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An inspired and practical approach to developing the innate power of groups to make wise,
compassionate, and creative decisions • Based on nine years of research involving scores of
participants • Includes real-life examples and specific practices to help readers understand and
cultivate collective wisdom and avoid collective folly If we are to disentangle the extraordinary
challenges that we face today in organizations, communities, and nations we must transcend
our divisions and develop solutions together. But what enables us to collectively make wise
choices and sound judgments instead of splintering apart? When human beings gather
together, a depth of awareness and insight, a transcendent knowing, becomes available.
Based on nine years of research The Power of Collective Wisdom shows how we can tap into
the extraordinary cocreative potential that exists in every group. Collective wisdom is elusive
and unpredictable – it can’t be willed into being, but the authors describe six commitments
people can adopt that will increase the likelihood of its appearing. Stories and historical
examples throughout serve to illuminate and illustrate how collective wisdom has emerged in a
range of settings and through the lives and traditions of varied cultures. Equally important, the
authors describe how to recognize the pitfalls of polarization or false agreement, either of
which can lead to collective folly – a phenomenon with which recent history has made us all too
familiar. And they offer a set of practices to help readers maintain the key lessons of the book.
The Power of Collective Wisdom is a foundational book for an emerging field of study and
practice relevant to everyone seeking more effective and satisfying ways of working with
others.
In this landmark book, William Ury-- best-selling author and director of the Project on
Preventing War at the Program on Negotiation at Harvard Law School-- and a stellar panel of
experts from several scientific disciplines debunk the commonly held notion that violence is a
predictable part of the human condition and outline an innovative paradigm for preventing
violent confrontations. Must We Fight? presents compelling new research and insights into
human nature which clearly demonstrate that humankind is not doomed to continue the
seemingly endless cycle of violent conflict. With intelligence and sensitivity, Ury describes a
brilliant program for personal and community empowerment called The Third Side. As he
explains, in most conflicts between two parties there is actually a third entity-the community in
which the combatants, and their dispute, are embedded. The Third Side is a proven model for
ending conflict that shows how to mobilize communities to stop and, in some cases, prevent
individual and group violence.
The art of negotiation—from one of the country’s most eminent practitioners and the Chair of
the Harvard Law School’s Program on Negotiation. One of the country’s most eminent
practitioners of the art and science of negotiation offers practical advice for the most
challenging conflicts—when you are facing an adversary you don’t trust, who may harm you, or
who you may even feel is evil. This lively, informative, emotionally compelling book identifies
the tools one needs to make wise decisions about life’s most challenging conflicts.
Understanding Peace: A Comprehensive Introduction fills the need for an original,
contemporary examination of peace that is challenging, informative, and empowering. This wellresearched, fully documented, and highly accessible textbook moves beyond fixation on war to
highlight the human capacity for nonviolent cooperation in everyday life and in conflict
situations. After deconstructing numerous ideas about war and explaining its heavy costs to
humans, animals, and the environment, discussion turns to evidence for the existence of
peaceful societies. Further topics include the role of nonviolence in history, the nature of
violence and aggression, and the theory and practice of nonviolence. The book offers two new
moral arguments against war, and concludes by defining peace carefully from different angles
and then describing conditions for creating a culture of peace. Understanding Peace brings a
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fresh philosophical perspective to discussions of peace, and also addresses down-to-earth
issues about effecting constructive change in a complex world. The particular strength of
Understanding Peace lies in its commitment to reflecting on and integrating material from many
fields of knowledge. This approach will appeal to a diverse audience of students and scholars
in peace studies, philosophy, and the social sciences, as well as to general-interest readers.
The tenets of Nonviolent Communication are applied to a variety of settings, including the
classroom and the home, in these booklets on how to resolve conflict peacefully. Illustrative
exercises, sample stories, and role-playing activities offer the opportunity for self-evaluation,
discovery, and application.Applying the Nonviolent Communication (NVC) process to conflict
resolution inspires peaceful collaboration by focusing on the unmet needs that lie at the root of
any given conflict. Practical techniques help mediators and participants to find the heart of the
conflict and use genuine cooperation to reach resolutions that meet everyone’s needs.
This volume addresses exclusively the most important factor in successful dispute resolution:
the personal qualities of the conflict resolution professional, the mediator, arbitrator, neutral,
organizational consultant, or therapist who must intervene inany kind of problem at work or at
home.
Build Conflict Control Into Your Organization Renowned mediator William Ury offers tested
guidelines for designing a dispute resolution system to handle conflicts effectively on an
ongoing basis. He explains how to diagnose and correct problems in an existing system or
create and implement a new system where one does not exist. His four-phase process
includes specific advice on involving adverse parties in diagnosing current problems, designing
the system, and overcoming opposition to change. The result is a win-win formula for putting a
system in place that contains the costs associated with conflict by addressing them as they
arise.
A noted conflict-resolution expert explores dignity, its role in human conflict, and its power to
improve relationships Drawing on her extensive experience in international conflict resolution
and on insights from evolutionary biology, psychology, and neuroscience, Donna Hicks
explains what the elements of dignity are, how to recognize dignity violations, how to respond
when we are not treated with dignity, how dignity can restore a broken relationship, why
leaders must understand the concept of dignity, and more. By choosing dignity as a way of life,
Hicks shows, we open the way to greater peace within ourselves and to a safer and more
humane world for all. For the Tenth Anniversary Edition of Dignity, Hicks has written a new
preface that reflects on her experience helping communities and individuals understand the
power of dignity and how it can lead to a more peaceful world. “Anyone who understands the
importance of personal feelings and their fuel for conflict should consider Dignity as a powerful
advisory and motivational guide.”—Midwest Book Review Winner of the 2012 Educator’s
Award, given by the Delta Kappa Gamma Society International.
Strategies for transboundary natural resource management; winner of Harvard Law School's
Raiffa Award for best research of the year in negotiation and conflict resolution. Transboundary
natural resource negotiations, often conducted in an atmosphere of entrenched mistrust,
confrontation, and deadlock, can go on for decades. In this book, Bruno Verdini outlines an
approach by which government, private sector, and nongovernmental stakeholders can
overcome grievances, break the status quo, trade across differences, and create mutual gains
in high-stakes water, energy, and environmental negotiations. Verdini examines two landmark
negotiations between the United States and Mexico. The two cases—one involving conflict over
shared hydrocarbon reservoirs in the Gulf of Mexico and the other involving disputes over the
shared waters of the Colorado River—resulted in groundbreaking agreements in 2012, after
decades of deadlock. Drawing on his extensive interviews with more than seventy high-ranking
negotiators in the United States and Mexico—from presidents and ambassadors to general
managers, technical experts, and nongovernmental advocates—Verdini offers detailed accounts
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from multiple points of view, on both sides of the border. He unpacks the negotiation,
leadership, collaborative decision-making, and political communication strategies that made
agreement possible. Building upon the theoretical and empirical findings, Verdini offers advice
for practitioners on effective negotiation and dispute resolution strategies that avoid the
presumption that there are not enough resources to go around, and that one side must win and
the other must inevitably lose. This investigation is the winner of Harvard Law School's Howard
Raiffa Award for best research of the year in negotiation, mediation, decision-making, and
dispute resolution.
Since it was first published in 1986, " The Mediation Process "has become a landmark
resource for mediation practitioners, trainers, students, and professionals in corporate, legal,
health care, education, and governmental arenas. This thoroughly revised and expanded third
edition has been updated to include coverage of the most contemporary issues in mediation
practice and to provide updated bibliographical resources.
Using new archaeological and anthropological evidence, the author explains how to resolve
conflicts in the home, work, and the world by identifying the "Third Side" of seemingly
blackandwhite arguments. 25,000 first printing. Tour.
International Mediation in Venezuela analyzes the effort of the Carter Center and the broader
international community to prevent violent conflict, to reconcile a deeply divided society, and to
preserve democratic processes. From their perspective as facilitators of the intervention and as
representatives of the Carter Center, Jennifer McCoy and Francisco Diez present an insider
account of mediation at the national and international level.
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
No is perhaps the most important and certainly the most powerful word in the language. Every
day we find ourselves in situations where we need to say No–to people at work, at home, and
in our communities–because No is the word we must use to protect ourselves and to stand up
for everything and everyone that matters to us. But as we all know, the wrong No can also
destroy what we most value by alienating and angering people. That’s why saying No the right
way is crucial. The secret to saying No without destroying relationships lies in the art of the
Positive No, a proven technique that anyone can learn. This indispensable book gives you a
simple three-step method for saying a Positive No. It will show you how to assert and defend
your key interests; how to make your No firm and strong; how to resist the other side’s
aggression and manipulation; and how to do all this while still getting to Yes. In the end, the
Positive No will help you get not just to any Yes but to the right Yes, the one that truly serves
your interests. Based on William Ury’s celebrated Harvard University course for managers and
professionals, The Power of a Positive No offers concrete advice and practical examples for
saying No in virtually any situation. Whether you need to say No to your customer or your
coworker, your employee or your CEO, your child or your spouse, you will find in this book the
secret to saying No clearly, respectfully, and effectively. In today’s world of high stress and
limitless choices, the pressure to give in and say Yes grows greater every day, producing
overload and overwork, expanding e-mail and eroding ethics. Never has No been more
needed. A Positive No has the power to profoundly transform our lives by enabling us to say
Yes to what counts–our own needs, values, and priorities. Understood this way, No is the new
Yes. And the Positive No may be the most valuable life skill you’ll ever learn!
This book is designed as an undergraduate textbook to be used as a foundation text for peace
and conflict studies (PACS) programs or for anyone interested in an overview of the field of
peace and conflict studies. The book provides an introduction to the field balancing theory,
research, and practice.
This book is the first to systematically describe the key components necessary to ensure
successful implementation of Collaborative Problem Solving (CPS) across mental health
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settings and non-mental health settings that require behavioral management. This resource is
designed by the leading experts in CPS and is focused on the clinical and implementation
strategies that have proved most successful within various private and institutional agencies.
The book begins by defining the approach before delving into the neurobiological components
that are key to understanding this concept. Next, the book covers the best practices for
implementation and evaluating outcomes, both in the long and short term. The book concludes
with a summary of the concept and recommendations for additional resources, making it an
excellent concise guide to this cutting edge approach. Collaborative Problem Solving is an
excellent resource for psychiatrists, psychologists, social workers, and all medical
professionals working to manage troubling behaviors. The text is also valuable for readers
interested in public health, education, improved law enforcement strategies, and all
stakeholders seeking to implement this approach within their program, organization, and/or
system of care.

The editors, John Paul Lederach and Janice Moomaw Jenner, have gathered a
stellar panel of seasoned experts who illustrate how to approach international
peacebuilding with effective actions and approaches gained through experience
that will contribute ultimately to a more positive outcome.
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.
In the complex process of turning war into peace, international conflict mediators
play an increasingly pivotal role. Yet almost nothing is known about these
influential individuals. In Kings of Peace, Pawns of War, six of the world's leading
mediators talk in detail for the first time about their efforts to secure peace in Iraq,
South Sudan, Afghanistan, Sri Lanka, Cyprus, Iraq and Aceh. Former war
correspondent Harriet Martin draws on unparalleled access to top-level mediators
at work on the international scene today. Thus she is able to provide for the first
time important insights into a profession rarely subjected to public scrutiny. She
investigates the tactics they use to keep the two sides talking, and their drive to
complete what is often a thankless task. She exposes how the warring parties,
and also the international backers of a mediation, will manipulate a peace effort and the mediator himself - in order to retain the upper hand.
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!
What is Violent Communication? If "violent" means acting in ways that result in
hurt or harm, then much of how we communicate—judging others, bullying, having
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racial bias, blaming, finger pointing, discriminating, speaking without listening,
criticizing others or ourselves, name-calling, reacting when angry, using political
rhetoric, being defensive or judging who's "good/bad" or what's "right/wrong" with
people—could indeed be called "violent communication." What is Nonviolent
Communication? Nonviolent Communication is the integration of four things: •
Consciousness: a set of principles that support living a life of compassion,
collaboration, courage, and authenticity • Language: understanding how words
contribute to connection or distance • Communication: knowing how to ask for
what we want, how to hear others even in disagreement, and how to move
toward solutions that work for all • Means of influence: sharing "power with
others" rather than using "power over others" Nonviolent Communication serves
our desire to do three things: • Increase our ability to live with choice, meaning,
and connection • Connect empathically with self and others to have more
satisfying relationships • Sharing of resources so everyone is able to benefit
George Kohlrieser—an international leadership professor, consultant, and veteran
hostage negotiator—explains that it is only by openly facing conflict that we can
truly progress through the most difficult business challenges. In this provocative
book, he reveals how the proven techniques and psychological insights used in
hostage negotiation can be applied successfully to any personal or business
relationship. Step by step, he outlines the seven key factors that anyone can use
to remove the blocks that stand in the way of resolving tough problems and
shows how business leaders, in particular, can develop and access the skills they
need to create trust and a positive mind-set in their companies.
According to William Ury, it takes two sides to fight, but a third to stop. Distilling
the lessons of two decades of experience in family struggles, labor strikes, and
wars, he presents a bold new strategy for stopping fights. He also describes ten
practical roles--as managers, teachers, parents, and citizens--that each of us can
play every day to prevent destructive conflict. Fighting isn't an inevitable part of
human nature, Ury explains, drawing on his training as an anthropologist and his
work among primitive tribes and modern corporations. We have a powerful
alternative--The Third Side--which can transform our daily battles into creative
conflict and cooperation at home, at work, and in the world.
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.
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.
This collection of articles examines mediation in a range of situations including
international relations, informal mediation by private individuals and by scholars and
practitioners, as well as the superpowers as mediators.
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In this thought-provoking, passionately written book, Bernard Mayer—an internationally
acclaimed leader in the field—dares practitioners to ask the hard questions about
alternative dispute resolution. What’s wrong with conflict resolution? Why aren’t more
individuals and organizations using conflict resolution when they have a problem? Why
doesn’t the public know more about it? What are the limits of conflict resolution? When
does conflict resolution work and when does it not? Offering a committed practitioner’s
critique of the profession of mediation, arbitration, and alternative dispute resolution,
Beyond Neutrality focuses on the current crisis in the field of conflict resolution and
offers a pragmatic response.
William Ury, coauthor of the international bestseller Getting to Yes, returns with another
groundbreaking book, this time asking: how can we expect to get to yes with others if
we haven’t first gotten to yes with ourselves? Renowned negotiation expert William Ury
has taught tens of thousands of people from all walks of life—managers, lawyers, factory
workers, coal miners, schoolteachers, diplomats, and government officials—how to
become better negotiators. Over the years, Ury has discovered that the greatest
obstacle to successful agreements and satisfying relationships is not the other side, as
difficult as they can be. The biggest obstacle is actually our own selves—our natural
tendency to react in ways that do not serve our true interests. But this obstacle can also
become our biggest opportunity, Ury argues. If we learn to understand and influence
ourselves first, we lay the groundwork for understanding and influencing others. In this
prequel to Getting to Yes, Ury offers a seven-step method to help you reach agreement
with yourself first, dramatically improving your ability to negotiate with others. Practical
and effective, Getting to Yes with Yourself helps readers reach good agreements with
others, develop healthy relationships, make their businesses more productive, and live
far more satisfying lives.
The Negotiator in You: Sales is an audiobook specifically geared to people who sell
anything and everything. Salespeople negotiate constantly with prospective and
existing clients, and internally with bosses and representatives of other divisions.
Moreover, salespeople are vulnerable to external forces that either enhance or severely
limit their efforts during negotiations. In this audiobook, salespeople will learn to
overcome the following key challenges: short-term gratification (making the sale) vs.
long-term (building the relationship); giving away more than necessary; taking lessons
from one negotiation and transferring them; negotiating up, down, and sideways;
mapping the players and getting alignment; ensuring that an agreement makes sense
for you and your company; retaining your profit margin and still getting the deal done;
and dealing with difficult customers-while still making the sale.
BULLIED NO MORE! is three stories in one, where we find best friends Emo and
Chickie in a new adventure together with their friend, Bart the beaver, who is being
bullied by Scruffy the wolf. Should Bart fight back? What should Emo and Chickie do?
Should Bart's parents and teachers get involved? And if so, how?
Practices for openhearted speaking and devout listening to restore harmony in families,
relationships, schools, workplaces, and communities • Details how to approach life with
a listening heart and create a sacred space for communication • Offers exercises for
new peacemaking circles, ceremonial ways to begin each circle, and peacemaker tools
to unmask the needs and feelings behind conflict • Explains how to apply this practice
in multiple ways, with groups large and small People are afraid of conflict: it is
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something “bad” that must be managed and resolved. In the face of conflict we focus
only on facts--who’s at fault and who should be punished--rather than seeking to
restore harmony. But conflict is inevitable and presents an opportunity to establish
deeper connections with others. By learning to speak honestly and listen devoutly, we
can overcome our culture’s hierarchical and punitive approach to conflict. We can learn
to relate to each other in a sacred manner and create relationships and communities
that are egalitarian, liberating, and transformational. Revealing that we are all
peacemakers at heart, Steve Beyer details how to approach life with a listening heart
and create a safe and sacred space for communication: the peacemaking circle,
centered on the talking stick. Whoever holds the talking stick gets to speak. There are
no interruptions, no questions, no challenges, no comments. People speak one at a
time, honestly from their hearts, and they listen devoutly with their hearts to each
person who speaks. And, as Beyer shows, the effect can be miraculous. The author
explains how to apply this practice with groups large and small to deepen relationships,
heal old wounds, and restore harmony among families, spouses, classmates,
coworkers, and communities. Sharing stories from his work as a peacemaker, he offers
exercises for new talking stick circles, ceremonial ways to begin each circle, and tools
to ensure the telling of complete stories in cases of conflict. He addresses the nature of
apology, forgiveness, and the urge for revenge, and he explores the spiritual challenges
faced by those who walk the peace path. Exploring the shamanic roots of the talking
stick practice, the author extends the lessons of the healing circle and the listening
heart from our homes, schools, and communities into our relationship to spirit and the
Earth.
Our Brains at War: The Neuroscience of Conflict and Peacebuilding suggests that we
need a radical change in how we think about war, leadership, and politics. Most of us,
political scientists included, fail to appreciate the extent to which instincts and emotions,
rather than logic, factor into our societal politics and international wars. Many of our
physiological and genetic tendencies, of which we are mostly unaware, can all too
easily fuel our antipathy towards other groups, make us choose 'strong' leaders over
more mindful leaders, assist recruitment for illegal militias, and facilitate even the most
gentle of us to inflict violence on others. Drawing upon the latest research from
emerging areas such as behavioral genetics, biopsychology, and social and cognitive
neuroscience, this book identifies the sources of compelling instincts and emotions, and
how we can acknowledge and better manage them so as to develop international and
societal peace more effectively.

The forest animals have a problem-the watering hole isn't big enough. Emo, a
bear cub, and his friend, a bird named "Chickie," know there must be a way to
stop the fighting. Together with the forest animals, Emo and Chickie explore
ways to work things out in a positive, constructive way. Skills that everyone can
learn.
The international community invests billions annually in thousands of projects
designed to overcome poverty, stop violence, spread human rights, fight
terrorism and combat global warming. The hope is that these separate projects
will 'add up' to lasting societal change in places like Afghanistan. In reality, these
initiatives are not adding up to sustainable peace. Making Peace Last offers ways
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of improving the productivity of peacebuilding. This book defines the theory,
analysis and practice needed to create peacebuilding approaches that are as
dynamic and adaptive as the societies they are trying to affect. The book is
based on a combination of field experience and research into peacebuilding and
conflict resolution. This book can also be used as a textbook in courses on peacebuilding, security and development. Making Peace Last is a comprehensive
approach to finding sustainable solutions to the world's most pressing social
problems.
Independent Diplomat is a compelling insider’s account of the foreign policy
world. Carne Ross was a diplomat on the front line of today’s most pressing
issues, from Israel/Palestine to Afghanistan and Iraq, over which he resigned
from the British Foreign Office. He was trained to see the world through a prism
of states and interests, but the reality of his negotiations revealed very different —
more complex, and more human — forces at play. Independent Diplomat exposes
this fundamental weakness of institutional diplomacy: exclusion of those most
affected by its outcomes, whether at the UN, the EU or within national foreign
ministries. Illustrated with vivid episodes from his career — from New York to
Kabul — Ross offers a refreshing critique of contemporary diplomacy and of how
to put it right.
“Raines masterfully blends the latest empirical research on workplace conflict
with practical knowledge, skills, and tools to effectively manage and prevent a
wide range of conflict episodes. This is a highly applicable ‘top shelf book’ that
will assist anyone from the aspiring manager to top level management and
leadership in the public, private, and nonprofit sectors. It will also be a fast
favorite of professors, trainers, and students of business and conflict
management.” - Brian Polkinghorn, Distinguished Professor, Center for Conflict
Resolution, Salisbury University. “With her broad dispute resolution, teaching,
and editing experience, Susan Raines is uniquely qualified to organize what is
known about conflict management in the workplace. She has succeeded in
providing private, public, and nonprofit managers with accessible concepts and
tools to deal effectively with the internal and external conflicts they must confront
every day. Essential reading for all managers!” - Alan E. Gross, senior director,
training coordinator, New York Peace Institute “After reading an advance copy of
Raine’s impressive book, I can’t wait to begin to use it as a seminal text in my
classes in organizational conflict. I am amazed at her ability to cover so well such
disparate subjects as systems design, public policy disputes, small and large
group processes, customer conflicts, conflicts in a unionized environment, and
conflicts within regulatory contexts. Her user-friendly writing style is enhanced by
her salient examples of exemplary and mistake-laden practices within public and
private sector organizations. A ‘must-read’ for scholars, students, and
practitioners interested in organizational conflict.” - Neil H. Katz, professor,
Conflict Analysis and Resolution, Nova-Southeastern University “Conflict
management skills are essential to a manager’s success. Raines, a leading
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scholar and practitioner, provides a comprehensive and strategic new guide to
these critical skills and how to use them in any organization.” - Lisa Blomgren
Bingham, Keller-Runden Professor of Public Service, School of Public and
Environmental Affairs, Indiana University
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