Guide to IMI Knowledge
. Centre

Accessing

E-books

library.imi.ie
knowledge@imi.ie



1. Open the IMI Summon Search box and enter the e-book title.
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2. Refine the search by selecting Full Text Online and Content Type book/e-

book.

< G

the mind and heart of the negotiator

{3 https:/fimi.summon.serialssolutions.com/7#!/search?ho=t&include.ftmatches=f&fvf=IsFullText true, 2 7CContentType... A g =

QTR O,  New Search

Selected Clear all

Full Text Online X Book / eBook X

Refine your search

Full Text Online

Scholarly, Including Peer-Revig

Open Access

]
3
U
[ atthe Library

D Add results beyond your library's collection

Sort =

Book / eBook

2 results

R\

Sorted by relevance v

The mind and heart of the negotiator &=

by Thompson, Leigh L
2015, Sixth edition

eBook = @ Ful Texi Online  More Options

B Preview =

Negotiation Genius: How to Overcome e =
Obstacles and Achieve Brilliant Results

by Malhotra, Deepak, Bazerman, Max
2007

From two leaders in executive education at
Harvard Business School, here are the
mental habits and proven strategies you
need to achieve outstanding resufts in..

eBook = @ Full Text Online

S ®

Net syncing g

® Engtisn

Opening Hours

Monday - Friday: 8:30am - 6:00pm
Closed: Saturday & Sunday



3. Select the Full Text Online link under the e-book record.
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4. Select Read Online. Note that Copyright restrictions apply to the number

of users that can access the e-book concurrently.
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5. Select the links to the Chapters down the left hand view pane.
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Publication Date: 27-11-2014
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6. Other features include searching, scrolling and printing (copyright
restrictions apply for printing).
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Part I: Essentials of Negotiation

NEGOTIATION: THE MIND
AND THE HEART

Table of Contents

Cover
Title
Copyright

Contents In July 2012, after a successful contract renegotiation with Gazprom, its longtime partner, E.ON
announced an earnings boost of $1.25 billion. Gazprom is a Russian gas export monopaly and E.ON
is a German utility firm, and the Russian firm's |argest European Union customer. The new long-

Preface

About the Author term natural gas supply contract was signed against a backdrop of lengthy and complex negotia-
3 . . tions in which E.ON wanted Gazprom to agree to lower gas prices and revisions in pricing
Part |- Essentials of Negotiation E.ON had been pushing for naw gas prices as it had been selling gas at a loss for quite some

» time. This was mainly because the prices at which EXON bought gas from Gazprom were linked to
the price of oil, which was much higher than the retail price of gas. E.ON was also suffering due to
» Chapter 2 PREPARATION: WHAT TO DO BEFO... reduced gas demand from its customers. At one point, negotiations between the two companies
were not going well and had reached a stalemate. At that time, E.ON decided to begin arbitration
proceedings—an independent arbitrator was nominated by the two parties to review the case and
» Chapter 4 WIN-WIN NEGOTIATION: EXPANDIN.... issue an arbitration award. Although E.ON had kept the option of continuing talks with Gazprom
open at that time, it was a clear sign of how difficult it was for the two companies to reach a solu-
» Part Il Advanced Negotiation Skills tion in the prolonged contract dispute, with billions at stake for both
The 2012 settlement brought legal proceedings and the lengthy arbitration process to an
end and meant that E.ON and Gazprom could expect more stability for a longer time. Gazprom
» Name Index agreed to lower gas prices, but was successful in safeguarding its pricing model. It expected
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» Chapter 3 DISTRIBUTIVE NEGOTIATION: SLICI..

» Part Il Applications and Special Scenarios




7. Select the Download link to borrow the e-book and read on multiple
devices. (This requires Adobe Digital Editions).
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For undergraduate and graduate-level business courses that cover the skiils of
negofiation.

The Mind and Heart of the Negotiator is dedicated to negotiators who want to improve
their ability to negotiate—whether in multimillion-dollar business deals or personal
interactions. This text provides an integrated view of what to do and what to avoid at
the bargaining table, facilitated by an integration of theory, scientific research, and
practical examples

This program will provide a better teaching and learming experience — for you and
your students. Here's how

+ Provide Students with Practical Real-World Examples: Each chapter opens
with & case study that illustrates a real business situation

+ Offer In-Depth Information on Business Negotiation Skills: This text provides
practical take-away points for the manager and executive on integrative negotiation

and contains a series of hands-on principles that have been proven to increase the

value of negotiated deals.

- Keep your Course Current and Relevant: New examples, exercises, and
statistics appear throughout the text.



8. Select the number of days you would like to borrow the e-book and click

the Download button.
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9. Adobe Digital Editions can be downloaded at this link: ADOBE DIGITAL

EDITIONS Download

10. Contact knowledge@imi.ie for further help accessing E-books
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