
can skill-building be integrated for a successful negotiation? To answer these and other
questions, Negotiation Basics presents both theoretical and practical perspectives that
enable readers to develop the skills necessary for individual and group negotiating
situations. Utilizing a unique theory-into-practice technique, each chapter introduces
and discusses an essential negotiating concept--concepts that connect to a related skill,
and integrates exercises throughout the chapters. Thus, each chapter provides readers
with the opportunity to practice the newly acquired skills. Topics examined include
steps necessary for goal building, role of information in negotiations, hidden and
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incidental "costs," popular strategies, role of the agent, and reasons why negotiations
fail. This unique and illuminating volume is a welcome addition for business and
management courses, service organizations, labor studies programs, education and
communication departments, and conflict resolution programs.

Designed to give students and public relations professionals the knowledge and
skills they need to become successful crisis managers, Applied Crisis
Communication and Crisis Management: Cases and Exercises by W. Timothy
Coombs, includes a wide range of cases that explore crisis communication and
management in action using a practical approach. In the first two chapters, the
author introduces key theories and principles in crisis communication, which
students apply by analyzing 17 cases drawn from recent headlines. Cases are
explored from pre-crisis, mid-crisis, and post-crisis communication perspectives,
and include a range of predominant crisis scenarios from product recalls to
lawsuits to environmental disasters.
Buy a new version of this textbook and receive access to the Connected eBook
on CasebookConnect, including: lifetime access to the online ebook with
highlight, annotation, and search capabilities, plus an outline tool and other
helpful resources. Connected eBooks provide what you need most to be
successful in your law school classes. Learn more about Connected eBooks.
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Designed to prepare law students to negotiate knowledgably and successfully as
lawyers representing clients, Lawyer Negotiation: Theory, Practice, and Law,
Fourth Edition features an integrated approach that combines theory, skills,
negotiation strategy, ethics, and law. A sleek, readable, and lively text for any law
school Negotiation course, this book reflects the authors’ experience as
negotiators, mediators, ADR teachers, and trainers. Interesting notes, thoughtful
problems, provocative questions, and new video resources throughout the text
raise practical negotiation challenges and policy issues. The focus is on
negotiating legal claims and issues on behalf of clients. Previous editions have
proven popular because of the very readable and lively text, interesting notes,
thoughtful problems, and provocative questions that raise practical negotiation
challenges and issues, which are updated in this new edition. Carefully curated
excerpts from other leading authors are included, allowing for diverse ideas to be
presented on negotiation techniques and eliminating the need for supplemental
material. Vivid examples are included from real cases and literature, which bring
negotiation concepts and applications to life. The book is designed for
experiential, interactive teaching utilizing provided role-plays, exercises,
problems, and streaming video examples. In addition to direct negotiation, how to
advantageously use assisted negotiation in the form of mediation advocacy is
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included. New to the Fourth Edition: Fresh material and perspective benefiting
from a new co-author Each chapter has been updated with new insights and
examples More video-based examples, problems, and resources—linked video
excerpts can now be streamed showing different negotiation styles and
techniques Streamlined presentation of outside excerpts Greater coverage of
distance negotiation, including email and remote contexts Increased focus on
#MeToo, gender, social activism, historical inequities, anti-racism, cultural and
style differences, online negotiation, technological advances, and other crucial
issues affecting negotiation and dispute resolution today Excerpts have been
condensed or summarized to shorten reading assignments, allowing more time
for experiential learning Professors and student will benefit from: Step-by-step
organization and readings designed to be used as part of an active experiential
class without sacrificing the deep knowledge expected in a law school course
Informal writing style, interesting examples, practical advice, and thoughtprovoking questions, all written specifically for law students who will soon
represent clients as negotiators Practice-based approach which helps students
apply the concepts Exercises and accompanying role-plays that facilitate
classroom discussion Assessment tools to aid in student learning and
understanding Videos that show experienced lawyers, negotiators, and mediators
Page 19/22

Download Ebook Negotiation Readings Cases And Exercises
performing role plays
Successful management depends on the ability to quickly and effectively manage
conflicts. Conflict Resolution includes hands-on information for effectively
communicating with employees, disciplining and even terminating employees,
understanding and using organizational politics, and more.
Leading authorities on negotiations present the result of years of research,
application, testing and experimentation, and practical experience. Principles and
applications from numerous disciplines are combined to create a conceptual
framework for the hostage negotiator. Ideas and concepts are explained so that
the practicing negotiator can apply the principles outlined.
Mastering Business Negotiation is a handy resource for any leader or manager
who needs practical strategies and ideas when conducting business negotiations.
Grounded in solid research, the authors - experts in the field of business
negotiation - reduce the huge volume of available information into an accessible
handbook for busy executives who need to prepare for everyday negotiations as
well as for more demanding and complex negotiation situations. Mastering
Business Negotiation offers down-to-earth advice for learning to play the
negotiation game and shows how to: Understand the game so you can better
control what happens Predict the sequence of negotiation activities and move
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from disagreement toward agreement Identify the strategies and tactics of other
players in the game. Apply the rules of the game - the "do's and don'ts" that will
ultimately lead to success
Begleitb. u.d.T.: Negotiation : reading, exercises, and cases
Known for its accessible approach and concrete real-life examples, the second
edition of Practical Business Negotiation continues to equip users with the
necessary, practical knowledge and tools to negotiate well in business. The book
guides users through the negotiation process, on getting started, the sequence of
actions, expectations when negotiating, applicable language, interacting with
different cultures, and completing a negotiation. Each section of the book
contains one or two key takeaways about planning, structuring, verbalizing, or
understanding negotiation. Updated with solid case studies, the new edition also
tackles cross-cultural communication and communication in the digital world.
Users, especially non-native English speakers, will be able to hone their business
negotiation skill by reading, discussing, and doing to become apt negotiators.
The new edition comes with eResources, which are available at https://www.routl
edge.com/Practical-Business-Negotiation-2nd-Edition/Baber-FletcherChen/p/book/9780367421731.
NegotiationReadings, Exercises, and CasesMcGraw-Hill Higher Education
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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
For years, academic thinking on negotiations and auctions has matured in different silos.
Negotiation theory focused on deals between two parties, investigating psychological
motivations and invoking ideas like 'best alternative to a negotiated agreement.' Auction theory,
on the other hand, focused exclusively on situations where multiple bidders were involved and
the highest bidder won. Harvard Business School professor Guhan Subramanian specializes in
understanding how deals. As he studied deals in the news, observed deals as a participant
and invited legendary dealmakers into his classroom, one commonality kept cropping up.
Assets most often change hand not in a pure negotiation or a pure auction, but by a
mechanism that freely combines elements from both schools of thought. Negotiators are
'fighting on two fronts' across the table, but also on the same side of the table with known,
unknown, or possible competitors. In Negotiauctions, Subramanian provides a lively tour of
both negotiation and auction theory, following those summaries with an in-depth look at his
hybrid theory that includes strategies that readers can use in real life situations. Along the way
Subramanian employs multiple case studies, from studio negotiations over a new season of
the TV show Frasier to his own experience purchasing a car. Classroom tested in one of the
world's best business schools, Negotiauctions is an indispensable how-to guide for anyone
involved in the sale of high-value assets.
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