
5 books for effective negotiation that produces 
results. 
Stephen Kozicki is a best-selling author, business educator and Australia’s 
leading specialist in ‘breakthough business strategies’. He has a unique 
ability to convert key issues into useful tools to improve the performance 
of your business. 

Stephen focuses on increasing productivity and profitability for all his 
clients. This led to his book ‘The Creative Negotiator’ where Stephen 
guides the reader to improve negotiation skills through a process, 
becoming a flexible negotiator, planning outcomes and being creative – 
The Creative Negotiator by Stephen Kozicki (2016). 

 
 
Fisher, R., Ury, W. & Patton, B. (2011) Getting to YES - 
Negotiating Agreement Without Giving In. 

Getting to YES offers a concise, step-by-step, proven strategy for coming 
to mutually acceptable agreements in every negotiation or conflict. It is 
the trail blazing book on negotiation that has influenced 100’s of authors 
about the process of negotiation, including me. 

The book is on ‘principled negotiation’, which is essentially negotiation 
on merits. The aim is to reach a wise agreement - defined as meeting the 
legitimate interests of all parties to the best extent possible - resolving 
conflicting interests fairly, and ensuring the agreement is durable and 
takes the interests of all stakeholders into account. 

 
Fisher, R. & Ertel, D. (1995) Getting Ready to 
Negotiate The Getting to YES Workbook 
The companion volume to Getting to Yes — an essential, easy-to-use 
workbook on effective negotiating. Based on the philosophy and 
advice presented in Getting to Yes — be prepared, negotiate interests 
not positions, understand the other side’s interests, and work 
together-this is the tool that will help each person design the 
negotiating strategy that is best for them in any given situation. This 
book provides case studies, charts, and forms for blueprinting a 
personalized negotiating strategy, one that is certain to make 
negotiating situations more productive and profitable. 

 

http://pon.harvard.edu/shop/getting-to-yes-negotiating-agreement-without-giving-in/
http://www.pon.harvard.edu/shop/getting-ready-to-negotiate-the-getting-to-yes-workbook/


Pink, D. H. (2006) A Whole New Mind: Why Right-
Brainers Will Rule The Future 

This book doesn’t refer to negotiation directly, but shows the need 
to be creative in all business situations. Drawing on research from 
around the world, Pink outlines six fundamental human abilities that 
are absolute essentials for professional success and personal 
fulfillment – and reveals how to master them. This book takes 
readers to a daring new place, and a provocative and necessary new 
way of thinking about a future that’s already here. 

This is a fantastic companion book to my book, The Creative 
Negotiator.  

The future belongs to a different kind of person with a different 
kind of mind: artists, inventors, storytellers – creative and holistic 
‘right-brain’ thinkers whose abilities mark the fault line between who 
gets ahead and who doesn’t. It’s time to get creative! 

 

 

Movius, H. & Susskind, L. (2009) Built to Win 
Creating a World-Class Negotiating Organization. 

This groundbreaking book lays out a holistic strategy, one that 
charges leaders with making negotiation a core organisational 
competence. Supported by decades of research, Built to Win outlines 
a prescriptive, tools-driven model for aligning organisational 
structures, processes, and culture with negotiation goals. It provides 
a practical, three-phase model that walks leaders through assessing 
current negotiation performance, aligning incentives and 
championing goals, setting up metrics and systems to perpetuate 
learning. 

 

 

 
  

http://www.pon.harvard.edu/shop/built-to-win-creating-a-world-class-negotiating-organization/


Kolb, D. & Porter, J. (2015) Negotiating At Work - 
Turn Small Wins into Big Gains  

Selected by TIME as one of the best negotiation books of 2015, 
Negotiating at Work offers practical advice for managing your own 
workplace negotiations: how to get opportunities, promotions, 
flexibility, buy-in, support, and credit for your work. 

It does so within the context of organisational dynamics, 
recognising that to negotiate with someone who has more power 
adds a level of complexity. Negotiation has always been at the heart 
of solving problems at work. Yet today, when people in 
organisations are asked to do more with less, be responsive 24/7, 
and manage in rapidly changing environments, negotiation is more 
essential than ever. What has been missed in much of the literature 
of the past 30 years is that negotiations in organisations always take 
place within a context—of organisational culture, of prior 
negotiations, of power relationships—that dictates which issues are 
negotiable and by whom.  
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http://www.gordianbusiness.com.au/
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