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Preface

Welcome to the 2024 Release of Essentials of Negotiation! Again, this book represents our 
response to many faculty who wanted a brief version of the longer text, Negotiation (Ninth 
Edition). The objective of this shorter version is to provide the reader with the core con-
cepts of negotiation in a more succinct presentation. Many faculty requested such a book 
for use in shorter academic courses, executive education programs, or as a companion to 
other resource materials. It is suitable for courses in negotiation, labor relations, conflict 
management, human resource management, and the like.

Overview of This Book
The organization of this volume generally follows the more complete Ninth Edition of Negotia-
tion. The fundamental difference between this and the Ninth Edition text is that this book con-
tains only 12 chapters, while the complete Ninth Edition contains 20 chapters. The first four 
chapters have only been minimally shortened for this volume, because we believe that the con-
tent is essential to any negotiation course. (The shortening process includes editing out some of 
the more research-oriented references and descriptions, deleting many of the boxes and sidebars, 
and occasionally some secondary sections.) Similarly, the last chapter is reproduced in full. The 
other seven chapters from Negotiation, have been included, but shortened by 25–50 percent each.
 For the instructor who is not familiar with Essentials (the first seven editions) or Negotiation 
(Ninth or earlier editions), a brief overview is in order. The first five chapters introduce the 
reader to “Negotiation Fundamentals.” The first chapter introduces the field of negotiation and 
conflict management, describes the basic problem of interdependence with other people, and 
briefly explores the challenges of managing that interdependence. Chapters 2 and 3 then present 
the two core strategic approaches to negotiation: the basic dynamics of competitive (win–lose) 
bargaining (Chapter 2) and the basic dynamics of integrative (win–win) negotiation (Chapter 3). 
Chapter 4 describes the fundamental prework that negotiators must do to get ready for a negotia-
tion: selecting the strategy, framing the issues, defining negotiation objectives, and planning the 
steps one will pursue to achieve those objectives. In Chapter 5, we examine the ethical standards 
and criteria that surround negotiation. The effective negotiator must recognize when ethical 
questions are relevant and what factors must be considered to address them effectively.
 The next three chapters describe the fundamental psychological subprocesses of negotiation: 
perception, cognition, and emotion; communication; and power. In Chapter 6, we review the basic 
processes of perception, cognition, and emotion in negotiation. We specifically examine common 
cognitive and judgment biases made by negotiators and how emotion can affect negotiations. In 
Chapter 7, we examine communication dynamics. We look at the ways that negotiators communi-
cate their interests, positions, and goals and how this information is communicated to the other. 
Chapter 8 focuses on power and influence. We look at the capabilities negotiators can muster 
power to pressure the other side, so as to change his or her perspective or give in to our arguments. 
This chapter also integrates a chapter on influence from the larger text; we believe that these two 
chapters belong together to fully understand how power is derived and how it can be exercised.
 The next two chapters examine the social contexts in which these negotiations occur 
and influence how they evolve. In Chapter 9, we examine how the negotiation process 
changes when the parties have an established relationship with each other and how the type 
of relationship affects the negotiation process. We also examine the key roles played by 
trust, justice, and negotiator reputation in shaping negotiations. In Chapter 10, we look at 
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vi Preface

multiparty negotiations, when multiple individuals must work together as a group, team, or 
task force to solve a complex problem or make a decision.
 In Chapter 11, we attempt to clarify how international and cross-cultural differences 
can shape the diverse ways that parties approach negotiations.
 Finally, in Chapter 12, we present a new concluding chapter, summarizing the book’s 
content and offering ten best practices principles for all negotiators.

Comparison of This Book to the Seventh Edition of Essentials
Edits and updates have been made in all chapters to improve clarity and ensure the content is current, 
and new research findings have been included in most chapters as well. The references have been 
updated throughout, and the following list highlights some of the changes made for the 2024 Release.

Chapter 2:
• New discussion of the role of phantom anchors in negotiation
• New discussion of the role of external cues in negotiation
• New paragraph added on decreasing concessions vs. single large concessions

Chapter 3:
• New box: Finding the Collective Goal
• New box: Identifying the Problem at Acme Electronics Plant

Chapter 5:
• New discussion of the distinction between bluffs and lies
• New discussion of ethical fading (losing sight of the ethics of a situation)
• New cartoon added

Chapter 6:
• New text added to the discussions of framing, cognitive biases, and emotions

Chapter 7:
• New subsection on Negotiating via Email
• New subsection on Negotiating via Texting
• New subsection on Negotiating via Videoconference

Chapter 8:
• Chapter has been retitled as Power and Influence in Negotiation
• New section and discussion added: Influence: Power in Action
• New section and discussion added: Two Routes to Influence: An Organizing Model
• New section and discussion added: The Central Route to Influence: The Message and 

Its Delivery
• New section and discussion added: Peripheral Routes to Influence
• New box added: If a Message Is Believable, Does That Make the Source Credible?
• New section and discussion added on The Role of Receivers—Targets of Influence
• New subsection on Social Capital

Chapter 9:
• New box: Building Relationships as a Negotiation Strategy
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 Preface vii

Chapter 11:
• New subsection on Cultural Syndromes and Logics
• New subsection on Cultural Tightness-Looseness
• New table: Tightness-Looseness Scores of 33 Nations

The authors have published a book of readings and classroom activities, Negotiation: Read-
ings, Exercises and Cases, Seventh Edition, edited by Roy Lewicki, Bruce Barry, and David 
Saunders. This book has not been revised, but all of the readings, role plays, cases, and 
questionnaires are still available online. Adopters of Essentials can purchase these activities 
individually or package them together with chapters from Negotiation or Essentials of 
Negotiation. Consult McGraw Hill’s Create services for more information.
 Instructional resources, including a test bank, chapter outlines, PowerPoint slides, a 
list of role plays, cases, and questionnaires to accompany each chapter, and extensive 
assistance on ways that new instructors can improve their teaching of negotiation skills, are 
available to accompany this volume. Instructors should contact their McGraw Hill representa-
tive for access to these instructional resources.

Proctorio
Remote Proctoring & Browser-Locking Capabilities

Remote proctoring and browser-locking capabilities, hosted by Proctorio within Connect, 
provide control of the assessment environment by enabling security options and verifying 
the identity of the student.
 Seamlessly integrated within Connect, these services allow instructors to control the 
assessment experience by verifying identification, restricting browser activity, and monitor-
ing student actions.
 Instant and detailed reporting gives instructors an at-a-glance view of potential academic 
integrity concerns, thereby avoiding personal bias and supporting evidence-based claims.

 ReadAnywhere® App

Read or study when it’s convenient with McGraw Hill’s free ReadAnywhere® app. Available 
for iOS and Android smartphones or tablets, give users access to McGraw Hill tools includ-
ing the eBook and SmartBook® or Adaptive Learning Assignments in McGraw Hill Con-
nect®. Students can take notes, highlight, and complete assignments offline—all their work 
will sync when connected to Wi-Fi. Students log in with their Connect username and pass-
word to start learning—anytime, anywhere!

OLC-Aligned Courses  
Implementing High-Quality Instruction and Assessment through Preconfigured 
Courseware
In consultation with the Online Learning Consortium (OLC) and our certified Faculty Con-
sultants, McGraw Hill has created preconfigured courseware using OLC’s quality scorecard 
to align with best practices in online course delivery. This turnkey courseware contains a 
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combination of formative assessments, summative assessments, homework, and application 
activities, and can easily be customized to meet an individual instructor’s needs and desired 
course outcomes. For more information, visit https://www.mheducation.com/highered/olc.

Test Builder in Connect
Available within McGraw Hill Connect®, Test Builder is a cloud-based tool that enables 
instructors to format tests that can be printed, administered within a Learning Management 
System, or exported as a Word document. Test Builder offers a modern, streamlined interface 
for easy content configuration that matches course needs, without requiring a download.

Test Builder allows you to:
• access all test bank content from a particular title.
• easily pinpoint the most relevant content through robust filtering options.
• manipulate the order of questions or scramble questions and/or answers.
• pin questions to a specific location within a test.
• determine your preferred treatment of algorithmic questions.
• choose the layout and spacing.
• add instructions and configure default settings.

Test Builder provides a secure interface for better protection of content and allows for just-
in-time updates to flow directly into assessments.

Writing Assignment
Available within McGraw Hill Connect®, the Writing Assignment tool delivers a learning 
experience to help students improve written communication skills and conceptual understand-
ing. Assign, monitor, grade, and provide feedback on writing more efficiently and effectively.

Application-Based Activities in McGraw Hill Connect®
Prepare students for the real world with Application-Based Activities in Connect. These 
highly interactive, assignable exercises boost engagement and provide a safe space to apply 
concepts learned to real-world, course-specific problems. Each Application-Based Activity 
involves the application of multiple concepts, providing the ability to synthesize information 
and use critical thinking skills to solve realistic scenarios.

Polling
Every learner has unique needs. Uncover where and when you’re needed with the new Poll-
ing tool in McGraw Hill Connect®! Polling allows you to discover where students are in real 
time. Engage students and help them create connections with your course content while 
gaining valuable insight during lectures. Leverage polling data to deliver personalized 
instruction when and where it is needed most.

Evergreen
Content and technology are ever-changing, and it is important that you can keep your course 
up to date with the latest information and assessments. That’s why we want to deliver the 
most current and relevant content for your course, hassle-free.
 Lewicki Essentials of Negotiation is moving to an Evergreen delivery model, which 
means it has content, tools, and technology that are updated and relevant, with updates 

viii Preface
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delivered directly to your existing McGraw Hill Connect® course. Engage students and 
freshen up assignments with up-to-date coverage of select topics and assessments, all with-
out having to switch editions or build a new course.

Create 
Your Book, Your Way
McGraw Hill’s Content Collections Powered by Create® is a self-service website that enables 
instructors to create custom course materials—print and eBooks—by drawing upon McGraw 
Hill’s comprehensive, cross-disciplinary content. Choose what you want from our high-qual-
ity textbooks, digital products, articles, cases, and more. Combine it with your own content 
quickly and easily, and tap into other rights-secured, third-party content such as cases, arti-
cles, readings, cartoons, and labs. Content can be arranged in a way that makes the most 
sense for your course, and you can select your own cover and include the course name and 
school information as well. Choose the best format for your course: color print, black-and-
white print, or eBook. The eBook can be included in your Connect course and is available 
on the free ReadAnywhere® app for smartphone or tablet access as well. When you are fin-
ished customizing, you will receive a free digital copy to review in just minutes! Visit 
McGraw Hill Create®—www.mcgrawhillcreate.com—today and begin building!

Introducing McGraw Hill CreateTM ExpressBooks! ExpressBooks contain a combination of 
preselected chapters, articles, cases, or readings that serve as a starting point to help you 
quickly and easily build your own text through McGraw Hill’s self-service custom publishing 
website, Create. These helpful templates are built using content available on Create and orga-
nized in ways that match various course outlines across all disciplines. We understand that 
you have a unique perspective. Use McGraw Hill Create ExpressBooks to build the book 
you’ve only imagined! www.mcgrawhillcreate.com

Appreciation
Once again, this book could not have been completed without the assistance of numerous 
people. We especially thank
• Many of our colleagues in the negotiation and dispute resolution field, whose 

research efforts have made the growth of this field possible and who have given 
us helpful feedback about earlier editions to improve the content of this edition.

• The following individuals who reviewed the text and offered their helpful feedback.
•  The work of John Minton, who helped shape the second, third, and fourth editions of 

this book and passed away in the Fall of 2007.
•  The staff of McGraw Hill Education, especially associate portfolio manager,  

Angie Petit Lichter; product developer, Kailey Walters; portfolio director, 
 Management, Michael Ablassmeir; and marketing manager, Debbie Clare.

•  Our families, who continue to provide us with the time, inspiration, and opportunities 
for continued learning about effective negotiation and the personal support required 
to sustain this project.

Roy J. Lewicki 
Bruce Barry 
David M. Saunders
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“I really liked this app—it 
made it easy to study 
when you don't have your 
textbook in front of you.”

Jordan Cunningham, a student at 
Eastern Washington University

Study anytime, anywhere
Encourage your students to download 
the free ReadAnywhere® app so they 
can access their online eBook, 
SmartBook® 2.0, or Adaptive Learning 
Assignments when it’s convenient, even 
when they’re offline. And since the app 
automatically syncs with their Connect 
account, all of their work is available 
every time they open it. Find out more at 
mheducation.com/readanywhere 

65%
Less Time
Grading

A complete course platform
Connect enables you to build deeper connections with your 
students through cohesive digital content and tools, creating 
engaging learning experiences. We are committed to providing 
you with the right resources and tools to support all your 
students along their personal learning journeys. 

Effective tools for efficient studying
Connect is designed to help students be more productive with simple, flexible, intuitive 
tools that maximize study time and meet students’ individual learning needs. Get 
learning that works for everyone with Connect.

Every learner is unique
In Connect, instructors can assign an 
adaptive reading experience with 
SmartBook® 2.0. Rooted in advanced 
learning science principles, SmartBook 2.0 
delivers each student a personalized 
experience, focusing students on their 
learning gaps, ensuring that the time they 
spend studying is time well spent. 
mheducation.com/highered/connect/
smartbook

Laptop: Getty Images; Woman/dog: George Doyle/Getty Images
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Education for all
McGraw Hill works directly with Accessibility Services departments and faculty to meet 
the learning needs of all students. Please contact your Accessibility Services Office, 
and ask them to email accessibility@mheducation.com, or visit mheducation.com/
about/accessibility for more information.

Updated and relevant content
Our new Evergreen delivery model provides the most 
current and relevant content for your course, hassle-free. 
Content, tools, and technology updates are delivered 
directly to your existing McGraw Hill Connect® course. 
Engage students and freshen up assignments with up-to-
date coverage of select topics and assessments, all 
without having to switch editions or build a new course.

Solutions for  
your challenges
A product isn’t a solution. Real 
solutions are affordable, reliable, 
and come with training and  
ongoing support when you need 
it and how you want it. Visit 
supportateverystep.com for videos 
and resources both you and your 
students can use throughout the 
term.

Affordable solutions, 
added value 
Make technology work for you with 
LMS integration for single sign-on 
access, mobile access to the digital 
textbook, and reports to quickly 
show you how each of your 
students is doing. And with our 
Inclusive Access program, you can 
provide all these tools at the lowest 
available market price to your 
students. Ask your McGraw Hill 
representative for more information.
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