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In Negotiating Rationally, Max Bazerman and Margaret Neale explain how to
avoid the pitfalls of irrationality and gain the upper hand in negotiations.

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’ behavior 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. A must read for business
professionals.
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Editorial Review

Review
Donald P. Jacobs

Dean, J. L. Kellogg Graduate School of Management

The information in Bazerman and Neale's book has been central to developing the most popular course in the
curriculum at the J. L. Kellogg Graduate School of Management at Northwestern. It has proved to be
extraordinarily useful to managers and executives throughout our executive education programs. Their work
brings together negotiation analysis and social and cognitive psychology to create unique insights for the
practical manager. With the knowledge that I have acquired from the book, I am looking forward to
negotiating with them on a more level playing field.

"Chicago Tribune"

Insightful, entertaining...draws on the state-of-the-art in decision theory, game theory and psychology.

Frederick J. Manning

President, Celtic Group, Inc.

Max Bazerman and Margaret Neale have analyzed and described negotiating behavior in a most clear and
helpful manner.

Howard Raiffa

Frank P. Ramsey Professor of Managerial Economics, Harvard University

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.

Alfred Rappaport

Chairman, the Alcar Group, and Adjunct Professor Kellogg Graduate School of Management

A significant contribution to more effective negotiating. Bazerman and Neale's framework coupled with their
very impressive range of practical case illustrations will help readers avoid costly negotiation mistakes. The
chapter dealing with the "winner's curse" should be required reading for all acquisition-minded CEOs.
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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.
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acquisition-minded CEOs.

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
coauthors of Cognition and Rationality in Negotiation.

Users Review

From reader reviews:

George Green:

Now a day individuals who Living in the era wherever everything reachable by match the internet and the
resources within it can be true or not involve people to be aware of each data they get. How a lot more to be
smart in acquiring any information nowadays? Of course the answer is reading a book. Reading through a
book can help persons out of this uncertainty Information particularly this Negotiating Rationally book
because book offers you rich details and knowledge. Of course the knowledge in this book hundred %
guarantees there is no doubt in it you probably know this.

Cassie Merritt:

Nowadays reading books become more than want or need but also work as a life style. This reading
addiction give you lot of advantages. The benefits you got of course the knowledge the actual information
inside the book this improve your knowledge and information. The information you get based on what kind
of publication you read, if you want attract knowledge just go with education and learning books but if you
want truly feel happy read one along with theme for entertaining like comic or novel. The Negotiating
Rationally is kind of reserve which is giving the reader unpredictable experience.

Orlando Hernandez:

The reserve untitled Negotiating Rationally is the publication that recommended to you to learn. You can see
the quality of the publication content that will be shown to an individual. The language that article author use
to explained their way of doing something is easily to understand. The article author was did a lot of study
when write the book, and so the information that they share to your account is absolutely accurate. You also
could get the e-book of Negotiating Rationally from the publisher to make you more enjoy free time.

Thomas Murray:

Why? Because this Negotiating Rationally is an unordinary book that the inside of the guide waiting for you



to snap the idea but latter it will zap you with the secret this inside. Reading this book alongside it was
fantastic author who have write the book in such remarkable way makes the content on the inside easier to
understand, entertaining way but still convey the meaning entirely. So , it is good for you for not hesitating
having this any longer or you going to regret it. This excellent book will give you a lot of gains than the other
book get such as help improving your ability and your critical thinking approach. So , still want to hold off
having that book? If I had been you I will go to the book store hurriedly.
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