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David De Cremer, Madan Pillutla : Making Negotiations Predictable: What Science Tells Us  before purchasing 
it in order to gage whether or not it would be worth my time, and all praised Making Negotiations Predictable: What 
Science Tells Us: 

0 of 0 people found the following review helpful. Not what one might expect - check it at your local bookstore before 
buyingBy LlewtwoThe title and the price suggest that this book is somewhere between the ordinary book on 
negotiations and a scholarly work on negotiations. The number of pages and the content indicates that it is closer to the 
typical book on negotiations rather than a more detailed study on negotiations. The book is a relatively shallow dive 

http://f3db.com/pub/links.php?id=B00AYD3XMA


into the subject of negotiations and there is little in the way of science contained in the book. I would suggest that you 
take a look at the book at a bookstore before you spend your money on it. There is something of a disconnect between 
the title/price on one hand and the content on the other. It's not a bad book but not a substantial addition to the library 
of someone that has other volumes on negotiations or is an experienced negotiator. If you are looking for a deeper 
treatment of the topic I would suggest any one of a number of textbooks on the topic for a more comprehensive and 
thorough treatment.

Everybody in business is involved in negotiatingnbsp;internally and externally. The impact of this can have 
consequences for revenue and profitability, so it is more important than evernbsp;to be an effective negotiator for 
business success. Innbsp; Making Negotiations Predictable, two global experts give crucial insights into getting it right.
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