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Dr. Volkema has given students of negotiation an interactive tutorial on that amazing phenomenon: leverage.  His approach is logical, focused and presented in a format that gives the reader many opportunities to practice identifying and managing leverage throughout the negotiation process.

Leverage is a familiar term to the most ancient laborers who quickly learned that using its principle gave them a mechanical advantage that allowed them to achieve impossible feats.  At its core, of course, was the ability to multiply and focus power on an objective.

Dr. Volkema’s book is about a similar, but different type of leverage: “social leverage” and its application to multiply and focus power in a negotiation.  It is a definable and measurable phenomenon, the author explains as he begins his work.  “The more it costs Party B not to have an agreement with Party A, the more Leverage Party B has,” Dr. Volkema states (p.3).   

From this beginning, the author proceeds to add layers and approaches that should assure every reader insights into the meaning, types and management of leverage in negotiation.  For example, we quickly encounter chapter after chapter providing further definition.  Leverage is examined in terms of four characteristics, then as four distinctive states and then as seventeen common indicators of its power.  The book’s design is a building block approach to building practical negotiation skill.

Further layered into the tutorial design are multiple scenarios designed as reader development exercises, self-tests and illustrative examples that should ensure that readers can both defend against and mitigate the effects of leverage when applied to their positions in negotiation and can identify, employ and manage their own leverage opportunities.  

What is the difference between active, blind, potential and unknown leverage states, for example?  What does it mean when one party does most of the talking in a negotiation?  How can you increase your leverage or decrease the leverage of the other party?  What are some specific tactics that may be employed in changing perceived leverage?  What are the risks of using them?  

The answers to these sorts of questions are much of the substance of this book.   It is a solid tutorial on an important and often decisive key element of all negotiations.

The book has a helpful index and several appendices offering the reader additional ways to further test his understanding of leverage through role play and game opportunities.

This is a book of interest to all negotiators.

Recommended.
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