
https://www.pearson.de/9781292052182


 

 

 

Pearson New International Edition

International_PCL_TP.indd   1 7/29/13   11:23 AM

Conflict Management: A Practical Guide

to Developing Negotiation Strategies

Barbara A. Budjac Corvette

First Edition

https://www.pearson.de/9781292052182


Conflict Management

Table of Contents

Cover

Table of Contents

1. Defining Negotiation and Its Components

2. Personality

3. Conflict

4. Negotiation Style

5. Key Negotiating Temperaments

6. Communicating in Negotiation

7. A Note on Cultural and Gender Differences

8. Interests and Goals in Negotiation

9. Understanding the Importance of Perception in Negotiation

10. Effects of Power in Negotiation

11. Asserting Yourself

12. Principles of Persuasion

13. Rules of Negotiation and Common Mistakes

14. The Negotiation Process and Preparation

15. Alternative Styles, Strategies, and Techniques of Negotiation

16. Team Negotiation

17. Third Party Intervention

18. Using Your Personal Negotiating Power

19. Post Negotiation Evaluation

References and Selected Bibliography

Index

https://www.pearson.de/9781292052182

