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Essential reading for students and professionals in the fields of business,
law and management, Effective Negotiation offers a realistic and practical
understanding of negotiation and the skills required in order to reach an
agreement.

In this book Ray Fells draws on his practical background and exten-
sive experience as a teacher and researcher to examine key issues such
as trust, power and information exchange, ethics and strategy. Recognis-
ing the complexity of the negotiation process, he gives advice on how
to improve as a negotiator by turning the research on negotiation into
practical recommendations. It includes:

* how to negotiate strategically
* negotiating on behalf of others
* cultural differences in negotiation.

The principles and skills outlined here focus on the business context
but also apply to interpersonal and sales-based negotiations, and when
resolving legal, environmental and social issues.

Effective Negotiation also features a companion website with lecturer
resources.

Ray Fells is Associate Dean in the Faculty of Business, University of
Western Australia.
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Reproduction and Communication for educational purposes

The Australian Copyright Act 1968 (the Act) allows a maximum of

one chapter or 10% of the pages of this publication, whichever is the greater,
to be reproduced and/or communicated by any educational institution

for its educational purposes provided that the educational institution

(or the body that administers it) has given a remuneration notice to
Copyright Agency Limited (CAL) under the Act.

For details of the CAL licence for educational institutions contact:

Copyright Agency Limited
Level 15, 233 Castlereagh Street
Sydney NSW 2000

Telephone: (02) 9394 7600
Facsimile: (02) 9394 7601
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Reproduction and Communication for other purposes

Except as permitted under the Act (for example a fair dealing for the
purposes of study, research, criticism or review) no part of this publication
may be reproduced, stored in a retrieval system, communicated or
transmitted in any form or by any means without prior written permission.
All inquiries should be made to the publisher at the address above.

Cambridge University Press has no responsibility for the persistence or
accuracy of URLs for external or third-party internet websites referred to in
this publication and does not guarantee that any content on such websites is,
or will remain, accurate or appropriate. Information regarding prices, travel
timetables and other factual information given in this work are correct at
the time of first printing but Cambridge University Press does not guarantee
the accuracy of such information thereafter.
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