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Harvard Program on Negotiation (PON), DRRC version
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(2014)
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Leigh L. Thompson, 'Distributive Negotiation: Slicing the Pie’, The mind and heart of the
negotiator (3rd ed., International ed, Pearson/Prentice Hall 2005)

——, 'Win-Win Negotiation: Expanding the Pie', The mind and heart of the negotiator, vol
Pearson custom library (5th ed., Pearson new international ed, Pearson Education 2014)

Robert C. Cialdini, ‘Liking: The Friendly Thief', Influence: the psychology of persuasion (Rev
ed; 1st Collins business essentials ed, Collins 2007)
<https://learning.oreilly.com/library/view/influence/9780061899874/?ss0_link=yes&amp;ss
o_link_from=university-college-london>

—— 'Reciprocation: The Old Give and Take...and Take', Influence: the psychology of
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Roy J. Lewicki, Alexander Hiam and Karen Olander, ‘Ch.10: Conflict Reduction’, Think
before you speak: the complete guide to strategic negotiation () Wiley 1996)

——, 'Ch.11: When and How to Use Third Party Help', Think before you speak: the
complete guide to strategic negotiation () Wiley 1996)

Roy J. Lewicki, Alexander Hiam and Karen Wise Olander, 'Ch 6. Implementing a
Competitive Strategy', Think before you speak: the complete guide to strategic negotiation
() Wiley 1996)
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guide to strategic negotiation (] Wiley 1996)

Thompson LL, 'Preparation: What to Do before Negotiation', The mind and heart of the

negotiator (3rd ed., International ed, Pearson/Prentice Hall 2005)
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