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About the Book

The ability to negotiate effectively is a vital skill for business and for everyday life. Whether you want to negotiate a business deal, a pay rise, or the price of a new house or car, Perfect Negotiation shows you how to get a better deal every time – and avoid costly mistakes. Perfect Negotiation tells you everything you need to know about the art of negotiation, from what it is, to how to perfect the technique for yourself. Soon you will be able to bargain yourself to success.

The Perfect series is a range of practical guides that give clear and straightforward advice on everything from getting your first job to choosing your baby’s name. Written by experienced authors offering tried-and-tested tips, each book contains all you need to get it right first time.


About the Author

Gavin Kennedy is the author of fourteen books on negotiation, and is the chairman and founder of Negotiate Ltd.
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  Preface


  Perfect Negotiation summarizes the approach to negotiation with which I have been closely associated for over thirty years. The contents appear largely as they are presented in The NEGOTIATE Workshop, which features the Four Phases of Preparation, Debate, Propose and Bargain. Indeed the workshop materials, particularly The Negotiator’s Notebook, have been extensively used to compile this summary, as has my best-selling book, Everything is Negotiable (3rd edition, 1997).


  Among my colleagues, the late John Benson (formerly Chairman of Negotiate Ltd) contributed the most to the concepts and practice outlined in Perfect Negotiation. His typically open and unselfish creativity was apparent throughout all the years of our collaboration since we first undertook the task of training negotiators in 1972. I am sure none of my other colleagues and collaborators will demur if I select him for special mention and state that this book is for him. Nobody in their negotiating approach and skills (both strategic and tactical) got closer than John in their practical work to the principles outlined in Perfect Negotiation.


  John was adamant that negotiators learned their trade best by practising it and our training workshops always have had a practical bias.


  In this second edition of Perfect Negotiation I have added in some of the chapters, 24 ‘Activities’ for readers to undertake as they work through the book. These Activities link the negotiating concepts as they are introduced to your personal experiences, and they are a useful means by which you can recognise their practical relevance, and hopefully, reinforce your understanding. You are advised to stop and carry out the mental exercise arising from each Activity and, perhaps, return to them as you practise the related skills in your daily negotiating.


  I have also clarified some ideas in respect of negotiation behaviours, particularly how ‘Purple’ conditional bargaining may best be understood.


  Readers interested in discovering for themselves how we put the principles of Perfect Negotiation to work in our training and consulting work should visit Negotiates’s web site: www.negotiate.co.uk, or email me: gavin@negweb.com. I am also interested in your views on Perfect Negotiation.
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