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Many negotiators will recognize Roger Fisher as a co-author of the best-selling negotiation classic: Getting to Yes (1981).  Fisher is the Samuel Williston Professor of Law Emeritus and Director of the Harvard Negotiation Project.  Daniel Shapiro is the Associate Director of the Harvard Negotiation Project, teaches negotiation at Harvard Law School and is a member of the psychiatry department at Harvard Medical School/McLean Hospital.  This book is the result of the collaboration of the two men for several years on a course at Harvard Law School that examined the role of emotion in negotiation. 

On the first page of the book, the authors tell the reader: “you will learn a strategy to generate positive emotions and to deal with negative ones” (p. ix).  It is a promise immediately underscored as they add: “this strategy is powerful enough to use in your toughest negotiation …” (p. x).  It is a strong commitment indeed. In my view they deliver as promised. 
Managing one’s emotions can often be an incredibly daunting task on any given day.  Add to this enterprise the need to manage the emotional stew of multiple parties interacting in a negotiation under the pressure of important decisions and the task expands powerfully.  Let us see what Fisher and Shapiro have provided to assist us.
The job, they point out, requires that we “address the concern, not the emotion” (p. 15).   With this advice in mind, the authors begin their work by focusing on five core concerns.  These universal human wants are:

· Appreciation -  acknowledgement of merit in  one’s thoughts and feelings
· Affiliation -  treatment as a colleague 
· Autonomy - respect for one’s freedom of decision
· Status - recognition of one’s standing
· Role - definition of one’s role as fulfilling  

The authors explore each of these core concepts in turn.  They begin by explaining each concept in depth.  Once we know the concept, the next step is to recognize and address fairly, honestly and appropriately each of these universal human wants in ourselves and in our negotiating partners.  
For each of these core wants, the authors lead the reader through ways to achieve success.  How does one seek to understand another’s view?  How does one search to find merit in another’s position?  How does one close the circle by communicating these findings to the other party?  The authors draw upon their rich negotiating experience to provide key illustrations of how to do each step in the process.
This is not intended to be a one-sided process.  If there are methods to address the other parties’ concerns about the appreciation of their ideas and positions, there needs also to be a process to assure that one’s own position and reasoning is fully examined and considered.  If not, of course, your own emotions will confound the negotiation as your wants remain unaddressed.  We are talking about fairness here and it demands equality of treatment.

The authors offer a host of suggestions for achieving balance of treatment of all the parties. Methods as simple as proposing a time for the other parties to listen to your views, tailoring your message to your audience, focusing your remarks into a few main points and using metaphors to enhance understanding are among the many techniques proposed by the authors. 
Just as the authors have provided the reader with methods to assure recognition and fair treatment of the first of these concerns, the work moves forward to explore each of the remaining core concerns.  Always the process is consistent beginning with a discussion of each of the fundamental concepts and moving to methods to manage them successfully. 

As one illustration of what the reader will find, let us touch briefly on one of the other fundamental human wants: the concern about autonomy.   The authors bring the matter to life quickly by citing the situation of a managing partner in a firm who is faced with determining how to make various management decisions.
It is a simple, but potentially sensitive question about autonomy.  Which decisions are the manager’s alone?  Which decisions require preliminary consultation with other members of the firm before a decision? Which decision types require negotiation to accomplish?  

The method suggested for dealing with these matters proves to be eminently efficient and effective.  Decisions are separated in three buckets: I-C-N:

· Inform the members only  
· Consult, then decide
· Negotiate and obtain agreement

You will find suggestions and illustrations drawn from the authors’ experience on every page.
This is one of those unusual works that is so carefully constructed and written that you may find yourself praising its common sense and nodding easily in concurrence.  It may even seem that you knew it all as you read along.  Perhaps, of course, you did.  And yet, more likely, you will decide as this reviewer came to do that you have just read a new and valuable contribution to the literature of negotiation.  It is a book to reflect upon and that belongs on every negotiator’s reference shelf.  
The book includes an extensive and well-chosen bibliography, a glossary and a full index which will please both practitioners and scholars.
Highly Recommended.

John Baker, Ph.D.
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