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Almost every interaction involves negotiation, yet we often miss the cues that would allow us to make the
most of these exchanges. In Getting (More of) What You Want, Margaret Neale and Thomas Lys draw on the
latest advancesin psychology and economics to provide new strategies for anyone shopping for a car,
lobbying for araise, or simply haggling over who takes out the trash. Getting (More of) What You Want
shows how inexperienced negotiators regularly leave significant value on the table—and reveals how you
can claimit.
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Melisa says

Professor Neale is amazing and this book is very thorough. She covers all the research on negotiation. Wow,
its difficult to get through in places. | loved Kahneman's book and | wish she'd made the book more like that
so it would be easier to read. Great material, | learned alot but it's not an easy, light read.

Cell says

Solid insights about the importance of negotiating from an abundance mindset - the expectation that thereis
a'win' for every onein every negotiation. The authors have a superb reputation, and their examples speak to
their great familiarity with their subject matter. Unfortunately, the writing gets badly in the way of the
message - it manages to drain the human dramafrom every exchange and replace it with two-dimensional
diagrams on the board.

Raunak Kasera says

Read chapters 9, 11, 12, 13, 14.

-Performance in the negotiation differs when you focus on your aspirations compared to alternatives. The
reference point you chose influences your objective (how much value claimed) and subjective (how satisfied
are you) assessment.

-Discovering you got more/less than your counterpart only reduces your satisfaction (coz you lost anyway).
Getting more than a person in asimilar position, however, increases satisfaction!

-Negotiator's subjective assessment of created valueisWEAKLY correlated with actual value. The more he
feels accomplished/satisfied when negotiating, greater your reputation as afair and reasonabl e negotiator.

Y our high objective value + his high subjective value - BEST!

-Don't get into an auction: a. many bidders; b. multiple issues; c. desire to win is extreme. Good to have
modest or low value when many bidders contrary to being competitive and shooting up your representative
valuel

-Power affects: a. biasto action; b. defy social nuances/norms; c. use people as means/resources

-More power: a. More dternatives; b. position; c. power mindset (i. power poses; ii. think about atime when
you were powerful; iii. think about atime when you were physically attractive)

R.K. Byerssays

negotiation? | thought it would be a sex manual. or... wait...
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Jap Hengky says

It covers such negotiating basics as how to create and claim value, and then it delves into more complicated
aspects of negotiating, such as power plays and concessions. Unfortunately, repetition and circular logic
sometimes muddy their stream of thought.

Terri Griffith says

Getting (More of) What Y ou Want: How the Secrets of Economics and Psychology Can Help Y ou Negotiate
Anything, in Businessand in Lifeis Margaret Neale and Thomas Lys' valuable new book. I've known
Maggie and Tom for decades, but friendship isn't needed to motivate this review. | need this book. | bought
both electronic and hardcover versions because thisis abook I'll use in my work -- and you should too.

IFYOU ARE A NEGOTIATION NOVICE

Y ou should read this book because is provides an accessible foundation. | cover negotiation as part of my
Plugged-In Management workshops and this will be the book | offer (at the end!) of the sessions | teach. The
preface gives you a clear perspective on the power of adisciplined approach to negotiation. By the end of
Chapter 4 you'll aready have the ability to to get more of what you want. If you've been trying out the
techniques as you read these chapters, you'll have already paid for the book and the time it took you to read
them. Neale and Lys also have done awonderful job distilling the material from their consulting and courses
into clear frameworks and tables to support your preparation.

IFYOU ARE A SELF-TAUGHT NEGOTIATOR

This book will take experienced, self-taught negotiators to the next level. You'll discover why your good
techniques are working and how to improve on your results. | expect that even the most experienced
negotiators will be interested in the results from recent research on negotiation and the connections across
psychological and economic perspectives. Neale is the Adams Distinguished Professor of Management at
Stanford’ s Graduate School of Business. Lysisthe Eric L. Kohler Chair in Accounting at Northwestern’s
Kellogg School of Management. Have no fear, thisisn't atextbook nor isit heavy statistics. What it is heavy
with are solid examples and eye opening results. I've read the foundational research on whether or not to
make the first offer -- and the systematic review provided in the book both extended what | knew and put it
into actionable terms.

IFYOU VE ALREADY HAD A GREAT NEGOTIATION CLASS

| suspect that even Neale & Lys' students will find significant value in the summaries following each
chapter. As soon as my hardcover arrives (thisreview is based on the Kindle version), I'll be adding tabs so |
can quickly flip to the summaries as preparation for any upcoming negotiation. No doubt you learned in your
negotiation course that preparation and high expectations are critical to getting more of what you want. Use
these summaries to kick off your preparations and problem solving efforts. Chapter 8, Managing the
Negotiation: Supplementing and Verifying What Y ou (Think Y ou) Know will get special attention asiit
describes how to learn from the responses of the person you're negotiating with - atopic | know | need to
give more attention.

IFYOU DON'T NEGOTIATE

Perhaps you don’t negotiate in a traditional sense -- but you do negotiate. Change management, technology
implementations, teamwork, and social settings are all full of negotiations. In my book, The Plugged-In
Manager, | rely on negotiation to help people leverage their human, technical, and organizational resources. |
learned the basics and more from Maggie Neale and our colleague, Greg Northcraft. | recall feeling, and

being, far more powerful once | understood the problem-solving nature of their negotiation practices.
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CONCLUSION

Getting (More of) What Y ou Want: How the Secrets of Economics and Psychology Can Help Y ou Negotiate
Anything, in Businessand in Life is abook you should use, not just read. It's also the kind of book that you
should share with your colleagues. The last practice of a a plugged-in manager is sharing. Theideaisthat if
others understand the same language you do, you'll find new value in your day to day work. Thisisa
language you want to know.

Jonathan Lu says

Maggie Neale is amaster negotiator whose book tries to break down simple tactics which most people do not
even consider when it comes to human interaction. The concepts she espouses in her book are quite simple,
but rarely practiced as quite contrary to human nature - although they should not be. | appreciated many of
the lessons of her book, especially viewing negotiations as an opportunity to build value rather than seize
value, and to not view them in such a negative light. Many wise lesson are in this text

Darren says

Hey, get talking! Apparently most of us are failing to negotiate and show what we want; we are not even
trying. Unbelievable or what?

Negotiation is everywhere, it is not just for high value purchases or for getting something that we want, it can
be used for things we are rather adverse to, such as doing the washing up or emptying the bins.

In this engaging book, the authors seek to push the reader to knowingly try and negotiate in each and every
situation. Built on abasis of economics and psychology, it can be quite surprising to learn what we are
missing out on and what it might be costing us. Thisis not just abook for the inexperienced, even those who
throw their hat into the negotiating ring from time to time can probably improve their game, boost their
success rate and then some by taking the authors’ advice to heart.

In many businesses, people sometimes make a half-hearted approach to negotiate and the sales agents often
know this. So the price might have alittle more air in it so that the seller can be “knocked down” and the
customer snaps the deal, thinking they’ ve talked down a great bargain. Who is leading who by the nose? For
those who don't negotiate, it is even more profit for the seller. Not everything is negotiable, so don’t go
hassling the counter staff at McDonald’ s and expect a double cheeseburger for the price of asingle, yet
sometimes you can be surprised at the results you can get for afirm approach, a smile and bit of gumption. It
is, though, more than just a potential money-saving book. It can be time saving, it can be situation enhancing.
It can be, or lead to, alot of things.

This book is not asimple read in some ways due to the sheer depth and quality of the information on offer.
The wise reader will take time to enjoy its contents, focus on the knowledge being imparted and consider
their future strategies. It isfar from being a “ten tipsto being a great hustler”-type of book. Thankfully. Of
course, depending on your needs you can take the odd shortcut or two — but that would be ashame. Itisalot
more than just a negotiator’ s handbook.

For many the book might be alittle too overwhelming asit is crammed full of academic references and
further reading suggestions. Maybe the book’ s publicity material gives adightly optimistic impression about
the book’ s accessibility and it could possibly be lightened up atad in places. Y et on balance, it still isagood
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book that has the potential to delight, even if you do skip bits here and there. If you arein the market for a
academically-focussed book mixing psychology and economics together in a practical sense, maybe you are
going to stumble over alittle goldmine.

The TL:DR summary? Very good, very interesting and very more-ish!

Autamme.com

Zlata says

Way to repetitive and long. Get to the point & stop repeating yourself.

L oren Rodwin says

I highly recommend this book to people who want to understand how economics and psychology impact
negotiations, and how they can improve their negotiating skills. It is humbling to see how many people are
woefully unprepared for a negotiation. Don't be one of those people. After reading this book you will have
lots of research, practical tips, and encouragement on your side. | am already applying several of the
techniques in this book to an international negotiation. Y ou will enjoy this very well-written book and learn
how to become a better negotiator.

Kelly says

"Getting to Yes" with some Cialdini/Munger-esgque psychological references
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