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The University of Michigan Press, United States, 2000. Hardback. Condition: New. New. Language:
English . Brand New Book. Using new definitions of the concept of power, this book examines the
relations between parties in symmetrical and asymmetrical negotiations. I. William Zartman and
Jeffrey Z. Rubin argue that negotiations between countries that are not equal in power tend to be
more efficient and effective than symmetrical negotiations. Weaker and stronger parties
negotiating together know their roles and are able to get appropriate benefits to each side in a
negotiated agreement. This is particularly true when a relationship holds the parties together. In
cases of symmetry or near symmetry the countries, whether they are equally weak or equally
strong, tend to spend most of their time maintaining their status and waste inordinate amounts of
time before they ever come to an agreement. These conclusions run counter to the most accepted
wisdom of negotiations, although they do confirm evidence from careful experiments. Power and
Negotiation is a unique study that addresses the concept of power and produces new findings both
about the concept itself and about its applications to negotiation. It rejects both the notion of power
as a resource and power as...
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Very beneficial to all category of folks. I really could comprehended every little thing out of this created e publication. I found out this book from my dad
and i encouraged this ebook to discover.
-- Ma ia  O 'Ha r a      

Thorough guide! Its this kind of excellent go through. It normally will not price an excessive amount of. You may like just how the blogger compose this
ebook.
-- Mr s. Linnea  McK enz ie      
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