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Daniel Shapiro : Negotiating the Nonnegotiable: How to Resolve Your Most Emationally Charged Conflicts
before purchasing it in order to gage whether or not it would be worth my time, and all praised Negotiating the
Nonnegotiable: How to Resolve Y our Most Emotionally Charged Conflicts:

8 of 8 people found the following review helpful. A truly essential guide on conflict resolutionBy Mike FAs a
corporate executive, Irsquo;ve read alot of books on conflict resolution, but I'd have to say that this oneistruly
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powerful and different. Shapiro presents atotally new set of toolsto help you resolve conflict, and they work. Casein
point: Check out the chapters on vertigo, taboos, and mythos of identityndash; fascinating, new, and extremely
useful.Instead of giving you a bag of Idquo;tricks,rdquo; Shapiro gets to the core of what makes relationships work
ndash; and he provides a concrete roadmap to help you resolve your toughest relationships. This book should truly be
required reading for anyone who negotiates on aregular basis. 100% recommended.1 of 1 people found the following
review helpful. A good complementary book, but needs something to be desired as a stand aloneBy Arnab
KarmakarThis work used minimum use of the hackneyed word "ego", which made it unique. It did an excllenet job in
explaining that a preceicved threat to identity spawns most conflicts. It even provided good advice in reconciling
conflicts, such asfinding a common set of values amongst the opposing parties. However, in my opinion, it failsto
warn readers do the perils which may potentially arise in cultivating those mutual values. For example, say you find
you have something in common with your aggressors. Y ou run the risk of speaking too much about your own views
on that rather than inquiring into the perspectives of the other party. Thislack of sensitivity may tentatively exacerbate
the conflict, and | feel the book did not address that. Consequently, to ge the most of want this book hasto offer, it
may benefit the reader to concurrently read other books on creating an emotional bond.2 of 2 people found the
following review helpful. Conflicts are everywhere, but where do we pay attention to? The content, or the emotions
under the waterline?By Frits Philips jr. Partnersin everyday live we all face situations where conflicts can arise. And
many times we see ourselves aready trapped in a difficult situation where we didnrsguo;t even want to go when it
started. In my work as negotiating specialist in the Netherlands, | see people then start to push harder and harder on the
content and the other side, to convince themselves and the other that they are right and should be heard. And off
course the other side of the table will then do exactly the same. Why, because we all want to be heard and recognized
for how we perceive, feel and look at the situation. The conflict will be fed, and the longer it will take, the harder it
will become to find an attractive solution.Daniel Shapiro did an excellent job in writing this book. It is both theoretical
and practical and therefore will help you, in private life, business and politics. It shows ways to get out of the conflict
when we got stuck. It will help you finding out what steps to take, how to manage the process in advance and therefore
prepare yourself to stay out of conflictsin the future. The last part will ask some time off (self) reflection. What are my
beliefs, rituals, values and emotions? How do they form my identity? And how do they interact with the outside
world? In my opinion thisis an important way to go instead of tips and tricks that in the end are not part of our
authenticity and therefore most of time not very sustainable.And donrsquo;t we all want conflicts to be solved in a
sustainable way?

** Grand Prize Winner of the 2017 Nautilus Book Award ** Are you struggling to deal with conflict in your
life?nbsp;In Negotiating the Nonnegotiable, Harvard negotiation expert Daniel Shapiro introduces a groundbreaking
method to bridge the toughest dividesmdash;whether with family members, colleagues, or in the polarized world of
politics. He reveals the hidden power of identity in fueling conflict, and presents a practical framework to reconcile
even the most contentious situations.nbsp; Field-tested around the world, the results are empowering.

Idquo; A masterpiecemdash;clear, insightful, and practical. . . . Highly recommended! rdquo;mdash;William Ury, co-
author ofnbsp;Getting to Y esnbsp;and author of nbsp;Getting to Y es with Y oursel fldquo; Quite simply, the best book |
have ever read on negotiating in situations of extreme conflict.rdquo;mdash;Matthew Bishop,nbsp; The
Economistnbsp; Groupldquo;Brilliant insights to the baffling conundrum of our age, intractable disputes of all
kinds.rdquo;mdash;Daniel Goleman, authornbsp;Emotional Intelligencel dquo;Shapiro exposes the myth that humans
are primarily rational in their decision making. . . . More importantly, he discusses the conflicts between good and bad
that take placein all of us. . . . The world has been enriched with another intelligent lecture on how we should interact
with each other. Hopefully thistime we will listen.rdquo; mdash;Forbes Idquo;Daniel Shapiro gives you the toolsto
transform yourself.rdquo;mdash;Rick Kleffel (KQED), Rainbow Light blogldquo;l have recommended Shapirorsquo;s
book more than any other book | have read in quite some time.rdquo; mdash;PsychCentral nbsp;nbsp;ldquo;A
blueprint for successful negotiation.rdquo; mdash;Booklistldquo;Appealing to rationality isnrsquo;t always the best
way to mend arift; instead, both parties in a negotiation have to be willing to get in touch with the conflictrsquo;s
more emotional underpinnings. In his book,nbsp;Negotiating the Nonnegotiablenbsp;[ Shapiro] shares the strategies
hersquo;s used to help peoplein all kinds of settings access the core emotions driving their conflicts and reach
mutually beneficial resolutions.rdquo;mdash;Business Insidernbsp; ldquo;A must-read! Dan

Shapirorsgquo;snbsp; Negotiating the Nonnegoti ablenbsp; offers bold, practical, and uplifting advice to reduce the
turmoil of conflict and foster reconciliation in your professional and personal life.rdquo;mdash;Michael Wheeler,
Harvard Business Schoolldquo;Daniel Shapiro provides us with one of the most optimistic and compelling approaches
to conflict resolution of our time.rdquo;mdash;Howard W. Buffett, Lecturer in International and Public Affairs,
Columbia University Idquo;With telling examples from the bedroom to the boardroom to the war room, this book
gives us something inval uablemdash;a way both to see the perils of identity conflict in negotiation and to avoid
them.rdquo; mdash;Robert Cialdini, Author of nbsp;Influence: The Psychology of Persuasionldgquo;Negotiating the



Nonnegotiable is one of the most important books of our modern era.rdquo; mdash;Jaime de Bourbon de Parme,
Ambassador of the Netherlands to the Holy See Idquo;A life-changing book!nbsp; If you are going to read one book
this year to improve your life, choose Negotiating the Nonnegotiable.rdquo; mdash; Simona Baciu, Founder and
President, Transylvania Collegeldquo;A modern masterpiece! nbsp;Bold and compelling from the first page. . . . Every
leader should read it and live by it.rdquo; mdash;Katherine Garrett-Cox, CEO, Alliance Trust

Investmentsl dguo;Negotiating the Nonnegotiable is sure to be required reading for diplomats and peace-builders
alike." mdash;Nancy Lindborg, President, United States Institute of Peace Idquo; Those seeking peaceful resolutions
should keep this book on a bedside table.rdquo; mdash;David Gergen, former White House adviser; Co-director,
Center for Public Leadership, Harvard Kennedy School of GovernmentAbout the AuthorDaniel L. Shapironbsp;is a
world renowned expert on the psychology of conflict resolution. Namednbsp;one of Harvardrsquo;s top 15 professors
by The Harvard Crimson, he founded and directs the Harvard International Negotiation Program and regularly advises
everyone from hostage negotiators to familiesin crisis, disputing CEOs to clashing heads of state.



