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216-218, 223-224. See also WAL

T
3 A’s, 66-69, 71, 246247
Tit-for-tat strategy, 21-23
Trade-offs: about, 178-179; equitable,
163-168; finding goals enabling,
153-155, 156

Index

Transactional negotiations. See
deal-centered negotiations

Trust: building with arguments,
187-192; developing in relation-
ships, 24-25, 55-59, 70; impor-
tance of, 55-59; moving beyond
mistrust, 103—108; negotiating with
respect, 182-185; understanding
and, 121; ways of losing, 58

Tupper, Earl, 63

Tupperware, 63

U
Understanding: building agreement
with empathy, 18-1: importance
in agreements, 54--55; increasing,
50-55; as negotiation stage, 118,
119-123, 122 trust and, 121
United Natioas, 83-85

\%

Vajayee, Prime Minister, 43—-44

Viaiues: adding to relationships,
176-178; establishing WAL on,
207-208; learning and providing
counterpart’s, 151-155; maximiz-
ing, 59-63

Veolia Water, 24

w

Wal-Mart, 20

Walk-away line (WAL): about, 223;
building, 209-214, 222; disclosing,
215, 223; knowing your, 206-209;
offered in case study, 220-222;
reviewing advantages of substitutes,
209-210; substitutes for counter-
part’s, 215-216, 224; walking away
from bear traps, 113

Whole Foods Market, 60

Wise, Bonnie, 63

Withdrawing in negotiation, 92

World Bank, 42

X
Yong-Ho, Dr. Kim, 57-59

279












