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Kathleen Kelley Reardon is a professor of management at the University of Southern California’s Marshall School of Business and a member of its MBA and International MBA Programs faculty.  She holds a Ph.D. from the University of Massachusetts at Amherst.  

Dr. Reardon is a widely recognized authority on persuasion and interpersonal communication and the author of six books as well as a member of several editorial and professional boards.   Her current research focuses on persuasion, negotiation and the influence of gender on negotiations.
In The Skilled Negotiator, Dr. Reardon examines the practice of negotiation by focusing on “the language of negotiation: how strategy is converted to words” (p.236).   She begins with a definition of the skilled negotiator and then proceeds to show her reader how this effective negotiator uses communications to achieve their objectives in the negotiating process.  The result is a book of filled with solid and perceptive advice for the student of negotiations.
In Dr. Reardon’s view, the skilled negotiator is a careful observer and questioner who constantly is gathering insights and enhancing their perceptions of the situation, understands how communication works and operates through applying this knowledge with versatility.
The skilled negotiator is not committed to either “win-win” or “win-lose” approaches.   They understand that successful negotiation is at its core an exercise in communication.   She is quite right, of course, and the succeeding chapters of this book involve the reader in the essential steps in the application of this central thesis.
How then, do we become the skilled negotiator?   We learn “the language of engagement.”
Much of this language is not new and we should know it.  The author’s contribution, however, is a significant one in organizing its components, defining them and providing guides to their effective usage in negotiation.  

If we are to be versatile and thereby effective in negotiations, we begin with “a mindset,” the author contends, “that expects shifts in perception” (p.11).  We learn techniques to move the process, change perceptions and accommodate to differing interests and priorities.
In essence, negotiation is about understanding others, finding common grounds and perceiving the possibility of joint gains.   Its vehicle is communication.   At its core, therefore, Dr. Reardon is absolutely correct when she concludes that effective negotiation requires that we must “use words the other side will accept” as we make our case and back it up with “persuasive evidence supporting your side, tempered with a true understanding and appreciation of the other negotiator’s side” (p.38).   

This being the premise for negotiating success, Professor Reardon turns to a careful presentation of the how’s and the why’s of accomplishing this process.   She does it well and covers a wide array of strategies and tactics that are proven and available to the negotiator to achieve their goals.   Illustrative of what the reader will find are discussions of integrative mind-sets such as “thinking in terms of multiple options,” preparatory planning steps to determine “choice points,” and active engagement techniques for dealing with unexpected “claim clutter” and handling obstacles as they emerge in the negotiation.    There is, of course, much more here.
Some readers, including this reviewer, will find Professor Reardon’s inclusion of occasional lists such as one defining 64 “compliance-gaining strategies,” mind-numbing, but to her credit she notes that if such a list “… had to be considered, most negotiations would fail by virtue of complexity alone” (p.125).   This reviewer can only add a thankful Amen for this recognition.
This is a solid “how to” book that new negotiators particularly, will find very valuable.

Recommended as a negotiation skills book.
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