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Guhan Subramanian : Dealmaking: The New Strategy of Negotiauctions  before purchasing it in order to gage 
whether or not it would be worth my time, and all praised Dealmaking: The New Strategy of Negotiauctions: 

1 of 1 people found the following review helpful. Excellent book for beginners / practitioners alikeBy Shripal 
MeghaniOne of the best books I've come across on negotiations. As a practitioner (in the field of mergers and 
acquisitions), I found the first half of the book a good refresher of basic negotiation theory. The second half, however, 
was the meat on the bone. Excellent content on the roles of process setters / takers, setup, rearranging and shut down 
moves. Will enable readers to think beyond their conventional wisdom in dealing with same-side-of-table 
negotiations.Would recommend this book to beginners / practitioners alike.The only caveat is that this is not to be 
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considered light reading. You will need to follow the examples carefully, perhaps even with pen and paper. Follows a 
text-book / case study type approach peppered with theory.0 of 0 people found the following review helpful. Wow 
Real Deal Strategic Brilliance on a page to be absorbed!By CustomerWriiten brilliantly..Deep concepts and stratagies 
if you wish to improve your strategic thought It is essential..1 of 1 people found the following review helpful. Five 
StarsBy PETER HEADLEYVery informative, a tremendous asset.

ldquo;Packed with transformative insights, Dealmaking will help a new generation of business leaders get to 
yes.rdquo;mdash;William Ury, coauthor of Getting to YesInformed by meticulous research, field experience, and 
classroom-tested strategies, Dealmaking offers essential insights for anyone involved in buying or selling everything 
from cars to corporations. Leading business scholar Guhan Subramanian provides a lively tour of both negotiation and 
auction theory, then takes an in-depth look at his own hybrid theory, outlining three specific strategies readers can use 
in complex dealmaking situations. Along the way, he examines case studies as diverse as buying a house, haggling 
over the rights to a TV show, and participating in the auction of a multimillion-dollar company. Based on broad 
research and detailed case studies, Dealmaking brings together negotiation and auction strategies for the first time, 
providing the jargon-free, empirically sound advice professionals need to close the deal. Originally published in 
hardcover under the title Negotiauctions.

This brilliant book exposes the connections between negotiations and auctions, and will be indispensable for every 
professional involved in dealmaking. --Robert Mnookin, author of Beyond Winning"About the AuthorGuhan 
Subramanian, the Joseph Flom Professor of Law and Business at the Harvard Law School and the Douglas Weaver 
Professor of Business Law at the Harvard Business School, is the first person in the history of Harvard to hold tenured 
appointments at both schools. He lives in Newton, Massachusetts. 


