
        
            
                
            
        

    
	SUMMARY

	 

	 

	 

	 

	Secrets of Power Negotiating

	 

	 

	 

	 

	 

	Roger Dawson

	 

	 

	 

	 

	 

	 

	 

	25th Anniversary Edition

	© Copyright 2024 – Present. All rights reserved. This document is geared towards providing reliable information in regards to the topic and issue covered. The publication is sold with the idea that the publisher is not required to render accounting, officially permitted, or otherwise, qualified services. If advice is necessary, legal or professional, a practiced individual in the profession shall be ordered.

	- From a Declaration of Principles which was accepted and approved equally by a Committee of the American Bar Association and a Committee of Publishers and Associations.

	 In no way is it legal to reproduce, duplicate, or transmit any part of this document in either electronic means or in printed format. Recording of this publication is strictly prohibited and any storage of this document is not allowed unless with written permission from the publisher. All rights reserved.

	The information provided herein is stated to be truthful and consistent, in that any liability, in terms of inattention or otherwise, by any usage or abuse of any policies, processes, or directions contained within is solely and completely the responsibility of the recipient reader. Under no circumstances will any legal responsibility or blame be held against the publisher for any reparation, damages, or monetary loss due to the information herein, either directly or indirectly.

	Respective authors own all copyrights not held by the publisher.

	 

	 


Table of Contents

	  

	Introduction

	Chapters 1-10

	Chapters 11-20

	Chapters 21-30

	Chapters 31-37

	Conclusion

	 


Introduction

	 

	In the intricate dance of human interaction, negotiation is the invisible thread that binds us. Whether we are aware of it or not, negotiation permeates every facet of our lives, from the mundane to the monumental. 

	 

	This 25th Anniversary Edition of Secrets of Power Negotiating by Roger Dawson delves into the art and science of negotiation, offering insights that are as relevant today as they were a quarter of a century ago. 

	 

	As we embark on this journey, we will uncover the subtle nuances and powerful techniques that transform negotiations into opportunities for success.

	 

	The essence of negotiation lies in its universality. It is not confined to boardrooms or diplomatic missions; it is a daily activity that shapes our relationships, careers, and personal lives. 

	 

	Imagine negotiating a salary increase, buying a car, or even deciding on a vacation destination with your family. Each scenario requires a delicate balance of persuasion, strategy, and psychology. 

	 

	Understanding the principles of negotiation empowers us to navigate these situations with confidence and competence.

	At the heart of effective negotiation is the concept of power. Power is the ability to influence outcomes, and it comes in various forms. 

	 

	Roger Dawson identifies several types of power that negotiators can harness: informational power, reward power, legitimate power, risk-taking power, commitment power, expertise power, and more. 

	 

	Each type of power offers a unique advantage, and understanding how to leverage them can make the difference between success and failure.

	 

	One of the foundational elements of power in negotiation is information. The more you know about the other party, the stronger your negotiating position. Information allows you to anticipate objections, identify needs, and tailor your approach to meet those needs effectively. 

	 

	Gathering information requires meticulous preparation and a keen sense of observation. It involves researching the other party's interests, motivations, and constraints. By becoming an expert in the subject matter, you can build credibility and establish yourself as a formidable negotiator.

	 

	 

	Reward power is another critical aspect of negotiation. People are naturally motivated by the promise of rewards, whether they are tangible or intangible. Understanding what the other party values and offering incentives that align with those values can be a powerful tool in negotiation. 

	 

	It creates a win-win scenario where both parties feel they have gained something of value. However, wielding reward power requires finesse and ethical consideration to ensure that the rewards are fair and sustainable.

	 

	Legitimate power stems from one's position or authority. In professional settings, this could be a manager or a CEO who has the authority to make decisions. However, legitimate power is not limited to formal titles. 
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