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Negotiation is a fundamental skill, not only for successful management, but also for 
successful living.  Negotiation: Readings, Exercises and Cases 6e takes an experiential 
approach to this skill and explores the major concepts and theories of the psychology of 
bargaining and negotiation, resulting in a text that refl ects the very best and most recent 
work on negotiation and the related topics of power, infl uence, and confl ict management.

Examples of new readings, exercises, and cases include:
  Balancing Act: How to Manage Negotiation Tensions
  Negotiation Ethics
  Four Strategies for Making Concessions
  Become a Master Negotiator
  Culture and Negotiation
  Investigative Negotiation
  Seven Strategies for Negotiating Success
  Ridgecrest School Dispute
  Bargaining Strategy in Major League Baseball

The authors have carefully organized Negotiation: Readings, Exercises and Cases 6e 
to coordinate closely with their newly revised text, Negotiation 6e, as well as with the 
shorter version of the text, Essentials of Negotiation 5e. All three texts in this series 
can work together to create a comprehensive learning system.

To learn more, please visit  www.mhhe.com/lewickinegotiation
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