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

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

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

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

Users Review

From reader reviews:

Holly Silva:

Throughout other case, little people like to read book Negotiating Rationally. You can choose the best book
if you appreciate reading a book. Providing we know about how is important the book Negotiating
Rationally. You can add know-how and of course you can around the world by a book. Absolutely right,
mainly because from book you can realize everything! From your country till foreign or abroad you will be
known. About simple factor until wonderful thing it is possible to know that. In this era, we are able to open
a book or even searching by internet device. It is called e-book. You should use it when you feel fed up to go
to the library. Let's examine.

Wayne Millican:

Nowadays reading books be than want or need but also turn into a life style. This reading habit give you lot
of advantages. Associate programs you got of course the knowledge the actual information inside the book
that will improve your knowledge and information. The information you get based on what kind of guide
you read, if you want have more knowledge just go with education and learning books but if you want
experience happy read one having theme for entertaining for instance comic or novel. Often the Negotiating
Rationally is kind of reserve which is giving the reader erratic experience.

Jennifer Garza:

The reason why? Because this Negotiating Rationally is an unordinary book that the inside of the reserve



waiting for you to snap it but latter it will shock you with the secret it inside. Reading this book alongside it
was fantastic author who else write the book in such awesome way makes the content on the inside easier to
understand, entertaining technique but still convey the meaning fully. So , it is good for you because of not
hesitating having this any longer or you going to regret it. This phenomenal book will give you a lot of
benefits than the other book possess such as help improving your talent and your critical thinking approach.
So , still want to postpone having that book? If I were you I will go to the e-book store hurriedly.

Mary Banks:

Negotiating Rationally can be one of your beginner books that are good idea. Most of us recommend that
straight away because this book has good vocabulary that will increase your knowledge in terminology, easy
to understand, bit entertaining but delivering the information. The article author giving his/her effort to put
every word into delight arrangement in writing Negotiating Rationally nevertheless doesn't forget the main
stage, giving the reader the hottest as well as based confirm resource information that maybe you can be
considered one of it. This great information can easily drawn you into new stage of crucial pondering.
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