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Roy Lewicki, Bruce Barry, David Saunders are luminaries in the field of negotiation, conflict
resolution, and organizational behavior. Their collective work has shaped the academic and practical
understanding of negotiation processes, making significant contributions to the way negotiators
approach conflict, communication, and relationship management. This article will explore their
backgrounds, their collaborative work, and the broader implications of their research in the fields of
negotiation and conflict resolution.

Backgrounds of the Authors

Roy Lewicki

Roy Lewicki is an esteemed scholar and professor emeritus at the Fisher College of Business at The
Ohio State University. He has a deep background in organizational behavior and negotiation, with a
focus on the dynamics of conflict and cooperation. Lewicki has published extensively on negotiation
theory and practice, contributing to both academic literature and practical training resources. His
work often emphasizes the importance of communication and trust in negotiation settings.

Bruce Barry

Bruce Barry is a professor of management and sociology at Vanderbilt University. His research
interests lie at the intersection of negotiation, conflict resolution, and the societal impacts of business
practices. Barry's work often examines how negotiation processes are influenced by social, cultural,
and ethical considerations. He has also contributed to the understanding of negotiation as it pertains
to labor relations and organizational dynamics.

David Saunders

David Saunders is a professor at the Sauder School of Business at the University of British Columbia.
His research focuses on negotiation and has a particular emphasis on the psychological aspects of
negotiation processes. Saunders is recognized for his work on negotiation strategies, tactics, and their
effectiveness in different contexts. His insights into the psychological factors that influence
negotiators have been instrumental in shaping negotiation training programs.

Collaborative Works

Roy Lewicki, Bruce Barry, and David Saunders have collaborated on several influential texts, most
notably the widely used textbook "Negotiation." This work has become a cornerstone in the study of
negotiation, providing a comprehensive overview of negotiation theories, strategies, and practices.



Major Themes in Their Work

Their collaborative works cover several key themes:

1. Negotiation as a Process:

- They emphasize that negotiation is not merely a series of transactions but a complex process that
involves preparation, communication, and relationship management.

- The negotiation process is framed as a dynamic interaction where parties must adapt their
strategies based on the responses of others.

2. The Importance of Preparation:

- Effective negotiation requires thorough preparation, including understanding one’s own goals and
the goals of the other party.

- They advocate for the use of BATNA (Best Alternative to a Negotiated Agreement) as a critical
preparatory tool.

3. Communication and Trust:

- Communication plays a vital role in negotiations, influencing perceptions and outcomes.

- Trust is highlighted as a foundational element that can facilitate more collaborative and fruitful
negotiation processes.

4. Cultural and Ethical Considerations:

- The authors address the impact of cultural differences on negotiation styles and outcomes.
- Ethical considerations in negotiation are also a significant focus, stressing the importance of
integrity and transparency.

Impact on Negotiation Theory and Practice

The contributions of Lewicki, Barry, and Saunders have had a profound impact on both academic
research and practical applications in negotiation.

Academic Influence

Their work has been foundational in shaping negotiation curricula across universities. The textbook
"Negotiation" is widely adopted in business schools and law schools, making negotiation theory
accessible to students and practitioners alike.

- Key academic contributions include:

- Development of negotiation frameworks that are used in both teaching and research.
- Empirical studies that provide insights into negotiation behaviors and outcomes.

- The exploration of psychological factors that influence negotiation processes.

Practical Applications



Beyond academia, their insights have practical applications in various fields, including business, law,
and international relations.

- Practical implications include:

- Training programs for negotiators in corporate settings, emphasizing skills such as active listening,
empathy, and strategic thinking.

- Workshops and seminars that utilize case studies to illustrate negotiation strategies in real-world
contexts.

- Guidance for mediators and conflict resolution practitioners on fostering dialogue and building trust
among disputing parties.

Contemporary Relevance

In today's complex and interconnected world, the principles espoused by Lewicki, Barry, and
Saunders are increasingly relevant. Negotiation occurs not only in formal settings but also in everyday
interactions, making their insights applicable to a wide range of situations.

Negotiation in a Global Context

As globalization continues to shape business practices and interpersonal relationships, understanding
cultural differences in negotiation styles becomes essential. Their work encourages negotiators to be
aware of:

- Different communication styles across cultures.
- The significance of non-verbal cues and their interpretations.
- The role of cultural values in shaping negotiation strategies.

The Role of Technology in Negotiation

The rise of digital communication tools has transformed the landscape of negotiation. Lewicki, Barry,
and Saunders' principles can guide negotiators in navigating these changes by:

- Understanding the nuances of digital communication and its impact on relationship-building.

- Adapting negotiation strategies for virtual environments, including video conferencing and digital
platforms.

- Maintaining ethical standards in online negotiations to foster trust and transparency.

Conclusion

Roy Lewicki, Bruce Barry, and David Saunders have made significant contributions to the field of
negotiation through their collaborative work and individual research. Their insights into the
negotiation process, the importance of preparation, communication, and cultural considerations have
shaped both academic thought and practical applications. As the world continues to evolve, their



principles will remain crucial for effective negotiation in diverse contexts.

The importance of negotiation skills cannot be overstated, whether in personal interactions, business
dealings, or international diplomacy. Their collective legacy will continue to influence future
generations of negotiators, ensuring that the art and science of negotiation remain relevant and
impactful in an ever-changing landscape.

Frequently Asked Questions

Who are Roy Lewicki, Bruce Barry, and David Saunders?

Roy Lewicki, Bruce Barry, and David Saunders are notable scholars in the field of negotiation and
conflict resolution, known for their contributions to understanding negotiation dynamics and
strategies.

What is the focus of the book authored by Lewicki, Barry, and
Saunders?

Their book, 'Negotiation', focuses on the theory and practice of negotiation, offering insights into the
psychological, social, and strategic aspects of negotiating effectively.

What concepts do Lewicki, Barry, and Saunders emphasize in
their negotiation framework?

They emphasize concepts such as interest-based negotiation, the importance of preparation and
planning, and the role of communication in reaching mutually beneficial agreements.

How has the work of Lewicki, Barry, and Saunders influenced
negotiation training?

Their research and publications have become foundational texts in negotiation training programs
worldwide, providing frameworks and tools that practitioners and students use to enhance their
negotiation skills.

Are there any online resources or courses based on the works
of Lewicki, Barry, and Saunders?

Yes, many universities and online platforms offer courses on negotiation that incorporate the theories
and concepts developed by Lewicki, Barry, and Saunders, often utilizing their textbook as a primary
resource.

What is the significance of interest-based negotiation as
described by these authors?

Interest-based negotiation focuses on understanding the underlying interests of parties rather than



their positions, which helps in finding creative solutions that satisfy the needs of all parties involved.

How do Lewicki, Barry, and Saunders define conflict in
negotiations?

They define conflict in negotiations as a situation where two or more parties perceive a divergence of
interests that can lead to a competitive or adversarial interaction.

Can the negotiation principles from Lewicki, Barry, and
Saunders be applied in everyday situations?

Absolutely! Their principles can be applied in various everyday situations, from workplace discussions
to personal relationships, helping individuals navigate conflicts and reach agreements.

What are some key strategies for effective negotiation
according to Lewicki, Barry, and Saunders?

Key strategies include thorough preparation, active listening, building rapport, focusing on interests
rather than positions, and exploring multiple options for mutual gain.
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