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Reviews The art of international negotiation can be learned, according to William Zartman and Maureen
Berman. Their purpose in this book is to teach aspiring diplomas and others how to negotiate most effectively.
Drawing on a wide range of sourcesâ€”historical material from past negotiations, interviews with experienced
negotiators, the theories and ideas of other students of the problem, and findings on bargaining behavior from
experiments and stimulationsâ€”they introduce their own scheme of organization to clarify the nature of
negotiation. They portray negotiation as a three-stage process involving prenegotiation, developing a formula,
and working out details, and they provide insights into the appropriate behaviors for each phase. Their
examples from several dozen postwar negotiations, based on the reflections of seventy participants
interviewed for this study, are particularly vivid and illuminating. Viewing negotiation as a paradoxical
process in which both conflict and cooperation are required, Zartman and Berman present a more positive and
constructive model than previous studies have done. Their major prescriptionâ€”that negotiators try to find
agreement on a formula before turning to matters of detailâ€”clearly facilitates the framing of joint decisions
among opposing parties. Library Journal "A valuable distillation and analysis of negotiating experience, this
guide is based largely on the recollections and advice of many who have conducted negotiations over the past
half century, admirably organized and commented upon by the authors. Campbell, Foreign Affairs "With its
accent on action and behavior in the process of negotiation, The Practical Negotiator is a highly innovative
book that should be read by both students and practitioners of international diplomacy. Pranger, Perspective
"A valiant, praiseworthy attempt to collate and document the undocumentable, exceedingly complex, and
varied principles guiding largely successful negotiations. The bases for this commonsensical summary are
historical records, well-chosen anecdotes, post-interviews with significant negotiators such as W. Averell
Harriman and Arthur J. Goldberg supplemented by questionnaires and memoirs , and a few laboratory studies.
Doob, The Key Reporter "This book is concerned primarily with international negotiations and the dynamics
and free flow of policies, expectations, and demands associated with the competitive claims of nation-states. It
is a valuable book with useful case histories for everyone concerned with these matters. American Bar
Association Journal "A valuable contribution to the expanding literature on negotiation. The authors have
produced a work that both proposes prescriptive formulations and offers, by virtue of its methodology, useful
insights into some major past international negotiations and some key negotiators. Certainly, more efforts of
the type made here are needed for us to come to understand better the international negotiating process.
Zartman and Berman have made a significant contribution to the literature on negotiation. This book should be
read by negotiators and scholars alike for valuable insights into the negotiating process.
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This is a well-written book , and despite the limitations noted. William Zartman and Maureen R. Yale
University Press, , pp. This book is more than another attempt to tell negotiators how to negotiate. I t is the
culmination of a decade-long study intended to bridge the gap between practitioners and theorists of the
process of international negotiation. The authors successfully blend more than 70 interviews, a selective use of
postwar case studies, and helpful lessons from experiment. Analysis is struc- tured by their own model of the
problems and behaviors at each stage of negotiation. The result is an innovative and highly read- able study
that comes across as a uniquely sophisticated diplo- matic handbook. Many of their prescriptions would be
equally applicable to industrial relations. Surprise Attack, by Richard K. Brookings Institution, , pp. Betts has
made a habit of offering some of the most original and provocative writings in the field of defense analysis.
Here he again avoids the predictable questions of budgets and force balances to focus on a problem that is as
important as it is data-rich. If there is a cultural context for U. Betts draws specific lessons for current planning
from this popular preoccupation. His conclusions about political as distinguished from strategic vulnerabilities
should concern others besides defense analysts. As Bet ts observes, military capabilities are only half of the
defense equation. This leads to a fresh look at a range of political and military problems involving NATO, the
Persian Gulf, and Korea, as well as the nuclear forces. This will be a lasting book that far surpasses the
technical monographs that characterize the defense policy litera- ture. Derek Leebart Rethinking the U.
Strategic Posture, edited by Barry Blechman. Ballinger, , pp. These useful and timely compendia include
between them 19 contributors of various levels and types of experience in defense policy analysis. The
chapters are all solid, but some warrant Recommended.
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William Zartman and Maureen Berman. Yale University Press, , pp. This text focuses primarily upon
international negotiations. This work is divided into six chapters with a foreword by Alvin Eurich. Eurich
reviews the historical development of negotiation as a field of academic study. Chapter One serves as an
introduction to the text. Historical, experimental and personal cases are used throughout the text to illustrate
their theoretical model. The authors also introduce the three key stages in their model of negotiation. In the
first stage participants diagnose their situation. Secondly, they attempt to negotiate a formula or common
understanding of their conflict, in terms which permit its resolution. The third stage settles the details of the
conflict by applying the formula. In practice these stages may overlap. Chapter Two focuses on the skills and
personality traits needed by the practical negotiator. Helpful personal characteristics include empathy,
patience, self-assurance, ingenuity, and stamina. The authors consider briefly how these traits operate in
personal interactions. They then discuss the importance of enabling trust in the negotiation process, and
describe the skills needed to build trust. Of central importance is the credibility of the negotiators or
participants. Chapters Three through Five discuss the stages of the negotiation process in more detail. Chapter
Three explores the diagnosis stage of negotiation. The authors begin by considering the factors which prompt
conflicting parties to consider the possibility of a negotiated solution ripeness. For a conflict to be ripe for
negotiation, the parties must believe in the possibility of a solution, they must believe they cannot continue
their conflict, and their mutual agreement on a solution is necessary. This chapter describes strategies for
recognizing and creating these conditions. Chapter Four turns to negotiation of the shared formulation or
framework for understanding the conflict. The authors describe a formula as "a shared perception or definition
of the conflict that establishes terms of trade, the cognitive structure of referents for a solution, or an
applicable criterion of justice. Or they may be negotiated as a set of basic principles, from which agreements
on the specific details may then be deduced. The authors describe several general types of formulas. Chapter
Five describes the final detail phase, where agreements are worked out and implemented. The authors analyze
the various ways in which negotiating parties send signals to each other as processes of teaching, learning and
communicating. They describe the need for each side to make concessions, and examine several concession
strategies. They also consider the use of deadlines to motivate settlements and end the negotiation process.
Chapter Six concludes this text by examining various feature which structure the negotiation process. They
consider the impact of the relative power of the various participants, the size and complexity of the negotiation
teams, public opinion, the uses of various channels of negotiation, and the degree of autonomy granted to
negotiators. This chapter also examines the role of cultural context in shaping negotiations. New to the site?
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