
negotiation
The Art of Reaching Agreement



For new Academica titles please refer to www.academica.dk



Søren Hilligsøe and Henning Sejer Jakobsen

negotiation
The Art of Reaching Agreement

Academica



negotiation
The Art of Reaching Agreement

1st edition, 1st print run, 2009
© Authors and Academica, Aarhus 2009

Authors: Søren Hilligsøe and Henning Sejer Jakobsen

Other contributors: Mads Storgaard Jensen, Gavin Kennedy, Mogens Yde Knudsen,
Rajesh Kumar, Gary Lim, Li Ma, Judi McLean Parks, Richard Pooley

Publishing editor: Torben Bystrup Jacobsen
E-mail: forlaget@academica.dk
www.academica.dk

Cover design: Lisbeth:Neigaard/ VINK design
Illustrations, drawings, graphic design: Grafisk SIGNS

Type set in: LinotypeSyntaxOsF
Layout: Grafisk SIGNS
Typesetting: Grafisk SIGNS
Printing: Narayana Press, Gylling

Printed in Denmark 2009
ISBN 978‑87‑7675‑ 636‑9

This publication may only be reproduced in accordance with agreement with Copy-Dan 
and the Danish Ministry of Education.



Contents 5

Contents

Prologue	 9

Acknowledgments	 11

chapter 1
A New Art	 15

Negotiation theory	 22
Bargaining and negotiation	 26
Negotiation and problem-solving	 29
Styles in negotiation	 31
Preparation	 37
Stage the negotiation	 40

Chapter 2
The Harvard Negotiation Project	 43

The research	 45
The guidelines	 48

Chapter 3
Negotiation Training: Genesis	 65

A short pre-history	 67
Little help from economics	 68
The non-relevance of personality	 70
The genesis of effective training	 72
Primacy of preparation	 74
Beliefs, attitudes and behaviours	 75
Fights and debates	 77
Proposing and bargaining	 79
Negotiating environments	 82
Colours of negotiation	 84
Next level?	 87
Editors’ comments	 89



Negotiation  The Art of Reaching Agreement6

Chapter 4
Negotiation from a Semiotic Perspective	 93

What is semiotics (good for)?	 95
The basic characteristics of negotiation structure	 96
The object of negotiation	 98
Levels of satisfaction	 99
The force dynamics of negotiation	 102
From negotiation to collaboration	 107
Editors’ comments	 109

Chapter 5
Managing Emotions in the Negotiating Process	 111

The nature of emotions	 114
Editors’ comments	 126

Chapter 6
Differences that Make a Difference: 	
Gender in Conflict & Negotiation	 129

Abstract	 131
The differences that difference makes	 134
Diffusing disadvantages from self expectations & behavior	 139
Diffusing disadvantages from expectations & behavior of others 	 145
The feminine advantage	 146
The female advantage	 147
Have we come a long way?	 150
In conclusion	 151
Editors’ comments	 152

Chapter 7
Bridging the Culture Gap	 155

Editors’ comments	 171



Contents 7

Chapter 8
An Insider’s View	 175

Group dependence	 179
Hierarchy	 180
Relationships	 182
Harmony	 183
Editors’ comments	 183

Chapter 9
The Dirty Dozen	 189

1: Position pressure	 193
2: Psychological warfare	 195
3: Casting suspicion	 197
4: Confrontation technique	 199
5: Threats	 200
6: The Trojan Horse	 202
7: Grouping terror	 203
8: Master of the universe	 204
9: Judgement	 206
10: Role manipulation	 208
11: The Cairo method	 209
12: The Agility method	 211
Disarming “the dirty dozen”	 213
Editors’ comments	 217

Chapter 10
What is Mediation?	 219

Why mediation?	 222
Alternative – how?	 222
The mediator	 223
Preparing for mediation	 226
The key elements of the agreement to mediate	 228
The mediation meeting	 230
Phase 1 – Opening	 231
Phase 2 – Submission and dialogue	 231
Phase 3 – Defining problem area(s)	 232



Negotiation  The Art of Reaching Agreement8

Phase 4 – Generating options	 233
Phase 5 – Negotiation	 234
Phase 6 – Concluding	 234
Is mediation faster, cheaper and better?	 236
Mediation – a rising method of dispute resolution  
or a passing vogue?	 239
Editors’ comments	 240

Chapter 11
Negotiations in Technology Transfer	 243

Phases in technology transfer	 247
Negotiation in technology transfer	 250
A case of technology transfer negotiations	 254
Appendix 1: Case Study: Technology transfer of a new vaccine 
technology	 259
Editors’ comments	 264

Chapter 12
Putting It All Together	 267

Communicating attitudes, ethics and emotions	 269
Relationships	 272
Conflict versus problem	 273
Conflict – with a loser	 274
Conflict – you cannot afford to lose	 276
Problem-solving	 278
Agreements	 280
After negotiation – is before something else…	 283

References	 285

Index	 293



Prologue 9

Prologue

Why write another book on negotiation? A quick search on amazon.co.uk 
shows that thousands of books are available, and google.com lists over 32 
million references to the word ‘negotiations’. The relevance may be debat-
able, but it is a fact that the problem is not lack of information; it is more a 
question of finding the right information.

This book is the result of extensive negotiations. We have negotiated with 
the publishers, with the contributors, and with each other as editors about 
the approach to writing about negotiations and negotiation techniques. It 
is not a description of only one way of reaching a result at the negotiation 
table; it tries to present an overview of the art and science of negotiating. 
The book seeks to describe such aspects as cultural diversity, the importance 
of gender, how emotions may have an impact, the semiotic approach, and it 
gives an introduction to mediation as well as an illustration of the complexity 
of the negotiation process. Each chapter is written by a leading international 
expert on his/her chosen subject. As editors, we have commented on each 
chapter to add our perspective on the relevance of the chapter for a prospec-
tive negotiator. There is a short profile of the contributor at the beginning of 
his or her chapter, and the Further Reading list at the back of the book lists 
references and recommended reading.

The book is intended for the business student or businessperson who wants 
an introduction to negotiation theory. It is not an exhaustive account that 
will present the definitive answer to everybody’s questions, but it is based 
on our experience of designing training programmes for practitioners as well 
as for business students. Our training is designed around the principle that 
if you want to be a good swimmer, it is not enough to read a book about 
swimming, you need to get into the water to practise. The same applies to 
learning how to negotiate. You need to get to the table and work with case 
studies that are close to real-life situations. You also need to leave the train-
ing session and try negotiating “in real life”: trying to find better solutions in 
business cases, trying to combine interests in leadership and management, and 
even trying to see if the theory fits in “everyday negotiation”. Once you have 
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done that, books like this one are there to give you inspiration in becoming 
an even better negotiator, just as a good swimmer may be able to improve 
his or her training techniques by reading about the subject.

The Danish writer, inventor and mathematician Piet Hein once said this 
about art: “Art is what you can’t do – otherwise it would not be an art”. In 
that sense, negotiating is an art because it involves skills, knowledge and 
understanding of diverse and not always compatible interests in a process of 
uniting all of these elements in order to reach an agreement.

Aarhus, Denmark, January 2009
Søren Hilligsøe & Henning Sejer Jakobsen


