
26 PINPoints

PINPoints 28/2007 www.iiasa.ac.at/Research/PIN

The Negotiator’s Fieldbook
Andrea Kupfer Schneider, Christopher Honeyman,
Editors

TABLE OF CONTENTS
Acknowledgements xxi
I. Why Even the Best Get Stuck xxii
1 Introduction: A “Canon of Negotiation” Begins to Emerge 
Christopher Honeyman & Andrea Kupfer Schneider

2 The Unstated Models in Our Minds 7
Jayne Seminare Docherty

3 Protean Negotiation 17
Peter S. Adler

II. The Big Picture 28
A. How People Frame the Negotiation
4 The Road to Hell is Paved with Metaphors 29
Howard Gadlin, Andrea Kupfer Schneider & Christopher Honey-
man

5 What’s in a Frame? 37
Marcia Caton Campbell & Jayne Seminare Docherty

6 When the Play’s in the Wrong Theater 47
Gale Miller & Robert Dingwall

7 A Three-Dimensional Analysis of Negotiation 55
Robert Ricigliano

8 Protracted Conflicts As Dynamical Systems 61
Peter T. Coleman, Lan Bui-Wrzosinska, Robin R. Vallacher & An-
drzej Nowak

9 Rawls on Negotiating Justice 75
Cheyney Ryan

10 The Poverty of Buyer and Seller 81
Kevin Avruch

11 Game Theory Behaves 87
David F. Sally & Gregory Todd Jones

12 Process and Stages 95
I. William Zartman

B. When Is It Really A Negotiation? 99
13 When Not to Negotiate 101
Gabriella Blum & Robert H. Mnookin

14 Avoiding Negotiating: Strategy and Practice 113
Lisa Blomgren Bingham

15 Nonevents and Avoiding Reality 121
Susan K. Morash

16 Negotiating Access 133
Alexander Hawkins, Chris Stern Hyman & Christopher Honey-
man

17 Timing and Ripeness 143
I. William Zartman

C. Is it Moral, is it Fair, is it Right? 153
18 The Ethics of Compromise 155
Carrie Menkel-Meadow

19 Perceptions of Fairness 165
Nancy A. Welsh

20 Ethics and Morality in Negotiation 175
Kevin Gibson

21 The Law of Bargaining 183
Russell Korobkin, Michael L. Moffitt & Nancy A. Welsh

22 Trust and Distrust 191
Roy J. Lewicki
23 Reputations in Negotiation 203
Catherine H. Tinsley, Jack J. Cambria & Andrea Kupfer Schneider

24 Giving Future Generations a Voice 215
Kimberly A. Wade-Benzoni

III. The People on All Sides 224
A. Who Are You? 
25 Identity: More than Meets the “I” 225
Daniel L. Shapiro

26 Internal and External Conflict 231
Morton Deutsch

27 Knowing Yourself: Mindfulness 239
Leonard L. Riskin

28 On Bargaining Power 251
Russell Korobkin

29 Power, Powerlessness and Process 257
Phyllis E. Bernard

30 Untapped Power: Emotions in Negotiation 263
Daniel L. Shapiro

31 Aspirations 271
Andrea Kupfer Schneider

32 Miswanting 277
Chris Guthrie & David F. Sally

33 In Our Bones (or Brains): Behavioral Biology 283
Douglas H. Yarn & Gregory Todd Jones 

B. Who Are They? 292
34 Typical Errors of Westerners 293
Bee Chen Goh

35 Indigenous Experiences in Negotiation 301
Loretta Kelly

36 Gender Is More than Who We Are 315
Deborah M. Kolb & Linda L. Putnam

37 Religion and Conflict 323
Jeffrey R. Seul

38 Negotiating with Disordered People 335
Elizabeth L. Jeglic & Alexander A. Jeglic

IV. What to Do? 342
A. When You’re Trying to Figure Them Out 342
39 Perceptions and Stories 343
Sheila Heen & Douglas Stone

40 Heuristics and Biases at the Bargaining Table 351
Russell Korobkin & Chris Guthrie

41 Psychology and Persuasion 361
Donna Shestowsky

42 Courting Compliance 371
Chris Guthrie

43 The Theory of Mind 377
David F. Sally

B. When You’re at the Table 383
44 Communication and Interaction Patterns 385
Linda L. Putnam

45 Risks of E-Mail 395
Anita D. Bhappu & Zoe I. Barsness

46 Strategic Moves and Turns 401
Deborah M. Kolb

47 Creativity and Problem-Solving 407
Jennifer Gerarda Brown

48 Using the Creative Arts 415
Michelle LeBaron & Christopher Honeyman

49 Apology in Negotiation 425
Jennifer Gerarda Brown & Jennifer K. Robbennolt

50 Unforgiven: Anger and Forgiveness 435 
Ellen Waldman & Frederic Luskin

C. When a Deal’s in Sight 444
51 Analyzing Risk 445
Jeffrey M. Senger

52 Contingent Agreements 455
Michael L. Moffitt

53 Using Ambiguity 461
Christopher Honeyman

54 Crossing the Last Gap 467
John H. Wade

55 Bargaining in the Shadow of the Tribe 475
John H. Wade

56 A Lasting Agreement 485
John H. Wade & Christopher Honeyman

V. A Crowd at the Table 496
A. Enlisting Help
57 Consequences of Principal and Agent 497
Jayne Seminare Docherty & Marcia Caton Campbell

58 Agents and Informed Consent 505
Jacqueline Nolan-Haley

59 The New Advocacy 513
Julie Macfarlane

60 Dueling Experts 523
John H. Wade

61 The Interpreter As Intervener 535
Sanda Kaufman

62 Negotiating in Teams 547
David F. Sally & Kathleen M. O’Connor

63 Intra-Team Miscommunication 555
David Matz

64 Internal Conflicts of the Team 561
Howard S. Bellman

B. Bringing In a Third Party 564
65 Negotiation, One Tool Among Many 565
Jayne Seminare Docherty

66 The Uses of Mediation 573
Lela P. Love & Joseph B. Stulberg

67 Understanding Mediators 581
Christopher Honeyman

68 The Culturally Suitable Mediator 591
Harold Abramson

69 Allies in Negotiation 603
Bernard Mayer

VI. Putting It All Together 614
A. Retraining and Rethinking for a New Complexity
70 Learning How to Learn to Negotiate 615
Scott R. Peppet & Michael L. Moffitt

71 Training a Captive Audience 627
Stuart M. Kirschner

72 Retraining Ourselves for Conflict Transformation 637
Charles Hauss

73 Uses of a Marathon Exercise 645
Daniel Druckman

74 Negotiating with the Unknown 657
Maria Volpe, Jack J. Cambria, Hugh McGowan & Christopher 
Honeyman

75 Hostage Negotiation Opens Up 667
Paul J. Taylor & William Donohue

76 The Military Learns to Negotiate 675
Leonard L. Lira

B. Becoming the Consummate Professional 686
77 The Last Plane Out... 687
Robert Dingwall & Carrie Menkel-Meadow

78 Professionalism and Misguided Negotiating 697
Wayne Brazil

79 Ulysses and Business Negotiation 711
Daniel Rose

80 A New Future for Kashmir? 715
Ambassador John W. McDonald

Appendix 723
Contributors 729
Index 743



27PINPoints

PINPoints 28/2007www.iiasa.ac.at/Research/PIN

If one had to condense the main message of The Negotiator’s 
Fieldbook, edited by A. Kupfer Schneider and Ch. Honeyman, into 

just two sentences this reviewer would pick out the following ones: 
1. “Negotiation can help achieve the maximum results with the 
minimum long-term cost”; 2. “Fractionation is the opposite of what 
is so desperately needed.”

The first proposition constitutes the raison d’être of the value of 
negotiation research in general and of this academic discipline in 
particular. The second statement rightly draws the lesson from what 
appears to be the main handicap of specialization (i.e. the inability to 
take a holistic approach to the negotiation process). The Fieldbook, 
which the editors call a desk reference for the experienced negotia-
tor, is an outgrowth of a long line of research projects sponsored by 
the Hewlett Foundation. The precursor of the Fieldbook was a series 
of 25 articles published in the Marquette Law Review, Spring 2004. 
Therein the authors dealt with the need for a truly interdisciplin-
ary “canon of negotiation.” The joining of talents with the knowl-
edge and expertise of outstanding academics and practitioners has 
yet produced another excellent result. The Negotiator’s Fieldbook
stresses the multidisciplinary approach to negotiation theory and 
practise covering an extraordinarily broad range of issues.

It is much to the credit of the editors that they have highlighted 
the central place of negotiation as an appropriate mode of dispute 
resolution. It may come as a surprise to many European readers 
that in the United States the likelihood “when someone makes a 
federal case of something, that it will actually go to trial is now all of 

1.8%.” The percentage may be higher in Europe although, there 
too, out-of-court settlements are on the rise, especially in the 
field of family law. If need be, the Fieldbook is a testimony to the 
growing importance of dispute settlement through negotiation. 
The relevance of negotiations as a way to resolve legal disputes 
may have been the primary motivation for the American Bar As-
sociation and its section of dispute resolution to lend their sup-
port to the project of publishing The Negotiator’s Fieldbook.

Aside from its merits of stressing the need for a multidisci-
plinary approach to negotiation and the importance of negotia-
tion in dispute resolution, the Fieldbook will certainly frame, for 
the time to come, the debates on what should be included in 
the curricula of academic institutions in the field of negotiation 
studies. The editors take the view that a “canon of negotiation” 
begins to emerge, implying that teaching and textbooks have to 
take a comprehensive and multidisciplinary approach embrac-
ing the process of negotiation in its entirety, drawing from the 

many fields which have contributed to the collective understanding 
of negotiation.

The book contains 80 articles written either by widely acknowl-
edged academics, younger talented researchers, or by profession-
als with proven qualifications as negotiators. The list of names is 
impressive. Rather than citing and singling out any of the authors, 
the summary of contents listing the titles and all contributors is at-
tached to this review. The voluminous book (768 pages) is divided 
into six major chapters addressing such a great variety of important 
subjects that one may get easily lost in the maze. This remark is not 
meant as a criticism but rather as advice to readers: The Negotia-
tor’s Fieldbook is not the kind of book you might be able to read 
overnight from the beginning to the end. It will rather be consulted 
as a reference book, in the best sense of the term, on each subject 
of interest. All contributions make excellent reading. The innovative 
Fieldbook can be highly recommended to any serious student of 
modern negotiation research. 

A final remark: if the reviewer had two wishes to express, these 
would be the following: May this excellent book find its way to the 
desks of as many readers as possible, not only in the United States. 
Second, may a new edition of this important publication contain 
even more contributions from the non-Western world. The global 
impact of the emerging canon of negotiations would thus be even 
greater. On the whole, the editors and authors are to be congratu-
lated for this outstanding result of their research project. 

Franz Cede
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