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**Unlocking Success: Roger Dawson Secrets of Power Negotiating**

roger dawson secrets of power negotiating have long been regarded as a
cornerstone for anyone looking to master the art of negotiation. Whether
you’re closing business deals, navigating salary discussions, or simply
trying to get the best outcome in everyday situations, Dawson’s insights
provide practical, effective strategies. His approach to power negotiating
goes beyond mere tactics—it’s about understanding human psychology,
leveraging leverage, and communicating with confidence.

If you’re curious about what sets his methods apart and how you can apply
them, this guide delves into the essential principles behind Roger Dawson’s
secrets, illustrating how they can transform your negotiation skills.

Who is Roger Dawson and Why His Secrets Matter

Roger Dawson is a renowned negotiation expert, author, and speaker who has
helped thousands of people improve their negotiating abilities. His books,
such as *Secrets of Power Negotiating*, have become staples in the business
world because they blend theory with actionable advice. Unlike generic
negotiation guides, Dawson’s work emphasizes power dynamics and psychological
tactics that give you an edge in any bargaining scenario.

Understanding Dawson’s secrets isn’t just about winning deals—it’s about
creating win-win situations where both parties feel satisfied, fostering
long-term relationships rather than short-lived victories.

The Core Principles Behind Roger Dawson Secrets
of Power Negotiating

At the heart of Dawson’s approach lies several foundational concepts that
every negotiator should grasp:

1. The Importance of Preparation

One of the most repeated pieces of advice from Dawson is that negotiation
begins long before you sit at the table. Researching your counterpart,
understanding their needs, limits, and alternatives is crucial. The more
information you have, the more control you wield.



Preparation also involves setting clear goals and knowing your walk-away
point. This clarity ensures you don’t get pressured into unfavorable deals
and helps you recognize when to push harder or concede.

2. Using the “Flinch” Technique

The flinch is a physical reaction to a proposal that communicates surprise or
disapproval. Dawson teaches that by visibly reacting to an offer, you signal
to the other party that their terms are unreasonable. This psychological cue
often causes them to reconsider or soften their demands.

For example, if a seller quotes a price that’s too high, a slight gasp or
raised eyebrows can prompt a better offer without you saying a word.

3. The Power of Silence

Silence is one of the most underrated tools in negotiation. Roger Dawson
reveals that after making a proposal or receiving an offer, pausing instead
of filling the silence with chatter can create pressure on the other party to
speak first or improve their position.

This tactic leverages natural human discomfort with silence, often leading to
more concessions.

4. “If I”… “Then You” Technique

Dawson’s “If I… then you…” approach is a classic conditional bargaining
strategy. It involves making a concession only if the other side
reciprocates. For instance, “If I agree to extend the deadline, then you need
to increase the payment.”

This method ensures fairness and avoids one-sided compromises, keeping
negotiations balanced and productive.

Applying Roger Dawson Secrets of Power
Negotiating in Real Life

Understanding these principles is one thing; applying them effectively is
another. Here’s how you can integrate Dawson’s secrets into various
negotiation scenarios.



Negotiating Salary and Job Offers

Many professionals feel anxious about salary discussions, but using power
negotiating techniques can shift the balance:

- **Do your homework**: Know the market rate for your role and your value to
the company.
- **Use the flinch**: When presented with a low offer, express mild surprise
or hesitation.
- **Leverage silence**: After stating your expected salary, wait patiently
for the employer’s response.
- **Apply “If I… then you…”**: “If I take on additional responsibilities,
then I’d expect a salary adjustment.”

By confidently employing these tactics, you encourage employers to meet your
expectations without alienating them.

Negotiations in Sales and Business Deals

For entrepreneurs and salespeople, Roger Dawson secrets are invaluable for
closing favorable agreements:

- **Prepare thoroughly**: Understand your client’s pain points and
alternatives.
- **Anchor your price**: Start with a strong initial offer to set the
negotiation range.
- **Use the flinch and silence strategically**: React visibly to offers and
pause to prompt better terms.
- **Seek reciprocal concessions**: Always tie your compromises to equal
gains.

This approach not only maximizes profit margins but also builds rapport by
showing you respect the negotiation process.

Everyday Negotiations and Conflict Resolution

Negotiation isn’t limited to business; it’s part of daily life. Whether
you’re negotiating household chores, car repairs, or service prices, Dawson’s
secrets apply.

- **Be prepared**: Know what you want and what you’re willing to accept.
- **Use empathy**: Understand the other person’s viewpoint.
- **Employ silence and flinch**: These non-verbal cues often work wonders.
- **Set clear conditional offers**: “If you can lower the price, then I’ll
commit today.”



These strategies help maintain harmony while achieving your goals.

Additional Roger Dawson Strategies to Boost
Negotiation Power

Beyond the core techniques, Dawson offers several lesser-known but highly
effective strategies:

“Good Guy, Bad Guy” Tactic

This classic negotiation ploy involves two negotiators on the same side
playing contrasting roles. The “bad guy” is tough and inflexible, while the
“good guy” appears more reasonable and understanding. This dynamic encourages
the other party to agree with the “good guy” to avoid the harshness of the
“bad guy,” often leading to better outcomes.

“The Nibble” Technique

After the main deal is settled, the nibble is a small additional request—for
example, asking for a minor discount or added service before finalizing.
Dawson highlights that many negotiators overlook this subtle tactic, which
can yield extra benefits without jeopardizing the deal.

“The Takeaway” Strategy

This involves appearing ready to walk away from the deal to pressure the
other party into making concessions. The key is to do this genuinely and
strategically, signaling that your offer is valuable but not indispensable.

Why Roger Dawson Secrets of Power Negotiating
Still Matter Today

In an era dominated by fast communication and complex global markets, the
fundamentals of negotiation remain unchanged. Roger Dawson’s secrets
emphasize the human element—understanding motives, emotions, and
psychology—which technology cannot replace.

Moreover, as competition intensifies, those who master power negotiating gain
a significant advantage. Whether you’re a business leader, salesperson, or
individual seeking fair deals, Dawson’s principles offer timeless wisdom that



adapts to any context.

By investing time in learning and practicing these techniques, you develop
confidence, control, and clarity in negotiations, ultimately leading to
better outcomes and stronger relationships.

---

Mastering the art of negotiation is a journey, and Roger Dawson secrets of
power negotiating provide a robust roadmap. With preparation, psychological
insight, and tactical savvy, you can navigate any negotiation with poise and
success. The next time you face a negotiation, remember these principles—not
just as tricks, but as tools to create value for everyone involved.

Frequently Asked Questions

What is the main principle behind Roger Dawson's
'Secrets of Power Negotiating'?
The main principle is that effective negotiation is about creating win-win
situations by understanding and leveraging the motivations and needs of both
parties.

How does Roger Dawson suggest dealing with difficult
negotiators?
Dawson recommends staying calm, using strategic pauses, asking insightful
questions, and redirecting the conversation to focus on mutual benefits
rather than conflicts.

What role do 'give and take' tactics play in
Dawson's negotiation strategies?
'Give and take' tactics are essential in building trust and encouraging
cooperation; Dawson emphasizes making concessions strategically to gain more
valuable concessions in return.

How can understanding the 'walk-away point' improve
negotiation outcomes according to Roger Dawson?
Knowing your walk-away point helps you avoid accepting unfavorable deals and
strengthens your position by making it clear when you are prepared to end
negotiations.



What is the significance of 'trial balloons' in
Dawson's negotiation approach?
Trial balloons involve proposing tentative offers to gauge the other party's
reactions and gather information without committing, allowing for more
informed decision-making.

How does Roger Dawson recommend handling price
objections during negotiations?
Dawson advises responding to price objections by emphasizing value, offering
alternatives, and using the 'feel, felt, found' technique to empathize and
reframe concerns.

What negotiation tactic does Roger Dawson describe
as 'the nibble' and how should it be used?
'The nibble' is a tactic where a negotiator asks for small additional
concessions after the main deal is agreed upon; it should be used sparingly
and politely to gain extra value without jeopardizing the agreement.

How can preparation enhance the effectiveness of
power negotiating as per Roger Dawson's teachings?
Preparation allows negotiators to understand their goals, anticipate
objections, identify leverage points, and develop strategies, thereby
increasing confidence and the likelihood of achieving favorable outcomes.

Additional Resources
# Roger Dawson Secrets of Power Negotiating: A Professional Insight

roger dawson secrets of power negotiating have long been regarded as a
cornerstone in the field of negotiation tactics. Renowned for his practical
and psychological approach, Dawson's methodologies offer a strategic
framework that professionals across industries have leveraged to secure
better deals, resolve conflicts, and enhance communication. This article
delves into the core principles of Roger Dawson’s negotiation techniques,
evaluates their applicability in modern business contexts, and explores how
these secrets continue to influence negotiation training worldwide.

Understanding Roger Dawson Secrets of Power



Negotiating

Roger Dawson, a celebrated author and negotiation expert, pioneered a
systemized approach to bargaining that focuses on power dynamics,
psychological leverage, and tactical communication. His book, *Secrets of
Power Negotiating*, first published in the 1980s, remains relevant due to its
timeless strategies and practical advice. Unlike generic negotiation advice,
Dawson’s secrets emphasize understanding both parties' motivations and
mastering the art of persuasion.

One of the foundational elements of Dawson's approach is the concept of
"power" in negotiation. Power is not just about authority or position; it's
about knowledge, timing, and the ability to influence outcomes favorably. His
techniques teach negotiators to identify and harness different forms of
power, such as information power, emotional power, and time power, to gain an
upper hand.

The Core Principles of Power Negotiating

The Importance of Preparation

Dawson advocates for rigorous preparation before entering any negotiation. He
stresses that understanding the opposing party's needs, weaknesses, and
alternatives can dramatically shift the balance of power. This aligns with
modern negotiation theories that highlight the value of research and scenario
planning.

The Use of “Flinching” and Psychological Techniques

One of the more famous tactics Dawson introduces is the "flinch"—a physical
or verbal reaction to a proposal intended to unsettle the other party. This
technique leverages human psychology, creating a moment of doubt or
reconsideration that can lead to concessions. He also discusses how to use
silence effectively, turning pauses into pressure points that compel the
other side to fill the void, often with valuable information or better
offers.

The “Feel, Felt, Found” Method

Dawson suggests empathetic communication through the "feel, felt, found"
technique. This method involves acknowledging the other party’s viewpoint ("I
understand how you feel"), sharing a similar experience ("Others have felt



the same way"), and then gently guiding them toward a different conclusion
("But what they found was..."). This approach softens resistance and opens
pathways for agreement.

Comparing Roger Dawson’s Methods with
Contemporary Negotiation Models

While Dawson’s *Secrets of Power Negotiating* shares common ground with other
negotiation frameworks, such as the Harvard Principled Negotiation model, it
stands apart in its focus on power as a strategic tool rather than purely on
mutual interest. Principled Negotiation encourages collaboration and mutual
benefit, whereas Dawson’s tactics often emphasize leverage and tactical
maneuvers.

This difference is not necessarily a drawback; instead, it highlights the
versatility of Dawson’s techniques in competitive negotiation environments
where one party aims to maximize gains. For instance, sales professionals,
real estate agents, and corporate dealmakers frequently employ Dawson’s
methods to secure favorable terms without compromising relationships.

Practical Applications in Business and Everyday
Negotiations

Sales and Purchasing

In sales negotiations, Roger Dawson secrets of power negotiating teach
practitioners to uncover the buyer's true needs and pain points, positioning
their offerings as indispensable solutions. Employing tactics like controlled
concessions and anchoring price expectations can lead to higher profits and
sustained client satisfaction.

Conflict Resolution

Dawson’s emphasis on psychological leverage also proves valuable in conflict
resolution scenarios. Understanding emotional undercurrents and employing
empathetic language can de-escalate tensions and foster constructive
dialogue, making his approach adaptable beyond commercial transactions.



Salary and Employment Negotiations

Job seekers and HR professionals alike benefit from Dawson’s insights. By
preparing thoroughly and using strategic questioning, candidates can
negotiate better compensation packages, while HR managers can retain talent
through balanced offers that reflect both organizational constraints and
employee value.

Pros and Cons of Roger Dawson Secrets of Power
Negotiating

Pros

Comprehensive Framework: Covers a wide range of negotiation scenarios
with practical tactics.

Psychological Insight: Integrates behavioral science to influence
negotiation outcomes.

Actionable Techniques: Provides clear, step-by-step methods like
flinching and the feel-felt-found approach.

Timeless Relevance: Many principles remain applicable in today’s complex
negotiation environments.

Cons

Aggressiveness Risk: Some tactics may be perceived as manipulative if
misapplied, potentially harming relationships.

Less Focus on Collaboration: Emphasis on power may overlook win-win
solutions favored in modern integrative negotiation.

Requires Skillful Execution: Techniques like flinching demand confidence
and timing, which novices may find challenging.



Key Techniques Explained

Anchoring and Setting the Frame

Anchoring involves establishing a reference point around which negotiations
revolve. Dawson recommends opening with an ambitious but credible offer to
set the tone. This tactic exploits cognitive bias, where initial numbers
shape subsequent judgments, often leading the opposing party to settle closer
to the anchor than they might have otherwise.

The Power of Silence

Strategic silence is a tool to prompt the other party into divulging more
information or improving their offer. In negotiations, silence can create
discomfort, compelling counterparts to fill the gap with concessions or
clarifications.

“Good Cop, Bad Cop” and Playing Roles

Dawson explores role-playing as a method of psychological leverage. The "good
cop, bad cop" routine, for example, introduces contrasting stances that
pressure the opposing party to agree with the more reasonable negotiator.
This dynamic can expedite agreement but requires careful calibration to avoid
alienation.

The Enduring Legacy of Roger Dawson’s
Negotiation Secrets

Despite evolving negotiation theories and digital communication's rise, Roger
Dawson secrets of power negotiating persist as a fundamental training
resource. His blend of psychology, strategy, and practical advice equips
negotiators to navigate diverse scenarios—from boardrooms to personal
dealings—with confidence and tact.

Moreover, his teachings encourage negotiators to view power not as domination
but as an informed, ethical tool to achieve desired outcomes. This
perspective is crucial in maintaining professionalism while effectively
advocating for one’s interests.

As negotiation continues to shape critical business and social interactions,
Dawson’s insights remain a valuable part of any negotiator’s toolkit,



offering a nuanced understanding of power dynamics essential for success in
high-stakes environments.

Roger Dawson Secrets Of Power Negotiating

  roger dawson secrets of power negotiating: Roger Dawson's Secrets of Power
Negotiating Roger Dawson, 1995
  roger dawson secrets of power negotiating: Power Negotiating for Salespeople Roger
Dawson, 2019-01-01 Master negotiator Roger Dawson turns his attention to the person on the other
side of the desk--the salesperson who's trying to close a deal with the most favorable terms. The goal
of most negotiations is to create a win-win situation. Imagine if you could win every negotiation and
leave the other person feeling like he or she has won too? This book teaches you how to be the
power sales negotiator who can do exactly that. You will always come away from the negotiating
table knowing that you have won and that you have improved your relationship with your buyer.
Roger Dawson gives salespeople an arsenal of tools that can be implemented easily and immediately.
In addition, he shows salespeople how to: Master the nine elements of power that control
negotiating situations Ask for more than you expect to get Negotiate with individuals from other
cultures Analyze personality styles and adapt to them Master the 24 power closes Power Negotiating
for Salespeople is not a dull, dry treatise full theory. Nor is it a handbook of tricks and scams meant
to manipulate others. It is the most complete book ever written specifically for salespeople about the
process of negotiation and will enable any salesperson to take a quantum leap in sales. Praise for
Dawson's Books: I can't believe it! Here's a book that is packed with wisdom that will help anyone
improve their life and yet it is easy and fun to read! Amazing! --Og Mandino, author of The Greatest
Salesman in the World A fast, entertaining read that should be required reading for anyone who
deals with people. Highly recommended. --Ken Blanchard, coauthor of The One Minute Manager
Roger Dawson's great book will help you create and expand one of the most critical skills to life-long
success. --Anthony Robbins, author of Unlimited Power and Awaken the Giant Within
  roger dawson secrets of power negotiating: Summary of Secrets of Power Negotiating
by Roger Dawson:25th Anniversary Edition thomas francis, 2024-07-25 Secrets of Power
Negotiating 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.
  roger dawson secrets of power negotiating: Secrets of Power Negotiating Roger Dawson,
2012 Roger Dawson's Secrets of Power Negotiating has changed the way American business thinks
about negotiating. Thinking win-win--Looking for that magical third solution in which everyone wins
but nobody loses--can be a naive and ultimately unsuccessful approach in today's tough business
environment. Power Negotiating teaches that the way you negotiate can get you everything you
want and still convince the other side that they won also. This third edition has been completely
revised and updated to reflect the changing dynamics of business today. New and expanded sections
include: Twenty sure-fire negotiating gambits. How to negotiate over the telephone, by e-mail, and
via instant messaging. How to read body language. Listening to hidden meanings in conversation.
Dealing with people from other cultures. How to become an expert mediator. Secrets of Power
Negotiating covers every aspect of the negotiating process with practical, proven advice, from
beginning steps to critical final moves: how to recognize unethical tactics, key principles of the
Power Negotiating strategy, why money is not as important as everyone thinks, negotiating pressure
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points, understanding the other party and gaining the upper hand, and analyses of different
negotiating styles. Roger Dawson knows negotiating. These tips will provide even the most timid
negotiator with the tools to get the salary he or she deserves.--Ron Fry, author of 101 Great Answers
to the Toughest Interview Questions . Roger Dawson (La Habra Heights, CA) is one of the country's
top experts on the art of negotiating. As a full-time speaker since 1982, he has trained executives,
managers, and salespeople throughout the U.S., Canada, Asia and Australia. He is one of only a few
professionals in the world to have been awarded both the CSP and CPAE by the National Speakers
Association, their two highest awards. He was inducted into the Speakers Hall of Fame in 1991. He
is the author of Secrets of Power Negotiating, Secrets of Power Negotiating for Salespeople, and
Secrets of Power Persuasion.
  roger dawson secrets of power negotiating: Secrets of Power Negotiating, 25th
Anniversary Edition Roger Dawson, 2021-10-01 “This is perhaps the best book on negotiating ever
written. Roger’s powerful, practical principles will save or make you a fortune in the months and
years ahead.” —Brian Tracy, author, Eat That Frog! and Million Dollar Habits “This is the one
negotiating book that really opened my eyes and gave me practical tools I could use immediately.”
—Timothy Ferriss, bestselling author of The 4-Hour Work Week “A fast, entertaining read that
should be required reading for anyone who deals with people. Highly recommended.” —Ken
Blanchard, coauthor of The One Minute Manager “I can’t believe it! Here’s a book that is packed
with wisdom that will help anyone improve their life and yet it is easy and fun to read! Amazing!”
—Og Mandino, author of The Greatest Salesman in the World Roger Dawson changed the way
business thinks about negotiating. Secrets of Power Negotiating covers every aspect of the
negotiating process with practical, proven advice, from beginning steps to critical final moves: how
to recognize unethical tactics, key principles of the Power Negotiating strategy, why money is not as
important as everyone thinks, negotiating pressure points, understanding the other party and
gaining the upper hand, and analyses of different negotiating styles. Discover all of Roger’s best
tactics, including: 20 surefire negotiating gambits Listening to hidden meanings in conversation
What “powers” you have, such as situational, expertise, information, or charismatic How to handle
the different personalities you’ll encounter in negotiating
  roger dawson secrets of power negotiating: Secrets of Power Negotiating for Salespeople
Roger Dawson, 2010-10-15 In this revised and updated paperback edition, master negotiator Roger
Dawson gives salespeople an arsenal of tools that can be implemented easily and immediately to
enable a quantum leap in sales.
  roger dawson secrets of power negotiating: Secrets of Power Negotiating Roger Dawson,
2011 Rev. ed. of: Secrets of power negotiating: inside secrets from a master negotiator. 2nd ed.
2001.
  roger dawson secrets of power negotiating: Secrets of Power Negotiating Roger Dawson,
1995
  roger dawson secrets of power negotiating: Secrets of Power Persuasion for Salespeople
(Volume 2 of 2) (EasyRead Super Large 20pt Edition) ,
  roger dawson secrets of power negotiating: Summary of Secrets of Power Negotiating:
Inside Secrets from a Master Negotiator by Roger Dawson Thorough Thorough Summaries,
2021-06-15 Secrets of Power Negotiating (1987) reveals the trісkѕ оf thе mаѕtеr nеgоtіаtоr'ѕ trаdе.
Based on tіmе-tеѕtеd рrіnсірlеѕ thаt аrе aimed аt finding wіn-wіn ѕоlutіоnѕ fоr bоth раrtіеѕ of any
given negotiation, іt teaches the tасtісѕ аnd strategies for еffесtіvеlу nеgоtіаtіng dеаlѕ in a wide
range оf industries and ѕіtuаtіоnѕ. Whеthеr you're buying a рrоduсt, ѕеllіng a ѕеrvісе or juѕt trуіng
tо reach аn agreement wіth уоur partner, уоu'll bе able to uѕе роwеr nеgоtіаtоr Rоgеr Dаwѕоn'ѕ
secrets to nеgоtіаtе wіth соnfіdеnсе аnd ѕuссеѕѕ. DISCLAIMER: This book is a SUMMARY. It is
meant to be a companion, not a replacement, to the original book.
  roger dawson secrets of power negotiating: Secrets of Power Negotiating Roger Dawson,
2001 Roger Dawson explains every aspect of the negotiating process in this updated edition of
Secrets of Power Negotiating. His technique allows the negotiator to win and leave the other party



feeling that they have won too.
  roger dawson secrets of power negotiating: Secrets of Power Negotiating for
Salespeople Roger Dawson, 2012
  roger dawson secrets of power negotiating: Secrets of Power Salary Negotiating Roger
Dawson, 2006-06-15 Are you earning what you’re worth? Master negotiator Roger Dawson, author
of the best selling Secrets of Power Negotiating, shows you how to get a better deal from your
current employer and how to negotiate the best deal from a new employer. And you won’t come off
as greedy, overly aggressive, or selfish. In fact, you’ll learn how to win salary negotiations and still
leave your boss feeling like he or she has actually won! Secrets of Power Salary Negotiating covers
every aspect of the salary negotiating process with practical, proven advice: — From beginning steps
to critical final moves — How to recognize unethical tactics — Key principles of the Power
Negotiating strategy — Negotiating pressure points — Understanding the other party — Gaining the
upper hand — Analyses of a wide variety of negotiating styles In addition to learning how to win in
tough salary negotiations, Roger Dawson also teaches you how to become more valuable to your
employer or prospective employer. You’ll learn how to develop power by developing options and
limiting the perceptions of options that your boss has. You’ll learn that your value to an employer is
in direct relationship to the difficulty they would have replacing you. And you will learn how to
develop power and control over your career and gain an amazing ability to get what you want.
  roger dawson secrets of power negotiating: Ultimate Power Negotiating for Salespeople
Master Course Roger Dawson, 2023-09-12 Negotiating is a fact of life for everyone. But it’s crucial
for anyone in sales. Here Roger Dawson explains the ins and outs of power negotiation—a process
with its own secret rules and procedures. Knowing these rules will enable you to negotiate
intelligently and honestly—in sales and in any other area of life. Power negotiating is not what you
think. It’s an art and a science for reaching an outcome where both parties feel that they’ve won.
This densely packed and easy to understand book will give you a wealth of information, including:
What makes a power negotiator. Why you should always turn down the first offer. The single most
important expression you can use in negotiation. How to nibble for added advantages, and how to
keep someone from nibbling at you. How to adapt your negotiation to different personality styles.
Using powerful techniques such as invoking higher authority and good guy/bad guy. Turning
pressure points to your advantage. Resolving obstacles to successful outcomes. Adapting your
negotiating style to people of other cultures. The real secret to a win-win solution. And much, much
more. If you’ll learn and apply the secrets in this book, you’ll never again feel that you’ve lost in a
negotiation.
  roger dawson secrets of power negotiating: Practical Negotiating Tom Gosselin, 2007-08-17
Praise for Practical Negotiating: Tools, Tactics & Techniques Practical Negotiating is an innovative,
resourceful, and-as its name implies-practical guide to the art and science of negotiating. Unlike
many books on negotiating, which are filled with theories and anecdotes, this one is rich with
examples, tactics, and tips, which makes it the indispensable book when you are going into any
negotiation. —Terry R. Bacon, President, Lore International Institute and author of What People
Want: A Manager's Guide to Building Relationships That Work There is something in this book for
the most experienced negotiator and the novice. Gosselin's no-nonsense prescriptions and
recommendations will hit home and give you new ideas for the most difficult of negotiating
situations. Anyone in the business world will want this great bible of?effective negotiating right near
their desk and phone! —Dr. Beverly Kaye, CEO and founder, Career Systems International and
coauthor of Love' Em or Lose'Em: Getting Good People to Stay Gosselin has written a thoughtful,
engaging, and practical guide on a topic of increasing importance to leaders and organizations.
There is something here for anyone who wants to learn how to deal more effectively with the
inevitable conflicts that occur in working with clients, customers, and colleagues. —Peter Cairo,
PhD, Partner, Mercer Delta Consulting and coauthor of Why CEOs Fail: The 17 Behaviors That Can
Derail Your Climb to the Top and How to Manage Them Forget the image of negotiation being a
battlefield.?Gosselin guides you in the development of a road map so both sides become winners and



leave the table victorious. His writing is just like his training-clear, concise, and practical. You can
apply the process immediately. A handbook for life, it's practical, thoughtful, and insightful. —Steven
Myers, Manager, Lighting Education and Sales Training, Philips Lighting Company Skip the
workshops and buy Practical Negotiating. After field-testing the content through decades of
experience, Gosselin has packed this useful book with processes that work and great questions and
worksheets that force the material to become real and personal. Practical Negotiating will change
your thinking about negotiating, and more importantly, will change your behavior. Highly
recommended. —Steve Hopkins, Publisher, Executive Times Gosselin is a most articulate and
engaging businessman, and this, coupled with a keen intellect and sharp observation of behavior
(and a great sense of humor!) make this a must-read. His deep understanding of effective models of
negotiation and their practical application make him one of the leaders in this field. —Keith G.
Slater, former director of International Development, Ingersoll Rand This book is aptly titled as it
provides the practical 'how to' for planning and executing effective negotiations. It's rich with
examples, exercises, and reusable tools. —Dr. Rita Smith, Dean, Ingersoll Rand University
  roger dawson secrets of power negotiating: Secrets of Power Negotiating , 2012
  roger dawson secrets of power negotiating: Secrets of Power Problem Solving Roger
Dawson, 2011-05-15 Let’s face it: very few people have studied how to solve problems. Problems
knock us down like a tsunami and we don’t know what to do about it. We lie awake at night worrying
about it and spend our days stressing out over a situation that only seems to get worse. It doesn’t
have to be that way. Roger Dawson has taught hundreds of thousands of people has to negotiate,
persuade, and make decisions, with his lectures, audio programs and books, and now he has turned
his attention to something that everyone needs: a way to solve life’s problems. Secrets of Power
Problem Solving provides proven techniques and sure-fire strategies for solving eveything the world
throws at you. You’ll enjoy greater success as you learn how to: Treat every problem as a golden
opportunity. Make your intuition work for you. Evaluate your available choices. Create options when
you see no solution. Avoid problems in the first place. And much, much more!
  roger dawson secrets of power negotiating: Professionell verhandeln mit DiSG Georg Dauth,
2015-08-28 Das DiSG®-Persönlichkeitsprofil setzt sich mit grundsätzlichen Eigenschaften von
Menschen auseinander. Es gibt dabei 4 Grundtypen: Dominant, Initiativ, Stetig und Gewissenhaft.
Wenn man sich dieser Typen in der täglichen Kommunikation bewusst ist, kann man sich
zielgerichtet darauf einstellen. Besonders in Verhandlungen kann DiSG® einen unverzichtbaren
Nutzen bieten. Zu Beginn des Buches stellt Georg Dauth den wohl bekanntesten
Verhandlungsgrundsätzen nach Harvard das Verhandeln auf Basis von DiSG® gegenüber. Beide
Themen werden zueinander in Beziehung gesetzt, mit dem Ziel, Methode und Mensch auf einen
gemeinsamen Nenner zu bringen. Nachdem diese Grundlage gelegt ist, werden die konkreten
Probleme aufgegriffen, die immer wieder in Verhandlungen auftauchen und in den jeweiligen
DiSG®-Persönlichkeitsmerkmalen begründet sind (Unbeherrschtheit, Ziellosigkeit, fehlendes
Durchsetzungsvermögen und viele mehr). Dieses DiSG®-Expertenwissen wird mit vielen Beispielen
belegt und der Leser erfährt, wie er damit erfolgreich sein Vorhaben durchsetzen und zum
Top-Verhandler werden kann. Ein praxisnaher Weg an die Spitze des Verhandelns - für Profis und
Einsteiger!
  roger dawson secrets of power negotiating: Das 80/20-Prinzip Richard Koch, 2015-04-02 Es
gibt kaum eine Regel, die eine so umfassende Gültigkeit hat wie das 80/20-Prinzip. Es besagt, dass
80 Prozent des Erfolgs auf 20 Prozent der eingesetzten Mittel zurückgehen – und das trifft selbst auf
außerwirtschaftliche Bereiche zu. Richard Koch zeigt in diesem Standardwerk, mit einem neuen
Vorwort des Autors in der 4. Auflage, dass das 80/20-Prinzip auf alle Bereiche des Geschäftslebens
anwendbar ist, und erklärt, wie das Prinzip die unternehmerische Effizienz um ein Vielfaches
steigern kann.
  roger dawson secrets of power negotiating: The Sales Gurus Andrew Clancy, Soundview
Executive Book Summaries Eds., 2010-08-05 Since 1978, Soundview Executive Book Summaries has
offered its subscribers condensed versions of the best business books published each year. Focused,



insightful, and practical, Soundview's summaries have been acclaimed as the definitive selection
service for the sophisticated business book reader. Now Soundview is bringing together summaries
of eighteen classic and contemporary sales books, including seven never-before-published
summaries. Here, in one easy-to-digest volume, is just about everything you ever wanted to know
about sales. The summarized titles cover every aspect of superior salesmanship from some of the
most acclaimed and legendary sales gurus. For instance: Brian Tracy gives new and experiences
salespeople additional ways to improve their numbers in Be A Sales Superstar. Tom Hopkins
provides advice and encouragement to transform the average salesperson into a champion in How to
Master the Art of Selling. Chet Holmes presents his twelve key strategies for doubling sales in any
company in The Ultimate Sales Machine. Zig Ziglar bridges the past and present of sales strategy in
Ziglar on Selling. John Maxwell explains The Winning Attitude. Marc Miller helps sales professionals
eliminate the adversarial stigma in A Seat at the Table. The collective wisdom contained in The Sales
Guru can help any salesperson on his or her journey to becoming a sales guru.
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