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Editorial Review

Amazon.com Review

WEe're constantly negotiating in our lives, whether it's convincing the kids to do their homework or settling
million-dollar lawsuits. For those who need help winning these battles, Roger Fisher has developed asimple
and straightforward five-step system for how to behave in negotiations. Narrated soothingly by NPR
announcer Bob Edwards, Fisher adds the meaty portions of the material with a sense of playfulness. The
blend of voices makes this tape easy to listen to, especially the real-life negotiating scenarios, in which
negotiating examples are given. Thisis amust-have tape for every businessperson's car. (Running time: one
hour, one cassette) --Sharon Griggins

Review

"Thisis by far the best thing |'ve ever read about negotiation. It is equally relevant for the individual who
would like to keep his friends, property, and income and the statesman who would like to keep the peace.” --
John Kenneth Galbraith

About the Author

Roger Fisher teaches negotiation at Harvard Law School. He frequently appears on television as a
negotiations expert and is the director of the Harvard Negotiation Project.

Users Review
From reader reviews:
L ouise Schmidt:

In this 21st millennium, people become competitive in most way. By being competitive now, people have do
something to make these survives, being in the middle of the particular crowded place and notice by means
of surrounding. One thing that occasionally many people have underestimated the item for awhile is reading.
Y ep, by reading a publication your ability to survive raise then having chance to stand up than other is high.
For yourself who want to start reading any book, we give you this kind of Getting to Y es: Negotiating
Agreement Without Giving In book as starter and daily reading e-book. Why, because this book is more than
just a book.

Betty Brown:

Many people spending their time frame by playing outside along with friends, fun activity using family or
just watching TV the entire day. Y ou can have new activity to pay your whole day by looking at a book.
Ugh, think reading a book can actually hard because you have to accept the book everywhere? It okay you
can have the e-book, having everywhere you want in your Smartphone. Like Getting to Y es: Negotiating
Agreement Without Giving In which is having the e-book version. So , why not try out this book? Let's find.



Elizabeth M aez;

Don't be worry should you be afraid that this book may filled the space in your house, you could haveit in e-
book method, more simple and reachable. Thiskind of Getting to Y es: Negotiating Agreement Without
Giving In can give you alot of close friends because by you checking out this one book you have factor that
they don't and make an individual more like an interesting person. This specific book can be one of one step
for you to get success. This guide offer you information that possibly your friend doesn't know, by knowing
more than other make you to be great people. So, why hesitate? Let's have Getting to Y es:. Negotiating
Agreement Without Giving In.

Tara Cassdl:

Aswe know that book isimportant thing to add our understanding for everything. By areserve we can know
everything you want. A book isalist of written, printed, illustrated or maybe blank sheet. Every year seemed
to be exactly added. This reserve Getting to Y es. Negotiating Agreement Without Giving In was filled with
regards to science. Spend your spare time to add your knowledge about your technology competence. Some
people has several feel when they reading a book. If you know how big benefit of a book, you can sense
enjoy to read a guide. In the modern eralike now, many ways to get book that you just wanted.
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