
__________________________________________________________________________________________________ 
Negotiation / January 2005               1 

 

 

 
 

Negotiation  
Compilation date: January 2005 

 
 
This bibliography is a selective listing of works held by the MBS Library. The selection reflects the teaching and 
research focus of the academic programs at MBS. For a fuller coverage of the subject, please refer to the 
catalogue. 
 
NEGOTIATION 
 
Art and science of negotiation / Howard Raiffa.  
Cambridge, Mass. : Belknap Press of Harvard 
University Press, 1982.  
302.3 RAIF 
 
Art of effective negotiation / Leo Hawkins, 
Michael Hudson.  
Melbourne : Business Library, [1990].  
658.45 HAWK 
 
Art of international negotiation / [by] Frederick 
Posses.  
London : Business Books, 1978.  
658.8 POSS 
 
Art of negotiating / Gerard I. Nierenberg.  
1st Fireside ed.  
New York : Simon & Schuster, 1986, c1981.  
158.5 NIER 
 
Australian enterprise bargaining manual / by 
CCH employment law editors.  
North Ryde, N.S.W. : CCH Australia, 1992-  
REF 658.3154 AUST (CF/DIBM) : BOOK 
 
Bargaining and markets / Martin J. Osborne, 
Ariel Rubinstein.  
San Diego : Academic Press, c1990.  
380.1 OSBO 
 
 
 

Bargaining for results / John Winkler.  
London : Heinemann, 1981.  
658.45 WINK 
 
Bargaining manager : enhancing organizational 
results through effective negotiation / Bernard 
A. Ramundo.  
Westport, Conn. : Quorum Books, 1994.  
658.4 RAMU 
 
Bargaining, power, tactics, and outcomes / 
Samuel B. Bacharach, Edward J. Lawler.  
San Francisco : Jossey-Bass, c1981.  
302.3 BACH 
 
Beyond negotiation : redeeming customer-
supplier relationships / John A. Carlisle and 
Robert C. Parker.  
Chichester [England] ; New York : Wiley, c1989.  
658.802 CARL 
 
Business-to-business negotiation / George 
Holmes and Stan Glaser.  
Oxford ; Boston : Butterworth-Heinemann, 1991.  
658.45 HOLM 
 
Changing minds : the art and science of 
changing our own and other peoples minds / 
Howard Gardner.  
Boston, Mass. : Harvard Business School Press, 
2004.  
153.85 GARD [2004] 
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Chinese business negotiating style / Tony Fang.  
Thousand Oaks ; London ; New Delhi : Sage 
Publications, c1999.  
658.40520951 FANG 
 
Chinese negotiating style : commercial 
approaches and cultural principles / Lucian W. 
Pye.  
New York : Quorum Books, 1992.  
302.30951 PYE 
 
Cognition and rationality in negotiation / 
Margaret A. Neale, Max H. Bazerman.  
New York : Free Press ; Toronto : Collier 
Macmillan Canada ; New York : Maxwell Macmillan 
International, c1991.  
158.5 NEAL 
 
Competitive strategies : an advanced textbook 
in game theory for business students / Jean-
Pierre Ponssard ; [translated by A.R.G. 
Heesterman].  
Amsterdam ; New York : North-Holland Pub. Co. ; 
New York : Sole distributors for the U.S.A. and 
Canada, Elsevier North-Holland Inc., c1981.  
658.40353 PONS 
 
Creative negotiator / Stephen Kozicki.  
Pyrmont, N.S.W. : Gower, c1993.  
658.45 KOZI 
 
Cross-cultural business behavior : marketing, 
negotiating and managing across cultures / 
Richard R. Gesteland.  
Copenhagen : Handelshjskolens forlag, c1996.  
395.52 GEST 
 
Cross-cultural business negotiations / Donald 
W. Hendon, Rebecca Angeles Hendon, and Paul 
Herbig.  
Westport, Conn. : Quorum, 1996.  
658.4 HEND 
 
Descriptive theories of bargaining : an 
experimental analysis of two- and three-person 
characteristic function bargaining / Gerald R. 
Uhlich.  
Berlin ; New York : Springer, c1990.  
658.4 UHLI 
 
Developing negotiating skills and behaviour / 
by Paul McCarthy.  
North Ryde, N.S.W. : CCH Australia, 1989.  
331.89 MCCA 
 
 
 
 
 

Doing business in emerging markets : entry 
and negotiation strategies / S. Tamer Cavusgil, 
Pervez N. Ghauri, Milind R. Agarwal.  
Thousand Oaks : Sage Publications, Inc., c2002.  
658.848 CAVU 
 
Doing business internationally : the guide to 
cross-cultural success / Danielle Medina Walker, 
Thomas Walker, Joerg Schmitz.  
2nd ed.  
New York : McGraw-Hill, c2003.  
658.049 WALK 
 
Doing business internationally : the guide to 
cross-cultural success / Terrence Brake, 
Danielle Medina Walker, Thomas (Tim) Walker.  
Burr Ridge, Ill. : Irwin Professional Pub., c1995.  
658.049 BRAK 
 
Doing business with Oman / consultant editor 
Philip Dew ; Middle East series editor Anthony 
Shoult with contributions from Jonathan Wallace.  
London : Kogan Page, 2002.  
332.67309535 DOIN 
 
Dynamics of bargaining games / J. Keith 
Murnighan.  
Englewood Cliffs, N.J. : Prentice Hall, c1991.  
158.5 MURN 
 
Dynamics of effective negotiation / Donald B. 
Sparks.  
2nd ed.  
Houston : Gulf Pub. Co., c1993.  
658.4052 SPAR 
 
Effective negotiator [sound recording] / by Leo 
Hawkins & Michael Hudson.  
Melbourne, Vic. : Information Australia, 1989.  
AV 658.45 HAWK (A/C) 
 
An empirical study of marketing negotiations in 
the Soviet Union / by Leonid I. Evenko, John L. 
Graham, Mahesh N. Rajan.  
Cambridge, Mass. : Marketing Science Institute, 
c1990.  
f 658.800947 EVEN 
 
Enterprise-based bargaining units, a better way 
of working : report to the Business Council of 
Australia / by the Industrial Relations Study 
Commission.  
Melbourne : Business Council of Australia, 1989-  
f 331.8810994 ENTE 
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Essentials of negotiation / Roy J. Lewicki, David 
M. Saunders, John W. Minton.  
2nd ed.  
Boston : Irwin/McGraw-Hill, c2001.  
658.4052 LEWI 
 
Fast forward MBA in negotiating and deal 
making / Roy J. Lewicki, Alexander Hiam.  
New York : John Wiley & Sons, c1999.  
658.4052 LEWI 
 
Field guide to negotiation : a glossary of 
essential tools and concepts for today's 
manager / Gavin Kennedy.  
Boston, Mass. : Harvard Bus School Press, c1994.  
658.4 KENN 
 
Fundamentals of negotiating / by Gerard I. 
Nierenberg.  
New York : Hawthorn Books, c1973.  
658.405 NIER 
 
Getting to yes : negotiating an agreement 
without giving in / Roger Fisher & William Ury.  
2nd ed.  
London : Century Business, 1992.  
158.5 FISH 
 
Global negotiator : making, managing and 
mending deals around the world in the Twenty-
First Century / by Jeswald W. Salacuse. 
New York : Palgrave Macmillan, c2003. 
658.4052 SALA [2003] 
 
Global smarts : the art of communicating and 
deal making anywhere in the world / Sheida 
Hodge.  
New York : J. Wiley, c2000.  
395.52 HODG 
 
Handbook of negotiation and culture / edited by 
Michele J. Gelfand and Jeanne M. Brett. 
Stanford, Calif. : Stanford Business Books, c2004.  
302.3 HAND [2004].  
 
Harvard business review on negotiation and 
conflict resolution.  
Boston : Harvard Business School Press, c2000.  
658.405 HARV 
 
How to win friends & influence people / Dale 
Carnegie.  
Pymble, N.S.W : HarperCollins, 1999.  
158.1 CARN [1999] 
 
Interpersonal peacemaking : confrontations 
and third-party consultation / Richard E. Walton.  
Reading, Mass., : Addison-Wesley, [1969].  
658.314 WALT 

Issues in enterprise bargaining : papers 
presented at an Office of EPAC Seminar held in 
Canberra on 26 October 1992.  
Canberra : Australian Govt. Publ. Service, 1992.  
331.890994 ISSU 
 
Japanese business etiquette : a practical guide 
to success with the Japanese / Diana Rowland.  
Updated and rev., 2nd ed.  
New York : Warner Books, 1993.  
395.520952 ROWL 
 
Kennedy on negotiation / Gavin Kennedy.  
Hampshire, England ; Brookfield, Vt. : Gower, 
c1998.  
658.4052 KENN 
 
Kiss, bow, or shake hands : how to do 
business in sixty countries / Terri Morrison, 
Wayne A. Conaway & George A. Borden. ; [with a 
foreword by Hans Koehler].  
Holbrook, Mass. : B. Adams, c1994.  
395.52 MORR 
 
Language of negotiation : a handbook of 
practical strategies for improving 
communication / Joan Mulholland.  
London ; New York : Routledge, c1991.  
158.5 MULH 
 
Management face-to-face / Derek Torrington.  
New York : Prentice Hall, 1991.  
658.3145 TORR 
 
Manager as negotiator : bargaining for 
cooperation and competitive gain / David A. 
Lax, James K. Sebenius.  
New York : Free Press ; London : Collier 
Macmillan, c1986.  
658.4 LAX 
 
Managing by negotiations / Earl Brooks and 
George S. Odiorne.  
New York : Van Nostrand Reinhold Co., c1984.  
658.4 BROO 
 
Managing intercultural negotiations : 
guidelines for trainers and negotiators / Pierre 
Casse and Surinder Deol.  
Washington, D.C. : SIETAR International, 1985.  
302.3 CASS 
 
Manual of sales negotiation / John Lidstone.  
Aldershot, Hants, England ; Brookfield, Vt., USA : 
Gower, 1991.  
f 658.85 LIDS 
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Marketing by agreement : a cross-cultural 
approach to business negotiations / J.B. McCall 
and M.B. Warrington.  
2nd ed.  
Chichester [England] ; New York : Wiley, c1989.  
343.084 MCCA 
 
McGraw-Hill 36-hour negotiating course / Mark 
K. Schoenfield, Rick M. Schoenfield.  
New York : McGraw-Hill, c1991.  
658.45 SCHO 
 
Mind and heart of the negotiator / Leigh L. 
Thompson.  
2nd ed.  
Upper Saddle River, N.J. : Prentice Hall, c2001.  
658.4052 THOM 
 
Negotiate / Willem Mastenbroek.  
Oxford, UK ; New York, NY, USA : Blackwell, 
1989.  
658.4 MAST 
 
Negotiate to win : gaining the psychological 
edge / Alan N. Schoonmaker.  
Englewood Cliffs, N.J. : Prentice Hall, c1989.  
658 SCHO 
 
Negotiate your job offer : a step-by-step guide 
to a win-win situation / Mary B. Simon.  
New York : Wiley, 1998.  
Careers 650.14 SIMO 
 
Negotiating / Chris Richards and Francis Walsh.  
Canberra : AGPS Press, 1990.  
f 302.3 RICH 
 
Negotiating China : case studies and strategies 
/ Carolyn Blackman.  
St. Leonards, NSW, Australia : Allen & Unwin, 
1997.  
302.30951 BLAC 
 
Negotiating game : how to get what you want / 
Chester L. Karrass.  
Rev. ed.  
New York, N.Y. : HarperBusiness, c1992.  
158.5 KARA 
 
Negotiating globally : how to negotiate deals, 
resolve disputes, and make decisions across 
cultural boundaries / Jeanne M. Brett.  
San Francisco : Jossey-Bass, c2001.  
658.4052 BRET 
 
Negotiating in organizations / edited by Max H. 
Bazerman and Roy J. Lewicki.  
Beverly Hills : Sage Publications, c1983.  
658.4 NEGO 

Negotiating partnerships : increase profits and 
reduce risk / Keld Jensen and Iwar Unt.  
London : Financial Times Prentice Hall, 2002.  
658.042 JENS 
 
Negotiating rationally / Max H. Bazerman, 
Margaret A. Neale.  
New York : Free Press ; New York : Maxwell 
Macmillan International, c1992.  
658.4 BAZE 
 
Negotiation.  
Boston, Mass. : Harvard Business School, 2003.  
658.4052 NEGO [2003] 
 
Negotiation / Roy J. Lewicki, David M. Saunders, 
John W. Minton.  
3rd ed.  
Boston : Irwin/McGraw-Hill, c1999.  
658.4052 LEWI 
 
Negotiation : a newsletter from Harvard 
Business School Publishing and the Program 
on Negotiation at Harvard Law School.  
 Boston, MA : Harvard Business School Pub., 
c2003-  
P NEGO 
 
Negotiation : from theory to practice / Jacques 
Rojot.  
Houndmills, Basingstoke, Hampshire : Macmillan, 
1991.  
658.45 ROJO 
 
Negotiation : readings, exercises and cases.  
4th ed / [edited by] Roy J. Lewicki .. [et al.].  
Boston ; London : McGraw-Hill/Irwin, 2003.  
658.4052 NEGO 
 
Negotiation : strategies for mutual gain : the 
basic seminar of the Harvard Program on 
Negotiation / Lavinia Hall, editor.  
Newbury Park : Sage, c1993.  
302.3 NEGO 
 
Negotiation analysis : the science and art of 
collaborative decision making / Howard Raiffa 
with John Richardson, David Metcalfe.  
Cambridge, MA : Belknap Press of Harvard 
University Press, 2002.  
658.4052 RAIF 
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Negotiation and contract management : 
proceedings of the symposium / sponsored by 
the Engineering Management Division of the 
American Society of Civil Engineers in conjunction 
with the ASCE Convention in Denver, Colorado, 
April 29-30, 1985 ; edited by David C. Johnston.  
New York, N.Y. : American Society of Civil 
Engineers, c1985.  
658 NEGO 
 
Negotiation as a social process / Roderick M. 
Kramer, David M. Messick, editors.  
Thousand Oaks : Sage Publications, c1995.  
302.3 NEGO 
 
Negotiation games : applying game theory to 
bargaining and arbitration / Steven J. Brams. 
Rev. ed. 
London ; New York : Routledge, 2003. 
302.3 BRAM [2003].  
 
Negotiation journal : on the process of dispute 
settlement.  
New York, N.Y. : Plenum, c1985-  
P NEGO 
 
Negotiation, the art of getting what you want / 
by Michael Schatzki with Wayne R. Coffey.  
New York, N.Y. : New American Library, c1981.  
158.5 SCHA 
 
Negotiations : six steps to success / Michel A. 
Walker and George L. Harris.  
Upper Saddle River, NJ : PTR Prentice Hall, 
c1995.  
658.4 WALK 
 
On the manner of negotiating with princes : 
classic principles of diplomacy and the art of 
negotiation / Francois de Callieres ; translated 
from the French by A.F. Whyte.  
Boston : Houghton Mifflin Co., 2000.  
327.2 CALL 
 
On track with the Japanese : a case-by-case 
approach to building successful relationships / 
Patricia Gercik.  
New York : Kodansha International, 1996.  
395.520952 GERR 
 
Politics of ethics : methods for acting, learning, 
and sometimes fighting with others in 
addressing ethics problems in organizational 
life / Richard P. Nielsen.  
New York : Oxford University Press, 1996.  
174.4 NIEL 
 

Power of nice : how to negotiate so everyone 
wins -- especially you! / Ronald M. Shapiro, Mark 
A. Jankowski, James Dale.  
New York : Wiley, 1998.  
658.4052 SHAP 
 
Prenegotiation planning book / William F. 
Morrison.  
New York : Wiley, c1985.  
658.4 MORR 
Rational games : a philosophy of business 
negotiation from practical reason / Mark A. 
Young.  
Westport, Conn. : Quorum Books, 2001.  
658.4052 YOUN 
 
Research on negotiation in organizations.  
Greenwich, Conn. : JAI Press, 1986-  
658.4052 RESE 
 
Secret handshake : mastering the politics of 
the business inner circle / Kathleen Kelley 
Reardon.  
New York : Currency/Doubleday, c2000.  
658.409 REAR 
 
Skills of negotiating / Bill Scott.  
Aldershot, Hampshire : Wildwood House, c1981, 
1986.  
658.45 SCOT 
 
Think before you speak : the complete guide to 
strategic negotiation / Roy J. Lewicki, Alexander 
Hiam, Karen Wise Olander.  
New York : J. Wiley, 1996.  
658.4 LEWI 
 
A unique step by step guide to ... effective 
negotiation / by Leo Hawkins & Michael Hudson.  
Melbourne : Information Australia, 1986.  
f 658.45 HAWK 
 
Winning negotiations that preserve 
relationships.  
Boston, Ma. : Harvard Business School Press, 
2004.  
658.4052 WINN [2004] 
 
Winning your way with people : the executive's 
guide to negotiation skills / by Chris Richards.  
Sydney : Rydge Publications, c1985.  
f 158.5 RICH 
 
Win-Win negotiating : turning conflict into 
agreement / Fred Edmund Jandt, with the 
assistance of Paul Gillette.  
New York : Wiley, 1985.  
658 JAND 
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Wise choices : decisions, games, and 
negotiations / edited by Richard J. Zeckhauser, 
Ralph L. Keeney, James K. Sebenius.  
Boston : Harvard Buiness School Press, c1996.  
658.40353 WISE 
 
Working with Chinese expatriates in business 
negotiations : portraits, issues, and 
applications / Maria Lai-Ling Lam.  
Westport, Conn. : Quorum, 2000.  
658.40520951 LAM 
 
You can negotiate anything / by Herb Cohen.  
North Ryde, N.S.W. ; London : Angus & 
Robertson, 1982, c1980.  
158.5 COHE 
 
 
CONFLICT MANAGEMENT 
 
A sudden outbreak of common sense : 
managing conflict through mediation / Andrew 
Floyer Acland.  
London : Hutchinson Business, c1990.  
331.89142 ACLA 
 
Agree to agree being positive about workplace 
conflict / [Suzy Nixon].  
Kew, Vic : Centre for Professional Development, 
c1999.  
650.13 NIXO 
 
Australian Workplace Relations Act 1996 : with 
regulations and rules : includes excerpts from 
the Trade Practices Act. 
North Ryde, N.S.W. ; CCH Australia, 1997- 
REF 344.940102632 AUST 
 
Cases in conflict management / edited by 
Leonard D. Goodstein, Bernard Lubin, Alice W. 
Lubin.  
La Jolla, Calif. : University Associates, c1979.  
303.6 CASE 
 
Conflict management : the courage to confront 
/ Richard J. Mayer.  
Columbus, Ohio : Battelle Press, c1990.  
658.4 MAYE 
 
Conflict management and industrial relations / 
edited by Gerard B.J. Bomers, Richard B. 
Peterson.  
Boston : Kluwer-Nijhoff Pub., c1982.  
331.8 INTE 
 
Conflict management and organization 
development / Willem F.G. Mastenbroek.  
Chichester ; New York : Wiley, c1987.  
302.35 MAST 

Conflict management and problem solving : 
interpersonal to international applications / 
edited by Dennis J.D. Sandole and Ingrid Sandole-
Staroste ; forword by Kenneth E. Boulding.  
London : Pinter, 1987.  
303.6 CONF 
Conflict management in the Asia Pacific 
assumptions and approaches in diverse 
cultures / edited by Kwok Leung and Dean 
Tjosvold.  
Singapore ; New York : J. Wiley, c1998.  
658.4053095 CONF 
 
Conflict-positive organization : stimulate 
diversity and create unity / Dean Tjosvold.  
Reading, Mass. : Addison-Wesley Pub. Co., 
c1991.  
658.4 TJOS 
 
Conflicts : a better way to resolve them / 
Edward de Bono.  
Harmondsworth, Middlesex, England : Penguin 
Books ; New York, N.Y., U.S.A. : Viking Penguin, 
1986, c1985.  
303.6 DEBO 
 
Dealing with conflict.  
Boston : Harvard Business Review, 1983.  
f 658.3145 DEAL 
 
Designing conflict management systems: a 
guide to creating productive and healthy 
organizations / Cathy A. Costantino, Christina 
Sickles Merchant ; foreword by William L. Ury.  
San Francisco : Jossey-Bass Publishers, c1996.  
658.4 COST 
 
Evolution of cooperation / Robert Axelrod. 
New York : Basic Books, c1984. 
302.14 AXEL [1984] 
 
Executive way : conflict management in 
corporations / Calvin Morrill.  
Chicago : University of Chicago Press, 1995.  
658.4 MORR 
 
From conflict to creativity : how resolving 
workplace disagreements can inspire 
innovation and productivity / Sy Landau, 
Barbara Landau, Daryl Landau.  
San Francisco : Jossey-Bass, 2001.  
303.69 LAND 
 
Getting disputes resolved : designing systems 
to cut the costs of conflict / William L. Ury, 
Jeanne M. Brett, Stephen B. Goldberg.  
San Francisco : Jossey-Bass, 1988.  
658.4053 URY 
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Global perspectives on organizational conflict / 
edited by M. Afzalur Rahim and Albert A. Blum.  
Westport, Conn. : Praeger, 1994.  
658.4 GLOB 
 
Guide to the prevention, handling and 
resolution disputes /[prepared by Committee 
MB/3, Dispute Resolution] . 
Strathfield, N.S.W. : Standards Australia 
International, 1999. 
f 331.891420994 STAN [1999] 
 
Hidden conflict in organizations : uncovering 
behind-the-scenes disputes / Deborah M. Kolb, 
Jean M. Bartunek, editors.  
Newbury Park, Calif. : Sage Publications, c1992.  
303.69 HIDD 
 
How nations make peace / Charles W. Kegley 
and Gregory A. Raymond.  
Basingstoke : Macmillan, 1999.  
327.172 KEGL 
 
Industrial conflict : an integrative theory / by 
Hoyt N. Wheeler.  
Columbia, S.C. : University of South Carolina 
Press, c1985.  
658.3154 WHEE 
 
Industrial conflict resolution in market 
economies : a study of Australia, the Federal 
Republic of Germany, Italy, Japan, and the USA 
/ T. Hanami, editor, R. Blanpain, associate editor.  
Deventer, Netherlands ; Boston : Kluwer Law and 
Taxation Publishers, c1984.  
331.89 INDU 
 
Industrial conflict resolution in market 
economies : a study of Canada, Great Britain, 
and Sweden / T. Hanami, editor, R. Blanpain, 
associate editor.  
Deventer, Netherlands ; Boston : Kluwer Law and 
Taxation Publishers, c1987.  
331 INDU 
 
Managing conflict / Herb Bisno.  
Newbury Park, Calif. : Sage Publications, c1988.  
303.69 BISN 
 
Managing conflict at organizational interfaces / 
L. David Brown.  
Reading, Mass. : Addison-Wesley, c1983.  
658.3145 BROW 
 
Managing conflict in organizations / M. Afzalur 
Rahim.  
2nd ed.  
Westport, Conn. : Praeger, 1992.  
658.3145 RAHI 

Managing disagreement constructively : 
conflict management in organizations / Herbert 
S. Kindler.  
Rev. ed.  
Menlo Park, Calif. : Crisp Publications, c1996.  
658.4053 KIND 
 
Managing on the edge : how the smartest 
companies use conflict to stay ahead / Richard 
Tanner Pascale.  
New York : Simon and Schuster, c1990.  
658.4 PASC 
 
Mediation and arbitration of employment 
disputes / John T. Dunlop, Arnold M. Zack.  
San Francisco : Jossey-Bass Publishers, c1997.  
658.4053 DUNL 
 
Multinationals under fire : lessons in the 
management of conflict / Thomas N. Gladwin, 
Ingo Walter.  
New York : Wiley, c1980.  
658.18 GLAD 
 
New ways of managing conflict / Rensis Likert, 
Jane Gibson Likert.  
New York : McGraw-Hill, c1976.  
658.4 LIKE 
 
Principled leadership and business diplomacy : 
values-based strategies for management 
development / Manuel London.  
Westport, Conn. ; London : Quorum, 1999.  
658.4092 LOND 
 
Productive conflict management : perspectives 
for organizations / edited by Dean Tjosvold and 
David W. Johnson.  
Minneapolis, Minn. : Team Media ; Edina, Minn.: 
Interaction, 1989.  
658.3145 PROD 
 
Psychology of bargaining / Bromley Kniveton.  
Aldershot, Hants. ; Brookfield, Vt. : Avebury, 1989.  
658.4 KNIV 
 
Resolving conflicts at work : a complete guide 
for everyone on the job / Kenneth Cloke, Joan 
Goldsmith.  
San Francisco : Jossey-Bass, c2000.  
650.13 CLOK 
 
Skilled facilitator : practical wisdom for 
developing effective groups / Roger M. Schwarz.  
San Francisco : Jossey-Bass Publishers, c1994.  
658.4036 SCHW 
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Theory and research in conflict management / 
edited by M. Afzalur Rahim.  
New York : Praeger, 1990.  
658.4 THEO 
 
Therapeutic corporation / James Tucker.  
New York : Oxford University Press, 1999.  
658.4053 TUCK 
 
Tips for teams : a ready reference for solving 
common team problems / Kimball Fisher, Steven 
Rayner, William Belgard ... [et al.].  
New York : McGraw-Hill, c1995.  
658.402 FISH 
 
Toxic emotions at work : how compassionate 
managers handle pain and conflict / Peter J. 
Frost.  
Boston, Mass. : Harvard Business School Pub., 
c2003.  
658.314 FROS 
 
Using conflict in organizations / edited by 
Carsten K.W. De Dreu & Evert Van de Vliert.  
London : Sage Publications, 1997.  
658.4053 USIN 
 
When talk works : profiles of mediators / 
Deborah M. Kolb and associates.  
San Francisco : Jossey-Bass, c1994.  
303.69 KOLB 
 
Working it out : a user's guide to dispute 
resolution processes / Keith Jackson and Louise 
Kyle.  
Melbourne : Victoria Law Foundation, 1999.  
347.9409 JACK 
 
 
PROBLEM SOLVING 
 
Collaborating : finding common ground for 
multiparty problems /  
Barbara Gray ; foreword by Eric Trist. 
San Francisco : Jossey-Bass, 1989. 
658.403 GRAY.  
 
Communication problem solving : the language 
of effective management / Ian McCall, John 
Cousins. 
Chichester ; New York : Wiley, c1990. 
658.45 MCCA.  
 
Conceptual blockbusting : a guide to better 
ideas / James L. Adams. 
4th ed. 
Cambridge, Mass. : Perseus Pub., c2001. 
153.43 ADAM [2001] 
 

The executive decisionmaking process : 
identifying problems and assessing outcomes / 
Ralph Sanders. 
Westport, Conn. ; London : Quorum, 1999. 
658.403 SAND.  
 
How to solve your people problems / Jane Allan. 
London : Kogan Page, 1989. 
658.3 ALLA.  
 
Lateral thinking for management : a handbook / 
by Edward de Bono. 
[Maidenhead] : McGraw-Hill, [1971].  
153.42 DEBO.  
 
Learning to solve problems : an instructional 
design guide / David H. Jonassen. 
San Francisco, Calif. : Pfeiffer, a Wiley imprint, 
2004 
371.39 JONA [2004].  
 
Making better business decisions : 
understanding and improving critical thinking 
and problem-solving skills / Steve W. Williams.  
Thousand Oaks, Calif. : Sage Publications, c2002.  
658.403 WILL.  
 
Organizational troubleshooters : resolving 
problems with customers and employees / 
James T. Ziegenfuss, Jr. 
San Francisco : Jossey-Bass, 1988. 
658.4 ZIEG.  
 
Practical problem solving for managers / 
Michael Stevens.  
London : Kogan Page in association with British 
Institute of Management, 1988. 
658.403 STEV.  
 
Quick solutions : 500 people problems 
managers face and how to solve them / Thomas 
L. Quick. 
New York : Wiley, c1987. 
658.403 QUIC.  
 
Six thinking hats / Edward de Bono.  
Rev.ed. 
London : Penguin, 2000.  
153.42 DEBO [2000] 
 
The thinking manager's toolbox : effective 
processes for problem solving and decision 
making / William J. Altier. 
New York : Oxford University Press, c1999. 
658.403 ALTI.  
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Tips for teams : a ready reference for solving 
common team problems / Kimball Fisher, Steven 
Rayner, William Belgard ... [et al.]. 
New York : McGraw-Hill, c1995.  
658.402 FISH.  
 
Unconventional wisdom : irreverent solutions 
to tough problems at work / Thomas L. Quick. 
San Francisco, Ca. : Jossey-Bass, 1989. 
650.1 QUIC.  
 
Why not? : how to use everyday ingenuity to 
solve problems big and small / Barry Nalebuff 
and Ian Ayres. 
Boston : Harvard Business School Press, c2003. 
153.43 NALE [2003] 
 
 
COMMUNICATION SKILLS 
 
Are you communicating? : you can't manage 
without it / Donald Walton.  
New York : McGraW-Hill, c1989.  
302.2 WALT 
 
Assertiveness at work : a practical guide to 
handling awkward situations / by Ken Back and 
Kate Back.  
3rd ed.  
London : McGraw-Hill, c1999.  
158.26 BACK 
 
Bargaining for advantage : negotiation 
strategies for reasonable people / G. Richard 
Shell.  
London : Penguin, 2000, c1999.  
158.5 SHEL 
 
Best practice in managing a culturally diverse 
workplace : a manager's manual / prepared by 
EMD Consultants: P. Migliorino, G. Miltenyi, H. 
Robertson.  
Canberra : Australian Govt. Pub. Service, c1994.  
658.30089 BEST 
 
Boss talk : succeeding in management through 
better communications / by Terry Barker.  
2nd ed.  
[Malvern, Vic. : Peter Barker and Associates], 
c1984.  
658.45 BARK 
 
Bridging cultural barriers for corporate 
success : how to manage the multicultural 
work force / Sondra Thiederman.  
Lexington, Mass. : Lexington Books, c1991.  
658.30089 THIE 
 

Bureaucratic entrepreneur : how to be effective 
in any unruly organization / Richard N. Haass.  
Washington, D.C. : Brookings Institution, c1999.  
352.3 HAAS 
 
Communicating change : how to win employee 
support for new business directions / TJ and 
Sandar Larkin.  
New York : McGraw-Hill, c1994.  
658.45 LARK 
 
Communicating change : reaching and 
changing frontline employees / TJ Larkin, 
Sandar Larkin.  
[New York? : McGraw-Hill?], c1994.  
f 658.45 LARK 
 
Courageous messenger : how to successfully 
speak up at work / Kathleen D. Ryan, Daniel K. 
Oestreich, George A. Orr III.  
San Francisco : Jossey-Bass Publishers, c1996.  
650.1 RYAN 
 
Crystal clear communication : skills for 
understanding and being understood / Kris 
Cole.  
New York ; Sydney : Prentice Hall, c1993.  
153.6 COLE 
 
Dealing with people you can't stand : how to 
bring out the best in people at their worst / Rick 
Brinkman, Rick Kirschner.  
New York : McGraw-Hill, c1994.  
158.2 BRIN 
 
Explaining and arguing : the social 
organization of accounts / Charles Antaki.  
London ; Thousand Oaks, Calif. : Sage 
Publications, 1994.  
302.224 ANTA 
 
Giving and receiving feedback : building 
constructive communication / Patti Hathaway.  
Rev. ed.  
Menlo Park, Calif. : Crisp Publications, c1998.  
153.6 HATH 
 
How to get your own way in business / Quentin 
de la Bedoyere.  
Aldershot, Hants, England ; Brookfield, Vt., U.S.A. : 
Gower, c1990.  
650.1019 DELA 
 
Human relations issues in management / 
George Henderson.  
Westport, Conn. : Quorum Books, 1996.  
658.3 HEND 
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Influence : the psychology of persuasion / 
Robert B. Cialdini.  
Rev. ed.  
New York : Morrow, c1993.  
153.852 CIAL 
 
Managing business and professional 
communication / Carley H. Dodd. 
Boston ; London : Pearson/Allyn & Bacon, c2004. 
658.45 DODD [2004] 
 
Meaning of relationship in interpersonal 
communication / edited by Richard L. Conville, L. 
Edna Rogers.  
Westport, Conn. ; London : Praeger, 1998.  
302.2 MEAN 
 
Negotiate to win : gaining the psychological 
edge / Alan N. Schoonmaker.  
Englewood Cliffs, N.J. : Prentice Hall, c1989.  
658 SCHO 
 
People skills : how to assert yourself, listen to 
others, and resolve conflicts / Robert Bolton.  
Brookvale, N.S.W. : Simon & Schuster Aust., 1987.  
302 BOLT 
 
Persuade me! : how to get words and pictures 
working for you / Arthur Chipper.  
Melbourne : Longman Cheshire, 1981.  
302.24 CHIP 
 
Persuading Aristotle : the timeless art of 
persuasion in business, negotiation and the 
media / Peter Thompson.  
St Leonards, N.S.W. : Allen & Unwin, 1998.  
153.852 THOM 
 
Persuasion : psychological insights and 
perspectives / edited by Sharon Shavitt, Timothy 
C. Brock.  
Boston : Allyn and Bacon, c1994.  
153.852 PERS 
 
Persuasive communication / James B. Stiff.  
New York : Guilford Press, c1994.  
808 STIF 
 
Politics of ethics : methods for acting, learning, 
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addressing ethics problems in organizational 
life / Richard P. Nielsen.  
New York : Oxford University Press, 1996.  
174.4 NIEL 
 
 
 

Reflexive communication in the culturally 
diverse workplace / John F. Kikoski, Catherine 
Kano Kikoski.  
Westport, Conn. : Quorum Books, 1996.  
658.30089 KIKO 
 
Skilled facilitator : practical wisdom for 
developing effective groups / Roger M. Schwarz.  
San Francisco : Jossey-Bass Publishers, c1994.  
658.4036 SCHW 
 
Successful assertiveness in a week / Dena 
Michelli.  
2nd ed.  
London : Hodder & Stoughton, 1998, c1994.  
158.2 MICH 
 
Talking it through : clarification and problem-
solving in professional work / Ken Willing.  
Sydney, N.S.W. : National Centre for English 
Language Teaching and Research, Macquarie 
University, 1992.  
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