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■■ Preface

This new edition continues my original purpose of helping the reader to understand 
the dynamics of the negotiation process and to be able to negotiate more effectively. 
In order to achieve this, a number of important changes have been made.

First, there is more of a focus on you, the negotiator. In Chapter 2, the notion 
of being a ‘reflective practitioner’ in negotiation is introduced. This is the principle 
that reflecting on what we have done enables us to learn for the future. However, as 
negotiators, we can take this skill a step further and learn to be reflective while we 
are negotiating. We can learn to read the dynamics of the negotiation better, and so 
manage it more effectively.

The two chapters on phases and negotiation scripts in the previous edition have 
been streamlined into one, more focused chapter, and this is now followed by the 
chapter on being strategic, which is placed prior to the chapters on the three core 
negotiation tasks. The chapter that explores how we negotiate on behalf of others 
has been split into two chapters: Chapter 9 deals with the problems of constituency 
and collectivity, while the challenges of negotiating in the workplace and business 
contexts are now covered more fully in Chapter 12. There is now an entire chapter 
on mediation, which is growing in importance as a dispute-resolution process, 
although the focus is still on what negotiators can learn rather than on how to 
become a mediator.

Throughout this new edition, I have drawn on recent research findings and have 
consistently sought to apply the research to a practical context. To this end, there is 
more analysis of cases of negotiation to help consolidate the links between research 
and practice. The skills tips, negotiation tools and lists of helpful advice remain 
important features of the text.

I trust that this new edition will not only inform you about how negotiations 
work, but also encourage you to go out and negotiate.

Ray Fells, 2015
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