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Each year, new negotiation books roll off the presses in astonishing numbers.   Most, seemingly filled with promise, fade rapidly from memory.   Some live on as contributors to the negotiation discourse for years.

This month’s review looks at The Power of Nice, one of those works that has flourished over many years and is still readily available for purchase in book stores to add to a negotiator’s reference shelf.   First published in 1998, the book is now in a revised paperback edition (2001).

During the 1990’s, the win-win school of negotiation dominated much of training practice and organizational interest.   At its core, win-win negotiation seemed to mesh perfectly with the “new” corporative pantheon of teamwork, brainstorming and creative-problem-solving as keys to success in the emerging global economy.

What could be more ideal than this new school of win-win negotiation which promised to engage the brightest minds of two or more organizations in a common enterprise to enlarge the potential in every deal?    It was teamwork and creative problem-solving in practice and best of all, done properly, long-standing relationships would surely emerge since everyone won and no one lost.   It was perfect.

Despite its promised wonders, however, win-win negotiation did not always work as expected by its advocates.   The common and immediate answer to this matter, its adherents assured, was more training.   

Still, even with more classes, inescapable questions arose and persisted about win-win negotiation.   Creative minds sometimes expanded the negotiation “pie,” but created difficult and uncalculated support commitments and unanticipated risks in the process.   Wolves talking the win-win talk appeared and fleeced the unwary.   Actual outcomes often failed to match expectations as both sides worked to produce a win-win outcome.
The Power of Nice entered the negotiation arena at this time when the win-win school was under assault for its performance.   Shapiro and Jankowski, co-founders of the Shapiro Negotiations Institute, used the win-win precepts, but in this work re-shaped the basic concept. 
Win-win, the authors noted, was not intended to be “wimp-wimp” (p.50).     The real goal of negotiation, they asserted, was not just that “both parties win, but you win bigger” (p.45).  It was a critical correction to popular thinking about the school and therefore, this book is about what the authors’ termed Win-win negotiation.
The means to success in Win-win negotiation is through “the power of nice.” “The best way to get what you want,” the authors state, “is to help the other side get what they want” (p.249).
The keys to success in their “nice” negotiation, however, remained straightforward and familiar: “Prepare, Probe, and Propose” (p.5).   Using carefully selected anecdotes, on the point negotiation examples and some well-created tutorial charts, the authors lead the reader through the essential steps in the negotiation process.   It is a well done negotiations skills primer.

Readers will find the three planning charts presented by the authors of particular value.   There is one providing seven planning steps (p.100), a second measuring and guiding your skills on asking questions (p.114) and a third on proposal behaviors (p. 143).  

In addition to providing an important refocus on the negotiation goal and clear guidance on accomplishing the key steps in the process, the authors also treat some specific areas of the negotiation process that will be of additional interest to any negotiator.   By way of illustration, readers are likely to find the chapter on “Negotiating from Weakness” of particular value.
In this section of the book, the authors begin by raising the most fundamental of all concerns about the difficulties inherent in accurately evaluating the relative strengths and weaknesses of the parties before and during a negotiation.   They bring us clearly to an awareness and assessment of the perceptions and misjudgments of this critical negotiating element.   Then, they shift to present several strategies to improve weak negotiating positions that will be of interest to any negotiator.

The book includes chapter review questions, a “portable negotiator” section to assist negotiators in preparing and evaluating negotiations and an index.   My copy does not include a bibliography.   
Recommended.

John Baker, Ph.D. 
Editor 

As a service to our readers, you may order this month's Review's Review selection by clicking on the appropriate icon below:   
         The Power of Nice                                                                [Amazon.com]                                                                          
          The Power of Nice                                                               [Amazon.co.uk]
